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Now Setter thau Ever...The BEAVER Model-A! 


Two new improvements—patents pending 


convenience and performance of the Beaver Model-A % to 2” 


the world over for the past 19 years NEW FEATU RES 


have been added to further increase the safety, 
Pipe & Bolt Machine—popular 








(PATENT PENDING) 
1. 


The new Automatic Switch Lock and Chuck Wrench Holder makes it impossible to start 


the machine without removing the chuck wrench. This highly important safety device 


protects the workmen from personal injury and the machine against damage. 


It 
whip” of long revolving lengths of pipe from rocking the spindle and causing 
flat-sided leaky threads 


The new Eccentric Spool Pipe Centering Device is detached from the rotating spindle 
prevents the ' 


And don’t forget—there are 192 different kinds and sizes of dies available, in stock, for your 


requirement when you own a Beaver Model-A. This die inventory, 
investment of more than $150 


ECCENTRIC 
every representing an 
Y a — 9 SPOOL PIPE 
000, is the user’s guarantee of maximum service. Sold by leading REST 
jobbers—everywhere! 


Today—write for the new Beaver Catalog No. 50. Address Beaver Pipe Tools, Inc., 
16-300 Dana Avenue, Warren, Ohio, U.S.A. 


50 YEARS OF FRIENDLY SERVICE 


AUTOMATIC 
SAFETY 


SWITCH 
Ww 
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COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


It Happens Every Spring 

Which side of the fence are you on? Do 

you think aptitude tests are good? Or do you think 
well, it doesn’t really matter because either way 

you'll want what one distributor who has 

tried tests has to say in answer to the question: “Is 

aptitude testing beneficial?” 


. .. If that Chinese philosopher was correct when he 
said “one picture is worth 10,000 words’, you're 
going to find the equivalent of a couple of million 
words in the June issue of 1.D. What we're getting at 
is that there'll be scores of pictures of people you 
know, people who are going to attend the Triple 
Industrial Supply Convention in Atlantic City. Yes, 
there'll also be complete reports on action taken at 


On Exhibit 
the convention and speeches delivered (words and im 
. ... Try sitting on the other side of the desk when 


pictures). 

i ) you look at your next product exhibit and then ask 
yourself; “Does that exhibit answer the buyers’ ques 
tions?” You won’t want to miss a report on how you 


ployec s 


to read 


Testing . . .Testing 


... There’s been a lot of talk about aptitude testing 
for prospective distributor salesmen and other em- 


can make your product exhibits answer the buyers’ 
questions. 
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Holo-Krome Button Head Socket Cap 
Screws are the newest addition to the famous 
H-K family of Socket Screw Products! Like all H-K products, they 
All standard H-K FIBRO FORGED are designed and engineered to fill a definite need in Industry. 
Socket Screw Products are manv- Completely cold forged by Holo-Krome’s exclusive, patented 
factured from special analysis alloy process, H-K Button Head Screws have thin heads which give 
steel scientifically heat treated to de- ; oi : . ; / 
clean lines, lower protuberance . . . a real advantage when 
velop the utmost in necessary physi- inki —_ sie E lees died lianas 
teed properties. Constant chock of ail countersinking is impractical in your product design. Sockets, 
materials and production line sam- with a true hex shape, well defined corners, smooth taperless 


ples in Holo-Krome’s own labora- walls, retain their original shape without deformation under 
tories maintain the high standards 
which are your guarantee of 
unfailing performance. 


continuous tightening and loosening . . . eliminating replace- 
ments and danger from sharp, burred heads. These advantages 
save money and speed up your assembly operations. 

For better Button Heads . . . specify Holo-Krome! 


HOLO-KROME 


Completely Cold Forged  Sockel Screw Produc 


&; 
THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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THEY’RE ADAPTABLE! 


Pillow blocks available with fixed or float- 
ing bearing. (Fixed bearing shown) 








between convex raceways provide 
full load capacity, even with shaft 
or misalignment. 


CLEAN OPERATION 


Effective seal keeps grease or oil 
in, dirt out! 


FEWER GREASINGS! 


Large reservoir allows longer 
greasing intervals. 


PRECISION FIT 


Base and cap doweled, faces 
accurately ground, to provide 
leak-proof joint. 


EASY INSTALLATION, 
INSPECTION, 
DISASSEMBLY 

Rugged, two-piece 

housing is simple, with 
slotted bolt holes for 

easy mounting. 











CORRECT SHAFT FIT 


Tapered adapter sleeve provides 
positive concentric mounting on 
commercial shafting. 





for 
increasing preference of 


Better and longer service are prime con- 


siderations in choosing such vital equipment as 

ball and roller bearings. Every feature of Link- 

Belt bearings is calculated to contribute to their om 
efficiency and endurance. The engineering, 

knowledge of the Link-Belt organization and the 

unexcelled facilities of a plant devoted entirely 

to manufacturing precision ball and roller bear- 

ings are assurance of maximum service. 


Illustrated is Series 6800 Roller Bearing BALL re | re | RO LLER 
Pillow Block, tapered adapter sleeve type; also n 
made in Series 7800 and 7900 press fit type 


for precision shafting. Other standard models BEARI NGS 

are available in ball and roller bearing types, 

for various shaft sizes, solid or split housings, 

open or closed ends, in pillow blocks, cartridge, 

flanged cartridge, flanged, hanger and takeup 

blocks. LINK-BELT COMPANY ,.,. 


Complete date te Catalog 2550. Indianapolis 6, Chicago 9, Philadelphia 40, Atlanta, Houston 5 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, Toronto &- 
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Tl 
| The Cover 
T It’s a buyer’s market today; of that 





fact we’re well aware. So, Mr. Dis- 
tributor, it’s up to you to sell your 

e e products, your services—in short, 
Profit Lines yourself—in this competitive cycle. 
To this end, we’ve packaged a pro- 
gram for you—a tidy little parcel 


HACK SAWS that includes not only the “what” 


you have to do but, more specifi- 
HAND AND POWER BLADES | cally, the “how” to ds it. All you 
KUTALL Molybdenum have to do, for a starter, is turn to 
high speed, HIGH SPEED page 85 and begin reading. .. . 
STEEL, FLEXARD for general mainte- 
nance and service jobs. ALL HARD Publisher 
and FLEXIBLE for general cutting jobs. A. M. Morris 








Editor Walter F. Crowder 


N i edi - e 
BAND SAWS Managing Editor Raymond W. Barnett 


Associate Editor John A. Wertis 


METAL CUTTING od WOOD CUTTING News Editor John F. Farley 


also Linotype and Dry Ice bands, Assistant Editor Albert R. Henry, Jr. 


Band Saw Knives, and Butcher saws. | Layout Editor Leugel Foss 

Western Editor Walter R. Dawson 
(Chicago) 

COMPASS SAWS Directory Editor C. H. Holdsworth 


13th Edition 
WOOD CUTTING - METAL CUTTING Washington Bureau 


; George B. Bryant, Jr. 

Metal cutting made in 14 and Editor, World News Russell F. Anderson 
24 teeth, Metal and Wood cut- ie es 

j ——_ District Managers: E. N. Grantvedt, Chi- 
ting made in 14 9 10 teeth. cago; E. J. McOsker, Cleveland; H. E. 
This is a combination blade. Thayer, New York and Boston; John P. 

Ora, New York and Philadelphia; John 

W. Otterson, San Franciseo; Carl W. 


ysinger, Los A les; J. H. Allen, Dal- 
HACK SAW FRAMES agg ed seem A. Wert. “ 
Solid Steel Rod and Steel Tube 
Cast Aluminum Handle 





Electricians, machinists, plumbers, 
and others have found this frame 
highly satisfactory. 


TOOL BITS A MGRAWHILL PUBLICATION 
KUTALL é SPAR-KING _ SPARGROUND INDUSTRIAL DISTRIBUTION, formerly MILL SUPPLIES, with 


which is consolidated INDUSTRIAL SELLING, INDUSTRIAL 
K B f al DISTRIBUTOR AND SALESMAN, and MILL SUPPLY SALESMAN, 
i jurpo: founded by Ernest H. Smith * Published monthly, 

utall its for gener P o with an additional directory number in December, 
work, Spar-King for the higher by McGraw-Hill Publishing Company, Inc., James 
H. McGraw (1860-1948), Founder * Publication 
grade jobs and for extra special Office 99-129 North Broadway, Albany 1, N. Y. Re- 
turn Postage guaranteed * Editorial and Executive 
work we offer Sparground. Offices, 330 West 42nd St., New York 18° Curtis W. 
McGraw, President; Willard Chevalier, Executive 
Vice-President; Joseph A. Gerardi, Secretary and 
Treasurer; Paul Montgomery, Senior Vice-President, 
Publication Division; Nelson Bond, Vice-President 
ATLANTIC and Director of Advertising; J. E. Blackburn, Jr., 

° + Vice-President and Director of Circulation; * Address 

These lines have Built Repeat Sales for correspondence regarding subscriptions to J. E. Black- 

i. ‘ ii CITY burn, Jr., Director of Circulation, ivpustriaL p18- 

many Distributors. You need not stock all five TRIBUTION, 99-129 N. Broadway, Albany 1, N. Y., or 
330 West 42nd St., New York 18. Subseription 

° e e ° rates — Single copy 50¢. U. S. and possessions, $3.00 

to have Stocking Discount. This will apply BOOTH per year, $4.00 for two years, $5.00 for three years. 
e Canada, $5.00 per year, $8.00 for two years, $10.00 

to any of our Line You Do Stock. 112 for three years. Pan American countries, $6.00 per 
year, $12.00 for three years. All other countries, 

$15.00 per year, $30.00 for three years * Reentered 
as second-class matter April 29, 1948 at Post Office, 
Albany, N. Y., U.S.A., under the Act of March 3, 


SPARTAN SAW WORKS SPRINGFIELD, MASS. | tit putishiny"ch. the 27h han Reed 


Reserved. 
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In support of a 
consistent program... 


During these days of high-powered promotions and 
special drives ... we'd like to say a few words about our 
consistent program designed to keep 3M Abrasives moving 
off your shelves. 


Our ENGINEERING SERVICE has expanded your 
abrasive markets by developing the principles of mechan- 
ical equipment designed to harness the speed and cutting 
power of coated abrasive products. New bonds and con- 
structions have opened many rich fields and increased the 
abrasive profit potential of 3M distributors serving them. 
3M Engineers are working in your markets, and they’re 
ready to render valuable technical assistance and augment 
your selling efforts. 

Our ADVERTISING expenditures for 1950 national 
magazines will top those of the previous year for the ninth 
year in a row. We recognize that continuous registration of 
the 3M Line through national advertising will lower your 
selling cost and keep your turnover rate high. 

Lowering your selling cost and expanding the market 
for 3M Abrasives... these are but two of the services 
offered as consistent support to our distributor organization. 


SM 


COMPANY 


Made in U.S.A. by MINNESOTA MINING & MFG, CO., St. Paul 6, Minn., also makers of “Scotch” Brand 
Pressure-Sensitive Tapes, ‘‘Scotch’’ Sound Recording Tape, “‘Underseal’’ Rubberized Coating, ‘‘Scotchlite” 
Reflective Sheeting, “‘Safety-Walk’’ Non-Slip Surfacing, ““3M"’ Adhesives. 


General Export: DUREX ABRASIVES CORP., New Rochelle, N. Y. 
In Canada; CANADIAN DUREX ABRASIVES LTD., Brantford, Ont. 
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Industry 
knows 





Dodge sees to that! 


> 1944 when the Dodge Schoo! of Transmis- 
was inaugurated, industry has heard THE DODGE 
bout its graduates. Tens of thousands of TRANSMISSIONEER 
have been expended by Dodge in the 
1 of these men. Millions of printed im 
ns have been used to tell engineers, main- 
nen, superintendents, purchasing agents 
snts, managers, board chairmen — your cus- 
1at the Dodge Transmissioneer is espe- 
ed to give valuable service on power 
ion problems 
jay of every month the story continues 
No other grou; f -ople engaged in 
ys a 


Dulld-uf 


Dodge Transmissioneers are repsesentatives of 
Dodge Distributors. Each one is a graduate of an 
intensive factory course aimed at supplementing ; 
his regular industrial experience with the latest of Mishawaka, Ind. 
and best answers to problems of more efficient 
mechanical transmission of power. Six years of 

F FIRST IN POWER TRANSMISSION MACHINERY 

actual experience have proved that the Dodge 
Transmissioneer makes good on the job 

Five hundred forty-eight graduates of this school 
are active in the field. Spring classes this year, 
now in session, will add sixty more. Enrollments 
are already being received for next Fall's classes. 


DODGE MANUFACTURING CORPORATION 
500 UNION ST., MISHAWAKA, INDIANA 
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““,.of much value 
fo our Purchasing 


Department” 


“Wish to compliment you on the 
completeness of your Products 
Reference Number of INpuSTRIAL 
DISTRIBUTION just received, —am 
sure this will be of much value to 
our Purchasing Department. 
“Members of your organization 
did a lot of work in compiling this 
book, —the composition is excel- 
lent, the cuts and type clear and 
very readable. 
and 


“Again congratulations 


thanks for sending us a copy.” 
Yours very truly, 


S. F. WOODBURY, President 
Woodbury & Company 
Portland, Oregon 


The MID-DECEMBER 
PRODUCTS REFERENCE 
NUMBER 

is the only directory of 
supply sources tailored to 
your daily 

buying requirements. 
Keep it handy — 

you'll refer fo if often! 


Industrial Distribution 





WASHINGTON BRIEFS 





McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


There may be more military orders for industry in the offing——despite 
the ceiling on defense expenditures that Truman has been clinging to. 

The White House has the National Security Resources Board—— 
the top war-mobilization planning agency——working on a report which 
will spell out the economic impact of more military spending for sup- 
plies and equipment. NSRB will say whether the hard goods indus- 
tries in particular can absorb another $1—billion, $2—billion, or $3— 
billion in orders; whether this would bring on more inflation in these 
industries, etc. 

Reason for the study: Truman advisors are digging around for 
ways to cope with what may soon be their number one problem——un- 
employment. By mid-summer there will be around five million looking 
for jobs. And the upping of defense buying may be one of the politi- 
cally-palatable ways of pumping more dollars into the economy, to 
keep business rolling along on a high level. 

This does not mean new orders immediately. But the drift defi- 
nitely is in this direction. 


THE NEW TAX LAW 

Are excise taxes really going to be cut? 

Some businessmen, noting that half the session is gone already, 
are beginning to wonder. 

The answer: you can look forward to excise reductions——but it 
may require over-riding a Presidential veto to make the new tax law 
Stick. 

Here’s why: Truman has promised he’ll veto any bill that 
doesn’t provide revenue from other sourcesto make up for the revenue 
lost in cutting excises. 

But the law recommended by Truman’s own Ways and Means 
Committee will cut revenue by about $1.2—billion—and offset by 
only $250 million or so of new revenue. 

So——a veto is viewed as a certainty. And it’s almost as certain 
that Congress will override the veto when it comes. 


WHO IS A LEARNER? 

Many an employer is interested in learning who is a ‘‘learner’’. 

Reason: You can Start a ‘‘learner’’ as low as 55 cents per hour 
for his first 480 hours, a bona-fide ‘‘learner’’ is exempt from the 75 
cents per hour minimum required by the new minimum wage law. 

Here are some of the restrictions and rules on learners laid 
down by the Wage—Hour division of the Department of Labor: 

Not more than 10% of your workers can be paid learner rates. 

Custodial, unskilled maintenance, office, and clerical workers 
can’t be classified as learners. 

Learners must be paid regular rates on piece-work jobs. 

No wage canbe less than that required by state law, the Walsh— 
Healey Act (covers government contracts), and union contracts. 

You can’thire learners and pay them learner rates if experienced 
workers are available. 


(Continued on page 10) 
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The most complete line of industrial power tools! 


f MACHINES! 246 VARIETIES! 


14” Band Saw 
4 varieties 





















14” Drill Press 
2 models — 
20 varieties 






20” Band Saw 


3 varieties 36” Band Sow 


3 varieties 





17” Drill Press 
2 models — 16 varieties 






12” Tilting-Arbor Saw 10” Tilting-Arbor Saw 
6 varieties (The popular *'Unisaw®"') 
2 varieties 


=r 


6"-12” Jointer 








Saw Jointer 
Combination 
2 models 








Mortise 
al 


Tilting-Arbor Saw 
2 varieties 





Delta Multiplex 
4 models 






Wood Lathe 6” Jointer 
2 varieties 2 varieties 


P.24 
Planer 















Cut-Off 
Machine 
5 varieties 






Tool Grinder 
with Twin-Lite® 
Safety Shields 
18 varieties 








Combination 
Spot and 
Arce Welder 
2 varieties 












os 

















Disk Sander 
3 models — 
4 varieties 


Deburring 
Machine 
4 varieties 






Cabinet 
Shaper 








Carbide Grinder 
14 varieties 


24” Scroll Saw 
2 varieties 










Belt Sander 
2 varieties 


Toolmaker® 
Surface Grinder 







~ 


Typical Delta Quality features give your customers a better buy! 















pte tell BEARING BEARING 


AT REST PRELOADED 


518 are £: 


a it 
‘ 


PEAT SEAL SHIELO 


t 























Lubricated-for-life Ball Bear- Precision-bored Bearing Seats. Pre-loaded Bearings. An extra 
\ P . 1. tru ring , 


R y 1 ind i a , ‘ 
D ‘ Rea " n ad and I 1 i even itact be peration 


pla 








a Sound Sales Policy 


your most profitable line to sell | 


"We believe that we are safe in saying that Delta tools 
showed us the best profit margin of any line that 


SELTA 


we handle in our entire organization.” 


. That’s what one industrial distributor just 
wrote us. Others have said the very same thing. 


Delta distributors welcome the Delta franchise. 
It gives them the most complete line of power 
tools in the industry, It gives them quality that is 
easy to sell everywhere. \t is backed by the strong- 
est advertising program in the power-tool field. 


But when you come right down to it, the most 
important thing is this: Rockwell's Power Tool 
Division is a good organization to do business with. 
Its sales policy is sound—a good deal for both you 
and your customer, And it helps you make money, 

Get behind the Power Tool line — Delta, Cres- 
cent, and Multiplex—the finest machines there are, 
at a price that makes them the best buy! 


Plan to visit us at our booth, numbers 6 and 
8 at the Triple Industrial Supply Convention. 





POWER TOOL 


Rockwell 


Manufacturing Company 


MILWAUKEE 1, WISCONSIN 


DIVISION 


= Diitriibitors 





MULTIPLEX 


CRESCENT @ 





HOMECRAFT 


~X 


LOWELL’ 


SOCKET WRENCH 


SERIES 50 


These new features make the famous Lowell Socket 
Wrench more saleable than ever... look them over 
...compare them point by point with any similar 
wrench... see why they are destined to control the 
market for this type of wrench, 








€) New Snap Ring 


© 


holds socket more securely. Roughly tested in pipe 
line work for over a year. Removed easily with 
narrow screw driver or any pointed object. 

All Steel Cap 

instead of cast collar, press fitted and swaged to form 
one-piece integral unit with larger all steel bearing for 
much longer wear. Cap locked into head by internal 
projection and screw. Even with screw lost and cap 
swung 90” parts cannot fall out. 

High Tensile Alloy Handle 

New Tough Synthetic Finish 

Enlarged Hole for Lanyard 


These features are on all wrenches Nos. 50 to 55 and 
stocked. Larger wrenches have heavy duty collars with 
set screws as always. 


Send for the New Lowell Catalog 
No. 60. Completely redesigned to 
present the information you want ?) 


clearly and quickly. 


AND... 


the new schedule of list prices and 
discounts makes this a very attrac- 
tive proposition. Write today. 


Lowell 


LOWELL 
WRENCHES 


WRENCH COMPANY 


WORCESTER, MASS 
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(Continued from page 7) 


HOUSING BOOM: For distributors 
whose business is affected by the 
boom in home building, a top De- 
partment of Commerce Economist 
has given an encouraging answer 
to that question: How long can 
housing construction hold up? 

His answer, backed by fig- 
ures, is: 

‘*At least three more years.’’ 

S. Morris Livingston, writing 
in the Survey of Current Business, 
figures it this way. Construction 
of dwelling units during the past 
three years has been two or three 
times that necessary to take care 
of the normal increase in house- 
hold. This all-time fever of home 
building has wiped out about two- 
thirds of the backlog of demand 
that existed at the end of the war. 

But one-third of the backlog 
still remains. Add that to the nor- 
mal rate of home-building for the 
bigger and growing post-war popu- 
lation—and the figures point 
straight to the conclusion that the 
housing boom will continue boom- 
ing at least through 1952. 


EXPENDITURES: Business ex- 
penditures for new plant and equip- 
ment this year will be 11% less 
than 1949, according to the Securi- 
ties and Exchange Commission. 
This year’s estimate is $16 bil- 
lion, compared to $18 billion last 
year. Declines are forecast for all 
major industries. Biggest decline: 
electric, gas, and manufacturing 
industries. 


LESS PAPERWORK: Want to help 
cut the paperwork you now have on 
reporting income and social securi- 
ty taxes? Write your Congressman 
and the House Ways and Means 


(Continued on page 14) 
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There ave yo Yo 4 rmore 


port Cpportanities tir thes tn the 


DURKEE 


a= /AT WOOD 
onc: — WYABELT Line 


Check the list and compare it with your present set-up. You may 
EXCLUSIV E find as many as four more profit opportunities in the Durkee-Atwood 
DESIGN FEATURES V-belt line and sales policy ... opportunities that can make a big 
difference in your yearly net profit. Well established industrial dis- 
tributors are shifting to the Durkee- Atwood line. You can get the whole 
hi ke oj i . DEPT. A-6 CALL MA 0441 
LIBERAL OEM story this wee just write or call. DEPT 

OPPORTUNITIES DURKEE-ATWOOD COMPANY 
MINNEAPOLIS 13, MINNESOTA 

MULTIPLE BELTS —Extra-duty 

construction, Available. 


design and 
in sets matched by the 








See us at 


ATLANTIC CITY 
May 22-24 
Booth No. 241 


1950 
Sve Gon tut wee tey fer tar 
-3223 
4 $678 910 
1112131418 1617 
18192021 222324 
26 26 27 28 29 30 














Make more money on your V-belt : 
sales next month! Switch to the | 
; DURKEE-ATWOOD line now. 

i 


RODUCTS A” 
' Y 
Aerie 
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REALISTIC PRICES 


ATTRACT YOUR CUSTOMERS TO 


MODEL 600 
6-INCH PORTABLE SAW 


MODEL 651 


MODEL 650 4-INCH PLANER-SAW 


4INCH SANDER-SAW 


MODEL 425 4-INCH 
STANDARD DUTY DRILL 


MODEL 115 %4-INCH 


, BODY BUILDERS SPECIAL DRILL 
~ MODEL 200 12-INCH 
ou "\ MS a? STANDARD DUTY DRILL 


These standard 

duty, quality built 
tools for industry are 
priced in line with light 
duty tools specifically 
recommended for 


use in the home. 





PROFIT MARGINS 


ATTRACT “DISCOUNT-MINDED” 
DISTRIBUTORS TO 


NO WONDER 

MORE THAN 3,000 
DISTRIBUTORS NOW STOCK 
AND SELL THE OUTSTANDING 


PROFIT LINE OF 
THE INDUSTRY: Cummins Portable Toals 


4740 NORTH RAVENSWOOD AVE. - CHICAGO 40, ILL. 4 mANUFACTUR Ig 





jsi0 
OVER 6 years OF prc 








.... for the Industrial Distributor! 





Why not sharpen your pencil and figure out for yourself 


just how important fastener products are to your business? 


If you've tended to take bolts and nuts for granted—the 


answer will be an eye-opener. You'll discover that they're 


responsible for a handsome share of your profits . . 


- year 


in and year out. 


That is the tip-off to sell fasteners at every opportunity... and 


to carry the complete Lamson line so you can meet all 


of your customers’ requirements. 


eRe | 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street © Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio © Birmingham Chicago 


AMSON & SESSIONS 
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(Continued from page 10) 


Committee and tell them so. Tell 
them you are all for the bill which 
would: 

1. Combine income and social 
security taxes into asingle payroll 
deduction for all workers—not just 
those getting $3,000 or less. 

2. Permit you to file with the 
Bureau of Internal Revenue only 
one wage and tax report each year 
for each worker, instead of the 
quarterly reports you now file. 

Congress has to pass a law 
to do these things——but it’s the 
kind of law that Congressman like 
to approve. Reason: it doesn’t cost 
any money, saves constituents time 
and trouble, and the government 
agencies——including BIR——are 
for it, too. 


OVERTIME PAY: If you are con- 
sidering a guaranteed weekly wage 
as one way of handling wage pay- 
ments to employees whose hours of 
work are irregular, be sureto check 
the contract carefully against new 
interpretations published by the 
Wage-Hour Administrator. 

The requirements for a fool- 
proof annual wage contract are com- 
plex and strictly construed. 

Even though an employee’s 
hours of work are irregular, many 
will not be eligible for annual wage 
contracts, unless they fall within 
a pattern spelled out by the Admin- 
istrator. Stenographers and file 
clerks won’t be regarded as having 
irregular hours required by their 
duties; hence, they’re automatical- 
ly not eligible. 


ON BIG BUSINESS: Businessmen 
have heard some rare words about 
business——and big business from 
a top administration official. 
Secretary of Commerce Saw- 
yer, in a recent speech, struck out 
against attacks onindustry because 
of size, unless the attacks are 


(Continued on page 16) 





hrees company! 





...- when it’s you, 


your prospect and 


Jacobs 


It’s always smart strategy to open a 
sales call with Jacobs Chucks. You’re 
off to a congenial start towards related 
selling, because Jacobs Chucks are wel- 
come, known and used . . . wherever 
you go. 

That’s entirely logical, when you 
consider the world-wide reputation en- 
joyed by this topflight line. It’s com- 
mon knowledge that no other chucks 
have ever equalled Jacobs for accuracy, 
durability or gripping power. And con- 
sistent national advertising keeps your 


customers constantly reminded of these 





advantages. 

So, while Jacobs Chucks are alone in 
the field, as far as quality and value go, 
they make the best of company on sales 
trips. They'll get business and hold it 

Toa : f for you . . . Keep them busy! The 
—s | Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 
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Self-Honing 
Air V 


ilve 

As superior in strength 
and efliciency as in ap- 
pearance. Quick-acting, 
self-adjusting. requires 


Handle 


anchored to plus inside 


; heavy-duty services. 
no packing. 


the valve body. Maximum 


flow open position 


through = streamlined 


1 


orifice. Sizes: 14° to 2". 


Stocked by Manufacturers and Job 


bers of Mechanical Rubber Goods 


‘Reg. U.S. Pat 


DIXON VALVE & CC \ 
PRODUCERS OF Jhe Quality Line COUPLINGS + NIPPLES * 
“BOSS” “GJ-BOSS'’’ “DIXON” "KING" “AIR KING”’ 


PHILADELPHIA, PA BRANCHES. CHICAG( BIRMINGHAM > ANGELES 


Of. 


NIP 
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MENDERS * 


“DIX-LOCK”’ 


H 


The valve you can recom- 
mend with confidence... 
for headers, compressors, 
manifolds and similar 


CLAMPS 


WASHINGTON BRIEFS 





(Continued from page 14) 


based on facts. 

Sawyer had some facts of his 
own to lay on the line: 

Between 1940 and 1947, all 
corporations with assets over 
$100-million added only 2.1% to 
their size by buying up other busi- 
nesses. Large part of the growth of 
big companies has come from re- 
tained earnings and new financing. 

In 1900 there were 21 firms 
for each 1,000 population; today 
there are 26 firms per 1,000. 

While there is some increase 
in concentration in big-company in- 
dustries, ‘‘we do not as yet have 
sufficient facts to attach signifi- 
cance to these figures’’ of concen- 
tration. 

Said Sawyer: attacks on big- 
ness have become part of the folk- 
lore of the American people. But 
**if we attack size in business and 
government, shall we ignore it in 
other fields——labor, for instance. 
Is a big corporation a menace and 
a big union a blessing? Is a big 
cO—op a menace or a blessing?’’ 

Businessmen generally have 
been skeptical of Sawyer’s influ- 
ence within the Fair Deal adminis- 
tration. But it is admitted that the 
Ohio lawyer, businessman, and 
politician is talking and acting 
more like a businessman’s Secre- 
tary of Commerce than anyone who 
has held the job since Herbert 
Hoover’s day. 


SAVINGS VS. DEBT: The Securi- 
ties & Exchange Commission has 
drawn up a national consumer’s 
balance sheet——and revealed a 
whopping bank account and other 
Savings, 4s compared to debt out- 
Standing. 

What it shows is that despite 
higher prices and more spending, 
Americans managed to save about 
as much in 1949 as they did in 
1940. 
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Built Catalogs. Leadership prospers 


tory before you turn a wheel toward 
hat new catalog. Find out about our 
erving you, our fast schedules, and the 


work we are doing for other leaders in distribu- 
ts are yours for the asking 


tion. Drop us a line today. 
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a catalog that works—that brings orders year 
C 


after year in profitable volume—can possibly bring 
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a customer back to us for his next catalog. Only 
tors, and bring a steady stream of new customers 


for Donnelley- 


R. R. Donnelley & Sons Company 


such a catalog can catch the eyes of other distribu- 
Catalog Compiling Department 


Whatever Else You Do 


Only 
350 East Twenty-second Street, Chicago 16 


most with lead 
getting out 
methods of 
tion. The fa 


Compiling 
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NORTON COMPANY 


niwreeetee™ ane ~ woaces! 


aanasive® 6 sh abed 4€ELS SainainG ANO LAPPING wacnines nernactor es anc tae pRatory 
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woRceEst eR 6, MASSACHUSETTS 


To ALL Norton pistributor Saleemen April 26, 1960 


Research thet 
4 usine 


¢ much importance to you 48 a salesman, 
customers to know that 


the Norton 
and Chippawe- 
a score or 
eives and 
cientiets 
Pp Lications 
experience of 
ra # coupled th the metnode to mak 
new end petter abrasive to 
This Research and pevelopment activity 4s not only 
coordinated closely with customer needs and require put 
goes much further, anvolving pasic 
operation. nie 1 ads to improved 
giving your cus xk an 
their apresive 


Continued exhaustive t oc ese ing 
and applications in @ Large and com en r and pevel- 


opment Laboratory ie the Norton way of providing you continuelly 


with the best in abrasive products 


NORTON coMP ANY 
—n " Jeecker 
pirector of Research 

and pevelopazent 
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|" the Norton research laboratories at 
Worcester and at Chippawa a team of 155 
trained scientists and technicians is constantly 
at work to give you better products to sell. 
Working with the most modern apparatus 
and equipment, organic chemists, physical 
chemists, electro-chemists, petrographers, 
metallurgists, physicists, ceramic engineers, 
chemical engineers, electrical engineers and 
mechanical engineers are studying abrasives 
and abrasive products in both theory and 


practice. 





WNORTONY 


ualaking better products to make other products better 
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YOUR SOLDER SALES GO UP 
..» when you stock Federated solders. 


There’s no trick to it. The products are the best . . . they are 
nationally advertised ... customers know them, like them, and 
ask for them. 


Federated Acid Core and Solid Wire Solders . . . other solders, 
too... are available in all commercial sizes and compositions. 
Packed on metal spools in colorful boxes. 


Stdewdlul Whiias Dwiuion 


American Smelting and Refining Company, 120 Broadway, New York 5, New York 
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When you need new equipment, 
supplies, or replacement parts, 
phone your distributor! He'll give 
you immediate service — he's fully 
equipped to do so. 


For years we've believed in the 
distributor method of sales and 
service. Our distributors are care- 
fully selected, well-trained special- 
ists fully capable of serving your 
load-handling needs. 


All our sales, advertising, and pro- 
motional efforts have one objective 
— to create and direct orders for 
our equipment to our distributors. 
We want our customers to benefit 
by the service they give. Thus we 
build goodwill for our Company 
and products. 


You are as near as your telephone to 
all of our distributor sales and services! 


evUGIT HOISTS - LOaw ~ 
.«* SHAW BOX CRANES - LOADLIFin. 


~ MANNING 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and ‘Load Lifter’ Hoists 
end other lifting specialties. Makers of ‘Ashcroft’ Gauges 
‘Hancock’ Valves ‘Consolidated’ Safety and Relief Valves 


tUDGIT e LOADLIFTER TUGIT HOISTS ° LO American’ Industrial and ‘Microsen’ Electrical instruments. 
-OADLIFTER - SHAW-BOX CRANES - LOADLIFTER 
sSUDGIT - TUGIT - LOADLIFTER HOISTS - BUDGIT 
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Here’s everything you need 
to boost ABRASIVE profits... 


AP gives you 


-_<~ } 
* @\ 


y | 
A complete line 


Ads like these run in Mill & Factory, Factory, Amer- AP coated abrasives are available in any size and 


ican Machinist, Wood, Wood Products, Woodwork- shape for finishing metal, wood, plastics, leather, 


ing Digest, and many other publications. glass and other materials. 





Sales engineering service Peomgpt delivery 


Experienced AP Sales Engineers help you meet spe- You can profit from our ability to produce special 
cial sanding requirements. orders — fast. 








Right from the start, AP Jewel Abrasive advertis- 
ing in 14 leading magazines rolls up its sleeves and 
works to dig up leads—help you get more business. 
And to help you keep it: AP’s complete line of 
Coated Abrasives has a record for cutting finishing 
costs that’s given the name Jewel industry-wide 
recognition. 
There's a Jewel product you can sell for every 
sanding, grinding, polishing need. To back up 
your salesmen, there's a staff of experienced AP 
Engineers who are continually developing new 
business, new products, that convert into addi- 
tional sales for Jewel distributors. These men work 
right with you when a prospect has a special fin- 
ishing problem. Result: extra business for you. 
And AP gives you extra service like this right 
down the line. When one of your customers needs 
a special order fast, you can count on AP. We're 
geared for prompt delivery, so that you can go P 
after profitable business other distributors often Write for your copy 
can’t handle. of our catalog 
Whatever abrasives you’re now handling, com- ' ” and price list now! 
pare AP’s profit-making combination of hard-hit- 
ting advertising — fast-selling product — sales en- 
gineering help — prompt delivery service. You'll 
see that AP is the line for you to carry. Abrasive 
Products, Inc., South Braintree 85, Massachusetts. 


Abrasive 
P rodueftfs, 


SOUTH BRAINTREE 85, MASSACHUSETTS * MAKERS OF JEWEL COATED ABRASIVES 
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ALF the battle in successful selling 

is having the right line to back 

you up. With MORGAN VISES on your sales 

staff you're ready for good healthy competi- 

tion. Keep your sales on an even keel—keep 
that sales chart up at a steady level. 


Our more than 56 years of manufacturing and 
selling vises is at your service—MORGAN 
VISES are nationally-known and nationally- 
advertised—every plant, whether large or 
small, uses them. Users don’t have to be 


shown more than once to see the advantages 
they get when they buy MORGAN VISES. 
MORGAN Vises are unconditionally guaran- 
teed for a life-time of good service—they 
have strength, rigidity, precision, and accu- 
racy which stand up under years of constant 
hard usage. 


@ We urge users to buy through their local 
distributors. It will pay you to get the com- 
plete MORGAN story. 


All Handles and Side Locks now 
Nickle Plated—Rust-proof 


Machinists’ Bench 
Combination Pipe 
Sheet Metal Workers 
Quick Action Con- 


tinuous Screw 
Woodworking 

@ Garage Vise 

@ Hinged Pipe Vise 


MORGAN VISE CO, 12-2 808s. CHICAGO 6, U.S.A. 
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Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


4 


UNION BONNET ) 
BRONZE GATE VALVES | 


200 LB. CLASS 
200 Ibs. steam at 500°F. 
400 Ibs. OWG (non-shock) 


300 LB. CLASS 
600 Ibs. Hydrostatic Test 


300 Ibs. steam at 550°F. 
600 Ibs. OWG (non-shock) 
800 Ibs. Hydrostatic Test 
Integral Bronze Seats 

Nickel Bronze Seat Rings 


BONNET P & C High Test Bronze with 
smoothly machined bevel for tight joint 
with body. 


/MNION RINGS P & C Valve Bronze. 


Ruggéd. Permits repeated disassembly 
without distortion of body or weakening 
of threads. 


, WEDGE Nickelalloy. Reversible. Mill 


ed grooves engage guide ribs in body, 
reducing seat wear. With valve full 
open, wedge clears line of flow. 


,/ SEAT RINGS Nickel alloy (renew- 


able in sizes 1” and larger) or bronze, 
integral with body. 


, BODY P&C High Test Bronze. 


Heavy end hexes. Heavy section 


and strong threads at union for 
long service. 


FOR YOUR COPY 
OF DH 191 


R-P & C VALVE DIVISION ~ 
AMERICAN CHAIN & CABLE 
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NOW, Serve Your Customers More Completely 
with the Broad, Profitable IMPERIAL LINE 


FITTINGS 


Finer 
becouse 
they're 
FORGED! 


COMPRESSION 
a 7 Di 
-~ li 
FLARED TUBE 


For 

Connecting 
Copper, 

Brass, 
Aluminum 
Thin-Wall Steel 
and Flexible 
Tubing. 


Simple, efficient, 
easy to assemble. 


For low, medium, 
high pressure work. 
Gives repeated tight 
reconnection. 


HI-DUTY FITTINGS 


Z1<G4- 
FLEX FITTINGS 


Lik 


Available in Brass or 
Aluminum. Easier to 
assemble. Withstands 
vibration. 


Has flexible synthetic 
sleeve. Withstands 
major vibration, mi- 
nor tube movement. 


INVERTED FLARED TUBE 


ge el -- 
FLEXIBLE HOSE 
<2 Cip 


Similar to flared tube 
fitting except seat for 
flare is inside body. 


and FITTINGS 


For making up flexi- 
ble liquid, air and 
vacuum lines. 


BRASS PIPE FITTINGS 


Most shapes now forged 


VALVES 


For Low 
and Medium 


Most models Pressure 


made of 
forged brass. 


2-WAY HI-DUTY 


An extra sturdy valve 
for liquids and gases. 
') Note solid bottom. 


3-WAY AND 4-WAY HI-DUTY 


Outstanding shut-off or dis- 


tributing valve for liquids, 
gases. 


2-WAY SHUT-OFF VALVES 
be General purpose plug 


valves for a host of appli- 
cations. 


3-WAY SHUT-OFF VALVES 


<p 


SHUT-OFF NEEDLE VALVES 


€ 
iF Popular low cost valves. 
Compression, flare and pipe 
thread connections. 


For liquid and air lines or 
wherever two fuel tanks 
ore used. 


DRAIN COCKS 


Plug and needle types. Vari- 


ety of styles. Positive shut- 
off, smooth operation. 


TUBE WORKING 
TOOLS 


a tool for every job 
—every fool a leader. 


Various sizes. Make 

' clean right angle 
cuts on tubing e" to 
2%" 0.0. 


Many excellent mod- 
els to flare tubing 
Ye" to 1 O.D. 


TUBE BENDERS 


Hand benders of 
open-side, heavy- 
duty and spring 
types. Sizes ‘e" 
to %” O.D. 


OTHER TUBING TOOLS 


in the complete Imperial line include ream- 
ers, swedging, pinch-off and refacing tools 
and soldering torches. 


Illustrated here are only a few representative 
products in the complete Imperial Line which is 
described in Catalog No. 350. Ask for 

your copy. 


A for greater strength, 


SHAPES and SIZES Elbows, tees, 
crosses, straight fittings. Std. sizes a to %4‘’ 
O.D. tubing. Pipe thread ends “4” to 12" P.T. 


SIZES %" to 12" O.D., %” 
THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. ‘ 


INGS af 
IMPERIAL .....0°°°0 
PIONEERS ' ORKING 


TOOLS 
-_ 
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YOUR SPANG CW DISTRIBUTOR HAS 


SPANG 


QUALITY 


phat 18 
recognized 
This is one of a series of ads that are appearing ape lby, (eae wherevel pipe 
regularly in DOMESTIC. ENGINEERING; FACTORY a . is used 
MANAGEMENT; HEATING, PIPING AND AIR CON- ’ 
DITIONING; MILL AND FACTORY; PLUMBING AND 
HEATING JOURNAL; and PURCHASING. 


ed pipe, fittings, fixtures, volves 
other piping mate your Spang Distributor. He 
has every 


aig oy aa 


Spang ads are a prescription for healthier Distributor sales. Each 
month they remind contractors, maintenance men and purchasing 
agents that you have the things they want... dependable products 
like Spang CW Pipe and friendly, dependable service. 


And that advertising is backed by a quality product—a reputation 
recognized and honored by the trade for 122 years. Spang dis- 
tributor service is fast, friendly, understanding—dedicated to your 


convenience—designed to better your business. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; 
Los Angeles; New York; Philadelphia; Pittsburgh; St. Louis; San Francisco 
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hermol 


Does A Job 


in every field of industry 


No matter what types of industry you serve there are 
Thermoid industrial rubber products to meet your customer 
requirements ... Thermoid’s broad product coverage can 
help you increase your sales in all industries . . . For com- 
petitively priced quality products, it will pay you to 
specify Thermoid. 

We extend to you a cordial invitation 

to visit with us when you attend 


The Triple Mill Supply Convention 
Atlantic City * New Jersey * May 22, 23, 24, 1950 


Booths 301, 303 


Convention Hall 

















~—< 


Thermoid Quality Products: Wrapped and Molded Hose * Conveyor Belting * F.H.P. and Multiple V-Belts 
* Transmission Belting * Elevator Belting * Molded Products * Industrial Brake Linings and Friction Materials 
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Speedy Thermoid 


for Customer Acceptance Thermoid national 
advertising reaches the men who make buying decisions. 
Here are some—but not all—of the publications where 
Thermoid advertisements appear consistently. The 
impact of these sales messages builds ready product 
acceptance. That, in turn, means new business, less 
sales resistance, and more profit for you. 


Specify Thermoid 
for the Complete, Top-Quality Line Thermoid 


makes conveyor belting, transmission belts, FHP and 
multiple V-Belts, all types of hose, and sheet packing — 
whatever your customers need. Shipments from con- 
veniently located warehouses mean quick turnover and 
less working capital tied up in inventory. Furthermore, 
the top-quality of Thermoid products has developed prof- 
itable repeat business for distributors for over 70 years. 


Speedy Thermoid 


for Factory Service and Field Cooperation 
Whenever you're stumped with a customer problem, 
Thermoid Sales Engineers will gladly help you select 
the correct Thermoid product for the application. 
That’s where Thermoid’s experience in all fields of 
industry counts heavily and Thermoid’s prompt effi- 
cient factory service makes your selling job easier. 
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MEASURED MAKE-UP on every joint with this 


Neen Ata tt GE OBR NLC EEOC S PAP APIS 


To wrap up more sales—tie up with Thermoid 


hermol 


Main Offices and Factory + ompany Western Offices and Factory 
Trenton, N. J., U.S.A. Nephi, Utah, U.S. A. 
Warehouse Stocks strategically Located for your Convenience 


® Los Angeles, Cal. ®@ Chicago, Ill. ® Boston, Mass. © Buffalo, N.Y. @ Houston, Texas 
® San Francisco, Cal. @ Wabash, Ind. ®@ Passaic, N.J. ® Tulsa, Okla. @ Nephi, Utah 


®@ Jacksonville, Fla. @ New Orleans, La. ® Trenton, N.J. ® Abilene, Texas ® Richmond, Va. 
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WIDDEN 
| ORDERS | 


WHEREVER THERE'S A WOOD, 
METAL, OR MASONRY 
SURFACE, THERE’S A 

CUSTOMER FOR... 


FeADy ALUMINUM PAINTS 


S Mart salesmen who see a need before the customer knows 
|. . Keep hammering home the full Permite it exists are already a jump ahead of competition 


Wory so your customers can’t forget it! and chances are, on every call you make you come face to face 


Permite Paints are BETTER, because they... a Age paee Use the nae eH : a naa list. 
Zach needs the special protection afforded by Permite Alumi- 
pA GIVE GREATER COVERAGE! num Paint. Keep looking for those HIDDEN ORDERS, 
vd OFFER GREATER PROTECTION --- and watch your sales grow! 
HAVE BETTER HIDING POWER! Boiler Rooms Cold Storage Plants 


ya LAST LONGER! Dairies Hospital Equipment 

ARE EXCEPTIONALLY RESISTANT Milk Bottling Plants Farm Implements 

TO CORROSION! Road Machinery Machinery and Equipment 
Stacks Transmission Towers 
Roofs Outdoor Storage Tanks 
Bridges Food Processing Plants 
Furnaces Coal Mining Equipment 
Radiators Laundries 
A RIGHT TYPE Water Pipes Tank Cars 


Ship Equipment Highway Guard Rails 
FOR EVERY KIND Aircraft Fire Plugs and Lamp Posts 


OF JOB! Walls Truck Bodies 


is SAVE TIME AND LABOR COST --- 
COME READY-MIXED! 


> If you are not already handling Permite Aluminum Paints, 
write for full details on this business-building line. 


ALUMINUM INDUSTRIES, Inc. 
Cincinnati 25, Ohio 


NV A x | A 


PERMITE £22 ALUMINUM PAINTS 
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SIMON DS 


BRASIVE CO. 


* el NERAL PURPOSE 
«* a GRINDING WHEELS 





Every mill, shop and factory in your trading area 
is a profitable prospect for Simonds Wheels 
Let’s send you full details on our complete line 
together with information on our unique manu- 


facturer-distributor set-up. 


SIMONDS ABRASIVE COMPANY 
Philadelphia 37, Pa. 


INSTITUTE 
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SIMONDS 


ABRASIVE € 


ASIMONDS 











GEAR LOCATION ... 


profitable sales advantages of AMERICAN Reduction Drives ! 


The key to exclusive sales advantages of American Reduction Drives is the location of 
the Speed Reduction Unit. American Reduction Drives PUT THE GEARS WHERE THEY 
BELONG—right on the shaft of the driven machine, on the slow-speed end of the drive 
where gears run quieter and wear longer! The result is a completely standard drive 
that transforms your customers’ special, ‘made-to-order’, slow-speed problems 
into simple, efficient off-the-shelf in- 

stallations. Every component part is a 

standard, stock item ... your customers 

use standard reducers, standard motors, 

standard V-belts, and standard sheaves! 

Your inventory is lower. Installation is 

quicker, easier. Six sizes of Reduction 

Units provide any speed below 154 “on of your exclus 
r.p.m. for drives up to 25 h.p. Reduction : aes 7 h my free COPY 
Units are “precision” made in produc- sales sag tc 3 Drives 
tion runs. Over 50,000 already in use of The Ame 

offer proof of the remarkable sales pos- NAME 
sibilities of this different slow-speed “me 
Drive. 


ive 


COMPANY ig 


_ADORESS_ 


The Cmerican Paley Company 


4218 WISSAHICKON AVE., PHILADELPHIA 29, PA, 




















message in all advertisements addressed to your customers. 


We congratulate Distributors everywhere on the fine job they have 


done in handling these calls. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 1 + San Francisco 5 + Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 


<> THE CLEVELAND TWIST DRILL CO. 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cfeveland TOOLS 


G& FLLIFE BAI 
LY LLAMA 


DISTRIBUTORS EVERYWHERE 
are ready to serve you! 
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Helps You Maintain High 
CUSTOMER CONFIDENCE 
with Industrial Buyers 


@The industrial jobber is an important, inte- 
gral part of American distribution. He is doing 
a big job — and doing it well! .. . For many 
years Atkins has felt privileged to work so 
closely with Industrial Distributors in a common 
cause —the efficient, economical supplying of 
industry with trustworthy, confidence-building 
merchandise! ... And industrial buyers have 
learned that Atkins products and Atkins 
Distributors form a combination that invariably 
means top quality in service and supplies. 


. of all fine saws — the finest are 
“Silver Steel” Saws 
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DISTRIBUTORS PROF 
§ WAYS with 


MAUREY FHP V-DRIVES 
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1. LOW COST SALES 


19 years of outstanding performance have made Maurey 
the preferred FHP Cast Iron and Pressed Steel V-Pulleys. 
The Maurey Quality reputation and the Maurey guar- 
antee of satisfaction bring you prestige and friends as 
well as easy sales. Maurey performance keeps the 
repeats rolling in. 


Two Interchangeable Bushings fit the complete Maurey line of Hi-Q Cast Iron single 
and two groove V-Pulleys. To further reduce inventory these pulleys are furnished 
with combination “‘A’’-‘‘B” groove. 





Because less money is tied up in inventory; because Maurey V-Pulleys and V-Belts 
have a fast turnover; and because there is at least a 40% profit on every Maurey sale 
. .. the Maurey line is the top profit line for you to sell. 


. MORE SALES OPPORTUNITIES 


Maurey Hi-Q Cast Iron V-Pulleys are designed, built and balanced to match the 
performance of heavier, costlier V-pulleys of comparable diameter. That is why 
Maurey V-Pulleys mean economy to V-drive users with no sacrifice in efficiency .., 
and more sales opportunities for Maurey distributors. 


The Maurey line includes: Single and two groove Hi-Q CAST IRON V-Pulleys... 
single groove PRESSED STEEL V-Pulleys . . . INTERCHANGEABLE BUSHINGS for 
both Cast Iron and pressed steel V-pulleys, bored to fit all standard shafts . .. 
MOR-FLEX V-BELTS in all standard ““O”’, “A and “‘B” sizes . . . a complete selec 
tion of VARIABLE PITCH V-PULLEYS and V-Drive accessories. 


6. SERVICE, ANYWHERE, ANYTIME 


Maurey is a fast moving, service minded organization with quick handling facilities 
and heavy inventories that makes possible 48 hour service on stock items. 


7. ENGINEERING ASSISTANCE 


Maurey engineers stand ready constantly to help distributors solve special FHP 
drive problems. 


8. NEW 100% DISTRIBUTOR POLICY 





Maurey V-Drives are sold only through authorized distributors on a SELECTIVE 
DISTRIBUTOR POLICY that assures permanent, friendly and profitable.distributor- 
manufacturer relations. 








THERE ARE STILL SOME TRADING AREAS OPEN. 
WRITE TODAY FOR DETAILS ON THE MAUREY FHP FRANCHISE, 


-MANUFACTURING CORPORATION 
See Us at BOOTH 110 2915 S. WABASH AVENUE + CHICAGO 16, ILLINOIS 


Triple Industrial Supply Convention WORLD'S LARGEST MANUFACTURER OF PRESSED STEEL AND 
Atlantic City, May 22-23-24 CAST IRON FHP V-PULLEYS... SERVING INDUSTRY SINCE 1917 
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In the complete line of abrasive grain by CARBORUNDUM, there are shapes, types 


and sizes that increase production and lower costs over a wide range of applications. 


Abrasives by 


“Carborundum” is a registered trademark which indicates manufacture by The Carboyundum Company 
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_ alongside are five quantity users 
of abrasive grain. Any one group has 
many profitable prospects and they are 


tailor-made for distributor service. 


It will take you only a matter of min- 
utes to list businesses of these types that 
are located in your territory. By means of 
a few calls, you can get a good approxi- 
mation of their requirements. The figure 
you get may prove surprisingly high to 
you. There is certainly volume and profit 
possibility in grain sales that you can’t 


afford to pass up. 


These prospects and customers usu- 
ally require local service. They are famil- 
iar with the reputation and performance 
of abrasive grain by CARBORUNDUM. 
They can depend upon the quality, cut- 
ting and polishing efficiency, uniformity 
from lot to lot and superior surface-treat- 
ment. They can fill all job requirements 
because there is a full range of shapes, 
types and sizes. They can expect increased 


production at lower cost. 


Plan your selling effort to build vol- 
ume in abrasive grain sales. It will pay you 
many times over in extra profits. Bonded 


Products and Abrasive Grain Division. 


The Carborundum Company, Niagara 
Falls, New York. 





Here are Five of your 
PROFITABLE MARKETS 


METAL WORKING. In addition to their other abra- 
sive requirements, every metal-working plant in your 
sales area presents an excellent opportunity for extra 
profits from the sale of polishing grain. 


GLASS AND MIRROR PLANTS. When your pros- 
pect list turns up plants in this category, you have a 
potential market for steady volume in abrasive grain. 
Your ability to give on-the-spot service is a worthwhile 
advantage. 


INDUSTRIAL CONTRACTORS. A large quantity of 
abrasive grain goes into safety surfaces for stairs and 
floors in commercial and public buildings and industrial 
plants. Safety engineers, aware of the many benefits, 
help you promote your sales of abrasive grain here. 


OPTOMETRISTS. Substantial quantities of abrasive 
grain and powders are used in polishing optical lenses. 
The immediate availability of grain from your con- 
venient warehouse is a sales-clincher. Steady repeat keg 
business pyramids volume and profit. 


STONE, MARBLE AND GRANITE YARDS. In blast- 
ing and polishing stone, marble and granite, the 
amount of grain used by any one shop often amounts to 
sizable orders. There is attractive business in shops 
using grain for blasting and polishing stone, marble 
and granite. The yards in your territory add up to busi- 
ness worth cultivating. 








CARBORUNDUM 
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For Power Transmission Belts 


Belt Hooks 


4 WIREGRIP 





STEELGRIP Cuainonip ! y  STEELGRIP. 
A Complete Line of Quality Products 
bought daily by all Industry - - - - - = - - 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway Chicago 30, Illinois 
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LENOX 


GROUND FLAT STOCK 


ELIMINATES EXPENSIVE MACHINING OPERATIONS-— 
PRECISION GROUND, THICKNESS WITHIN .0O1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 
“THE TOOLS IN THE PLAID BOX” 
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BALL BEARING 
viLLOW BLOCKS 


WELDED STEEL 








VARIABLE SPEE 
DRIVES 


BALL BEARING BLOCKS 
IN MANY STYLES 


mn 


TAKE-URS — 
BALL, ROLLER OR BABBITTED 
BEARING TYPES 


\ SAFETY COLLARS — 
STEEL OR MALLEABLE 
\ 


pp ae 


\ 
\BELT CONVEYOR 
IDLERS 


PULLEYS 


THE LINK-BELT LINE /s Complete 





AND ACCESSORIES 


ELEVATOR BUCKETS 
OF ALL TYPES 





PRODUCTS are 


Preferred by 7 


{h\ 


Link-Belt distributors recognize the undisputable fact that IT PAYS TO MARKET 
THE POPULAR LINK-BELT LINE OF POWER TRANSMISSION AND CONVEYING 
MACHINERY 


because customers prefer ,nx-BELT DESIGN — Experienced en- 


gineers and research men keep each Link-Belt product at the top of its respective 
field in up-to-the-minute design— combining efficiency-promoting features, the 
best of materials, and pleasing appearance . . . at the lowest possible cost. 


because customers prefer the DEPENDABLE QUALITY that is char- 
acteristic of Link-Belt products. 


because customers prefer, stallations comprised ENTIRELY OF 
LINK-BELT PRODUCTS — one source, one responsibility. 


because customers prefer,, patronize distributors who TAKE THE 


BEST CARE OF THEIR REQUIREMENTS by having ADEQUATE STOCKS of LINK- 
BELT PRODUCTS ALWAYS AVAILABLE. 





GREETINGS, CONVENTIONEERS : 


te May the business and social get-togethers in Atlantic City result in a 
better understanding of our mutual problem of MARKETING GOODS 
THE AMERICAN WAY. We will be glad to have you visit our Booths 

430 and 432 as well as our headquarters in the Traymore Hotel. 





LINK-BELT COMPANY Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Houston 1, 


Minneopolis 5, San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8, Johannesburg. Offices in Principal Cities. 


Power Transmission and Conveying Machinery 





New Business for You in 


WORK-RITE DIES 
and Screw Plates... 
Butterfield’s Latest 
Addition Brings 


a 


COMPLETE LINE 





of 


ee 99 
100% INSPECTED WORK-RITE DIES ore easy to assemble and adjust. Two-piece die fits into 


DIES 


Butterfield Thread-Rite ... 
the adjustable collet die at its 
best . . . a complete line of dies 
and holders in both National 
Coarse and Fine threads series, 


Butterfield Hexa- 
gon Rethreading 
Dies . . . for use 
only for repair work, 
for dressing over 
bruised or rusty 
threads. Furnished 
with American Na- 
tional or Whitworth 
form of thread. 


UNION TWIST DRILL CO. 


BUTTERFIELD DIVISION 


Derby Line, Vermont 


Supply 
Atlantic City, May 22-23-24 


milled slot in collet; guide holds it in place; set screws adjust it. Two cutting 
edges on each half of die are quickly sharpened on any thin wheel. Double 
bevels permit hand or machine operation. A sure hit in small machine shops, 
garages, home work shops. WRITE FOR BULLETIN listing sizes, specifications, 
prices. 


Butterfield Round Adjustable 
Dies . . . List No. 2005 — %” 
O.D., adjustable in holders. List No. 
2010 — 13/16” O.D. and larger, 


with taper-screw adjustment. No. 


= 

le 
2005 in American National form of 43 "== € 
thread only. No. 2010 in Amer- ae ; 
ican National, Whitworth, Amer- \s . 
ican Standard Pipe, British Associ- 
ation, French or International forms e 
of thread. 


Butterfield Solid Square Dies 
— Pipe and Bolt — the former 
furnished with American Standard 
Pipe form of thread, the latter with 
American National. 


BUTTERFIELD 


| 

H 

; THE 100% INSPECTED TOOLS 
5 Every Tool Individually Inspected 


: TAPS ° DIES «+ REAMERS «+ SCREW PLATES 
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Get the Details on 
our Profitable, 
Exclusive Franchise 


FOR DISTRIBUTION OF 
FEDERAL-MOGUL BRONZE BARS 


In over 50 years of specialization in the 
manufacture of sleeve bearings and bear- 
ing alloys, we have learned how to pro- 
duce cast bronze bars of top quality—in 
over 400 sizes, and alloys covering prac- 
tically every bar requirement. 


Good distributors are making money with 
Federal-Mogul bronze bars. They give 


you: Exclusive franchise, good profit mar- 


gin. You get sales promotion support and 
the backing of a nationally known, nation- 
ally advertised name. 


See us at ATLANTIC CITY 
May 22, 23, 24—BOOTH 735 


Get complete details on this profitable 
franchise while territories are still 


available. Or write us today! 


OVER 50 YEARS CONTINUOUS 
BEARING EXPERIENCE 


FEDERAL-MOGUL CORPORATION, 11057 SHOEMAKER, DETROIT 13, MICH. 
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SK Loo Advertising 
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Use SKIL Belt Sanders on the many fn x 


ae 
sanding equipment. For sanding after final assei 

Of oe pieces that are hard to move, the portability 
-SKIL Bek Sanders pays off in time and work saw 
You eliminate almost all hand-sanding . 


Big SKIL Tool Ads 
help you sell... 
send customers 

to you 


They’ve done it for 25 years! 


reach the markets 
you cover...Sell the  [ixdument 
men you call on! : — te 


rad echoes 


gu 
They’ve done it for 25 years! 
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“Up here I'll take a 
SKIL Saw” 


| 
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IN 1950, SKIL TOOL ADVERTISING 
is BIGGER-THAN-EVER 


You profit from SKIL Tool advertising day after day .. . 
year after year. It precedes your salesmen and pre-sells your 
customers. It expands your markets . . . and builds your volume 

..on SKIL Tools and all your other lines. It reaches men your 
men don’t see . . . actually sends customers and orders to you. 

NOW you can get even more value from all this SKIL 
Tool advertising. Specially prepared self-mailer reprints of 
SKIL Tool ads are available FREE. Use them to focus the power 


of SKIL Tool advertising right in your own territory. 


Write for FREE Ad reprint folders . . . imprinted with your name! 


SKILSAW, INC. 
5033 Elston Ave., Chicago 30, Ill. 
Factory Branches in Principal Cities 
In Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont 
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How ARMOUR helps you win more coated abrasive sales ! 


aa A complete line of coated abrasives... 


that will meet the grinding and finishing requirements of every one of 
your customers. There are sheets, rolls, belts and discs of H. T. Garnet, 
Aluminum-Oxide and Silicon-Carbide abrasives, with paper, cloth or 
combination backing, and other specialized forms. 


Manufactured in a brand new plant... 


at Alliance, Ohio, by modern equipment and production methods — 
methods that have permitted us to improve the quality and quantity of 
our product and at the same time offer your customers a delivery service 
that is faster and better than ever before. 


: eg Supported by national advertising .. . 
x 


? 7 
re HCHASING She in leading publications—each ad keeps selling your customers and pros- 
San ® ey “Y pects on Armour’s complete line of quality coated abrasives. And remem- 
ber, each and every ad contains this line sending customers to you: WE 
RECOMMEND BUYING THROUGH YOUR INDUSTRIAL DISTRIBUTOR. 


4 And a new, easy-to-use catalog. : . 


that clearly divides and indicates the various forms of Armour Coated 
Abrasives. Laminated covers add to and preserve the catalog’s appearance. 
We furnish our Industrial Supply Distributors catalogs with their name 


and address imprinted on the cover. 


5 PLUS protected territory ! 


Armour distributors enjoy more freedom from competition, either from 
their source or from other distributors within their assigned territory. 
Write today on your business letterhead for more information. There 





are a limited number of territories open. 


UID 2 tid Mrcsives Division 


Armour and Company «* North Benton Road «+ Alliance, Ohio 
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NEW STAINLESS 
STEEL SHELL 


for greater strength 
and beauty 


NEW TRANSPARENT 
NOZZLE 


.. tougher, and 
discloses clogging 


@ Now you can say good-bye to the 
nuisance (and expense) of annual 
recharging. You can stop worrying 
about the dangers of working with 
acid. This new PYRENE* 214 gal. gas 
cartridge-operated extinguisher frees 
you from both. Yet it costs about the 


same as the PYRENE soda-acid type: 


The new extinguisher uses plain 
water as extinguishing agent. Easily 
directed in a safe 40-foot stream. 


To discharge, you turn it upside 


STAINLESS STEEL 
EXTINGUISHER 


Gas-cartridge operated, water type 


«++ No annual recharging 


NEW LOW 
PRICE 


Costs about the same as soda-acid 


type. Big savings in maintenance! 


NEW DISCHARGE 
CARTRIDGE 


+.-no acid dangers! 


ALSO AVAILABLE IN 


down and strike it on the floor. A STAINLESS STEEL 
new, meter-type valve releases the 2% gal. PYRENE Foam and 
gas pressure evenly and gradually, Soda-Acid Extinguishers 


rather than all at once. 


Here’s your chance to cut down ene 
maintenance costs and safeguard T 

your property with modern, efficient 

fire protection. Replace your old, “TM, Reg. U.S. Pat. Of 
outmoded models with this new PYRENE MANUFACTURING CO. 
PYRENE beauty. It’s good business 581 Belmont Ave., Newark 8, NJ. 


not to take chances. See your é 
Affiliated with C-O-Two 


PYRENE jobber today! 
: Fire Equipment Co. 
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How to boost your Alemite sales. 74974 


WHEN YOU SEE TH/S... SELL THIS .. 


Alemite loaders save 3% hours for every 100 Ibs. of grease used* 
ALEMITE MODEL 7185 


This sturdy, lightweight portable 
loader clamps directly on to 25 or 
35-lb. grease bucket with 1144” di- 
ameter cover. 


eeeeee eeeeeee 


ALEMITE MODEL 6721-E ALEMITE MODEL 6425-E 


Stationary loader pump fits directly | This portable Loader Pump has a 35 
on to original 100-lb. capacity drums | lb. capacity. Pumps 1 |b. in 7 strokes. 
10 strokes fill 1-lb. capacity hand Handles light-bodied and semi-fluid 
guns. lubricants. 


vas ALEMITE 
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Sales Policy ¢* na 
poost sales and © 
tion efficiency: 


PLUS. 2A COMPLE 
TE 
LINE OF TIME-TESTED CA 
STERS 


LIGHT 
DUTY 
MEDIUM DUTY 
HEAVY 
DUTY 
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ARMSTRONG 

















i A 
BD ” Yee NET PRICE POLICY 


for Greater Profits — 
Catalog, Stock and Sell 
ARMSTRONG TOOLS 
“across the board” 


/ 





PN ab oe ce), ici :) to}-me ge] eo) ii of ok 
“The Tool Holder People” 
5205 West Armstrong Ave., CHICAGO 30, U.S.A. 
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‘Give Us 


Heavily filled unit for extra-tough clean 
ing jobs on flat surfaces. 


Roc!:er or curved back sty!e used on flat 
sulfaces -easy grip—minimum effort. 


@ Excellent painters’ tool for removing dirt 
paint, and general cleaning preparatory 
to painting flat surfaces. Also good tool 
for general industrial cleaning purposes. 


MILWAUKEE 
BRUSHES 


in setting and maintain- 
ing a high quality stand- 
ard have created a big 
demand. The men who 
use them know that they are made to give the finest in performance. 


For cleaning small _ difficult-to-get-at 
places, and pipe-threads. Shaped handle 
gives easy grip. 


@ Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts 
Used also for small weld cleaning jobs. 


The Steel Wire Scratch Brushes are an example of the construction excellence 
that means profit for you. Each have backs of sound hardwood lumber free from 
defects. The finest quality tempered steel wire is used. Each wire containing 
hole is generously filled to insure maximum service life. 


Make Milwaukee your source of supply and give your customers the kind of 
service that builds business for you. 


Write for bulletin No. 40-11. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


Hegkest a” 


ILWAUKE 


INDUSTRIAL 
BRUSH PROBLEMS 
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MIL WAUKEE BRUSHES 


Everytime 


THE LINE THAT STANDS 
BY YOY THROUGH THE 


Years 
Power Driven Wire Wheel 
Brushes 
“Mono-Bilt” 
“Steel-Clad” 
“Dura-Bilt” 
“D:-Biit” 
“Peerless” 
“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 
“Sturdi-Bilt”’ 
Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


Your Wha rhet 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 


Wire Cup 








HELLER 


NUCUT i: FILE 


... it’s different 





... it’s patented 





q— aie 


... it’s the only file that gives 
double-duty filing action 








It’s the patented Heller Nucut “Wavy Teeth” feature that 
makes the difference. This cut-and-smooth two-in-one filing 
design incorporates two sets of scientifically positioned teeth 
—one coarse, the other fine. 

With every stroke of a Nucut, the coarse teeth take deep, 
clean, uniform cuts. The fine teeth leave a smooth finish — 
just as though TWO files were working instead of ONE. 

That means you can remove more metal faster, easier, 
and get a smooth finish without clogging, skidding or scrap- 
ing! Write! 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 
_— Newark 4, New Jersey Newcomerstown, Ohio 
— 


“* 


Ask also about our COMPLETE 
LINE of Swiss Pattern, Vixen Milled 
Curved-Tooth and Rotary Files, 
Rasps, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 
Tilesetters’, Blacksmiths’ and Far- 
~" i riers’ Hammers. Also Bricklayers’ 

Cash in and Plasterers’ Trowels, Craftsmaster 
on the file Scrapers, Chisels, Punches, Mas- 
with the terenches and other quality tools. 
WHITE TANG 


omazma>v @ tre hy 
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YOUR GAUGES 
unfaithful? 


Standard in 
Testing Laboratories 


For all types 
of Hydraulic Presses 
When you specify a gauge look for the same 
fF / basic honesty you expect of a fine watch 
Get a gauge that matches the performance 
‘of your equipment for accuracy and endurance, 
a gauge that will not bring trouble to your 
customers, your sales department, or— 
finally—embarrassment to you 
Honesty of a gauge depends upon its “movement.” 
Movements of U. S. Gauges, like fine watch 
*- movements, tell the truth for years. 
‘This precision is no accident. All U. S. Gauge components 
are cast, formed, machined, plated, etched or printed 
Refineries are ; within our plant. 55 tests and inspections protect you. These 
big U.S.G. users a ark are sound reasons why 6 out of 10 original 


equipment manufacturers use U. S Gauges cee 


. — a record no other gauge approaches 
ty ; You may never know how much a quality gauge can mean to 
ae a RY 


your product and your reputation until you've tried 


U. S. Gauges. United States Gauge, Division of American 


US INSTRUMENTS Ten The lwth 


sit : Machine and Metals, Inc., Sellersville, P 
Luilily Suge @ Z 7 Ge C Anideiting Youny 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges « Aircraft Instruments # Air Volume Controls ¢ Altitude Gauges « Boiler 
Gauges « Chemical Gauges # Dial Thermometers ¢ Glass Tube Thermometers ¢ Flow Meters Inspectors’ Test Gauges © Laboratory Standard 
Test Gauges ¢ Marine, Ship and Air-Broke Gouges « Recorders ¢ Controls and Alorm Gauges « Voltmeters ¢ Ammeters e Welding Gauges 
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For rugged weld grinding, 
Saf-T-Cut disc-wheels have 
no superior. 

Will fit all standard right-angle 
head grinders and sanders... 


air or electric driven 


@ This unique Bay State product, reinforced with 
strong nylon cord, is being acclaimed the “hottest” develop- 
ment in the abrasive field. There are definite reasons for 
such valued recognition when it comes to rough, heavy- 
duty portable jobs that must be done FAST. Ask for a free 
demonstration. You be the judge. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 
Chicago, Cleveland, Detroit, Pittsburgh © Distributors All Principal Cities 


MEMBER OF THE 


cmdncwir msrvre Of Performance Couscstently Duplicated 
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RUST-OLEUM 


Distributor Policy 


ARTICLE I 
In industrial markets, Rust-Oleum shall be sold on/y through Authorized 
Distributors. 

ARTICLE Ul 


Rust-Oleum Distributors in any one area shall be appointed only to the 
degree that the market assures adequate volume and profit for each distributor. 
ARTICLE III 


All direct inquiries and orders from industrial users and prospects shall be 
referred to Stocking Distributors. 












ARTICLE IV 
Rust-Oleum will maintain uniform discount schedules to its distributors 
and make every effort to assure the maintenance of Rust-Oleum’s reasonable 
competitive prices. 

ARTICLE \ 
Factory-trained Rust-Oleum representatives shall provide full engineering 
assistance to Distributors at regularly scheduled intervals. 





ARTICLE VI 


Complete stocks of all types of Rust-Oleum shall be maintained at our 
factory for immediate shipment. 














ARTICLE VII 


Catalogs, Application Manuals, Sales-help material and other merchandising 
aids shall be regularly furnished to Rust-Oleum Distributors. 





ARTICLE VIII 


Aggressive national advertising — featuring “Buy through your Industrial 
Distributor” — shall be consistently maintained. 


RUST~-OLEUM CORPORATION ¢« EVANSTON, ILLINOIS 






OVER 4,000,000 
advertisements a month 
say “BUY FROM YOUR 

INDUSTRIAL DISTRIBUTOR” 
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Rust-Oleum, the industrial rust preventive that 
stops and prevents rust, is a product that you 
can sell with confidence. Unequalled in its 
ability to handle tough iron and steel mainte- 

D nance problems, Rust-Oleum produces a tough, 
tone and AeA pliable film that protects, with extra years of 
AVAILABLE InN service. 

ALUMIN Manufactured in a full selection of many 
popular colors, in aluminum and in white, 
Rust-Oleum gives its users extra value in 
terms of beauty and lasting fine appearance 
to buildings, equipment, and structures. Rust- 
Oleum is economical to use and cuts mainte- 
nance costs because it is easy to apply, dries 
free of brush-marks, and requires no profes- 
sional experience or special equipment to 
; apply. It's the practical answer to your cus- 
Rust OLEUM corr? , tomer’s rust problems. 
EVanston, ttt! 64 , Once used, Rust-Oleum makes satisfied 
customers who come back again and again to 
build steady, repeat business for you. 


RS 


MANUFACTURES 


RUST- OLEUM CORPORATION 








2413 ‘Sahoo Street Evanston, Illinois 
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PARKER- KALON 
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Talk to any P-K* Distributor. 
He'll tell you of the fine support he gets 
from most of the manufacturers whose 
products he sells. He'll also tell you that, 
as in everything else, one always stands out. 

The Parker-Kalon Policy of 
protection and assistance for Distributors 
was unprecedented when it was established 
over 35 years ago. Its fair and square busi- 


ness principles have never been dimmed 


nor relaxed. Business depressions and run- 
away markets, which have toppled weaker 
policies, have only served to emphasize the 
strength and stability of Parker-Kalon re- 
lationships with its Distributors. 

As they watch this P-K Policy 
in operation, Distributors are reminded, 
day after day, that it pays to team up with 
P-K ... for prestige, for sales, for profit. 
Parker-Kalon Corp., 200 Varick St., N.Y. 


THE PARKER-KALON POLICY 


1 PRODUCTS. To maintain our leadership as originators 
of Self-topping Screws and manufacturers of the only 
complete line. To continue the design and engineering 
enterprise in development of Socket Screws. To maintain 
the highest standard of quality in every Parker-Kalon 
product. 


SELECTIVE DISTRIBUTION. To sell only through rec- 
ognized distributors, and to limit distribution of a given 
product to the number of jobbers a territory can prof- 
itably support. 


PROFIT MARGIN. To provide an adequate margin of 
profit for our distributors. 


3 


PROTECTION AGAINST PRICE DECLINES. To reasonably 
protect distributors against losses through price changes. 


PARKER-KALON® 
ie 


F, r49*Coe LE TRPPING SCREWS 
(old fF SOCKET SCREWS 


PROTECTION AGAINST “DEAD” STOCK. To pro- 
tect jobbers against unsatisfactory turnover by exchanging 
slow moving standard items for faster selling merchandise. 


5 


SALES PROMOTION. To create business for dis- 
tributors of Parker-Kalon Products by continuous industry- 
wide advertising, and to furnish effective literature and 
other sales helps. 


6 


SALES COOPERATION. To maintain a force of trained 
sales engineers whose sole function is to develop business 
for our distributors by intensive missionary work in the 
field. 


7 


ORDERS AND INQUIRIES. To refer to our distributors 
orders and inquiries received direct from users and 
prospects. 


8 


at the Convention 
atop in at thy 
Parken -Kalow 

Booths 
Nos. 546 +548 


*TRADE MARKS REG. U.S. PAT. OFF. 


COLD-FORGED WING NUTS, THUMB SCREWS * HARDENED SCREWNAILS AND MASONRY NAILS * SHUR-GRIP 


FILE AND SOLDER IRON HANDLES * METAL PUNCHES 


DAMPER REGULATORS AND ACCESSORIES 
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cal 


Hydre -Fic PRODUCTS 


-++MORE VALUE FOR YOUR DOLLAR 


Mokers of Forced Hot Water Heat- 
ing Systems Water Heaters 
& 


Heat Exchangers Centrifugal 


Pumps . . . Refrigeration Equipment G oe 7 
\ Dept. BM 35,Morton Grove, Ill. ¢ 


*Reg. U.S. Pat. Off 
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Become hing of the 


Socket Wrench Business 





Many leading industrial supply men have already made 
this highly profitable discovery. They've learned that Socket Wrenches 
are BIG BUSINESS — if they sell Blackhawk! 


Only with Blackhawk do you have a full claim to your share 
of the multi-million dollar Socket Wrench market. 


LL WRENCH LINES... 
AND YOU'LL SELL BLACKHAWK 


You'll clean up with a “clean” line 
You'll have the most complete socket ...every item is a fast-mover. No tools of 
wrench line . . . and that means extra vol- marginal utility to clog your inventory. 
ume without extra sales effort. Here's assurance of quick turnover on the 
entire stock, and at an adequate margin. 


Get both a QUALITY line and a price 


advantage — Blackhawk Wrenches are You Get Protection .. . because Blackhawk 


the top quality. But did you also know that 
P 4 , sit has selective distribution! 


the selling price is no more and usually 


less than on any other competitive line! 


Profit from merchandising that lays 
business in your lap... through Black 
hawk's big advertising campaign and te- 


Offer a complete line of Torque Wrenches 
... big volume in themselves! The largest 


sells at $100 — is often sold in quantities. 
ciprocal missionary program. 


Only you will have Thumb-Release Your push on Blackhawk Wrenches helps you sell other profit- 
““Lock-On” .. . one of many Blackhawk ex- able products which carry the Blackhawk name... Hydraulic 
| °s, Unlike ord : Sc ket W Jacks... “Porto-Power” ...Pipe Benders ... Hydraulic Knock-out 
Clusives. Unlike ordinary socket Wrenches, Punches. Blackhawk Mfg. Co., Dept. W-1750, Milwaukee 1, Wis. 
Blackhawk combinations can’t fall apart. 


BLACKHAWK 
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“THE Lincoln LUBRICATING 
EQUIPMENT LINE IS ONE OF 
THE MOST PROFITABLE AND 
SATISFACTORY LINES WE HANDLE.” 


LeValley McLeod, Inc. 
Schenectady, N. Y. 


“You might be interested to know that we consider 
ourselves very fortunate to be included in the ranks of 
Lincoln Industrial Distributors. The Lincoln Lubricating 
Equipment Line is one of the most profitable and 


satisfactory lines we handle. 


“We have distributed Lincoln Industrial Lubricating 


Equipment for the past 7 years. One of the things that 


D. M. Williams, Vice President aa ‘ ; " . 
LeValley McLeod, Inc. as impressed us greatly, and our customers as well, 


is the excellent cooperation which your company has 
given us, their distributor. This is most important, not 
only from our angle, but also for relationship with 


our customers. 


“We are enthusiastic about your Packaging Program for 


it helps solve our inventory and our handling problems.” 


D. M. Williams, Vice Pres. 
LeValley McLeod, Inc. 


The above is testimony to the Industrial Distributor of 
the advantages enjoyed under a Fair Selling Policy, 
rigidly adhered to. 


ee @ PIONEER BUILDERS 
~~ 


LUBRICATING EQUIPMENT e «- 


LINCOLN ENGINEERING COMPANY: - + 
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Linco/n offers Distributors 


5 Distinct Advantages 
that Build Industrial Sales... 


ad $ COMPLETE LINE 
eo» » | 4 The Lincoln Line of Lubricating Equipment is complete, to meet every 
ie lubrication requirement. It includes everything from the new Bullneck 
Surface-Check grease fittings, to a full range of Centralized Lubri- 
cation Systems. 





$ SALES AND SERVICE SCHOOL 


Lincoln maintains a Sales and Service School where Distributors’ sales- 
men and mechanics are factory-trained to provide customers with the 
most complete and efficient service. 





$ NATIONAL SALES AND SERVICE POLICY 


Lincoln Distributors are protected by an established Sales and Service 
Policy predicated upon the marketing of Lincoln Products through 
Industrial Distributors. 





$ NATIONAL ADVERTISING 


Lincoln's national advertising in leading publications constantly di- 
rects the Buyer to the Industrial Distributor. 





$ UNIFORM PACKAGING 


Lincoln Lubricating Equipment is attractively packaged in metal-edge 
cartons to permit safer handling, better inventory control, quick iden- 
tification and increased eye appeal. Accessories are pre-packaged 
in polyethelene bags for additional protection from dust and moisture. 





5739 Natural Bridge Ave., St. Louis 20, Mo. 
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SOLD 100’. THRU 


DISTRIBUTORS ONLY SEND FOR 
COMPREHENSIVE CATA 


THE CHARLES PARKER CO. 


MERIDEN e CONNECTICUT 
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Siar ¥rk 


FACTS vs OPINIONS 


These men are building confidence. They are part of a research team that is 
completing a two year Tap Torque Testing Program on specially designed 
equipment in “Greenfield's” physical laboratory. 

Their findings, facts permanently recorded on oscillograms by the elec- 
tronic torque meter, are being fed constantly into our engineering and 
manufacturing operations where they are used to help give you better and 
better Cutting Tools. 


Yes, they're building confidence that if it's marked “Greenfield” it's right. 


BUY THREADING TOOLS WITH CONFIDENCE 
BUY GREENFIELD TOOLS 





GREENFIELD TAP AND DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 










eans 
ive GEOMETRIC 
rojection types 


Yes, they're ground ALL OVER not just in the threads! Every surface even to the 

cam lug slots and keyways are SUPERMETRIC ground to closest tolerances and 

finest finish, giving smoother action in the head, longer life AND better threads. 
No matter how you look at it, a SUPERMETRIC chaser is a Superior chaser. 


WRITE FOR ACTUAL PRODUCTION RECORDS Et GEOMETRIC 


GEOMETRIC TOOL 3) COMPANY DIVISION 


GREENFIELD TAP AND DIE CORPORATION 
NEW HAVEN 15, CONNECTICUT 





—— 














LYON 


... the High Profit line to sell 
“ae | HERE'S WHY: 


1 Large Discount —assures you of good mark-up and profit. 


2 Diversified Markets— probably every one of your present custom- 
ers is a good prospective steady buyer for many items in Lyon’s 
broad line. 


Easy to Sell—a merchandising and selling catalog—simplified pric- 
ing—unit packaging, backed by direct mail campaigns that sell. 


Direct-to-Dealer-Prices—buy direct from the factory at prices 
based on volume production. 


Factory Co-operation—a Lyon man as near as your telephone. 
Lyon District Offices and representatives in principal cities are re- 
sponsible for serving Lyon dealers in their territories. 


National Advertising—Lyon reaches buying and specifying per- 
sonnel in all markets for Steel Equipment — factories, shops, schools, 
offices, etc. Lyon is the largest user of advertising in the industry. 


MAIL THE COUPON for detailed information 


METAL PRODUCTS, INCORPORATED 
General Offices: 553 Monroe Avenue, Aurora, Illinois 
LY 0 4 Factories: AURORA, ILL., YORK, PA., CHICAGO HEIGHTS, ILL. 
Sold Nationally through Factory Branches and Dealers 


LYON Metal Products, Incorporated 
553 Monroe Ave., Aurora, Illinois 


Please send me information about the Lyon dealership. 


NAME 





ADDRESS 





€ UC OFC OC 0 








City 





A PARTIAL LIST OF LYON PRODUCTS 


. 
* Be h Drawers e Sb 
. 
~ 


k B 


8 
B 
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BEST FOR YOU because 
BEST FOR USERS 


ROEBLING is the best known name wherever wire 
rope is on the job. And Roebling wire rope is the 
recognized standard from one end of the country to 
the other. It brings extra sales for distributors be- 
cause it gives users the best value for their money ... 
greater efficiency . . . longer life on the job... maxi- 
mum service economy! 

From making its own special steels to the finished 
product, every operation in the manufacture of wire 
rope is performed in the huge Roebling plants where 


research, special manufacturing methods and today’s 
finest precision machines ensure products of uni- 
formly superior quality. 

Roebling’s line of wire rope gives you the right 
size and construction for top performance on every 
type and make of rope-rigged equipment. And 
behind each and every Roebling distributor — con- 
stantly helping him to win more business — stands 
the Roebling organization with its constructive 3-way 
program of cooperation. 
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ROEBLING BELIEVES in advertising, and 
maintains a big advertising schedule that is 
directed to every one of your customers and 
prospects. All of them see full page adver- 
tisements, in color, in the trade papers, and 
read about the extra value and economy of 
Roebling wire rope. Another series of adver- 
tisements in Fortune, Newsweek, and Busi- 
ness Week, reaches business owners and 
executives and helps increase the demand 
for Roebling quality products. 


Roebling distributors can always depend on 
getting technical and sales assistance when- 
ever they need it. Roebling Engineers and 
your Roebling Field Man, for instance, are 
always glad to help you suggest the best 
rope for particular service or equipment. 
They will run down the answers to whatever 
difficulties may arise...show your customers 
how to install and maintain wire rope for 
utmost economy. Distributors find that this 
cooperation brings goodwill and more orders. 


Roebling warehouses are located at strategic 
points throughout the country, so that every 
distributor can be served in the shortest pos- 
sible time. And each warehouse carries a 
large stock of the whole wire rope line . . . 
assurance that your own stock can be sup- 
plemented so that you can fill all orders, as 
wanted and when wanted. Everyone at your 
branch warehouse is on his toes and ready 
to help you give fast and effective service. 


JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY 


ROEBLING & cevrer oF conrocner 


Atlanta, 934 Avon Ave. ® Boston, 51 Sleeper St. ® Chicago, 5525 W. Roosevelt 


Road *® Cincinnati, 3253 Fredonia Ave. ® Cleweland, 701 St. 


Clair Ave., N. E. ® Denver, 4801 Jackson St. * Houston, 6216 Navigation Blvd. * Los Angeles, 216 5S. Alameda St. * New York, 19 Reetor St 


* Philadelphia, 12 5S. Twelfth St. * Portland, 1032 N. W. 14th 


Ave. 


* San Francisco, 


1740 Seventeenth St. * Seattle, 900 First Ave. 5 
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DISTRIBUTOR PROBLEMS....SOLVED BY EDWARD: 


Pressures and temperatures are steadily increasing in process and steam 
lines of many industries. As a result, the market for steel valves is con- 
stantly expanding. Alert Distributors are finding that steel valves are 
no longer a low-volume specialty. Profitable in themselves, they breed 
other profit-making sales of such related items as pipe, fittings, packing, 
hangers, pipe tools, etc. Don’t sell only half the order, or miss it entirely 
because of inability to fill the customer’s requirements on steel valves. 
Don’t duck steel valve business because of technical specifications which 
seem to be difficult to interpret. Let the experience of the Edward 
organization work for you. 

Remember, when the order calls for steel valves, you’ll profit by going 
to Edward first—to the world’s largest builder of steel valves exclusively! 


Another G3 Product 


“Valves, ne. 


Subsidiary of ROCKWELL MANUFACTURING MN a 


EAST CHICAGO, INDIANA 
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EASY TO INSTALL 


ALL YOURS..a whole new group 
of customers for ball bearings 


aes with low-cost, 


te accommodate flange cup ond 


easy to install 
A 


flange mountings 


Slip ene half of flange, with veins 
side facing assembler, over 


incorporating the famous Fafnir Wide Inner 
Slip other Mange over shatt with Ring Ball Bearing with Self-Locking Collar 
cup side tewerd bearing. 


Now machine users can add ball bearing performance, 
power economy and longer bearing life to their 
equipment within their cost limits. That means 
new customers for you. 

A brand new, simple, low-cost housing idea 

eliminates costly machining, makes maintenance 
Line up bolt holes of flanges with easier. A pair of pressed steel flanges which can be 
bolt holes on machine, slide nec rer > " rn 
ing inte proper position and bolt un bolted anywhere on a machine, provides lightweight, 
Ak Gee... FO BET TNT volts. compact, sturdy housing for a standard Fafnir Wide 
Inner Ring Ball Bearing. Curved contour of inside 
surface of flanges matches contour of bearing outer 
ring to provide full self-alignment when installing the 
unit. A cwist of the collar locks bearing to shaft. 
Sealed both sides with Fafnir Mechani-Seals. 

The Fafnir Flangette is a prime instance of the 
continual product development that makes the Fafnir 
franchise so valuable. Write for full details now. 
The Fafnir Bearing Company, New Britain, Conn. 


FAFNIR 
BALL BEARINGS 


MOST COMPLETE » LINE IN AMERICA 
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13 YEARS AGO WE PUT THIS QUESTION 
TO A GROUP OF OUR DISTRIBUTORS... 


it naa tbe Mol 


HERE ARE THE ANSWERS THEY GAVE US THEN... 


AN OHIO DISTRIBUTOR: A NEW YORK DISTRIBUTOR: 


“During 20 profitable years handling 
J-M packings, they have increased my 
packing business and earned for me 
the confidence of my customers.” 


“The real growth of our packing 
business dates from the day we 
switched to the J-M line exclusively.” 


A TEXAS DISTRIBUTOR: 

A TENNESSEE DISTRIBUTOR: 

“The J-M packing line is easy to stock 
and handle, moves fast, and has given 
us 18 years of steadily increasing 
volume.” 


‘We have never found more depend- 
able products or a fairer distribution 
policy.” 


A NEW YORK DISTRIBUTOR: 


“Complete confidence in the quality of 
J-M packings and full satisfaction 


with your distribution policies.” A MISSOURI DISTRIBUTOR: 


“It has made our selling job easier 
and more profitable . . . and the 
dependability of J-M packings keeps 
our customers sold.” 


A VIRGINIA DISTRIBUTOR: 


“A fair distribution policy, plus steady 
advertising . . . and the outstanding 
quality of J-M packings.” 


AN OREGON DISTRIBUTOR: 


A NEW JERSEY DISTRIBUTOR: 


“A steady flow of new and repeat 
business has made Johns-Manville one 
of our most profitable connections.” 


“The J-M policy of supplying quality 
products has brought us satisfied 
customers and a profitable packing 
business for 14 years.” 








PRODUCTS 





iy, JOHNS-MANVILLE 
Lada! 
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Auiorized Disteibuilor 


Johns- Manville 


Packings 


Today, all the distributors whose state- 
ments appear on the opposite page 
are still with Johns-Manville . . . many 
others have been with us for 20, 30 and 40 
years. Such testimony from satisfied distrib- 


rT) 


HERE IS WHY IT’S STILL “’THE BLUE CHIP’’ PACKING FRANCHISE TODAY 


utors speaks for itself regarding the distribution 
policies that make the Johns-Manville franchise 
so desirable. Here are some of the reasons 
why these distributors have stayed with Johns- 
Manville through the years: 





I. A strong distributor policy — It is the Johns- 
Manville policy to sell replacement packings through 
its authorized distributors. 


2. Acomplete quality line—No need to stock 
more than one line when you're a J-M Packing Dis- 
tributor! From one source, you can obtain a packing 
or a gasket to meet any requirement—whether it's 
o rod or plunger packing for a severe corrosive 
condition, a moulded packing for hydraulic service 
or a metallic gasket to withstand temperatures up 
to 2000°F. And every style is backed by J-M's 
many years of packing “know how.” 


3. An accepted name—Johns-Manville has been 
serving industry for over 80 years . . . making 
industrial packings for more than 75. Packing users 
everywhere know Johns-Manville—have confidence 
in the J-M name because of its long association 
with quality products. This acceptance, although 
intangible, is one of the most valuable assets of 
the J-M packing franchise. 


4. Aggressive promotional support—-in 22 
national publications and on coast-to-coast radio, 
too, Johns-Manville packing advertising regularly 


If you’re looking ahead . 


reaches packing users in every important field ... 
keeps them posted on the latest packing develop- 
ments ... and refers them to their local J-M Packing 
Distributor as the place to buy. This intensive ad- 
vertising support is supplemented by direct-mail 
literature and other sales aids available without 
cost to the distributor. 


5. The backing of the J-M sales organiza- 
tion—Johns-Manville packing representatives are 
located in or near all important industrial trading 
creas. These men work closely with J-M Packing 
Distributors—help them solve tough packing prob- 
lems, assist in the development of new markets, etc. 
Their services are one of the “plus” values that go 
with the J-M packing franchise. 


6. A policy of “looking ahead” —Johns- 
Manville is not satisfied with merely “keeping pace” 
with industry's packing needs. J-M research con- 
stantly seeks to improve packing performance .. . 
to create new packings that will do the job better. 
As a result of this policy, Johns-Manville Packing 
Distributors have been first in the field with mary 
important packing developments—and first to ofter 
these new packings to their customers. 


. . interested in making more 
money in replacement packings, why not investigate the 
many opportunities in this “blue chip” packing franchise? 
Address Johns-Manville, Box 290, New York 16, N. Y. 


PACKINGS and GASKETS 
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Who buys Sheldon Lathes 
from Industrial Distributors @ ... most everyone, 


‘most everywhere 


MECHANICAL LABORATORY 


“Accuracy exceeds expectations 
Rigidity: Excellent. Power: Excel 
lent plus. Ease of operation: Good 

By far the best lathe in its price 
class.” 


South Bend, Ind 


MACHINE CO. 


“This lathe has been in daily op 
eration and its performance ex 
tremely satisfactory. We are inter 
ested in a turret attachment now 

Atchinsor as 


MACHINE SHOP 
Well pleased with the Sheldon 
Lathe and thinking of trying one 
of your Milling Machines 
Jackson, Miss 


HOME WORKSHOP 


“It was only after careful com 
parison with other Lathes, I de 
cided on the Sheldon 


AVIATION COMPANY 

“Has performed very satisfac 
torily every moment of these two 
years. I would like to have a milling 
ittachment 


Minneapolis, Minn 


MAINTENANCE and REPAIR SHOP 


“lam more than satisfied. Please 
send literature on attachments 
particularly milling and taper at 
tachments 


Witchita, Kas 


WELDING SHOP 
““My Sheldon Lathe is doing a 
fine job in our shop. It really has to 
stand up under a pretty heavy load 
Par 


iris exas 


GUNSMITH 


I have used many lathes 
but I like the Sheldon best 
Le ale 


s Angles, Calif 


FOOD MACHINERY BUILDER 


‘It has given very satisfactory 
service in our shop 


Dallas, Texas 


ELECTRIC MOTOR SERVICE 
“I am very happy with this 
lathe.” 
Albany, Ga 


MANUFACTURER 
We are very much satisfied with 
our Sheldon Lathe. The writer has 
had previous experience with your 
lathe in our other plant 
Luverne, Minn 


WELDING SHOP 
“The price we considered high 
for size, but we have to overlook 
that fact when we consider the 
performance 
Sac City, lowa 


TEXTILE MILL 


“We are pleased with this lathe 
and find it useful in our machine 
shop 


SPECIAL MACHINERY BUILDER 


We like the Sheldon Lathe fine 
And have asked for quotation on 
your Milling Machines 

Charlotte, N.C 


MACHINE SHOP 


“It is the biggest little lathe I 
ever worked on 


‘I am much ple 
lathe 


In any territory the prospects for Sheldon 
Precision Lathes are almost unlimited for 
this line is made up of machine tools in the 
sizes and type which are universally used. 
Industrial Distributors who catalog and 
display Sheldon Lathes not only make a 
substantial profit on each unit sold, but 
also find these buyers become satisfied re- 
peat customers for many other things. 

Offering more lathe per dollar... coming 
fully assembled ... widely advertised and 
proudly owned, Sheldon Machine Tools are 
sold by increasing numbers of Industrial 
Distributors, usually in their power tool 
departments with electric drills, saws, 
sanders, etc. If you have been missing this 
profitable business, it would be well to 
look into its possibilities. 


Write for Catalog 


SHELDON 


CHICAGO 


$-568 
WwW Fae oy 13/0” hole 
thru spindle 
MUSIC COMPANY 


You make a wonderful tool 
iffolk, V 


INDIVIDUAL 


Very well satisfied 


Mem 


O., Inc. 
1, ILLINOIS 
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Jacking Up Sales 
REMOTE CONTROL 


NEW! 
, HYDRAULIC UNITS 


SOLID OR “CENTER HOLE” RAMS— 
10 TO 100 TON CAPACITY 


For: Railroads, mills, mines, utilities, manufacturers, oil fields, 
construction, research laboratories, general shop and factory 
maintenance. 


They’re ready! These new units combine the ease of operation and 
safety of standard Simplex Hydraulic Jacks with increased porta- 
bility and range of applications. Ideal for use in limited space. 
Ram is activated by pump which may be located at a distance 
from the ram. Protected from over-load by safety by-pass built 
into pump. Flexible high pressure safety hose connects pump with 
all-position ram. Higher capacity rams incorporate the “center- 
hole” feature of Simplex-Jennies for no-torque pushing or pulling. 
Specifications on request. 


UTIL-A-TOOL 
MEETS BUDGET NEEDS! 


as ——_ What a man needs—what he wants 

and what he can buy are often 

pretty far apart. Util-A-Tool often answers all three. Its portability, 

ease of setting up. for pushing, pulling, strength and particularly 

its adaptability in maintenance makes Util-A-Tool the right answer 

for many buyers. On budgets-—Util-A-Tool gives so much for so 
little it is hard to pass up. 


SAM JACKSALESMAN SCORES—O 


Ask him—he’'ll admit it! Sam says he “knew it all’ when he 
headed for the North Woods this fall. But he did learn a good les- 
son. He vowed his old “blunderbuss” was good enough for the 
game he would see—no need for a 30-30. And, though that 
10-point buck went on its way—-Sam is collecting some of the 
“long green” variety as a result. Sam says, “I rifle my selling 
shots now and my score is lots better. I shoot those bulletins out 
to the big prospects between calls . . . Sell specific jacks for jobs 
I know the prospect does. Best part of it all—it works!” 


UP—GOES ART TEMPLETON 


If there’s one way to learn about jacks, it is to make them. That's 
exactly what Art Templeton, son of the f der of Templ 
Kenley Co. has been doing for the last 6 years, too. And now, 
after 6 years in production, he has been appointed sal for 
Simplex Jacks and will work in the Chicago territory. You'll find 
Art a mighty good sales partner, too. 








CONSTRUCTION MEN 
NEED ‘EM ALL! 


Only limit on the kind and variety of 

Simplex Jacks construction men need 

is the kind and volume of construe 

tion they do. For every job there's 

one or more Simplex Jacks in @ 

choice of models to help do the job 
better and with greater safety. Spring will see biq jobs under 
way. Be there with your new catalog. It has all the answers 
for you and your prospect. 


LIGHT AS A FEATHER 
O- Three tons to 100 tons—they’re all the 


oY 
@\ same to Simplex Hydraulic Jacks. Ig 


ar /] a choice of 8 models, all tested to 50% 
AAI overload for greater safety. the boys 


with the big lifting and lowering jobs 
are sure to find the right size and ca@ 
pacity with Simplex. Talk about ‘em. They'll give a “lift” to sales, 


PORTRAIT OF 
“YOU KNOW WHO” 


This poor soul is looking for 
his name on the March list of 
top Jack salesmen. Poor guy! 
He forgot to get out that new 
bulletin to his prospect list 

. « forgot all about trench 
braces, Util-A-Tool and Sim- 
plex Ratchet Lowering Jacks 
last month. He's wise tool 
Has his “to do” list in his 
hand and he’s sure ‘nuf 
steamed up now. Better watch 
him—he might catch you this 
month, 


TEMPLETON, KENLY & CUO 
1036 S. Central Ave., Chicago 44, ti 
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One of the important steps in production is that of air- 
painting. After all the finish of any piece of equipment 
or article makes the first quality impression on the public. 
That is why most everything you can think of is treated 
by airpainting. That is why so many companies have 
adopted PAASCHE AIRPAINTING EQUIPMENT. That is 
why opportunity is at its greatest height now to sell 
PAASCHE AIRPAINTING EQUIPMENT. 


It's the equipment that assures time savings in applica- 
tion, top quality finish, and true economy. It’s the equip- 
ment that is easy to use and that is dependable at all 
times. All of these statements are backed up by daily 
performance in a wide range of uses throughout industry. 


You can make every sale, whether for small, medium, 
or large production. It is easy for you to make the right 
recommendation because the PAASCHE line includes 
every type of airpainting equipment. More than that, 
each type was designed by specialists with 45 years’ 
experience and each is original in design and has operat- 
ing features that are exclusive in PAASCHE equipment. 


Keep in mind that most everything is treated in some 
way with this type equipment. To build your airpainting 
sales and to realize good financial returns—sell the best 
Airpainting Equipment. 


PAASCHE AIRBRUSH COMPANY 
1915 W. DIVERSEY PARKWAY 
CHICAGO 14, ILLINOIS 


© PAASCHE main- 
tains a staff of sales 
engineers in conjunc- 
tion with 13 factory 
branches. These men 
are at the service of 
PAASCHE distribu- 
tors. 


© To know more about this 
source for better business 
we suggest that you write 
and get the details on be- 
coming an authorized 
PAASCHE Distributor 
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TIGER BRAND 
WIRE ROPE 
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LIFTING ROCK. Tiger Brand Wire Rope is used exten- 
sively at the Cleveland Quarries to lift blocks of lime- 
stone weighing many tons. The problem here is to 
obtain a rope with high abrasion resistance, great strength 
and the proper flexibility for use on small sheaves. 
Tiger Brand is giving long service under these severe 


conditions. edd nas 
, ills 


HAULING COAL UP A 30° SLOPE. This is an 
unusual application where the high tensile 
strength of Tiger Brand Wire Rope assures 
utmost safety. 


O job is too big... too small . . . or too 
tough for Tiger Brand Wire Rope. 
You'll find it scooping up 40 cubic yards or 
more of dirt and rock at a bite on the biggest 
power shovels—or your wife may be using a 
smaller size for a clothes line. In either case 
the rope is correctly designed for the job it 
handles. 


Whatever the application, the Tiger Brand 

Specialist in your area can help you choose 

the best wire rope for your needs . . . and he 

can give you valuable tips on how to care for 

your rope to get the most service per dollar 

Sop. Gate Gets a eae. as eee Seer wae of cost. Call him in or write for our 125-page 
obtained to fit your own needs. They do 


ie - ogee ze 
ay aue on te ba a ee Th handbook on American Tiger Brand Wire 
no weakest link, as in chains. , Rope It’s yours for the asking 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
AMERICAN COLUMBIA STEEL COMPANY, SAN FRANCISCO 


Netiiery.../ TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 


< 


Nar sratts > UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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THE randy NEW WAY 


TO BUY ROPE! 





American Manufacturing Co., 
Noble & West Sts., Brooklyn 22, N. Y. 


Please send me complete information 
about Handy Coils ID-5 


Name 
Company 
Address 


City 
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Now you can buy top grade Manila rope in small coils 
—and in packages! This innovation provides a new 
convenience in stocking and handling your rope re- 
quirements. The boxes protect the rope against 
soiling and damage ... keep stock orderly and 
simplify inventory. The small coils make it easy to 
select the desired lengths of rope as needed. 


Handy Coils are 100 foot (minimum) coils of “Ameri- 
can Brand” Pure Manila Rope packed in boxes of 
uniform size. Each box contains 15 pounds of rope 

. two coils of ¥2-inch . . . four coils of 3g-inch 
. . . five coils of 5/16-inch, or seven coils of 14-inch. 
Coils of each size are connected, so that the entire 
package may be used in one piece. 


You will find the Handy Coil Package extremely 
practical and a time saver. Write for complete 
information. 


AMERICAN MANUFACTURING COMPANY 
BROOKLYN 22, N. Y. 


ROPE + TWINE * OAKUM «+ PACKING « ELECTRICAL AND CARPET YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 


Sales Offices: BOSTON * CHICAGO * HOUSTON + NEW ORLEANS + PHILADELPHIA 
SAN FRANCISCO 


eee ae 
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Talk of the Trade 


A) gt Mit Pod 


BIRTHDAY PARTY: Usually Harry Rinehart, secretary 
of the National Association, is traveling when his birth 
day rolls around and it passes unnoticed . . . ‘This yea 
things were different . . . Harry was in Portland and was 
guest of honor at a surprise birthday party staged by 
Mr. and Mrs. William A. Haseltine (J. E.. Haseltine & 
Co., Portland, Ore.) ... Among those who attended were 
Mr. and Mrs. John C. Derville (General Tool Co., Port- 
land) and Mr. and Mrs. Ray C. Neal (I. C. Neal Co., Buf 
falo Congratulations, Harry. 


STORY HOUR: That golf story that’s making the rounds 
is just the kind you’d expect to hear at a good pep meet 
ing .. . A duffer drove into the rough and when he finally 
found the ball he noted that it was perched atop an ant 
hill. . . The duffer took out an iron; he swung once—half 
the ant hill disappeared but the ball just settled down. 
He swung a second time; same result . . . After a half 
dozen such swings only two ants were left . . . ‘They looked 
at each other and the first one came up with the solution 
“You know,” he said, “if we’re going to survive, we'd 
better get on the ball.” 


RIDE ’EM COWBOY: Everyone who has a neighbor 
with a television set, knows about Hopalong Cassidy . . . 
Like millions of other children, Paul Roddy’s (Nicholson 
File) offsprings think Hoppy is really somethin’ . . . They 
had a big treat the other day . . . Paul took them to see 
“Hoppy” in person; in fact, Paul even got “Hoppy’” to 
give the children an autograph . . . The only thing about 


it is that the real Hoppy was in California at the time and 
Paul and his children were calling on Paul Van Duren 
(Van Duren Supply, Paterson, N. J.) . . . Paul, they say, 
is a dead ringer us Hopalong and he must be because you 
know how tough it is to fool a child. 


A GOOD EXAMPLE: Lancaster, Pa.’s four distributing 
organizations certainly know how to build good will 
among industrial buyers . . . Each year they stage a cock- 
tail and dinner party for members of the Lancaster Pur- 
chasing Agents Association . . . Business is not discussed; 
there are no speeches—it’s just a social evening and one 
that is thoroughly enjoyed by the men who do the buying. 


WE HEAR THAT . . . Fred Scholl (Long Island Hard- 
ware) has been ill but now is feeling much better. . . 
That Ed Norvell (E. C. Atkins) is going to retire but is 
not going to devote his time to fishing and loafing—he’s 
going into the hardware business in Darien, Conn... . 
That Ellis Snyder (Cleveland Twist Drill) thoroughly 
enjoyed the tonsilitis he picked up while in Minneapolis— 
three days of rest with breakfast, lunch and dinner served 
to him in bed .. . That Jim Jaques (Nicholson File) has 
been promoted from service engineer in New York to 
salesman in Indiana and Michigan . . . That there’s going 
to be a record attendance at the convention in Atlantic 
City—don’t forget to drop in to see us in the Claridge 
Hotel or at our booth in Convention Hall, Nos. 10 
and 12. 


R. W. B. 
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This year 


96 


Jenkins 
Sales Representatives 
will travel over 


911,000 


miles, and 
make more than 


63,000 


sales contacts, 
supervising 
distribution of 


400,000 


pieces of 
Sales Literature 





See us at the Cmwerilion, Stop inv at fonkine 


step UP local Sales p 


We, 


— boost valve business to top billings for 


JENKINS DISTRIBUTORS 


Jenkins 56 Sales Representatives are continuously cultivating every valve 
market throughout the nation. They work with and for the Distributor 


to develop present and potential valve sales. 


These men promote one product only— 
the famous diamond trade-marked Jenkins Valves— 


which move to market through the Distributor. 

Each Jenkins Sales Representative is an able valve specialist 

himself, and for unusually difficult questions of valve selection and 
application he can quickly enlist the aid of Jenkins Engineering Service. 
Jenkins Distributors know well the many ways this super selling 

support serves to step up sales. It’s a major reason why Jenkins 

remains the preferred valve franchise . . . why it pays, 


and pays well, to sell Jenkins Valves. 


Pe 
Jenkins Bros., 100 Park Ave., New York 17 <p> 


Jenkins Bros., Limited, Montreal onde 


JENKINS 
VALVES 


Conf ertmee Boothe Nos. 619 and £20 











Question of the month : Are You Selling 


the Policy That’s Helping You Sell? 


@ Republic’s 5-Point Policy is helping our 
Distributors travel toward greater profits. And, 
remember, Republic was the first industrial rubber 
goods manufacturer to have a written sales policy 
for its Distributors. 

Market research shows that industrial buyers 
are getting set in their buying habits. Industrial 
buyers are becoming more economy minded. They 
want personalized service... more technical advice 

. more product information. They want to deal 
through experts only and, at the local level. 

You're their man—if you're an accredited Re- 
public Distributor! 

For more than 49 years Republic Rubber has 
been the specialist in the field of industrial rubber. 
Through the years, Republic's 5-Point Policy has 
stood unchanged as a symbol of straight think- 
ing ... the kind of thinking that means bigger 
sales for you. 


Pioneers in the use of COLD RUBBER 


REPUBLIC’S 5-POINT POLICY 


@ A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 
solicited. 


@ A QUALITY of product uniformly good and capable 
of delivering service results that should reasonably be 
expected. 


@ A PRICE basis inducing and making possible aggres 
sive competition with reasonable profit return. 


@ FREEDOM from competition from his source of supply. 
either direct or indirect, among the trade covered by his 
day to day solicitations. 


@ SELLING helps of reasonable amounts so that his 
sales force may be given the advantage of specialized 
training and a knowledge of the product sold. 


INDUSTRIAL RUBBER GOODS BY 


REPUBLIC RUBBER 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO 
Lee of Conshohocken Tires 


DIVISION 


Conshohocken, Pa. 
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Industrial Distribution 








More Business For You 


IST RIBUTORS are not capturing a considerable 

segment of the supply and equipment business 
in this country that should logically be theirs. It is 
“going” direct. And it is “going” direct because dis- 
tributors themselves have not done an aggressive 
enough job in selling themselves and their services to 
their customers and prospects. The story of the basic 
economic advantages to the industrial buyer of get 
ting “it” from an industrial distributor has not been 
told well enough, forcefully enough and often 
enough. 

There has been a tendency for distributors to fight 
among themselves over a stationary part of the total. 
That’s good, too. That’s competition. But the real 
battle should be to increase the distributor’s share 
of the total available supply and equipment business. 
This starts at home. It starts with each distributor 
and with each distributor salesman. 


Here’s How 


The buyer is the man to sell. He holds the purse 
string. You simply can’t afford to assume that your 
customers know your story. It has to be told and sold 
igain and again. This selling will succeed to the ex- 
tent distributors and their salesmen render a real 
ervice and then sell their customers on the dollar 
and cents advantages of channeling their purchases 
of supply and equipment items through you as a 
distributor. Then and only then will the manufac- 
turers now selling direct (in whole or in part) change 
their policies to distributor selling. If the buyer is 
convinced it is to his advantage to buy through dis 
tributors, the hold-out manufacturers will quickly join 
the parade 

Beginning on page 85, the editors of InpusrrRtat 
DistTRIBUTION present a packaged promotion program 
that will help you “Sell Your Services to Industrial 
Buyers.” I say help you because you alone—each in- 
dividual distributor—must carry on from here. We 
have talked to industrial buyers to find out why they 
ire buving from you now—and in some cases why 
they are by-passing you. 

Five compelling reasons emerge. They stem back to 
certain unique advantages or characteristics which 
you possess and which are not possessed by your di- 
rect selling competition: (1) you have nearby, pre- 
assembled stocks; (2) you have “helpful” salesmen 
who call regularly, and (3) you are a local independ- 
ent businessman. 

We could give three cheers for your unique attri 
butes but what do they mean to the industrial buyer 


How does he gain because yours is the kind of oper- 


ation it 1s? 


From the fact that you carry readily available, 
nearby stocks of quality merchandise, he gains in 
three ways: (1) supply and equipment requirements 
are immediately available; (2) purchasing costs are 
reduced; and (3) costs of carrying industrial supplies 
in his plant are reduced. 

Because you employ trained salesmen who are 
familiar with hundreds of products, techniques, 
sources and delivery dates, the industrial buyer can 
easily keep abreast of new cost-saving developments. 
He gets practical assistance in solving production and 
maintenance problems. He can tap the salesman’s 
fund of ready information on sources, prices, and 
hard-to-get items. He deals with a relatively few dis 
tributor salesmen whom he sees regularly and trusts 
(they can’t be “one-time Charleys’’). 

The fact that you are a responsible, local business- 
man means something, too. The industrial buyer 
knows he is dealing with no fly-by-night. He knows 
he’ll get the best price consistent with quantity, 
quality and service. He knows you have to live with 
every transaction you make. Perhaps this is more 
subtle, but he also knows that good public relations 
begin at the “grass roots” where his plant is located. 
This public relations angle is currently attracting at- 
tention with the larger multi-plant concerns as the 
government continues to build its case against “big 
ness”. These big corporations need the local grass 
roots support you can give them. And more and 
more of them are beginning to learn how to win 
friends and influence people. 


It's Up to You 


This is the package and these are the ideas we havc 
built into the promotion campaign. We have tried to 
make it as convenient and inexpensive for you as pos- 
sible. The success of the program in the last analysis, 
however, depends on you and your salesmen. In fact, 
on everyone in every distributor organization. For 
years, a goodly number of manufacturers in this field 
through their advertising have been urging the ulti 
mate consumers of their products to “Buy It From 
Your Local Distributor”. How about distributors tak 
ing up the cudgel in their own behalf? Tell the indus 
trial user—Buy It From Me. 


} on aan 
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FIRST CALL OF THE DAY for Walter Zamerovsky, salesman for Manufacturers Selling Co., Trenton, 


N. J., is Albert & Son, mechanical rubber goods machinery builder, to trouble-shoot a belt-sanding job. 


A Salesman’s Daily Report Comes to Life 


You’re the hero of this work-diary, Mr. Salesman. Here’s a page from 


your own records that tells how a salesman lives eight hours in each day 


SALESMEN like Walter Zamerovsky, and sales managers 
like Charles Blakesley, both of Manufacturers Selling Co., 
l'renton, N. J., can get a great deal out of the salesman’s 
daily call report. 

For Mr. Zamerovsky, the report is an hour-by-hour 
calendar in his own words relating how he spent a sales 
day; a record he can turn to whenever memory slips 
ibout details. 

lor Mr. Blakesley, the reports of Salesman Zamerovsky 

e worth a great deal more than the few minutes spent 

riting them. They teli him: 

1) Where the salesman called and whom he saw 

lb) What the customer is manufacturing currently 
which gives Mr. Blakesley a fair idea of what's 
doing in the territory) 
What products the customer is buying now, or 
plans to buy, or may soon be in the market for 
What approach will find the customer most re 
ceptive 

c) What products or persons to avoid 
“FOURTH CALL, had lunch snack with a busy p.a. who So here, in Walter Zamerovsky’s own words, is what 
could only spare a few words between bites. We talked happened to him on a “typical” sales day, as he wrote 
strainers. He said phone him later. I certainly will it down in his daily call report. 
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“SMOOTHER FINISH needed on 
cylinder. Got together with shopmen 
to decide best way to lay it down.” 


“SECOND CALL brought bad news 
Underbid at Lawrence by S. on that 
fat one. How the does he do it?” 


FIFTH CALL, wire maker, leave info 
on rust-inhibitor. ‘Tred to sell him on 


reconditioning gages. No go until 





“BACK AT THE BELT SANDER SETUP, gave them the manufacturer's recom- 


mendations on similar problems 


Sold them the sander, so have vested interest 


Sounded them on buying new machine; no dice. Anyway, we fixed the sander.” 


“TIME OUT to check in at 
base and make sure P. Chemical 
valves got on A.M. truck. They 


home “THIRD CALL at rubber company 
Co.'s Left rush order, literature. Pushed W 
did.” some but he wasn’t buying today.” 


“THE CLINCHER, a trip out to his control switch-board in the powerhouse, 


where that 12-in. gage we sold has performed so well he has to look twice to remem 


ver it’s there. Let me take away 


all but three gages. Not a bad day at all.’ 
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BUYERS 


COMMENT 


NAME_L._E. Chapin 
ADDRESS__1.326 Broed Street. = 
..--PHONE _ 5573. 


ITEM COMMENT 





Abrasives—Coated 


Grain 


Saws—Band 


Ctreular 





Hack 





Taps & Dies | 
Electric Tools 


Fasteners 


achine Tools 





ecision Tools 


Shop Equipment 
Trucks & Casters 


V Belts & Sheaves 














POTENTIAL SALES, by 
Hardware Co., 
in code 


lines, are listed for each customer of the Steinman 
Lancaster, Pa., on these cards. 
Reverse side of the card lists number of calls and also amount of sales 


Salesmen estimate customer needs 


STEINMAN HARDWARE CO. LETS SALESMEN 


Estimate Customer Potential 


CUSTOMER potentials are checked by 
L. A. Mease, manager of Steinman 
Hardware’s industrial department. 


Lancaster, Pa., supply firm started analyzing sales, estimating customer needs 


by lines last year. Results are increased sales, higher operating efficiency 


A SIMPLIFIED SYSTEM which involves 
listing estimates of customer potential 
on small ledger cards has already in 


C ised sales 


ind operating efhciency 
it Steinman Hardward Co., Lancaster, 
Pa., according to L. A. Mease, manager 
of the industrial supply department 
Salesmen now are able to concentrat¢ 
on the lines for which individual cus 
tomers have the highest potential. 

[he management, through exami 
nation of all the cards, uses the infor 
mation to plan purchases of the various 
lines more intelligently. The execu- 
tives also are able, after totaling poten 
tials for all. customers, to direct the 
ittention of all outside salesmen 
through sales meetings to the lines 
which show the greatest promise of 
INcre ised sale De 

All this iccomplished by having 
the basic work in estimating the poten 
tial of each customer for Steinman 
Co. lines done by the salesmen, based 
on their observations inside customers’ 
plants. Mr. Mease revises these esti 
mates if he has information from other 
sources, and the final 
checked monthly against 

The focal point of this analysis is an 
“evaluation card” or ledger sheet for 


estimates art 


ictual sales 
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* 
each customer. Mr. Mease evolved this 
card from a sample shown in the May 
1949 issue of INpustRiAL DistTrRiBu- 
rion, with adaptations made to fit 
Steinman’s requirements. 

[he card lists the name of the con 
cern evaluated, together with address 
ind telephone number, and indicates 
the names of the individuals within 
the company who are responsible for 
purchases. There is a listing of each of 
the Steinman Co.’s major lines, with a 
space after each line for a code num- 
ber indicating the dollar potential and 
comments. 

The reverse side of the card lists, by 
months, sales to the customer, number 
of calls made, and the number of calls 
resulting in sales. 


Salesmen Carry Cards 

Each outside salesman has a loose 
leaf notebook containing a card for 
each of his customers and prospects. 
The salesman, in the course of his 
visits to various plants, notes on the 
proper card his estimate of the amount 
that the customer will normally put 
chase in a year. 

It might scem that this could be 
nothing more than an informed guess. 
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Mr. Mease stresses the fact, however, 
that a good salesman often has numer- 
ous contacts within customers’ plants. 
Each of these men, whether he is the 
purchasing agent, maintenance super- 
intendent, shop foreman, or ware- 
houseman, is a valuable source of in- 
formation. Depending on the numbet 
and strength of these contacts, each 
salesman will be able to make a fairly 
accurate estimate of the customer’s 
potential needs in each line. 

Mr. Mease maintains a complete 
duplicate set of cards for all Steinman 
Co. customers. As the salesmen make 
or revise estimates, these are reported 
to the manager of the supply depart- 
ment for posting to his master set. As 
Mr. Mease uncovers information from 
secondary sources, such as financial 
statements, operating statements and 
publicity releases from customers, he 
enlarges upon salesmen’s estimates. 

The system is still in the formative 
stage. At present, sales are broken 
down each month only to the point of 
total sales to each customer. As Mr. 
Mease expands his analysis of sales; 
comparison between potential and 

of each line to each customer will 
be possible 


] 
Sdles 








Industrial Distribution’s program to... 


Sell Your Services 
To Industrial Buyers 


HERE’S WHAT YOU HAVE TO SELL: 


YOU save time for buyers—they get delivery from stock instead of 
waiting for shipments from distant manufacturers 


YOU save money for buyers—they can carry minimum stocks and 
thereby reduce warehousing, insurance, depreciation costs 


YOU save time and money for buyers—they can order many products 
from you instead of issuing orders to many sources 


YOU give buyers product information—they have to see only one sales- 
man to get latest, accurate information on many products 


YOU give buyers satisfaction—you are a booster for local industry, 
interested in the problems of your neighbors 


Tus iNpustTRY urgently needs to sell itself and the 
services it renders to industrial buyers throughout the 
country. At the present time, no other problem can 
top this one in importance. When the sale of supply 
and equipment items are at stake, we've got to make 
the buyer think first of the industrial distributor in 
his area as THE source of supply. Only in this way 
can we build a bigger sales “pie” for all to share 

In this special issue of INpusrRiaAL DistrrBuTION, 
the editors give you a custom-made and packaged pro 
motion campaign that will “Sell Your Services to the 
Industrial Buyer.” The program is built around the 
five (see above) most compelling reasons why buyers 
do channel their purchases through industrial dis 
tributors—these are the reasons which buyers them 
selves tell us have the strongest influence on thei 
decisions. 

On each of these five points, we set forth in the fol 
lowing pages a direct mail campaign, a magazine cam 
paign (for regional purchasing magazines) and a 
newspaper campaign. The copy material in each cas¢ 
has been prepared by a professional advertising agency 
and is based on the factual material supplied by the 
editors. As you read through the messages in the 
three media, you will find the same ideas and thoughts 


repeated. That’s good advertising! Repeat and repeat 


and repeat. Indeed as the same message comes to the 
attention of buyers from different distributors in the 
same area, the repetition only serves to imprint more 
deeply the message you want to get across on the 
minds of the men you want to reach. 

This program is designed to extend over a number 
of weeks. Direct mail, newspaper and magazine adver- 
tising should, however, be integrated so that all three 
carry the same message at approximately the same 
time. ‘The three-barreled campaign on each point 
can’t stand alone. As a matter of presentation, we 
have to put one reason ahead of another, but you 
can select the campaign cn any one of the five reasons 
as a starter and follow up in any order you choose. A 
sixth direct mail letter has been prepared in which 
the five major reasons for buying through industrial 
distributors are set forth in brief, round-up form. 

Promotion is not a job that someone else does for 
vou. Everyone in the distributor organization must 
“sell” the ideas in this program to everyone he meets 
wherever he meets them. It is especially important 
that distributor salesmen “talk” this program with 
every customer and prospect. 

Let's make this 5-point story we have to tell snow- 
ball throughout industry. The pay-off comes in 
increased sales. 
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right into your picture. It, like the letters reproduced 


on the following pages, was written by a professional 
letter writer, a man whose copy has sold millions of 
dollars worth of products through mail campaigns 
The letter, though, won't sell a dime’s worth of 
goods for you unless you use it 


Sure, you may say, but why should I use such a lette1 
when other distributors night in my town will be 
using it too? Yes, they will be using it. And thev are 
your competitors. But they're not your real competi 


nformation 


Sell Your Services 
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» guaranteed -- by US, and 
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dependable 
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tors. Your and their real competitors are the direct 
sellers. And direct sellers can not use this or any 
letter like it because they can not give the delivery 
service that is part and parcel of your operation. 
The very fact that other distributors in your area 
will use the same promotion material is an asset not a 
liability. We've all heard and read advertising slogans 
and messages repeated and repeated until we’ve known 
them by heart. Whether we like repetition or not, 


repetition does sell ideas and products. You have 
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As an Industrial Distributor we 
maintain adequate stocks of produc 


tion and maintenance tools, equip 





your bulwark against costly produe- 
tion delays caused by breakdown or 


lack of vital supplies 
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snd represent the products of hun and expeditor nomically, promptly! 
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As a final touch for the advertisements, space has 
been provided for a listing of your main lines or for 
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Minimum Stocks 


'eproduced above. It is a letter that will appeal to 


SOur Customers for two reasons: Qne. it poses a 
Money is a Magic word. It is 4 word that will capture question that is timely and of interest to all who buy; 
the interest of every one of you customers, And. two, it supplies a solution that means saving money 
when you can show those Customers that by pur for buyers, 


chasing their industria] 
from vou, they 


supplies, tools 


save money you have 


story 


his is the sales story that 


is told in the lette 


90 


and equipment 
a solid sales is 


T 4 Customer 


Here again, to get full benefit of the campaign, it 
Important that everyone jn your organization 
spread the Story of how sound it js, economically, for 
OF prospect to make his purchases from 
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; p Re In cases of emergency your 
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AM. blr 
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President 
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| ee 
K 
R I 
= Sane 
you. First, “sell” al} i your organization on the tools, supplies and equipment. He found the costs 
plan and they. m turn, will “sell” it to customers \cre so high he reported the matter to the company’s 
That there is a scnuine interest among buyers in board of directors Nhe study brought to light the 
the cost of Cattying stock, js brought out Clearly in tact that tens of thousands of dollars worth of products 


the recent expenence of one purchasing executive of 
national company, a Company with branch plants 


all over the country. 


Ihe executive sought to determine the exact cost 
to his firm of cartying large inventories of industrial 
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were being carried and were obsolete. The board 
agreed with the pur hasing director that action should 
be taken and gave him the job, 

One of the first steps taken by the purchasing 
director was to issue an order to all] plants that the 
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industrial supplies? 
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the average plant must add $150 
to every thousand dollars of sup 
plies purchased 

This high percentage reflects the 
costs of insurance, handling, freight 


Numerous studies show that the 
ost range is wide; as wide as the 
band of buying efficiency. The aver 
age, however, is in the neighbor 
hood of 15 percent. This means that 
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depreciation, obsolescence, interest 
on investment 


You can reduce these costs 
substantially in two ways: 


First, by keeping your stocks at a 
minimum -— that is, by making use 
of our conveniently located stocks. 


Second, by cutting your cost per 
order — which you can do by con 
solidating orders and placing them 
with us. This simplifies bookkeep- 
ing and minimizes the number of 
purchase orders, confirmations, fol 
low-ups, invoices and checks. 


We are ready at all times to supply 
you with the products you need, 
when you need them. We fill your 
orders out of pre-assembled stocks 
and make frequent scheduled de 
liveries. In cases of emergency. 
your own trucks can make virtually 
immediate pick-ups 
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Simplified Buying 

ALL FIVE PARTS of this promotion campaign point 
up benefits your customers obtain when they purchase 
from vou, an industrial distnbutor. ‘The two main 
benefits described in previous pages result from the 
fact that you maintain stocks. ‘This, the third benefit— 
vou save time and money for your customers—also is 


PRISE SUPPLY COMPANY 


§ INDUSTRIAL EQUIPMENT, TOOL 


S AND SUPPLIES 


U.S.A. * Telephone 7-1212 


a direct result of your serving as a central point from 
which many customers can draw stock. And remem- 
ber, your cost of maintaining stock is lower because 
many users draw on it, not just one as in the case of 
a single customer. 

However, merely because there appears to be an 
overlapping of benefits resulting from your attributes 
does not mean that this point should be overlooked. 
It is well worth giving attention to by sending out 
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the above letter and using the advertisements. It 
also is a point that will interest customers when sales 
men talk it up. And salesmen participation in this 
program is of great importance. 

I'here can be no argument to the statement of fact 
that you do save time and money for customers. You 
1epresent many manufacturers and any one customer 
who tried to deal with those many manufacturers 
individually would find that he would have to increase 
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Your customers’ accounting departments, too, 
would have to be increased—just get a customer to do 
a little mental arithmetic as to costs and he’ll have 
to agree with the point. There is no escaping the 
fact that it costs money to handle papers, 

lime, of course, means money to your customers 
and it certainly is not difficult for a buyer to realize 


INDUSTRIAL DISTRIBUTION © MAY, 1950 95 





Vour sery 


all of his buyers 
tant things than 
regular price 


hours to telephoning 





YOU SAVE 





Give each of them fifteen min- 


utes —and fifty hours of your time will have 
gone down the spout. Give a quarter of them 
an order and you'll soon be up to your ears in 
follow-ups, confirmations, 


and checks 


What we're getting at is that buying your 


phone calls, pur- 


chase orders, invoices 


equipment and supply requirements from us 
will save you time and money and simplify 
your purchasing immeasurably 

Our product information is as close as your 
phone Call us when you need industrial tools, 


equipment and supplies 
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HERE'S HOW YOU SAVE TIME AND MONEY 


A. You deal with only one salesman, whom 
you see regularly and in whom you can have 


confidence. 





2. You handle necessary adjustments with 
this salesman quickly, satisfactorily, on_the 


spot! 


$B. You place one order and get the products 


of many manufacturing suppliers. 


4, You save accounting costs (Less paper 


work, fewer purchase orders, invoices, checks) 


3. You save the freight and cartage charges 
that would be incurred by, buying diverse 


supplies from many distant sources. 


@. You get immediate price and catalog in- 


formation by picking up your phone 


7. You are assured of quality merchandise 
We build and protect our reputation by care- 
fully selecting the best products from thou- 
sands of lines produced all over the continent 
The known, 


nationally accepted, nationally advertised 


lines we handle are nationally 
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| BNTERPRISE SUPPLY COMPANY 


\. DISTRIBUTORS INDUSTRIAL EQUIPMENT, TOOLS AND SUPPLIES 
7 123 Main Street, Enterprise City, U.S.A. * Telephone 7-1212 


July 18, 1950 


Mr. U. R. Buyer 

Vice-President in charge of Purchases 
Metal Working Corporation 

567 Chestnut Street 

Enterprise City, U. S. A. 


Dear Mr. Buyer: 
GOT A PROBLEM? 


If you have a problem (and what buyer doesn't?) this message will be of 





real(help.) tg 
Y, 9 
As a distributor of industrial tools, equipment and supplies, we have 7 ma 
I acquired broad information about new products, new techniques, new ways” d 
to cut costs. Whatever your problem, chances are our salesmen have run 
across a similar one -- and have(helped)to lick it! 
AG IAA SY 


After all, there is a remarkable similarity in the basic nature of many 
of the problems met with in industry -- even in radically differing 
circumstances in both manufacturing and service industries. 


Years of practical experience have taught us a-whale of a lot about 
production problems -~ maintenance problemis, too! 





We can offer you the practical, down-to-earthCeng ineering (help) buyers 
so often need. We can supply you with the right product for the right 
job. That's our business! We are doing it for our customers day in and 
day out. We can help you with repairs and maintenance -- not sometime 
but immediately. 
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Got a Problem? 





Years of practical experience have taught 
us a whale of a lot abcut production prob- 
lems — maintenance problems, too! 

We can offer you the practical, down-to- 
earth engineering help buyers so often need 


We can supply you with the right equipment 
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demonstrate 


the case which has been developed to 
the essentialit, of the industria] dis 
tributor has been built largely on the strictly ec onomic 
reasons covered in the preceding pages We believe. 
ver, that under current conditions 

reason is at hand 
to buy locally, 


a continuing 


“bigness”. Without enter- 
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major companies are taking 
public relations programs. 
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certainly one strong element is the support of busi 
nessmen in the communities in which they operate 

The purchasing power they have at their disposal 
is one of the tools in the kits of big corporations—and 
smaller ones for that matter—which could be used to 
improve public relations. This angle, however, needs 
to be brought to the attention of the top men in 
major companies. You can’t depend on their getting 
the idea from some other source. Tell them your- 
self again and again. A certain subtlety is required, of 


him -- his knowledge of pro 


3.) The lines we handle 


can discuss the products of many 


jucts 1S not con- 


or group of products. 


goods 
buying. You can see the goo 


(We maintain our 
s the best products from hun- 
catia » are nationally 


nationally 


We build our business by serv 
we v 2 OU 


‘Jc da 


I. M. Aler’ 
President 


course, but the thought should be repeatedly brought 
to the attention of corporate management. 

You can certainly tell your story on this point— 
and you have a strong story to tell. You are responsi- 
ble, local, independent businessmen. Under almost 
any definition, your operations would be classified as 
small business. On this point, the case usually made 
against bigness is that such an attack automatically 
becomes a move to help small business. And from the 
basis of emotional appeal only “motherhood” and 
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YOU GIVE BUYERS SATISFACTION. 








According to a nationally known autho 





rity on 


purchasing every industrial enterprise has a re- 
sponsibility to the city or locality where the busi- 


ness operates This, he says, is not a matter of 


ethics — purchasing locally sound business The lines we handle are nationally known 
practice and a matter of good public relations nationally acce} nationally advertised 
. J } r } re \ 
Naturally, we are in hearty agreement with We are neighbors. We build our business by 
this authority —we sell locally! serving yours 


When you buy trom us you are dealing with 
local businessmen who employ lo al people, pay 
local taxes, participate in local affairs, boost loca 
industry 

But let's look at a few of the imme liate ad 
vantages buying locally otters you 

1. You know us, we're right next door 

2. You know our salesman. You can discuss 

the products of many suppliers with him. His 
knowledge of products is not confined to any 


one product or group of products 


3. You. know exactly what you are buying 


You can see the goods and match the part 








4. You are assured of quality merchan 








Grinding wheels 
Coated abrasives 


Twist drills 
dial wtp —— a 
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"TL f AY pan Lead. Reamers 
Files 
Hacksaws 


Circular and band saws 
Bench tools 
Vises 
Precisin tools 
Cleaning compounds 





Le RIO 
SOME OF THE MANY ITEMS, “CLOSE AS YOUR PHONE” 


Mechan 


Portable electric tools 
Portable pneumatic tools 


Chucks Lamps 

Welding equipment Air brush equipment 
Rope, chain, etc Oils 

Mechanical rubber goods Greases 


Hoists 

Hand trucks Work benches 
Lift trucks Lockers 
Casters Brushes 
Bearings Brooms 


ics hand tools Motors 
Motor bases 
Lighting fixtures 


Safety equipment 


Contractor's equipment & supplies 
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According to a nationally known authonty on purchas 
ing, every industnal enterprise has a responsibility to 
the city or locality where the business operates. This 
he says, 1s not a matter of ethics — purchasing locally 


relanons 


Naturally, we are in hearty agreement with this au 


thority — we sell locally! And we can’t afford to play 


favorites here at home —we have to live with every 
transaction we make 

When you buy from us you are dealing with local 
basinessmen who employ local people, pay local taxes, 
participate in local affairs, boost local industry 


But let's look at a few of the 


SOME OF THE MANY ITEMS 


ENTERPRISE SUPPLIES, INC. 
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buying locally offers you 


We are neighbors. We build our business by serving 
diate advantages yours 


CLOSE AS YOUR PHONE™ 


ENTERPRISE CITY, U.S.A, TELEPHONE 7-1212 
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fewer follow-ups, 


How to make this promotion program click—We 

have done the research to discover the reasons—the 

The Round-Up Story most compelling reasons—why and how the industrial 
buyer gains when he channels his purchases through 

IN THE PRECEDING PAGES five reasons for buying industrial distributors. ‘They are all strong reasons 
through you as an industrial distributor have been and they make sense to the buyer. All along the 
individually set forth in direct mail and in newspaper line we have put ourselves in the buyer's position and 
and magazine advertisements. The above letter answered these most important questions which will 
does the round-up job and briefly tells the five-point be in his mind: “How do I gain? What does it mean 
story. Regardless of the sequence in which the five to me? How does this benefit my company and make 
points are used in your campaign, this letter should it possible for me to do my own job more efficiently 
be used as No. 6. It repeats and summarizes. and more economically? 
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ENTERPRISE 
SUPPLY 
COMPANY 


IMA: mo 


Sell Your Services 


RR a ee ee a 


\t substantial expense, we have had a professional 
advertising agency prepare hard-hitting, selling letters 
and advertisements. We have endeavored throughout 
to supply you with a packaged program that is 
practical, down-to-earth, inexpensive and easy to use. 
Beyond this we cannot go. The rest of the job 
depends on you. 

Here are suggestions that will help you put it over: 

1. ‘Tell everyone in your organization what this 
program is all about. ‘This goes beyond a mere descrip 
tion of the promotion pieces. It is important that 
every responsible employee should thoroughly under 
stand each element in this message you are putting 
across. ‘This is the story of the economic justification 
of your business and of the concern that provides 
jobs for employees. 

2. Set up a schedule for the mailings of the direct 
mail letters and integrate these mailings with the 
appearance of the advertisements 
triple punch to each message. 

3. Carefully review your mailing lists to insure that 
these messages reach all proper, responsible individuals 


[his will give a 


in each customer or prospect organization. Some of 
the mailings—particularly those on public relations— 
should go to top management as well as to the put 
chasing and plant personnel to whom you regularly 
send product promotion literature. ‘This will be a 
good time and a fitting occasion to do that long 
delayed “house cleaning” job on your promotion lists. 

4. Salesmen occupy a key spot in this whole 
program. In addition to the general meeting men- 
tioned above, make this promotion campaign the sub- 
ject of a sales meeting. Supply each salesman with 
copies of all material. Be sure that each salesman is 
completely “sold” on each of the five points. Go 
over all the angles, especially the points where subtle 
Marshall all the facts from 
your own experience and that of your salesmen to 


treatment is involved. 


back up each of the five elements of the campaign. 

5. If you use product cuts in the advertisements, 
contact the manufacturers whose products you want 
to feature. If you propose to use product listings 
similar to those in the advertisement reproduced here, 


pick out the lists of products you want to feature. 
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For Best Results 
Fill Out This Work Sheet 





¢Schedule dates for running advertisements 


eInform salesmen of dates 


¢Schedule mailing of letters 


magazine advertisements 





*Have letters reproduced on company letterhead 


¢ Hold a meeting to explain campaign to entire organization 
eAppoint one person to handle and follow through on details 


¢Obtain mats of newspaper and magazine advertisement 


*Check accuracy of mailing list (salesmen can help) 


¢ Prepare product copy or list of products for inserting in newspaper and 


* Furnish salesmen with copies of advertising and letter material 


(When) 





PREPARING A SCHEDULE for an advertising and promo 
tion campaign is a job that requires careful thought. 
Planned haphazardly, a campaign brings poor results; 
carefully thought out, a campaign scores with in 
creased prestige and increased sales for you. 

Just when you should use letters and advertisements 
shown on the preceding pages, is a decision that rests 
entirely with you. If you plan to use the magazine 
advertisements in a regional purchasing publication, 
your campaign may extend over a period of months 
If you plan to use only the letters and newspaper 
advertisements, your campaign may be shorter 

In any event, you will be doing yourself a service if 
you consult with a newspaper representative for his 


advice on the days when your advertisements will get 
the best readership. 

Your mailing list, of course, is the key to the suc- 
cess of your letter campaign. Salesmen are the ones 
whose cooperation you must have to bring and keep 
your mailing list up to date. They must be sold on 
your campaign—don’t forget to supply them with cop- 
ies of letters and advertisements, and to notify them 
of the dates on which the material will be used. 

With salesmen spreading the news by word of 
mouth and your letters and advertisements reaching 
others who determine buying policies, you have a cam- 
paign that can’t miss. The campaign needs only one 
Action by YOU now. 


thing: 
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INDUSTRY GUIDEPOSTS: 


Measures of Productivity 


Here are the answers to your 
questions: ‘How am I doing? 
Compared with other distrib- 
utors, are my sales per em- 
ployee and sales per salesman 


up to par?” 


THE GOAL of every industrial distribu- 
tor 1s to produce the maximum volume 
of sales with a minimum of expense 
There are two major elements of ex 
pense in any industrial supply firm 

(1) the payroll of employees, both in- 
side and outside, and (2) the cost of 
carrying inventory. The effectiveness 
with which the distributor organizes 


and integrates these factors to produce 
sales is the measure of his productiv- 
ity. 

‘Here InpusrriAL DistrriBuTION pre 


sents an analysis of reports from dis 
tributors all over the country so that 
you may compare your productivity 
with the “average” performance, and 
answer the question: “How am I do 
ing?” 

Productivity in distribution differs 
from productivity in industry, in that 
industrial productivity is measured in 
terms of output of machines, and the 
men who operate them. In the field of 
distribution, we are concerned almost 
entirely with manpower, and the effi- 
ciency with which it is utilized to pro- 
duce sales. 


Productivity Factors 


Thus the industrial distributor, in 
gaging productivity, must ask himself 
such questions as: 

Productivity of Salesmen—Is my 
firm getting an average or better than 
iverage volume of sales in relation to 
the size of my sales force? 

Productivity of Employees—Is my 
firm getting an average or better than 
average volume of sales in relation to 
the total number of employees? 

Productivity of Inventory—Is my 
firm getting enough sales volume in re 
lation to the dollar amount invested 
in inventory? 

These are three important yardsticks 
of productivity in any industrial supply 


i-Relation of 
Number of Salesmen To Sales 





Sales in Thousands of $ 
‘ ~ 50K 1000 1,500 
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I. In preparing the chart, the actual number of salesmen of each industrial 
supply firm was plotted against the sales of that firm for 1949, Reading from 
the chart, Distributor A, for example, reported sales of $1,200,000 for 1949, 
and had 10 outside salesmen on his payroll January 1. The trend line repre- 
sents the average number of outside salesmen required to produce a given 
volume of sales. Reading up from the $1,000,000 point on the chart, the 
trend line indicates that seven or eight salesmen will, on the “average”, pro- 
duce this sales volume. 

Individual distributors who wish to locate themselves on the chart have 
merely to plot the number of salesmen in their own firm against thyir 1949 
sales. Their positions above or below the trend line will provide a measure 
of their performance compared to reporting distributors and to the “average”. 

Distributor B has reason to be happy here, as only five salesmen produced 
$1,300,000 in sales in 1949, while on the “average” it would take 10 sales- 
men to produce this volume. Distributor C. on the other hand, required a 
sales force of 13 to produce approximately the same volume as Distributor B, 
eight more than B and three more than “average”. 





firm, and it is through evaluation of 
your own salesmen, your own em- 
ployees, and your own inventory fig 
ures in the light of other distributors’ 
experiences that you can gage the de 
gree of efficiency in your firm. 

The chart on this page shows the re 
lationship between sales and number 
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of salesmen in industrial supply firms. 
Each reporting distributor's dollar vol 
ume of sales in 1949 was plotted 
against the number of salesmen that 
he had at the end of the year, and the 
resulting pattern of dots traces the 
average relationship between the two. 
Next page, please) 
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MEASURES OF PRODUCTIVITY (continued) 


By placing a dot on the chart repre- 
senting your own sales and the num- 
ber of salesmen for 1949, you can see 
where your firm is production-wise in 
relation to the others. 

The next two charts trace the same 
relationship between total number of 
employees and sales, and inventory and 
sales, while the fourth chart deals with 
the number of invoices billed during 
1949 by each distributor. 


Source of Data 


INDUSTRIAL DisrriBUTION has made 
this analysis from data gathered in this 
year’s annual Survey of Changes in 
Distributor Operations. ‘The main 
body of information submitted by dis- 
tributors was presented in the March 
issue, but here the material has been 
rearranged to measure productivity 
alone. 

Seventy-five reports were chosen 
from this group to chart the relation- 
ships noted above. All the distributors 
represented here are predominantly in 
dustrial supply firms in the strict sense 
of the term. 

These distributors were chosen on a 
basis of geographic location and size. 
Supply firms from every section of the 
country are represented, and size 
limits were set on a basis of those firms 
having annual sales ranging from 
$250,000 to $2,500,000. 


Method of Presentation 


Each of the four charts shows the 
relationship between sales and one of 
the four factors: salesmen, total num- 
ber of employees, inventory, and in- 
voices billed. The sales are plotted 
along the horizontal side of the charts, 
and each of the four factors are 
plotted vertically on separate charts. 

On the charts, or scatter diagrams, 
each reporting firm is located with a 
dot in relation to sales and the other 
factor being plotted. When all the 
positions of reporting distributors werc 
plotted on each chart, trend lines wer 
fitted to these dots 

The trend lin each 
chart, show the relationship between 
sales and 


one for 


salesmen, employees, inven 

tory and invoices billed. On Chart I, 

the trend line, drawn in by inspection 

after all plotted, 
] 


number of sale 


points were show 
the average 
quired to produce a given \ 

The trend line on hart Il 
the average number 


ployees required to produce a 


sales 
shows em 
given 
of sales. Chart IIT shows the 
average dollar inventory required to 
handle a given volume of sales, while 
Chart IV shows the average number 
of invoices billed vearly for a 
volume of sales. 


volume 
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Il. On this chart all employees, inside and outside salesmen, executives, 
warehousemen, etc., were plotted against each firm’s sales for 1949. Reading 
from the chart, Distributor A, to produce and handle a sales volume of $114 
million, employed 35 people in various capacities in his firm. 

As in Chart I, the trend line represents the “average” relationship between 
the two factors considered, here total number of employees and sales. Com- 
parative performance of your own firm may be gaged by plotting your 


figures directly on the chart. 


The angle of the trend line in this chart suggests that the “average” firm 
uses an additional employee for each addition of $28,600 in sales. That is, 
if an “average” distributor has sales of $600,000, he will have 20 employees. 
If sales increase by at least $28,600, he will probably find that he needs 
21 employees to handle the larger volume. 


For example, if your firm had sales 
of $1,000,000 in 1949, you can de- 
termine the number of salesmen, num- 
ber of employees, and size of inventory 
carried by the average firm that did 
$1,000,000 in sales last vear by reading 
up on each chart from $1 million to 
the trend line and then across to the 
left 

Actually, the number of invoices 
billed by distributors in relation to 
their sales is not a measure of produc 
tivity, but the information is included 
his analysis because of the light it 

on another phase of distributor 
rations: the small order problem 

In charts of this type, a perfect cor- 

lation is found when a straight linc 
can be drawn through all the dots 
This situation is rarely found in any 
relationship; there is a fairly wide scat 
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ter in these charts, the result of wide 
differences in operations among dis- 
tributors. 


Limitation of Data 


Industrial supply firms sell to a 
varied group of customers, in widels 
separated parts of the United States, 
and for these reasons there can be no 
“true” average of distributor opera- 
tions. ‘This analysis sets down the 
facts as the editors have been able to 
gather them from a group of distribu 
tors carefully selected as “typical.” 
While the scatter of dots (the range 
of actual experience of distributors) is 
quite wide around the average or trend 
line, this analvsis nonetheless presents 
a most valuable measure against which 
you, as a distributor, can check your 
own firm’s performance 





—— 


Ill. On this chart, inventory levels of 
reporting distributors as of January 1, 
1950, were plotted against 1949 sales. 
These are not average inventory fig- 
ures. According to the annual survey 
of changes in distributor operations, 
most distributors cut their inventories 
sharply during 1949. The figures 
plotted here, therefore, are probably 
somewhat below what might be called 
a normal historical relationship. 

Reading from the chart, Distributor 
A had a sales volume in 1949 of $825.- 
000, and his inventory on January 1 
was $200,000. If this $200,000 is ac- 
cepted as average inventory, his rate of 
stock turn was 4.125. Actually, it was 
probably somewhat lower due to the 
reason noted above. 

There are wide variances in all size 
groups. Distributor B, for example, 
had sales in 1949 exceeding $2,000,- 
000, but his year end inventory was 
only $178,000. Conversely, Distributor 
C, who had a volume of $1,000,000, 
listed a year end inventory of $285.,- 
000. These differences may be attrib- 
uted in some measure to the propor- 
tion of a distributor’s business that is 
in the direct shipment category. 
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IV. The number of invoices billed by 
each firm during 1949 is plotted here 
against 1949 sales. Reading from the 
chart, Distributor A, with sales slightly 
over $1,100,000, billed 28,000 invoices, 

It is in this chart that the magnitude 
of the small order problem for some 
distributors becomes apparent. Dis- 
tributor B, for example, with sales of 
$525,000, billed 56,000 invoices in 
1949. This puts his average order size 
at $9.20; this is admittedly an extreme 
case, but a glance at the chart will show 
that many distributors suffer in vari- 
ous degrees from the same problem, 

Other distributors, for various rea- 
sons, have either escaped or solved the 
Distributor C, 
for example, had sales in 1949 of 
$2,200,000 and billed 32,000 invoices, 
making the size of his average order 
$68.25. 

It should be remembered that the 
trend line does not represent a per- 


small order question. 


formance goal, but represents just the 
average performance of reporting dis- 
tributors. All distributors would be in 
a better position if the size of the 
larger and the 


trend line were lower on the chart. 


average order were 


WW 





A LAWYER ANSWERS YOUR QUESTIONS ON ... 


Functional Discounts 





“Discount” is a commonplace word 
in the language of industrial distrib- 
utors and salesmen. All know what 
it means in every-day business but 
what about the meaning from a 
legal standpoint? Leon Madonick, 
New York attorney, has made an 
extensive study of discounts and 
their legality. In December 1948 
we published an article by Mr. Ma 
donick on “Quantity Discounts”. 
Now Mr. Madonick has prepared 
this article on “functional dis 
counts”. We believe you'll find 
his answers to common questions 
on discounts both informative and 
interesting.—The Editors. 





What's 


tween 


the difference be- 
“quantity 


“functional discount”? 


discount” 
and 


As soon as there appears more than 
one purchaser at any level of distribu- 
tion, and also from the time a middle 
man appears in the chain between the 
manufacturer and the ultimate con 
sumer, price variations, both intra 
level and inter-level, develop. It is 
not here important to consider wheth- 
er these variations are due to one pur- 
chaser buying in greater quantities 
than another, or to the nature of the 
particular function in the distribution 
of the product performed by one pur 
chaser as compared with another. For 
present purposes we need merely rec 
nize that in the distribution of 
products in commerce the two im 
portant forms of price variations are 
the “quantity discount” and the 
“functional discount” 

The “quantity discount” is the vari 
ition of prices between buvers oper- 
ating at the same level in the chain 
of distribution, whereas the “func 
tional discount” is the price differ 
ential allowed to one purchaser over 
inother because one buyer treats with 
the product differently from other 
buyers. Perhaps the simplest and yet 
most frequently used form of “func 
tional discount” is the manufacturer’s 
price schedule providing for “List price 
to Retailer” and “List less X_ to 
Wholesaler”. 
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“functional discounts” 


legal? 


Recent Court and Federal Trade 
Commission rulings cast such doubt 
on the validity of “functional dis 
counts” as to require warning to all 
business men, both sellers and buyers, 
to thoroughly review their pricing sys 
tems, as those rulings make it clear 
that the continued use of “functional 
discounts” is now an invitation, not 
only to prosecution by the F.1.C., 
but also to very expensive treble dam- 
age suits. And this is true whether one 
grants or receives the discount. 

Che right to classify customers and 
to grant varying prices depending upon 
the function the customer performs 
in the chain of distribution has been 
a part of the merchandising system 
for so many years that anv seller o1 
buyer of products would be astounded 
to learn that the legality of the exer- 
cise of this ancient right is now seri 
ously questioned. Yet it does appear 
is if we have arrived at a “‘one-price 
system”. Practically stated, the bur 
den of proving that a particular “func- 
tional discount” is not invalid is so 
ostly and difficult as to open the 
door to the use of the treble damage 
suit as a “strike suit’, the lawsuit 
which it is ever so much cheaper to 
settle than to defend, even if success 
ful defense was a certainty. It is our 
purpose to discuss some of the legal 
developments which have led to this 


state of affairs 


Are 


What's the legal background 


on “funetional discounts”? 


“Functional discounts” were held 
to be permissible under the Clayton 
Act of 1914 as it existed until 1936 
As one of the important decisions of 
the time stated in ruling on one com 
pany’s pricing system: 

“Tt did not discriminate as between 

retailers but sold to all retailers on 

one and the same scale of prices 

And it did not discriminate as b 

tween wholesalers but sold to all 

wholesalers on one and the sam 
cale of prices. There is nothing 
unfair in the declining to sell to 
retailers on the same scale of prices 
that it sold to 
though the 
sought to buy 


wholesalers even 
retailers bought or 

the same quantity 
the wholesalers bought.” 
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By the early 1930's, however, the 
growth of the chain stores, mail order 
houses, buying cooperatives, etc., had 
reached the point where not only the 
small independent retailer but also 
every wholesaler was seriously con- 
cerned over his continued existence 
in the chain of distribution. And by 
wholesaler we mean to include every 
middleman in the chain between man- 
ufacturer and retailer, no matter what 
one or more of the many types of 
wholesale functions a particular whole- 
saler performs. At times in different 
industries he may be referred to as 
a wholesaler, distributor, dealer or 
jobber. As the chain stores, etc. be 
came stronger, the foothold which the 
wholesaler over the years had secured 
became weaket 

Beginning in 1928 we had the so 
called Chain Store Investigation, re 
sulting, in June, 1936, in the adop 
tion of the Robinson-Patman Act, 
which to the extent here pertinent 
unended Section 2 of the old Clayton 
Act. 

It is especially revealing to note that 
the Robinson-Patman Act was in large 
measure sponsored and written by a 
group of small wholesalers who felt 
that the continued growth of the 
chain stores, etc., was all too practical 
proof of the insufficiency of the old 
Clavton Act. 

Formerly, questions arising out of 
the use of “functional discounts” 
were usually dismissed bv answering 
that if the customer classification was 
honest the classes of purchasers did 
not compete, and therefore the dif 
ferent classes could be charged dif 
ferent prices 

The old Clayton Act applied to 
ompetition as between sellers, and 
to competition between purchasers 
The Robinson-Patman Act added 
language to include a third level, in 
the following language 

“Competition with anv person who 

either grants or knowingly receives 

the benefit of such discrimination 
either of 


or with customers of 


them.” 


What have the courts had to 
say? 
Irom the proceedings instituted by 


the F.T.C. following the enactment 
g 
Continued on page 212) 











DROP IN AND SEE US 


at the Triple Industrial 
Supply Convention 
in Atlantic City 
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U. S. TOTALS March 1950 








Compared with 
February 1950 


+2 O% 


LL 


March 1950 
Compared with 
March 1949 


Ist Quarter 1950 
Compared with 
Ist Quarter 1949 


CompPiep By INpUsTRIAL DisTRIBUTION 








Supply Sales Trends 


The expected upturn of business in the industrial 
supply field materialized in March, with all regions 
showing sales gains ranging from 16 per cent to 30 per 
cent over February. The Pacific Coast region paced 
the country, with cooperating distributors reporting 
March sales as 30 per cent above February’s. 

On the average, sales for March, 1950, were 
four per cent below March, 1949. 

The year to date gap between 1950 and 1949 has 
been narrowed to 11 per cent, comparing the first 
three months of 1950 to the first three months of 1949. 


This is contrasted to sales for the first two months of 
1950, which were 17 per cent below total sales for 
January and February, 1949. 

The East South Central states of Alabama, Ken- 
tucky, Mississippi and Tennessee continue to make 
the best year to date showing among reporting dis- 
tributors, with sales for 1950 running slightly ahead 
of 1949’s. 

The Middle Atlantic states of New Jersey, New 
York, and Pennsylvania are making the slowest recov- 
ery, with this year’s sales 19 per cent below last year’s. 





March 1950 
Compared with 
February 1950 


March 1950 
Compared with 
March 1949 


Ist Quarter 1950 
Compared with 
Ist Quarter 1949 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 
Pennsylvania 








+20% 


+2 a7 


-2% | -9% 


-9% 


-16% 
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You and 
We 
have a Job 


to Do! 
























































It happened before. It can happen... is happening ... again. Under pressure of 
rising costs, keener competition, and narrowing profit margins, sound management 
seeks ways and means to reduce costs. 


Some take a quick, proved route. They replace obsolete equipment. New 
machines are purchased from their established distributors. Objectives are gained. 
Buyers and sellers benefit mutually. 


But others extend their drive for economy beyond such orderly procedures. They 
“dodge” their normal distributor connections. By seeking to “buy direct” they 
knowingly, or unwittingly, undermine the great structure built by the industrial 
distributors of America. 


In peace or war, the services of industrial distributors have proved VITAL to 
the economy and safety of this nation. They must be protected. 


As we see it, our job, as a manufacturer selling exclusively through selected 
industrial distributors, is two-fold: To continue to develop the most complete and 
up-to-date line of threading equipment on the market and to continue our policy 
of helping to promote business for our distributors. 


Your job, as we see it, is to intensify your seliing efforts ... not only in connection 


with PRODUCTS but in SELLING YOUR SERVICES to industrial buyers. 


THE OSTER MANUFACTURING COMPANY 


2041 EAST 61st STREET e CLEVELAND 3, OHIO 


LET’S TALK IT OVER AT THE CONVENTION 


BOOTH 523-525 
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SALES TRENDS (Continued ) 





March 1950 
Compared with 
‘ebruary 1950 


March 1950 
Compared with 
March 1949 


Ist Quarter 1950 
Compared with 
Ist Quarter 1949 





SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST 


Arizona Nebraska 
Nevada 

New Mexico 
North Dakota 
South Dakota 
Utah 
Wyoming 


Colorado 
Idaho 
Iowa 
Kansas 
Minnesota 
Missouri 
Montana 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


PACIFIC 


California 
Oregon 
Washington 





+22% 


+16% 


+19% 


+19% 


+16% 


+30% 








-6% 


-l% 


+3% 


+1% 


+1% 


-3% 





-11% 


-13% 
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Industrial Production— mrs post war Peaks 


Reasons for optimism: Sales and profits are 
running better than expected, giving business both 
a good reason to invest in new equipment, and more 
money to do it. Announcements of plans to build new 
industrial plants, as reported to Engineering News- 
Record, are running 40% above a year ago. That 
points to an upturn in industrial building. New orders 
and production of machinery--which usually lead 
actual spending for capital goods by some months 
since it takes that long to produce new equipment 
and deliver it--are up sharply. 

Construction, which has been one of the strong- 
est props under general business since the war, is 
booming along at unprecedented rates, Contracts for 
heavy construction--highways, dams, schools, and 
other big projectS--have been running 40% above a 
year ago. Homebuilders also shattered all previous 
records this spring, are going at a rate that points to 
a new record for the year as a whole. 


MORE MILITARY SPENDING: As it looks now, 
Washington’s moves to bolster U. S. military strength 
will develop only slowly. A move by the Russians, 
of course, would bring a sudden rise in military 
budgets. But the push started by General Eisenhower 
--in his report to Congress calling for more planes, 
stronger defense in Alaska, and a greater effort to 
develop anti-submarine forces--may add, in the next 
six months, as much as $1 billion to what the defense 
forces are spending. 

Industry probably won’t feel the direct effects 
1f a higher budget until later this year, and the big- 
gest impact will come next year. But, since military 
expenditures can do much to pick up any lag in the 
economy, the move toward a bigger defense effort 
adds considerable strength to the business outlook. 


UNEMPLOYMENT DISTURBING: All this is good 
news for business. But there are still some clouds in 
the outlook. Unemployment figures provide one of 
them. Over the last two years the total number of 
jobless has crept up. The number of people looking 
for jobs has grown faster, on the average, than has 
the number of new jobs. Summer may see the figures 
rise again, as college graduates look for jobs and 
students look for summer work. In the long run, if 
unemployment touches, say, six million, it could 
shake business confidence. 

But--as things look now--1950 is shaping up 
as at least as good a year for business as was 1949. 
Some lines, particularly in construction and durable 
goods, seem headed for new records. And the possi- 
bility of a serious slowdown later in the year--some- 
thing like that which hit business a year ago--is 
being pushed further and further into the future, 


Business prospects have grown markedly stronger in 
the last month, 

The possibility of a serious business setback 
is being pushed further and further into the future. 
Three developments are doing it: 

(1) Customers are buying autos, homes, and 
appliances at a record clip--and plan to 
keep it up. 

Indications are growing that business buy- 
ing of new plants and equipment will 
swing upward--and that, if it develops, 
would keep business rolling along through 
the year. 

Washington is paving the way for a higher 
military budget. Heavier spending for new 
planes, anti-submarine defenses, and other 
equipment would put an extra prop under 
the economy. 


MARKETS STRONG: New light on retail markets 
comes from the latest Federal Reserve Board’s 
survey of consumer finances. These annual national 
surveys of customers’ plans to buy new homes, auto- 
mobiles, and major appliances have become a basic 
benchmark. Highlights of the 1950 survey: 

1. At least as many people--more than one 
million--plan to buy new homes this year as did a 
year ago, when homebuilders set an all-time record. 

2. Considerably more than twice as many 
people plan to buy television sets this year as did 
a year ago. Demand for other household equipment-- 
furniture, refrigerators, and other appliances--is 
about the same as it was a year ago. 

3. People plan to buy as many automobiles 
now as they did a year ago, and last year saw the 
auto industry set new records. 

4. Consumers feel their incomes and their 
financial positions are as strong as they were a 
year ago. They’re more optimistic now about the 
business outlook than they were in the middle of last 
year, when business slowed down markedly. 

All this points to another good year for retail- 
ers. They’ve consistently boosted their physical 
volume, the actual number of units moved across 
counters, in the last three years. As it looks now, 
1950 will see the upward march continue. 


CAPITAL GOODS GAIN: At the same time, signs 
are multiplying that capital goods will turn up. 
Latest government survey of business plans to buy 
new plants and equipment shows that business spent 
more than it planned to in the first quarter of 1950 
--and is spending slightly morein the second. Second 
half plans are still down from 1949, but probably 
will be revised upward. 
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“TEL WERE 
IN YOUR SHOES” 


... 1 told the Boss 


... I'd get out a booklet telling our distributors 
and dealers all about this National Hardware 
Packing Plan. 

I'd tell ’em how it provides small cases of 
various kinds of bolts and screws which can be 
reshipped without additional packing. 

I'd tell ’em how those strong corrugated 
containers—averaging 25 to 30 pounds 
each—make receiving, handling, order 
assembling and reshipping a lot 

simpler and faster. I'd tell ’em.. 
“Nat”, interrupted the boss, “that’s a 
wonderful idea. In fact it’s so good we got out 
a booklet like that just a few months ago. Know 

anybody that wants a copy?” 

NATIONAL HARDWARE PACKING 
. is available on Carriage, 
Machine and Lag Bolts and Cap 


Screws. Booklet gives complete, de- the door. 


tailed information on plan; types 


Well, that sort of stopped me—but not for 
long. “I'll go find out’, says I, backing out 


The only reason I mention this is—thought 
and sizes to which it applies. . . 
ore ” maybe you would like a copy. The booklet is 


pretty good, even if somebody did beat me to 








the punch. 


National Products Include: CHESTER HOISTS « HODELL CHAIN 








o 
THE NATIONAL SCREW & MFG. COMPANY attiona 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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“Selling Is My Busimess”™ . . . 001 mate « practice 


9” 


of being courteous? 


SYLVAN CARSON: 


Excited Customers 
Need Care and Courtesy 


Courtesy on the phone is a first 
rule every inside man at the distribu- 
house should live and work by, 
iccording to Sylvan Carson, inside 
salesman at Wiley-Hughes Supply 
Co., ‘Trenton, N. | 

His calls, and his troubles, generally 
break down into two categories; (a) 
excited customers with a gripe, or (b) 
breakdown reports. Mr, Carson han- 
both with the tactful tele 
phone technique 

Joe Doakes calls up one morning 
just about incoherent with rage. Mr. 
Carson gets the call, mostly listens for 
the first few minutes, generally learns 
Joe puts the blame on no particular 
erson or product, then begins to re 
the damage. He'll bend 
yackwards as far as necessary to 
traighten the man out remedy 
he situation—and as soon as pos 
Or Amos Brown, almost as 
herent, buzzes Mr. Carson to 
excitedly how somebody has just dis 

wered the plant’s supply of rotary 
high speed files is exhausted and will 
Mr. Carson please get a dozen out to 
them pronto, if not sooner. Mr. Car 
promises he will, making every 
Wilev-Hughes available to 
Amos, though it may involve a phone 
x wire bill, or a special trip 

“Once vou get him back down to 
irth with some polite, mildlh 
ent inquines on the real cause of the 
you can begin to do a job 


tors 


dles same 


! 
pall 
} 


over 
and 
:] 
sible 
inco 


relate 


son 


service 


INS1s 


rouble, 
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“Check on new products?” . . . 


for him. It’s getting him down tact 
fully; this excitable character whom, 
in all probability you've never met 
face to face, that makes phone sales 
and service so interesting,” Mr. Car- 
son comments, with onc eve on the 
future. For after all, some day he and 
this irate customer mav meet in per- 
son, when the salesman graduates to 
work outside for the firm. 


ARTHUR ARMSTRONG: 


Want More Sales? 


Watch Production Rate 


Arthur Armstrong, salesman for 18 
vears in the field, 14 of which he 
spent at G. R. Armstrong Mfrs. & 
Supplies, Inc., Boston, likes to know 
what’s new in the equipment line, 
particularly if the new product can 
substantially up the production rate 
for his customers 

Several wecks ago he learned of a 
pneumatic grinding wheel, 
for a wide variety of 
urface finishes. The name stuck in 
his head; he reminded himself to look 
it up someday soon. Not long after, he 
called on a customer and stood by 
watching how many operations on sur 
faces were done slowly and laboriously 
by hand. There must be faster 
wav to finish off those surfaces, he 
thought; and into his head popped 
that name he'd read or heard 


hnew 
iffered 


ror usc 


some 
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“Utilize practical experience?” 


He looked up the product and the 
manufacturer, and the next dav he 
picked up a sample wheel. Out he 
went to the factory, set up the wheel 
on a portable grinder inflated it with 
about 5 Ibs. of air, and handed the tool 
over to one of the men. The thing 
worked so well, he got an initial ordet 
for 16 of the wheels. 

Where'd he learn about the prod 
uct? In the New Products section of 
INDUSTRIAL DiIsTRIBUTION. 


ROY C. BURLEY: 


Practical Experience 
Aids Sales Progress 


Production and maintenance cx 
perience paved the way to industrial 
supply selling for Roy C. Burley. 
Mr. Burley has been selling for Gen 
eral Equipment & Supply Co., Miami, 
I'la., for two years and likes it. 

Mr. Burley’s previous experience 
was largely with making and keeping 
machinery moving. Therefore, it is 
small wonder that he likes to sell 
power transmission products, a ficld in 
which General Equipment & Supply is 
verv active. 

His own early effectiveness in selling 
Mr. Burley attributes to the confidence 
generated from familiarity with appli 
cations. This enables him to recogniz¢ 
and appreciate customers’ problems, 
which, in turn, inspires customer con 
fidence. 
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ELECTRIC 
SANDERS 


“ 


“porTo- 


5 sHEaRs”* 


| 


ELECTRIC 


GLUE POT | 


9 
: 
; 
‘ 


HOLE SAWS 


eeeand 35 million B&D ads 
this year help you sell 
this broad, versatile line! 


Metalworking, woodworking, construction, heating, air condition 
ing, furniture manufacturing, railway maintenance, vocational 
training! You name the field and Black & Decker gives you the 
Tools to sell . . . p/us powerful advertising support to help you! 


Not only more kinds of tools—but a choice of speeds, power and 
price in most groups. Not only consistent, aggressive advertising in 
leading industrial publications—but a big color campaign in The 
Saturday Evening Post. Result: every call you make gives you a 
chance to push Black & Decker Tools! 


What’s more, you have the extra sales-appeal of our 39 years of 
engineering and manufacturing leadership . . . top-quality materials 
and workmanship . . . 28 factory-owned service branches in all 
major cities that keep customers’ tools in top production form! And 
you have the backing of important national trade show exhibits. . . 
plenty of local selling helps . . . a B&D Field Representative who's 
ready to work with you in opening new business and closing sales! 


More tools to sell more shops with more sales help. . . that’s 
the B&D combination that means more profits for you! THE 
BLACK & DECKER MFG. Co., 617 Pennsylvania Ave., Towson 4, Md 


LEADING DISTRIBUTORS ) eo 
EP’ 


PORTABLE ELEctric FOOLS 


THE WORLD’S MOST COMPLETE LINE”’ 


*Trade Mark Reg. U. 8. Pat. Off. 


p> EVERYWHERE SELL 
I 
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Porter-Cable Executives 
See Big Year In 1950 


At the first annual sales meeting 
held since the war at the Porter-Cable 
Machine Co., Syracuse, N. Y., execu- 
tives of the firm voiced a great deal of 
optimism for the future of the firm 
and of business in general for 1950. 

J. A. Proven, vice-president in 
charge of sales for the company, sched- 
uled the meeting to brief the salesmen 
of the company on the expanded sales 
promotion program which has been 
planned for 1950. In his speech to 
Porter-Cable sales representatives from 
all over the country, Mr. Proven said 
that 1950 will be the biggest year in 
company history. He announced that 
the company hopes for a 25% or 
more increase in sales in 
1949. 

Other speakers at the meeting in 
cluded DeAlton J. Ridings, president 
of the company; Lloyd B. Benham, 
vice-president in charge of production; 
R. C. Tyo, secretary and comptroller; 
J. I. Dean, assistant to the sales man- 
iger; E.. J. Williams, service manager; 
and L. M. Harvey advertising manager. 


1950 over 





Pris ee 


KEY PERSONNEL and participants at the recent annual sales meeting of the 
Packing Division of Raybestos-Manhattan, Inc., in Manheim, Pa. heard new sales 
plans discussed and the addition of several new packings. 


Washabaugh Transferred 


Sam Washabaugh, vice-president of 
the National Screw & Mfg. Co. has 
been transferred from Clevelaiid and 
now heads the company’s operations 
in Los Angeles. 


PORTER-CABLE “Q” CLUB, salesmen who attained 100% of their sales quota 


for 1949, includes (standing) W. F 
Diamond, Syracuse; K. E. 


Jankowski, New Haven; and D. H 


Carroll, Detroit; C. F 
Schultz, Detroit; H 
Turner, New 


Moe, Buffalo; J. J 
A. Kimball, Columbus, O.; S. M. 
York City. Seated are F. J. 


Crum, New York City; Anthony Bogosian, New York City; Cliff Stewart, Cleveland, 


O; R. W. Bacon, Minneapolis; N. B 
Binghamton, N. Y. 
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Leydorf, Richmond, Va; and H. P 


Marsh, 
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Republic Names Johnson 
Sales Divisions Head 


Roy Johnson has been appointed 
vice-president in charge of three 
regional sales divisions and the manu- 
facturing sales division of Republic 
Supply Co., Los Angeles. 

Alex Fraser, who formerly operated 
the manufacturing division independ- 
ently, remains as supervising vice- 
pre sident of that unit. 


Thirteen Men 
Honored By Orgill Bros. 


Thirteen men who have been with 
Orgill Bros. & Co., Memphis, Tenn., 
for 25 years or more, were given 
watches by the company at the an- 
nual banquet and party for employes. 

Tom Slattery of Memphis, and 
Dave Burrus of Winona, Miss., sales- 
men, led the list of those presented 
awards, each with 44 years of service. 
The awards were made by Edmund 
Orgill, company president. 


Cely Joins Tull Metal 


T. E. Cely, a graduate of Georgia 
Tech in M.E., has joined the J. M. 
Tull Metal & Supply Co., Inc., of At- 
lanta, Ga., as sales engineer. He will 
make his headquarters in Atlanta and 
cover Tennessee. 





1850—In this building, John Pritzlaft & 
Co., now 
humble 


in its centennial vear, had its 


1950 
Company. 


loday, 13 acres of floor space is required to house the John Pritzlaff Hardware 


John Pritzlaff Hardware Co. Marks Century of Progress 


On April 1, 1850, John Pritzlaff 
rented a small store in Milwaukee and 
put up a sign “John Pritzlaff & Co.” 
It was a partnership consisting of John 
Pritzlaff and A. F. Suelflohn. Neither 
of them had any capital, but Henry 
J. Nazro & Co., a former employer 
f John Pritzlaff, supplied the neces 
sary Capital at 74 per cent interest and 
sold them merchandise at a mark-up 
of 7 per cent In 1853 Suel- 
flohn was bought out and the sign was 
changed to “John Pritzlaff.” 

Phis was the humble beginning of 
the John Pritzlaff Hardware Co., of 
today n celebrating their 100th 
Anniversary. The rapid expansion of 
this smal] retail hardware store to the 

ile hardware and industrial 
supply house that it is today is pri 
marily due to the industry, integrity 
ind far founder, 


ver cost 


big whol« 


sightedness of the 
John Pritzlaft 

When John Pritzlaff arrived in Mil 
waukee, it was a town of 2,000 in 
habitants. His time was spe,it making 


friends, learning the language and 
customs of this pioneer country. ‘The 
early stock and trade of John Pritz 
laft Company consisted of the most 
necessary items for a new and unde 
veloped region. Farming and lumber 
ing were the big industries. Iron cut 
nails, hand tools, imported locks and 
candle molds were the chief items. 

Many additions have been added to 
the first unit of the John Pnitzlaft 
Company. At present about 13 acres 
of floor space are used. As the busi 
ness grew, the number of employees 
ilso grew. In this connection it is of 
interest to note that in the 100 years 
of existence the John Pritzlaff Hard- 
ware Company has had two presidents 
each serving 50 vears: John Pritzlaff 
from 1850 to 1900; Fred C. Pritzlaff, 
1900 to 1950. ‘The firm is still headed 
by its second president assisted by 
Fred F. Luedke, vice president and 
general manager; John C. Pritzlaff, 
vice president and treasurer and FE. 
I’. Pritzlaff, vice president-secretary. 


THE NEW FRESNO BRANCH of Dallman Supply Co. is served by every modern 
convenience, both for company operations and for customers of the firm. 


In honor of the firm’s 100th birth- 
day some 500 Pritzlaff employees and 
stockholders attended a dinner. Gold 
service pins were awarded to a large 
group of veteran employees many of 
whom started under the founder. 

‘Two employees will be honored for 
more than 60 years of service includ- 
ing the president, Fred C. Pritzlaff, 
son of the founder who has 68 years 
of active duty to his credit. The other 
is Leo Weiland, credit manager. Fred 
Luedke, Sr., vice president, has 55 
years service to his credit. 

A centennial booklet celebrating 
their 100 years of service was printed 
for circulation to customers, suppliers, 
and friends of the John Pritzlaff Hard- 
ware Company in appreciation of their 
help and friendship in making the 
100 years of progress possible. The 
territory serviced by the John Pritzlaff 
Hardware Company includes the State 
of Wisconsin, Michigan, the Northern 
part of Illinois, lowa and the Southern 
part of Minnesota. 


Sales Post For Menster 
With Babcock & Wilcox 


John A. Menster has been appointed 
assistant manager of sales for the 
welded tube division on The Babcock 
& Wilcox Tube Co. 

He has been with the firm since 
1943, starting in the general sales 
office and serving as manager of the 
office from 1944 until 1947. Since 
that time he has been assigned to 
special projects and recently has been 
actively engaged in sales development. 

Mr. Menster will continue to make 
his headquarters in the general sales 
office of the welded tube division of 
the company located in Alliance, Ohio 
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Here are the~-YALE- HOISTS that 
sell fast and boost 
your profits! 


Every Yale distributor knows from experience that 
Yale Hand and Electric Hoists are engineered and 
built to give the efficient performance and long-range 
economy customers have a right to expect. 

But we at Yale & Towne also know that making 
products that cut production costs is not enough. It 
takes an aggressive industrial distributing organiza- 
tion to turn those products into “‘the hoists that are 
in demand.” 

The fact that you always work closely with cus- 
tomers has established you as a dependable source of 
top quality hoisting equipment. Equally important, 
they know your specialists gladly supply practical 
guidance in the correct application and maintenance 
of all Yale Hoists. Customers have learned that you 
anticipate their needs by serving as a nearby storeroom 
—carry adequate stocks of Yale Hoists and parts. They 
rely on you to help keep their hoist investment at the 
level of current needs—that you “come through” 
whenever they call for fast delivery. 

Your customers are our customers. By building on 
the solid foundation of lasting manufacturer-distribu- 
tor-customer relationships, we look forward to your 
continued leadership and profit from Yale Hoist sales. 


YALE HOISTS...THE PROFIT LINE 


by 
THE YALE & TOWNE MANUFACTURING COMPANY 
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Here are the ~YALE- TOOLS that 
help you boost your 
hoist sales! 


Yale backs your sales organization with the most 
comprehensive line-up of practical hand and electric 
hoist sales tools ever produced. All help to make your 
selling job easier. 

Advertising in leading magazines provides contacts, 
creates interest and preference for Yale Hoists. Direct 
mail letters and literature released over your lists bring 
inquiries right to your office. Fact-packed product 
catalogs and bulletins supply the details essential to 
proper hoist selection and application. In addition, 
Yale supplies special ad and catalog material for use 
over your own signature. 

At your service are experienced field engineers whose 
job is to assist your men in solving hoisting problems 
for customers. And to acquaint every salesman with 
new hoist developments, Yale provides the most in- 
structive and lively sales training and sales promotion 
“‘package”’ in hoist history. Included are movies, dem- 
onstrations, wall charts, and an exclusive, time-saving 
hoist selecting device. 

These sales tools are evidence of our confidence in 
every member of the hard-hitting, sales-producing 
industrial supply distributing organization handling 
Yale Hoists. Make full use of them—for greater profit! 


vat LOapn Kins 


CONFERENCE BOOTH 710-712 ! Fare SE 


—— 7 
~ 
atk LOAD | 
euecT anc BOST 


SALES 
TRAINING 
PROGRAM 


The 
TALKING 
HOIST 


Philadelphia Division * Roosevelt Boulevard « Philadelphia 15, Pa. 
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SALES APPOINTEES of the Man 
heim Mfg. & Belting Co., Manheim, 
, are Robert G. Prouty (above) and 
aymond QO. Leadbetter (below). Mr. 
‘routy, formerly New England district 
manager, is now assistant sales manager 
Mr. Leadbetter succeeds him in the 
New England territory, making his 
headquarters in Spencer, Mass 


HOSTS TO BUYERS in Lancaster County, Pa., at a cocktail and dinner party 
were four Lancaster distributing organizations. Pictured are the hosts with Robert 
L. Harner (center), president of the Purchasing Agents Association. From left to 
right are Dick Barr, Reilly Bros. & Raub; Al York, Raub Supply Co.; Mr. Harner; 
Lewis Mease, Steinman Hardware Co., and John Stauffer, Herr & Co 


LIFESAVING EQUIPMENT~—a power-driven Disston chain saw—is presented by 
the Junior Chamber of Commerce to Philadelphia’s Rescue Squad No. 1 in recog 
nition of its fine record in emergencies Alvah B. Adam, Jaycee president, gives 
the saw to Chief Engineer John Cost and Captain Dan S. Rimmer, while squad 
members look on. The saw will be used to cut through heavy beams and timber 
that obstruct rescue operations and for quick entrance through doors of collapsed 
passageways. 


THE ENTIRE FIELD FORCE of Beals, McCarthy & Rogers, Inc 


trial supplies concern, recently visited the J. H. Williams & Co. plant. 


. Buffalo indus 
Paul W 
Wilcox, Williams vice-president 

conducted through the factor 


neers who exp uned manufacturing processes and answered qu 


Evans, sales manager, headed the group. E. J 


ranged the tour during which small groups were 


stions 
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Now available for oil hardening 
in entire range of thicknesses... 


Brown & Sharpe Ground Flat Stock 


Now you can offer your customers even greater benefits from the money-saving, time-saving 
advantages of using Flat Stock accurately pre-ground to size. Brown & Sharpe now 


offers a choice of oil or water hardening steel in 16 different thicknesses from !,;," to 1 


With this increased range of stock — 145 sizes including 24 new sizes you can meet a wide 
variety of demands. Stock for oil hardening is preferred where intricate sections and parts 
with sharp corners or abrupt changes in form are involved ... for water hardening, 


where slightly higher hardness is needed. 


In the eight thicknesses up to and including *\,,", a single type of ground flat 
stock serves for hardening in either oil or water ... a distinct Brown & Sharpe 
feature that will save your customers the expense of keeping two types 


of stock on hand. 


Continuous, repeat markings of type on each piece of Brown & Sharpe 
Ground Flat Stock make identification easy. Protective envelopes 

in different colors simplify handling problems. New descriptive 
folder available to help your sales of this popular item. 

Brown & Sharpe Mfg. Co., Providence 1, R. L., U.S.A. 


For templates, cutting tools, gages, 
machine ports and many similar pieces, 

there's a type of Brown & Sharpe Stock 
exactly svited to your specific requirements. 


We urge buying through the Distributor 


BROWN & SHARPE Es 





ro sex: Pillow Bloeks. vou NEED THE ANSWERS 





Split or solid last week on 
pillow block sales? Try a new 
angle, Shake out those shafts, 
tighten that collar, get on the 
ball-and-socket. Run through 
these 14 questions. Answers 


on Page 210. 


With the fo 

vice to which each most cl 

ym pares 

1) has no adjustment faci 
espe ially adapte 1 for eleva 
tors, mvevors and shafts 
doing heavy work 
for easicr installation, disa 
sembly and inspection 
permit itomatic lat 


tment 


TITIAN 


} 
stomer ha 


who prv off 
rs and damage 


remedy 





haft if it were too rigid i Next month: DRESSERS 
the bearing 
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PAVING BREAKERS 


CLECO 
GRINDERS 


CLECO CHIPPERS 


CLECO CLECO 


SUMP PUMPS RIVETERS CLECO CLECO CLECO 


DRILLS BACKFILL 
Ae Tt RAMMERS TAMPERS 


CLECO Cleco distributors, being the best, demand the best. 


a HANDI-DRILLS Cleco’s quality air tools and accessories, plus 


prompt service, add up to satisfied customers. CLECO 
IMPACT WRENCHES 


Ask the man who uses air tools and he'll tell you 


Cleco is tops in performance, low in maintenance. =—— 
CLECO | | CLECO 


SANDERS Demand the best and get the best. Demand Cleco — §CREWDRIVERS 


cLEC and Dallet air tools and accessories. 
“a ly 


“’ €LECO DIVISION 
of the REED ROLLER BIT COMPANY, P. O. Box 2119, Houston 1, Texas, U.S.A. 


DIVISION OFFICES 
CALIFORNIA: San Francisco 5, 607 Market St., Room 304 @ GEORGIA: Atlanta 3, 502 Peters Bldg @ ILLINOIS: Chicago, 549 West 
Washington St., Room 513 @ MASSACHUSETTS: Worcester 2, 6 St. Elmo Rd. @ MICHIGAN: Detroit, 2832 East Grand Blvd. 
MISSOURI: St. Louis 3, 2322 Locust St @ NEW JERSEY: Newark 4, 75 Lock St @ OHIO: Cincinnati 2, 431 Temple Bar Bidg. 
PENNSYLVANIA: Philadelphia 33, Mascher at Lippincott St . Pittsburgh 22, 109-11 Wood St. @ TEXAS: Fort Worth, P. O. Box 1538 





In Canada: Cleco Pneumatic Tool Company of Canada, Ltd., 927 Millwood Road, Toronto (Leaside), Ontario 
DISTRIBUTORS IN PRINCIPAL CITIES OF THE UNITED STATES AND THROUGHOUT THE WORLD 
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EW PRODUCTS 


WITH SALES 
POSSIBILITIES 





Drill Kit 


Drill Metals 
Up to 66 Rockwell C Hardness 
New wailable that will 
ll met ip to 66 Rockwell ¢ 
ness, penetrating material 
ness equal to that of high 
dened stecl files 


bits, ha 
a ides of [he 
intered « 


und from 1¢ 
Vhey are pointed and relieved 
for free cutting, and produce in eX 
cellent without | 
drawing the temper of the 
pri drilled 

In actual operation, the lif 


| 
new drill is said to be as 
; 


drills an 


inders 


finish discoloring 


materi 


much as 
imes that of the conventional lig 
Phe I] ked 


cone ] 


5 1D., 


Firth Sterling Steel & Carbide 
\IcKeesport Pa In 
May 195 


lustrial 


( orp 
Distribution 


Hacksaws 
Automatic and Semi-Automatic 
Bar Push-Up Combined 


| 
hacksawin 


tomati 


both full auton 


ittain 
equal 
ope t1o1 
lengths, and 
involving long bar 
Sensitive 

iutomatic power bat 
hed by 


powe 
mecans 


; } 
Compil 


132 


foot operated lever is entirely 


which 

independent of the vertic il tranvers¢ 
of tire saw frame saddle A roller 
table is provided in the work discharge 
tra to support long cut-off lengths 
it machine vise level 
Changing from aut 
ition 

stantaneous and requires no change 
This new combination of 
nown as Model 6A3 in 6 in 
ipacity and Model 9A3 in 10 


10 in., MN 


sem 


matic to 
matic oper nd visa versa is 
In set-up 
features, 
x 61n 
is designed to handk 
off lengths 
(Armstrong 
Co., Chicago 


Mav 1950 


Blum Manufacturing 
Industrial Distribution, 


Drill and Handle 


Handle Lessens 
Operator Fatigue 


handle on a new model drill 


hands, squeezing 


climinating 
overlapping of fingers 
+} 


ges plus the 
ightweight 
hit ht 
nake it 

Nn 


bearings 
k spindle he universal 


1,800 rpm no-load speed 
Wallable im six 


+ 
" 


Skilsaw, Inc., Chicago 
Distribution, May 1950 
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Planer-Saw 


Planer Convertible 
Into Saw 


An ecfhicient four that 
is quickly convertible into a six inch 
portable saw is the newest addition to 
the manufacturcr’s Phe plane 
does a fast, accurate job of surfacc 
planing, door planing or bevel plan 
ing. It planes with or across the grain, 
leaving a finish. Adjustment 
for depth of cut, to i in. in wood, 1 
iccurate and 

Phree removable cutting knives ar 
easy to sharpen and easily replaced 
Bevel attachment has an_ effective 
safetv guard which protects the opera 
or from the cutter The chain 
belt and sprocket is smooth and posi 
unit 


} } 
nich Pp mci 


line 


smooth 


Cdas\ 


he id 


tive in operation. ‘Thi weighs 20 
pounds. 

Cummins Portable Tools, Division 
of Cummins Business Machines Corp 
Chicago Industrial Distribution, 


May 1950 


Power Plane 


Machine Features 
Interchangeable Motor 


\ new pr plane ha 
been added to the manufacturer's linc 
Phe plane features an interchangeabl 


noro 


cision powel 


i snl L] f 
Vinich Can De GUICKI\ transfcrre 
to the manufacturer's router, 


1] 1 ] 1 
tC of an additional moto 


decorative edg 


Lhe It 
cuts contours, carves irregular surfaces 
13 


router sh pes 


Continued on page 





EVERY TOOL SALE BRINGS 


REPEAT PROFITS 


FROM 


amset 


FASTENING SYSTEM > 


Stalag) System 








Once a plant engineer or maintenance man sees the ease, speed 
and economy of the RAMSET SysTEM for fastening into steel and 
concrete, you’ve started a continuing stream of sales and profits. 
That’s because you make a good profit on the RAMSET TOOL, 
itself. Then, every time it is used, it takes a power charge and 


fastener, which sell for about $20.00 per 100, depending on 


size and type. That means continuing sale of these supplies, 
as well as fixtures and other accessories which extend the util- Light, portable RAMSET 
FASTENING TOOL. Com- 
pletely self-contained. 
No air or electric lines 
needed. Quickly pays 
for itself in any indus- 
trial plant, 


ity of the Tool, for many kinds of fastening jobs, in any plant. 
Profit margins on all RAMSET products are ample, to make 
them attractive to any organization selling to industry. 
So, you'll find it good business to look into the RAMSET 
Profit Story—and see what it can do for you. Just write 
for details 


STEMCO CORPORATION 


12117 Berea Road, Cleveland 11, Ohio 
PIONEER IN POWDER-ACTUATED FASTENING 


or mail the coupon. 


MAIL COUPON TODAY FOR 
RAMSET PROFIT PLAN 


Stemco Corporation 
12117 Berea Road, Cleveland 11, 


1D-4 
Ohio 


Were 
end details 


interested in 


selling RAMSET FASTENING SYSTEM. Please 


Typical examples of RAMSET FASTENERS (actual 


size) for practically any kind of fastening job in 
steel and concrete. Just slip one, with power 
charge, into the portable, self-contained RAMSET 
TOOL and RAM! The job is done instantly, tightly 
and at amazingly low cost. 
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CALL ON YOUR WINTER 
TAPPING SPECIALIST 





When customers come to you with a tapping problem, Winter 
factory-trained Service Engineers can render quick and 

expert assistance. These men are available as an extra service 

to our dealers. Their skill and experience is valuable in 

furthering good customer relations, and in helping tap users to get 
the best results from Winter “Balanced Action” Taps. Winter 

offers a complete line of “Balanced Action” Taps, including chip 
driver, hand, machine screw, nut, pipe, pulley, stove 

bolt, and tapper styles, and a full complement of dies. 


cy 
AN 


ALWAYS AT YOUR 
SERVICE — winter 
BROTHERS advertising in 
leading business publico- 
tions points out that WIN- 
TER distribytors carry a 
complete stock of WINTER 
Taps. Your customers are 


WINTER BROTHERS COMPANY «© Division of the National 


Twist Drill and Tool Company, Rochester, Michigan, U. S. A. Distributors in 
Principal Cities + Branches in New York, Detroit, Chicago, San Francisco 








THE FUNCTION OF 


NATIONAL 


TWIST DRILL 


ADVERTISING 


Selling National rotary metal cutting tools to dealers is 

only a small part of National’s over-all merchandising job. Helping 
dealers dispose of them to ultimate consumers is our 

primary responsibility. That's the big function of 

National advertisements, of which the one shown here 

is typical. They appear each month in AMERICAN MACHINIST, 
MACHINERY, TOOL ENGINEER, WESTERN MACHINERY, 

and MODERN MACHINE SHOP. Every National advertisement 
is an advertisement for you, the dealer, because 

every National advertisement tells industrial 

concerns to call on their mill supply dealer not only for 


National tools, but for all their industrial needs. 








< "CALL YOUR DISTRIBUTOR"’ 

, AS lt is NATIONAL’S firm belief, based on long 

} experience, that the local industrial distribu- 

ter is the one best source for all staple in- 

NATIONAL TWIST DRILL ANDB TOOL COMPANY dustria! needs— including NATIONAL Metal 


Rochester, Michigan, U. S. A. Distributors in Principal Cutting Tools. 
Cities « Factory Branches: New York « Chicago « Detroit «+ Cleveland + San Francisco 











has enabled 
form in his 
items 

Nhe 


currently 





long, 

size “of .060 
O.D., 24 
hole size of 
Carboloy 


standard 


ling 


330 in. 


Ca.. 


header dic 
available 
sizes ranging from those of 
ind having a corc 
to 
in. long, and having a cored 


manufacturer to in 
clude these die nibs in rough cored 
of standard 


stock 


nibs arc 
different 
in. O.D., 


in 17 


1 hole 
those of 14 in 


Inc., Detroit In 


dustrial Distribution, May 1950. 





ind makes a variety of fancy profes 


sional cuts 

Ihe plane features 
ting width of 18 in., 
In construction 
through the 
specially 
plane oper 
issuring a 


from 


hardened 
ites at a 
rpm, fast 


idjustable apt 


from 0 degrees to 


ing only eight pounds 


1 
casv to handle in am 


The Porter-Cable 
Svracuse, N. Y 
tion, May 1950 


Die Nibs 


a maximum cut 
lowing its us¢ 
out ide 
finish trim. Built with a 
pecd of 
t, clean cut An 
m permits bevel cut 


deg 
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‘Machine C 
Industrial Distribu 





doors 


utter, the 


20.000 
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Hoist Trolley 


Hook-Type Hoist Trolley 


Die Nibs Included 


In Rough Cored Form 


Gencral a 


the use 


ryt 
ceptan N 
of cemented ca 


dic nib 


for heading bo 


industry. of 
for header — ball bearing 


vs, ct mooth ] 


travel, 


wheels 


Is Self-Aligning 


Of all steel construction, this trolley 
for use with all hook-tvpe electric 
ind hand operated hoists 


The SC iled 
ire designed for 


ind deep flanges pre 


vent climbing the track. ‘The trolley 
is self-aligning, permitting loads to be 
equally distributed to the four wheels. 

Ihe steel plate side frames align 
themselves automatically on cither 
straight or curved track. A single piece 
high carbon steel equalizing pin with a 
machined saddle replaces the conven 
tional clevis used on previous models 
This permits closer hookup and sav« 
inches of headroom 

he trolley is available in a complete 
range of sizes to cover capacities of 
} ton to two tons and for use on | 
beams of from 4 in. to 12 in. (Ameri 
can Standard Section I'he trolley is 
idjustable to a range of standard | 
beam sizes by changing the position 
of spacers, thus providing 
ing of the wheels for a specific I-beam 

David Round & Son, Cleveland 
Industrial Distribution, May 1950 


Drills 


correct spac 


Drills Wood, Masonite, 
Fiber Board and Soft Metals 


Vhis set of woodworking drills now 
makes it possible to bore holes up to 
4 in. diameter with any drill 
clectric drill, breast drill o1 
drill having a standard } in. chuck 
Ihe set contains five drills—} in., % 
in., & in., y% in., and 4 in.—all with 
} in. shank. Single drills may be 
bought separately. 


pre SS, 


ratchet 


140 


Continued on page 





Product 


Drill Kit 
Hacksaws 


Drill and Handle 
Planer-Saw 

Power Plane 

Die Nibs 

Hoist Trolley 
Drills 
Roll-Turning Tool 
Crimping 
Valve 
Clamp 
Screwdriver 
Center Punch 

Bed Turrets 
Adjustable Clamp 
Porque Wrenches 
Belt Sander 

Pallet Truck Brak: 


Tube Benders 
Wrenches 

Tractor 
Flashlight Battery 


Grinders and Buffers 
Cutter 





Manufacturer 


Product 


Manufacturer Page 





Firth Sterling Steel & Car- 
bide Corp. 

Armstrong-Blum Miz. 
Corp. 

Skilsaw. Ine. 

Cummins Portable Tools 

Porter-Cable Machine Co. 

Carboloy Co... Ine. 

David Round & Son 

Cleveland Twist Drill Co. 

Kennametal Ine. 

A. Schrader’s Son 

Farris Engineering Corp. 

Montgomery & Co. 

Vaco Products Co. 

Vineo Products 

South Bend Lathe Works 

Merrill Brothers 

Plomb Tool Co. 

Mall Tool Co. 

Lyon-Raymond Corpora- 
tion 

Re public Vifz. Co. 

Pool Co. 

Clark Equipment Co. 


Owatonna 


National Carbon Dis... Lnion 
Carbide and Carbon Corp. 

Hisev-Wolf Machine Co. 

Brown & Sharpe Mig. Co. 





Pillow Biocks 


Bit Attachment 
Planes 
Dial Comparator 


Speed Control Device 


Fire Extinguisher 
Couplings 


Hoist 
Elevator Backstop 


at Insulation 
Dial Indicator 
Electric Drill 
Steel Sorting Device 


Hand Drill 
Lathe 
Plastic Sealing Cap 
Milling Cutter 
Press 


Band Saw 

Pool Carrier 

Tube Expanders 
Tilting Motor Base 


Attachment 


igress Drives Div., Tann 
Corporation 
Ingersoll-Rand Company 
Millers Falls Co. 
L. S. Starrett Co, 
Revco Incorporated 
American Hoist & 
Co. 
Pyrene Mfg. Co. 
Flexible Coupling 


Derrick 


Lovejoy 
Co. 

Unit Manufacturing Co. 

American Pulley Co. 

Stanley Tools 

Neleo Tool Co... Ine. 

Philip Carey Mfg. Co. 

Pacific Machine Tool Co. 

Milw aukee Elec. Tool ( a. 

Jones & Laughlin Steel 
Corp. 

V-W Specialists 

Logan Engineering Co. 

Sylvania Electric Products 

Lovejoy Tool Co. 

Sales Service Machine 
Company 

Fameo Machine Co. 

Standard Pressed Steel Co. 

Gustav Wiedeke Co. 

Gerbing Mig. Corp. 
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WANT 
MORE 
SALES? 


finn 


7 























Here’s a book that shows how 
other firms GET MORE SALES 


Plenty of smart sales managers are bringing in more 
business even in today’s tough markets—and this 26-page 
illustrated booklet shows you how they do it. 

In a word, they're the ones who run their business of 
facts...not on guesswork. To that end, they make full use 
of the simplest and best equipment to keep those facts 
constantly before them, in concise and usable form that 
concentrates action on the points where action pays off. 
We think when you see it you'll agree that this néw book- 
let shares generously the ripest, most profit-making expe- 
rience sales-wise that is currently obtainable anywhere. 

In short, here's a book you will «se. Send the coupon 

today, and be one of the first to get your copy. 


Management Controls Div., Room 1139 315 Fourth Ave., New York 10 
Gentlemen: Kindly send me my FREE copy of your booklet KD524. 


Zz 
> 
= 
m 
| 


6 
SEND FOR YOUR 
FREE COPY TODAY 


FIRM. 


ADDRESS 


Copyright 1950 by Remington Rand Inc. eee SSS ee 
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MAINTENANCE 


Small valve only 
moving part. 


NON - CORROSIVE 
All important parts 
stainless steel. 


GETS EQUIPMENT 
HOTTER 
and keeps it hot 
because control 
on the 


valve 


load. 


GOOD FOR ALL 
PRESSURES 


without change of 
valve or seat. 


GETS EQUIPMENT 
HOTTER, SOONER 


due to continuous 


discharge under 
heavy load. 


EASILY INSTALLED 
straight line piping 
no supports needed. 
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NON-FREEZING 
May be used ovt- 
side in all kinds of 
weather. 


SJ 


LONG LIFE 
new stainless steel 
body means longer 
service. 


7S 
SMALL SIZE 


hardly larger than 
@ pipe union. 


LOW COST 
Often a new Yar- 
way costs lessthan 
to repair an old- 
type trap. 


LIGHT WEIGHT 
Y'' trap weighs 
only 1% Ibs; 2'' 
only 812 Ibs. 


SIX SIZES 
from 2"' te 2"’, 





A good product is essential for volume 
sales through industrial distributors. 
In less than fifteen years of sales, Yarway Impulse 
Steam Traps have reached a large volume—ample 
proof that Yarway is a successful steam trap for users, 
a profitable line for you. 
Other reasons why Yarway Traps are popular among 
industrial distributors and their salesmen: 
ADVER 


(ISING 31 leading trade magazines and 10 


industrial directories and catalogs carry over 4,500,000 
messages about Yarway Traps to hundreds of thou- 
sands of trap buyers every year—a continuing pro- 
gram to make the salesman’s job easier and Yarway 
the leader in supply house steam trap sales. 


MOTION PICTURES 


Two pictures in full color 
“Making Steam Trap History” and “How the Yarway 
Impulse Steam Trap Works” show both plant per- 
sonnel and distributor sales forces a dramatic, infor- 
mative story on the Yarway Trap. 


di Leading Trade Shows, both 


Craimlbess Stel Body 


YARWAY 


national and sectional, feature exhibits of Yarway Traps. 


IRAP MANUAIT 


A 72-page authoritative reference 
book on steam trap operation and application-stream- 
lined and simplified for quick, easy use. Invaluable to 
all salesmen of Yarway Traps. 


(TERATUCKE 4 complete library of cata- 


logs, folders, reprints, bulletins, blotters, etc. for dis- 
tribution to users and prospects. 
ELI TERRITORIES 


Lk RibtL LOR 


Yar- 


way’s policy of careful, selective appointments of dis- 
tributors makes the Yarway Line a valuable line for you, 


See A YARWAY REPRESENTATIVE, BOOTH 203 
TRIPLE MILL SUPPLY CONVENTION AT 
ATLANTIC CITY, MAY 22-24 or write. . 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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New Products 


Have you _ 
Heard the 
Thor Story? 


You direct your own advertising to industrial 











users. Ask us for the facts about the only 


electric tool advertising program directed 








. . . “a “a 
exclusively to industry. Write “Thor Tools, They will drill both hard and soft 


woods, and in both side and end 
grains. ‘They also will drill masonite, 
fiber board and soft metals such as 
aluminum or soft, thin sheet. steel. 
They have an advantage in that the 
operator can control the feed; he can 
drill as fast or as slowly as the job 
requircs. 
They are precision ground, and may 
be resharpened repeatedly. They are 
sy S ai N | N G TO 0 LS made of chrome alloy tool steel, highly 
tempered. 
A complete line of one- and two-hand metal and wood cutting tools z | he Cle\ eland ['wist Drill Co., 
that multiply hand power approximately 80 times. Cle eland Industrial Distribution, 


Cutters in both rigid and swivel types with capacities up to 4” May 1950. 
bolts and % ” soft rods. Chain Cutters for hard and soft chain 

Tire chain link repair tools. Nut splitters. Also wire cutters 
for all wire, wire rope, cable, flat bar stock and steel strap- 
ping. Special cutters for industry. 


Aurora, Ill. 














Powerful Forester Lopping Shears with capacities 
up to 2” greenwood. Point-cut and Twin-cut Pruners 
for fruit, nursery and horticultural work — Pole 
Pruners that are preferred by tree surgeons, utili- 
ties, and fruit growers. All made to cut clean and 
promote quick healing 


SINCE 1880 SOLD THRU 
AUTHORIZED DISTRIBUTORS 











Roll-Turning Tool 


Longitudinal Feed Lathe Tool 
Available in Two Sizes 


Ask for 
catalogs of 
Porter Cutting | ; The manufacturer has introduced 
harmabp said a mechanically held roll-turning tool 
as aa ’ nm for use in longitudinal feed lathes. 
Ferguson Che tool has a square nose, and is 
Hydro-Method intended to be set at an angle in the 


e tool st to allow for the desired 
H. K. PORTER, INC. Somerville 43, Mass. Bo ccptt'otcut 
ef 


(Continued on page 146) 
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DEAL YOURSELF 


BUN UAUVUALUULNLAN 





For more than 50 years, Card has dealt exclusively 
through distributors and is backing them up with a 
strong, consistent advertising and merchandising 
program. You'll get the details when you talk witha 


Card Representative. TAPs5s5s 


W7 eG 
She Ce Cified 
Cale y OT 
S.W. CARD eng Fook 
’ ° , pst of a saahiaas ae 
MANUFACTURING CO. *, Die Stocks, Tap Wises 


Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL COMPANY 


© of Round Adjustable 


hes and Screw Plates 
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MICHIGAN ABRASIVE COMPANY DISTRIBUTOR POLICY 


TEN POINTS OF COOPERATION 
WITH DISTRIBUTORS 


Basic Policy. Michigan Abrasive Company bases its marketing policy 
on the sale of its products through distributors . . . not independently of, 
or in competition with them. 


Selective Distributorships. Distributorships . . . to recognized distribu- 
tors... are selective and limited in number in a given territory in direct 
relation to the sales potential . . . in order to protect distributor volume 
and profit. 


Territory and Account Agreement. Selective districts and/or accounts 
are agreed upon with our distributors and all business from such terri- 
tories is handled through the distributor. 


Special Conditions. Where special conditions or customer insistance 
demands direct sales, we will carry out such demands with the full knowledge 
of the distributor. 


Sales and Engineering Cooperation. Our sales and engineering staff 
will work in close cooperation with distributors’ salesmen, when required, 
to help increase sales volume. 


Maintenance of Stocks. We will maintain complete stocks for prompt 
shipment and will advocate distributors carrying stocks for not more than 
sixty days demand. 


Pricing Policy. We will make it profitable for distributors to handle 
small orders by offering worthwhile discounts on all purchases of less 
than twenty-five (25) units. Additional discount will be offered on pur- 
chases of twenty-five (25) units or more. 

All discounts will be single discounts to aid in figuring costs and resale 
prices. 

We will establish suggested resale prices on our standard products and 
make every effort to have them maintained to assure a profitable return. 


Maintenance of High Quality Standards. We will manufacture coated 
abrasives in accordance with high quality standards set up by our Re- 
search Department to assure excellent performance. 


Research and Product Improvement. We will continue through re- 
search to constantly work on new products and improve quality of present 
products and supplement the line. 


Promotion and Advurtising Aid. We will back up our distributors 
with advertising and sales helps suggesing the purchase of our products 
through distributors. 
MICHIGAN ABRASIVE COMPANY 
DETROIT, MICH. 
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MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 
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To readers of “‘Industrial Distribution ’’ 


This message to your customers is reprinted here for your infor- 
mation. It will help you whenever you sell products made with 
Du Pont “Cordura” High Tenacity Rayon. Just be sure to remind 
your customer about the engineered qualities of “Cordura” that 
give better performance. 

And keep “Cordura” in mind whenever your customer needs 
a yarn that provides bigh strength at low cost, 
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When “Cordura” High Tenacity Rayon is 
used as the chain warp in carpeting, less yarn 
is needed to bind the wool tufts in place. Yet 


the carpet is lighter, stronger and more flexibl-. 


eeeeeeeeeeeeeeseeeeeeee COSCO SEES EEE HEHEHE EEHEHEEEHEEEEHEEHEEHEHEEEEHEEEHE HEHEHE HEHEHE EEE EE EEE 


HIS Is the yarn that makes garden hose so strong and durable 
Tee one manufacturer offers it with a ten-year guarantee. It’s 
the yarn that took the “‘stretch” out of V-Belts . . . without in- 
creasing price. 
It’s Du Pont Cordura* High Tenacity Rayon—the yarn that 
Can you can be used to build sales advantages into many different kinds 
of products... frequently with decreasing costs. 


build up your sales “Cordura” is inherently stronger than natural fibers generally 


‘“ h hi used. It is made of continuous filaments, with no short ends to 
wit t IS pull apart under strain. And it is engineered to unvarying uni- 
formity—no thicks and thins. 


structural yarn? 


“Cordura” yarn may help you build a more salable product 
;..and help you keep costs down. 


"REGU. 8. PAT. OFF 


GET THE FULL STORY of “Cordura” in the new 


manual, ‘“Sinews for Industry.” It gives physical 

properties of “Cordura”... and tells how Du Pont 

t T will help you profit from the compact strength of 
“Cordura” High Tenacity Rayon. Write Rayon 

~~ Division, E. 1. du Pont de Nemours & Co. (Inc.), 


Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


66 . ° x 
Du Pont Cordura” High Tenacity Rayon—for high strength at low cost 
for RAYON...for NYLON...for FIBERS to come... look to DU PONT 
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OME MONTHS, you can’t make a 
S nickel. Business looks fair — not 
bad at all— until your profit-and- 
loss sheet is figured. You end up high 
and dry. Why? 


Maybe it’s because you're “dabbling.” 


In some lines of merchandise, you 
have to dabble. Equipment is some- 
times too diversified to be supplied 
from any single source. But it’s often 
a mistake to fill out your valve stock 
with a few lines from one manu- 
facturer, a few from another, and 
one or two more of the “specialty” 
brands. In valves, it’s dangerous to 


dabble. 
wre DO YOU GAIN by handling 


one complete line — OIC’s, for 
instance? Obviously, you can cut your 
paperwork and slice out a good share 
of your record-keeping overhead. It’s 
easy to see how you'll cut transporta- 
tion costs, too. But you'll gain most 


where it counts most: in protected 
territory, complete and integrated 
cooperation from your manufacturer, 
certain acceptance of your products, 
sales concentration by your salesmen. 


B OF THE OIC Selective Fran- 
chise stands a long-established 
policy: “We make the valves; you sell 
them.” OIC doesn’t compete with dis- 
tributors; it cooperates with them. And 
cooperation means not just a year- 
round program of merchandising the 
complete line; it means actual on-the- 
job help for your men in the field. In 
addition to your literature, catalogs, 
and sales-building ads (nearly three 
million of them each year), you get 
training programs and other sales 
aid—all aimed at keeping OIC 
acceptance high and your organiza- 
tion equipped to turn OIC’s superior 
quality and complete line into more 
valve sales and more profit for you. 
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For more information on the brighter profit-picture 
of a complete-line franchise in your territory, write 
immediately to 


THE Onto INJECTOR COMPANY 
113 PINE STREET ° WADSWORTH, OHIO 


=. al 


SETS THE PACE 
IN VALVES. 














FORGED STEEL © CAST STEEL * BRONZE @ IRON 
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Cxdtia Cay Mhneading 
OF SHORT NIPPLES 


See if af RIfAID Booths 

Nos. 706 and 708 at the 

Triple Industrial Supply 
Convention. 





.. This RIZAID nipple chuck 
sure cuts the monkey-business 
out of threading short nipples.” 





New Eel Een Nipple Chuck 


fits any threading machine, 
power drive or vise 


@ And it’s extra easy to sell the typical Rtmmmp worksaver 
advantages in this new nipple chuck that speeds every short 
nipple threading job! Fits any threading machine, power 
drive or vise—no special tools, parts or adjustments. Stop 
plug integral part of nipple chuck—no adjusting or changing. 
Threaded nipple released instantly by turn of nipple chuck. 
Pipe adaptors for 14" to 1/2", chuck takes 2” pipe. For easy, 
profitable sales, feature this new rRitatm nipple chuck. 


Free Patented Carrier 
for any set 


THE RIDGE TOOL CO. * ELYRIA, OHIO 
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A solid blade is held in position on 
an accurate surface of the supporting 
shank by a clamp and an advanceable 
back-up plate, each of heat treated 
steel. The blade has four cutting 
edges that may be used in succession 
before any sharpening is required. 

The tool is available in two sizes: 
24 in. wide x 1% in. high x 15 in. 
long, and 24 in. square x 15 in. long. 

Kennametal Inc., Latrobe, Pa— 
Industrial Distribution, May 1950. 








Crimping Tool 


Hose Ferrules Crimped 
On the Job 


This tool utilizes, as the crimping 
medium, two strands of music wire in 
loop form attached to the operating 
handles in such a way that closing the 
handles contracts the loop. The tool 
is designed so that the same wires 
make a wide range of loop sizes to 
permit servicing of hoses from 4 in. 
to 14 in. in outside diameter. 

A. Schrader’s Son Division, Scovill 
Mfg. Co., Inc., Brooklyn, N. Y. — In- 
dustrial Distribution, May 1950. 


Valve 


Forged Bar Stock Valve 
Supplied in Steel and Brass 


Supplied in stainless steel, steel and 
brass, with a choice of orifice sizes, 
this forged bar stock valve is designed 
for pressures up to 10,000 Ib. Accord- 
ing to the manufacturer, it has a co- 
efficient of discharge equal to that of 
a nozzle discharging direct to atmos- 
phere. 

Features of the new valve include a 
lower blow down ring, self-aligning 
flat disc and long spring for close 
adjustment. The nozzle is secured by 
a nozzle retaining nut. Full capacity 
is obtained through high disc lift, 

(Continued on page 150) 





How Good are 


PYREX BRAND 


Gauge Glasses? 


IN PREVIOUS ADS, we have tried to indicate how big 
and how profitable the gauge glass market is. But 
perhaps you have asked yourself, “why should we 
sell the Corning line?” Good question. 

All the glass that Corning produces is the product 
of intensive research. No other glass company 
spends as much money or has more people working 
on ways to make better glass. No other company 
does more testing of competitive glasses. 

Many other gauge glasses (both foreign and domes- 


BEST BY 


Packaged for easy stocking and selling! 


Advertised to your Customers! 


CORNING GLASS WORKS 


tic) have been subjected to the same test given PYREX 
brand tubular gauge glasses. None of them stand up 
as long under the same pressure and service. Moral: 
When you sell Pyrex brand products you give your 
customers the best product for the money. Your pro- 
fit margin is good, the market is good, and Corning 
helps to make your selling job easier by consistent 
advertising in all major fields. Complete stocks of 
Corning products are carried by strategically located 
Warehousing Distributors for prompt service. 


THE COMPLETE CORNING "''PACKAGE 


R AP RN brand tubular gauge glasses for pres- 


sures up to 500 p.s.i., depending upon type and size. 

MACBETH brand flat gauge glasses —good for pressures up to 

1,500 p.s.i. for steam boiler use, and up to 5,000 p.s.i, at 

normal temperatures. 

PYREX brand sight glasses for ovens, absorption columns, 

reaction kettles, furnaces, pressure vessels, stills and tanks— 

up to 300 p.s.i. 

P AND CORNING . 
YREX ANE RNING brand oil cup and lubricator glasses 

for rugged service conditions on machine operations. 


CORNING, N. Y. 
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INDISPENSABLE! 


Here's HOW we say it”: 


*”The distributor of industrial tools and sup- 
plies performs a very necessary function in the 
commercial economy of a nation whose industries 
are huge, varied and located over a vast area. 


® He is both a gatherer and a distributor. 


” "He scours the earth for the things you need. 
He examines and studies them; weighs their merit 
and value; helps determine which brands will 
serve you best. Thus he becomes expert on selec- 
tion, application and proper use. He stocks or 
warehouses countless items — and patiently awaits 
your pleasure as to when you want how much 
of what. 


*excerpts from a Nicholson Ad 
to Industrial Consumers 





” © He takes over sales, credit, delivery and other 
services which, if handled by the manufacturer 
himself, would increase the latter’s supplying costs 
—and consequently your purchasing costs. 


* “Yes, your industrial distributor does these and 
many more things in both your and the manufac- 
turer’s behalf which it would be uneconomical for 
either to do independently. 


” The more support he gets — from both manu- 


facturer and user — the more useful he becomes to 


aa 
all concerned. 
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And here's WHERE we say it: 


The Nicholson File Company has never wavered in its firm policy of selling 
through industrial distributors. 

Our reasons—as expressed here—are given widespread publicity. Month 
after month, in leading industrial publications, Nicholson advertising sup- 
ports you, the industrial distributor; reminds your customers to buy 
through you. 

Persistently, consistently, Nicholson will continue this support. 
Nicholson advertising for 1950 is scheduled to appear in the following 
leading industrial publications, with their approximate circulations multi- 
plied by the number of issues used: 

Circulation Circulation 


American Machinist . . . 391,300 Modern Machine Shop . 456,800 
Factory . . . . . . . 324,900 New Equipment Digest . 786,500 
Iron Age. . . . . . . 188,400 Purchasing. . . . . 159,400 
Machine and Tool Blue Book 435,000 Steel. . . . . . . 190,200 
Machinery . .. . . . 278,200 Tool and Die Journal . 305,500 
Mill and Factory . . . . 242,100 3,758,300 


timate, NICHOLSON FILE COMPANY - 42 ACORN ST. - PROVIDENCE 1, R. |. iti. 


os.a.* (In Canada, Port Hope, Ont * 


*, _* 
segue” 
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developed by utilizing the full force 
of the nozzle flow. 

All parts are machined from forged 
bar stock. 

Farris Engineering Corp., Palisades 
Park, N. ].—Industrial Distribution, 
May 1950. 





Get the facts 


at Booths 728 & 730 | 
Atlantic City ‘nepal 


Steel Strips 
May 22-24 Eliminating the customary usage 


of slotted strips of mild steel and odd 
assortments of shims as clamping de 
vices, this strong clamping unit for 
holding down workpieces on the tables 
or faceplates of milling machines, 
lathes, boring machines and_ other 
machine tools can be adjusted to 
heights up to six in. 

I'wo complete sets of clamps on 
each machine should provide the user 
with all pressure required to hold 
down the heaviest job. Each clamp 

Continued on page 153) 
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When it carries the name SIOUX 
it’s got to be good! 


SIOUX sets standards that 
are seldom equalled! 
We NOW offer to the trade 
a HAND FULL of POWER 
for BETTER — SAFER 


hand-sawing .. the 


SHOWING 
ONE HAND 
OPERATION + 


SPECIFICATIONS 
SAW BLADE: 614” diameter, 5%” 


hole. 

DEPTH OF CUT: 2” in wood. 

BASE ADJUSTMENT: Vertical Oto 2”. 

as CUTS: Oto 45 degrees, depth 

34", 

BEARINGS: Ball and Roller Bear- 
ings throughout. 

HELICAL GEARS: Heat treated al- 
loy steel. 

SWITCH: Double Pole, Momentary 
— Safety. 

SAFETY GUARD with Spring Re- 
turn. 

BLOWER keeps line of cut free of 
sawdust. 

CLOSE COUPLED design for con- 
venient one-hand operation. 

Net weight, 1414 lbs. 

No. 1901 SIOUX SAW complete 

with Case. Equipped with Combin- 

ation Blade and Wrench. 


STANDARD THE 


2’ CAPACITY 
ELECTRIC 
HAND SAW 


SPECIAL FEATURES 


Modern Design 

Helical Gear Drive 
Permanently Lubricated 
Sturdy, Powerful 

Light, Dependable 

Angle and Depth Adjustments 
Adjustable Rip Scale Guide 
Perfect Balance 

True One-Hand Operation 
Standard Round Hole Blades 
Exceptional Performance 
The Carpenter and Builders’ 
General Purpose Saw 





SAW COMPLETE WITH CASE 
Sold only through Authorized SIOUX distributors 


WORLD OVER 
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‘New CONGRESS 


‘| LUBRALIFE 
PILLOW BLOCKS 


Permanently Lubricated 


Self-Aligning 


Thoroughly tested! Thor- 
oughly proved! Handle 
heavier loads at higher 
speeds than conventional 
sintered bronze bearings, 
because the entire bearing 


cartridge is the revolution- 
ary Haller Oil Well bearing 
of sintered “super” bearing 
metals. 

D ES | G N 5 You can throw away that 


dirty, messy oil can! Con- 
gress Pillow Blocks never re- 
quire oiling, yet there is no 
oil drip. They are rust free, 


e iet, ble free, I 
— Lower Prices § isies™" “ “ 


The Congress Lubralife de- 
sign insures perfect align- 
ment. The rugged construc- 


tion, heavy load capacity 
. Hard chrome plate gives up to 


Selected alloy steel, heat treated, 
and hard chrome plated, com- 
bined with quality SUPER work- 
manship gives you a holder that 


500% longer wear by eliminating 
chip erosion. 


. New clamping device gives con- 


trolled locking and stress-free 
carbide insert support. 


. Easily accessible clamp locking 


screw for fast and easy blade 
interchange. 


. Wing nut locks adjusting screw. 


No wrench required. 


. Knock-out hole for easy carbide 


insert removal. 


. No offsets nor excessive over- 


hangs. Permits adjacent set-up of 
holders. 


make them adaptable for 
many applications otherwise 
requiring more expensive 
bearings. In normal opera- 
tion, they will outlast the 
equipment on which they 
will be used. 


Now available for '2”, 
5g”, 34", and 1” shaft sizes. 
Other sizes can be supplied 
in production quanities. Oil 
resisting rubber grommets 
equipped with static dissipa- 
tor, to prevent transmission 
of any vibration of the rotat- 
ing parts, are also available. 








The above test tube 
shows the actual 
amount of oil con- 
tained in a 5g” bore 
Lubralife bearing. 


resists distortion and scoring. The 
broached holes fully enclose and 
support the carbide inserts. 





No separate parts or clamping de- 
vices to become lost or to cause 


other complications. ' 
10 Oo Write 


WRITE FOR THE NEW for Literature 
SUPER CATALOG 








CONGRESS *:::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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consists of a horizontal part and an 
upright. The meeting surfaces of both 
parts are provided with machine ser- 
rations of yy in. pitch so that the two 
parts can be locked at any height by 
means of a high tensile steel bolt. The 
bottom face of the upright is milled 
to a two inch radius which will allow 
slight tilting of the clamp to adjust 
ments within the yy in. pitch of the 
serrations, 
Montgomery & Co., New York - 

Industrial Distribution, May 1950. 





Screwdriver 


Built-in Flashlight 
IIluminates Screw Heads 


A screwdriver which has a handle 
containing a flashlight bulb, battery, 
and directional lucite lens lights up 
the head of a screw obscured by 
shadows or blanked out by darkness 
Vhe flashlight operates by turning a 
knurled knob in the handle dome. 

Deep flutes provide easy vacuum 
grip, while all flute edges are cham 
fered to prevent hand soreness. The 
bulb and regular pen dry battery are 
easily replaceable. 

The driver is available in three 
types, standard, slotted screw, and 
CTOSS slot Screw. 

Vaco Products Co., Chicago—In 
dustrial Distribution, May 1950 


Center Punch 


Pressure Variable 
From Five to 35 Pounds 


his tool, designed for ease, speed, 
ind accuracy in all punch marking 
operations, consists of an_ internal 
spring actuated hammer which is re 
leased upon hand pressure to strike 
the tool steel point. 

Unique features of this model in 








| 


OUT OF 1001 TEST TUBES 


The Chicago Mounted Wheels used in industry 
today look simple enough — abrasive wheels 
mounted on steel shanks, but 

Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 


FORWARD- 
LOOKING 
Is the Word 


Recommend Chicago 
Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks— 
and are today’s 


finest. 


AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 
Data Sheets making it easy for anyone to submit information from which we can recom- 
mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 


Write for Free Send Catalog Franchise Data for Supply Houses 
Literature and 


Attractive Fran- 

chise open on all Nome 
nationally adver- 

tised Chicago Address 
wheel products 
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ABSORBENTS 
Absorb all types of Oils, Greases 


and Fats plus Water Solutions from 
oil-covered floors. 


heck these Advantages 


Reduces slipping hazards 


, Reduces fire hazards 

Improves floor conditions 

, Reduces maintenance labor costs 
Reduces insurance penalties 
Improves working conditions 


Permits safer, easier, faster, 
walking on plant floors 


Improves plant housekeeping 


Manufactured Exclusively by 


Oil-Dri Corporation 
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~ EASY TO USE 


Just spread it on grease spots 


ECONOMICAL 


Saves time, saves maintenance 
expense —can be used again 
and again 


REDUCES INSURANCE 
PENALTIES 


Recommended by insurance 
companies and safety organi- 
zations 


520 N. MICHIGAN AVE 
CHICAGO 11, ILLINOIS 











clude: a micrometer type adjustment 
sleeve to permit easy visual variation 
in spring pressure from five to 35 
pounds, a non-roll ball top for maxi- 
mum hand comfort, and shock ab- 
sorber action which operates at low 
pressure to prevent excess distortion of 
light gage or delicate materials. Acces- 
sories readily attachable to the center 
punch are available individually or in 
kits. These include a self-centering at- 
tachment, tungsten carbide point, hole 
cutting points, chisel point, hammer 
point and nail-set point. 

Vinco Products, Asbury Park, N. J. 

Industrial Distribution, May 1950. 


Bed Turrets 


Turret Easily Installed 
On Lathe 


I'he manufacturer is now producing 
an improved handlever bed turret as 
an accessory for his 9 in., 10 in., and 
13 in. swing lathes. ‘This bed turret 
is so designed that by following simple 
instructions the user can accurately fit 
it to his lathe. Such an installation 
will make possible the economical pro 
duction of precision parts, but will 
not change the basic lathe in any way. 

(Continued on page 154) 
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LOOK TO... ¢ 


INGERSOLL | 


Alloy Steels » Armor Plate « Clutch 
Plate Steels « Tillage Steels « Soft 
Center Steel + Shovel Steels « Knife 
Steels + Saw Steels, including 
Hack Saw Blade Steels » TEM-CROSS 
Steel Stainless Steels *e INGACLAD | 
Stainless-Clad Steel 





. Sq ' ¥ ; 
L ’ ‘ } - re 
by bet id mT ey! ae | 





ee Borg-Warner Corporation 


New Castle, Indiana 


Plants) New Castle, Ind © Chicago, ti 








Kalamaroo, Mich 





UNBRAKO 


SOCKET SCREW PRODUCTS 


Knurled Head Socket Cap Screws Knurled Head Shoulder Screws 
Flat Head Socket Cap Screws Precision-Ground Dowel Pins 


Self-Locking Socket Set Screws Fully-Formed Pressure Plugs 
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Bassick all-purpose 
truck caster 


3 in.-8 in. sizes, 


heavy gauge steel 


You'll sell more if you tell more about 


te Reducible 30% 


You'll sell more Bassick casters of every kind if you link your sales 
talk to the ‘‘Reducible 30%” —a business-boosting idea we’re exten- 
sively advertising in the top industrial magazines. 

The ‘‘Reducible 30%” is materials-handling, comprising 30% of 
total manufacturing costs, say cost experts. And it’s about the only 
cost readily reducible. 

In this cost-conscious era, an item like the Bassick Series ‘‘99’’ 
all-purpose truck caster shown above has real sales appeal. Point 
up the efficiency and economy in its wide range of load capacities. 
Swivel and rigid, with wheels of soft rubber-tread, solid composition 
or semi-steel. 





Send for free folder 99-49 of Bassick Series ‘‘99”’ casters, 
specifying quantity you need to supply your salesmen or 
use in direct mail. It will help you build truck caster sales. 





an 


THE BASSICK COMPANY, Bridgeport 2, 
Conn. Division of Stewart-Warner 
Corp. In Canada: Bassick Division, 
Stewart-Warner-Alemite Corp., Ltd., 
Belleville, Ont. 
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The turret can be removed and the 
tailstock quickly remounted for regu 
lar lathe work. 

The handlever bed turret mounts on 
the inside bed ways and the turret 
base can be locked in position at any 
point along the usable length of the 
lathe bed. ‘The turret head can be 
positioned close to the spindle nose 
because the base is designed to clear 
the saddle wings. Double gibs provide 
precision adjustment for the turret 
slide and three needle bearings assure 
long life and easy action for the hand 
lever assembly. 

South Bend Lathe Works, South 
Bend, Ind. Industrial Distribution, 
\Mlav 1950. 
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Adjustable Clamp 


Clamp Lifts Metal Objects 
Twelve Inches Thick 


An adjustable clamp will lift any 
metal object up to 12 in. thick that its 
jaws can grip, according to the manu 
facturer. If larger openings are re- 
quired, they can be supplied on - 
cial order. The clamps are available 
in one and three ton capacities. 

A unique feature is the clamp’s 
ability to lift from the horizontal to 
a vertical position without changing 
the grip. 

Merrill Brothers, New York — In- 
dustrial Distribution, May 1950. 


Torque Wrenches 


Wrenches Controlled 

By Three Senses 

I'welve high speed torque wrenches 
that are controlled by three senses, 


feeling, sound and sight, have been 
(Continued on page 162) 





‘aluminum pipe wrenches 
LITE-MITE ‘wrenches _ are Pd 


TRADE LITE-MITE ARK oun or hook should ever break or 


seca a distort we will supine it free, The 

= <a label shown at | appears on the 

MLOY STEEL Spans UNCONDITIONALLY GUARANTEED age ure sare —- 

that they will have no costly housing 

Hoek suppert by twe repairs, no bother and expense in 

po a My INTERNATIONAL FORGE CO. maintaining tools .and most important 
gemestare instant gti: CHICAGO, ILLINOIS NO TOOL TIE-UP. 





FORGED ALUMINUM — HEAT TREATED 


htwei: 
—— . con yy wrench °/; “Tomer 
than steel Bn ang 


ing one piece. 
Will stand ter- 
tific 


LITE-MITE NO-SPARX 


LITE-MITE wrenches offer 

promi nea ty 
replaceable with BERY- 

{ison cooper soe oak aoe jaws to = 


o O-SP) for “Heavy Duty Pipe 
nwo. Wrenches Type IL” 


BOOST UP PIPE WRENCH SALES ™ 


WITH THE TOOL THAT INDUSTRY 
Di HAS WANTED FOR 30 YEARS 
Alert (INTERNATIONAL FORGE CO. 


| 506 S. WABASH AVENUE 
| CHICAGO 5, ILLINOIS 


WR ITE TODAY GENTLEMEN: We are interested in becoming a- 
| distributor for the LITE-MITE line. 





|, 


INTERNATIONAL FORGE CO. Se 


MANUFACTURERS OF QUALITY TOOLS Ss STATE 
506 S. WABASH AVE. - CHICAGO 5, ILL. 


NAME | 
eed 
poorer. 
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ECONOMY 


~» WEATHERHEAD 


ALL STEEL 


Weatherhead Reusable Hose 
Ends withstand the most severe 
conditions. They can be 


bled and di bled 





many times over. 


EASY TO ASSEMBLE 


Use ordinary bench tools. The 
swivel end has a hex wrench 
pad to insure wrench grip and 
eliminate use of fitting during 
assembly. 


POSITIVE LEAKPROOF 
CONNECTIONS 

The Weatherhead Steel End 
will neither leak nor blow off 


up to the burst strength of 
the hose. 


UNRESTRICTED FLOW 


Designed to give you 
maximum flow. 


The Mark of Quality 


MALE PIPE END— SWIVEL NUT END— 


hose end has a uniform serrated showing hex wrench pad for 
grip which will hold to the burst wrench grip. Also hos serrated 


strength of pipe. 


grip same os male pipe. 
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NEW EFFICIENCY 


HOSE AND REUSABLE 
STEEL HOSE ENDS! 


NUMEROUS, EFFICIENT USES FOR WEATHERHEAD HOSE AND 


ALL STEEL END CONNECTIONS EXIST IN THESE INDUSTRIES : 


Mining Tools Construction Equipment 
Cranes & Power Shovels 


Hydraulic Equipment 

Machine Tools Stee! Mill Equipment 

Oil Well Equipment Railroad Equipment Sugar Mills 

Diesel Engines Industrial Tractors Marine Service 
Special Applications 


Farm Equipment Refineries 
Our latest Reusable Hose End Catalog 


is just off the press! Send for your copy today. 


Also available 
WEATHERHEAD 
H9 INDUSTRIAL HOSE 


single fibre braid, for 
low pressure applications 


H-17_ ; 
Sean Fibre Braig—_ A COMPLETE LINE OF 
aes etic Covered Hose WEATHERHEAD HOSE 
22. = = = 
POOR SO ias ASSEMBLIES 
From one dependable source 
you may now purchase your 


entire needs in quality Hose 
and All Steel Hose End Con- 


nections. 


H-108—s; 
—Single Wi i 
Synthetic Sovesnn —” 


Gera. 


H-25—p, ; 
Synthene Wire Braig— 
Overed Hose H-69—s; 

Cont = Wire Braid 
°n Covered Hose 

Ose 


eee ee 

















Look Ahead With 


Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 
PLANTS: CLEVELAND, O. « ANGOLA, IND. - COLUMBIA CITY, IND. + ST. THOMAS, ONTARIO, CAN. 
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SERVICE 
FROM 


15 


FACTORY 
BRANCHES 


Ationta 
Bosten 
Chic.igo 

Cine: nati 
Clevelond 
Denver 
Detroit 
Kansas City 
Minneopolis 
New York City 
Omoho 
Philadelphia 
Pittsburgh 

St. Lovis 
Washington, D.C 


Wheh you sell the Ahlberg line, you 
sell one of the most complete and acceptable lines of anti- 
friction products available. You're assured of prompt fac- 
tory branch service and the kind of quality that combines 
to give you the extra sales power that strengthens your 
position with your customers and attracts volume business. 


Through the years Ahlberg advertising has consistently 
blanketed your market, created a steady demand for 
products which are backed by 42 years of know how in 
precision craftsmanship and a thorough understanding 
of distributor problems and the kind of franchise that 
pays, and pays well, year in and year out. 


Write us today. We'll tell you promptly if there is an 
Ahlberg Distributor Franchise open in your territory. 
Ahlberg Bearing Company, 3026 West 47th Street, 
Chicago 32, Illinois. 








AHLBERG 


BALL BEARINGS 
BEARINGS ~ 


ROLLER BEARINGS © 
PILLOW BLOCKS 


THRUST 
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added to the manufacturer’s line. Em- 
ploying the nerve system and its in- 
stantaneous, involuntary reflex muscu- 
lar reactions, the control method is 
claimed actually faster than thought. 

A trip lever is set at the desired 
torque reading, and when the wrench 
is pulled to this exact reading the 
lever trips a signal trigger. At this 
instant, a strong impulse is imparted 
to the hand and a loud click is 
sounded. The operator may also watch 
a pointer advance along a dial and see 
when the proper torque is reached. 

It is claimed that because of its 
laboratory accuracy, this type of torque 
wrench eliminates dangerous strains, 
breakage, binding, loosening, chatter 
and stripped threads. 

Six wrenches have capacities of 25, 
50, 100, 200 and 300 foot-pounds. 
The other six have capacity limits of 
300, 600, 1200, 1800, 2400 and 3600 
inch-pounds. 

Plomb Tool Co., Los Angeles—In- 
dustrial Distribution, May 1950. 


Belt Sander 


Two Drum Belt Sander 
For Woods, Metals, Plastic 


Powered beyond ordinary require 
ments, this two drum belt sander can 
be used on all woods, metals and 
plastics. Weighing 84 pounds, it pro- 
duces a ripple free finish on all sur- 
faces. The belt sanding area is 3 x 
54 in. with replacement belts avail- 
able for all types of material. 

\ spring tensioning device makes 


various size belts, from 3 x 234 in. to 


3 x 24} in., available for use on this 
tool. The perfectly flush right side 


(Continued on page 166) 





There is no substitute 
for Carboloy Quality... 





Your customers know they can count on Carboloy for quality. 


And you can count on Carboloy for more sales-producing fea- 
tures to help you sell Carboloy quality tools, blanks and special- 
ties—for greater profits for you. 

First, there’s Carboloy’s quantity package plan, a unique plan to 
encourage larger orders and greater volume per order from your 
customers. Then, there’s Carboloy’s staff of field engineers, 
always available for any sales or service problem. And Carbo- 
loy’s rigid quality standards are sales-producers, too, for they 
guarantee continuous product improvement. 


So count on Carboloy quality to make more sales for you! 











. nor for Carboloy 
se merchandising 
ee assistance! 


To help you even more to sell Car- 
boloy quality products, you'll find 
this new, aggressive merchandising 
program providing high-powered 
sales ammunition. Check it for 
yourself: 

* Sales-getting national adver- 
tising, scheduled in leading 
industrial and business maga- 
zines. 

Latest, most complete tech- 
nical and sales literature, il- 
lustrated in many cases, easy 
to understand in all. 

Complete package of power- 
ful, new, interesting direct- 
mail programs — directed to 
New 1950 direct-mail carry your promotion to your 

campaign for distribution. prospects. 











Carboloy’s quality “package” is 
built to order for more sales, more 
profits for you. You can’t go wrong 
with Carboloy quality—you can’t 
go wrong with Carboloy. Carboloy 
Company, Inc., 11131 E. 8 Mile 
Blvd., Detroit 32, Michigan. 





SPINDLE 
SHAPER 


VARIABLE 
SPEED 
LATHE 


12” 
TILTING 
ARBOR 
SAW 


WALKER-TURNER DESIGNS FOR SALES! 





KEARNEY TRECKER 
WALKER-TURNER DIVISION 


PLAINFIELD, NEW JERSEY 


Sales come easier, and faster, for Walker-Turner Distributors. 
The reason? Walker-Turner design—machines built with your 
customer’s special needs in mind. That means a more efficient 
machine for the job... a machine that’s easier to sell. 

It also means a complete line. There’s a Walker-Turner machine 
to meet the metal and woodworking requirements of every 
one of your customers. More opportunities for sales—anc 

This selling point—functional design—is hammer 
in Walker-Turner advertising. And every ad directs t 
to buy from you, the authorized Walker-Turner Distri r. 

If you're not taking full advantage of Walker-Turner design asa 
sales tool—then, it’s your move! Write for complete information. 


SOLD ONLY THROUGH AUTHORIZED DEALERS 
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THE WALKER-TURNER SALES 
AND DISTRIBUTION POLICY 


A sound sales and distribution policy is the foundation 
of our organization. Over the years, Walker-Turner has main- 
tained a policy which has won the respect and admiration of 
Distributors throughout the nation. 


Walker-Turner products are sold 
through authorized Distributors. Appointments are limited to 
the number of Distributors that a trading area can support on 
a profitable basis. 


Walker-Turner recognizes the importance of 
a fair profit for Distributors and wants them to enjoy the 
benefits of stable market conditions. The prices specified 
in Walker-Turner price sheets allow the Distributor a fair 
margin of profit. It is recommended that these prices be 
observed. 


Consistent advertising by Walker-Turner is 
carefully planned to create more prospects for Walker-Turner 
Distributors. Catalogs, mailing pieces, and special sales 
literature are furnished to help merchandise Walker-Turner 
products. 


Walker-Turner District Managers 
are maintained in all territories to work with Walker-Turner 
Distributors. These District Managers are selected on the 
basis of complete knowledge of product and adequate experience 
in Distributor relationships. 


An ample stock of service parts is maintained 
by Walker-Turner to assist Walker-Turner Distributors to 
efficiently serve their customers. 


Walker-Turner 
products are designed for maximum utility, economical operation 
and long life. Long range product development will continue 
to broaden markets and increase profits for Walker-—Turner 


Distributors. — 
"| é al % WALKER-TURNER DIVISION 


KEARNEY & TRECKER CORPORATION 


# 


Francis J. Trecker -— President 
May 11, 1949 


INDUSTRIAL DISTRIBUTION © MAY, 1950 


4 
: 
; 
; 
: 
: 


, Vraniie Q. recher 








Fasteners 
” Cleveland Fastene “ 
have the confidence . 
dealers and users any 
arned their reP 
ave earne poy 
where—ha don, 
tion as pro 
i > tan 
ighest S$ 
ee Re 


service «-- squirem 

your fastener ee hist 

; ly Stoc — 

our monthly CREW CO. 


ND CAP s A 
THE C LEV ne Street, Cleveland 4, OF ae 
nents? Chicago, Philedelphic, New 
Warehouses: Chicos” 


ee 








Reinforced 
cartons 


Mili 


‘ Clear 
<p> easy-to-read 


labels 


ns 


ORIGINATORS OF THE 
BLE 
| KAUFMAN i so PROCESS 


Specialists for more than 30 yeors in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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of the tool adapts it for sanding in 
corners and against upright objects. 
Ball and self-lubricating bronze sleeve 
bearings give it quiet operation. Power 
is transmitted through polished ground 
gears and a chain drive. 

A pedestal stand is available to con 
vert the belt sander to a bench sander. 
In this position, the unit can be used 
for sharpening chisels and knives. 

Mall Tool Co., Chicago — Indus 
trial Distribution, May 1950. 














Pallet Truck Brake 


Device is Combination 
Bumper and Brake 


A combination brake and bumper, 
simple in design, has been added to 
the manufacturer’s pallet truck. The 
new device consists of a curved steel 
plate which is welded to the bottom 
of the towing handle. When the 
handle is raised, the plate extends out 
in front of the truck and acts as a 
bumper if the truck is run up against 
a solid object. 

By holding the handle down, the 
plate contacts the floor acting as a 
brake. Greater downward pressure on 
the handle increases the braking ac 
tion. It is especially useful for casing 
capacity loads down ramps 

Lyon-Raymond Corporation, 
Greene, N. Y. Industrial Distribu- 
tion, May 1950. 
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FOR EASY AND PROFITABLE 
DUFF-NORTON 


J 


a 


iz 
HOW THE DUFF-NORTON om 
ADVERTISING AND SALES PROM 


Helas yor 00 afee | - DRILLERS Need re ie 5: 


ad high quality of 


The reputable name at i established 


we 
Duff-Norton Jacks “<4 through years 
ustomers - -° 
among your © 


1 vided by these 
ndable service pro hg 
png every industry aoe a =a 
ntinuous hard hitting adve a | 
~ xi i in tra 
sales promotional “aa es attractive © Repair mobile equipment. 
and by direct mail. - - 
sales literature and comprenene om 
That’s why your salesmen 
ush Duff-Norton Jacks on every call. 
p 


e Make and break tool joints. 
e Line up pumps, engines and other equipment. 
e Hold cable reels. 

| © Force pipe. 

e Brace and raise rigging. 


ve catalogs. 
it to 


RIGGERS Need Jacks to... 


Miia Canteiied e Move heavy e Pull poles. 
Jacks equipment. 


e Move buildings. 
e Move, lift and brace 


loads. e Repair mobile 


| © Hold cable reels. Cquipmont. 





Automatic ROAD and BRIDGE BUILDERS Need Jacks io.. y 


Low Height Jacks Lowering Jacks 


ths e Load and unload heavy equipment. 

ur fro e Brace and shove sections. 

933 genct e Shove, lift and hold plates for welding or 
“ riveting. 

23 

x 92. 


| e Repair mobile equipment. 
| @ Tear down old structures. 
| 


= 


tHE DUFF-NORTON manuracturine co. 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA.—CANADIAN PLANT, TORONTO, ONT 


“Ohe House that Jacks Built” 
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> WITT CANS | 


A WITT Can’s future is even brighter than its shiny, extra 
thick coating of purest zinc. In it you can see extra years of 
service, virtually unaffected by the weather, food-acids or 
the abuse of rough handling. 


Behind the famous WITT Guarantee .. . ‘‘outlasts ordinary 
Cans 3 to 5 times’’.. . are these outstanding reasons: 


STRAIGHT SIDES assure greater strength, DEEP ROLLING CORRUGATIONS, the 
extra resistance to rough handling. strongest known. 

HOT-DIP GALVANIZING, a hand pro- 
HEAVY GAUGE STEEL provides basic cess, insures heaviest possible rustproof- 
ruggedness, further strengthened by ing, ofter fabrication. 


PINCH-PROOF HANDLES and sturdy 
One-Piece Lid topping off a Can de- 
signed, built and proven to last longer, 
thus costing less! 


STRUCTURAL STEEL BANDS which pro- 
tect top and bottom of Can, act as 
shock absorbers, and 


It stands to reason that the better Can to buy—is also the 
better Can to sell. Every Witt Can you sell creates a bonus 
of good will. For a new angle or increased profits stock Witt 
Cans—they have the right angle. 


STRAIGHT SIDES provide rugged strength greater re- 
sistance to rough handling longer wear 


THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 
(47 72) “Originators of the Corrugated Can" 
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Tube Benders 


Three Models Cover 
Y% Inch to 1% Inch Range 


Tubing, either in production or in- 
termittent use, is economically bent by 
one of these three models of tube 
benders, covering a range of } in. to 
1} in. The bench bender ranges from 
# in. to 1} in., and may be post, 
bench or stand mounted. 

Two models of hand benders cover 
ranges of } in. to 4 in., and 3 in. to 
3 in. Tubing of soft copper, brass, 
aluminum, or fully annealed steel may 
be bent accurately to desired angles. 
Shapes may be bent with special 
radius blocks. 

Republic Manufacturing Co., Cleve- 
land — Industrial Distrubution, May 
1950. 





Wrenches 











Wrenches Adjust 
To 29 New Sizes 


These two wrenches adjust to 27 
sizes which normally must be serviced 
by fixed size, carbon steel wrenches. 
The smaller wrench is 24 in. long, % 
in. thick and weighs only 10 pounds. 
The larger wrench is 36 in. long, 14 
in. thick, and weighs 22 pounds. The 
smaller wrench adjusts from 1% in. to 
2% in. while the larger wrench adjusts 
from 248 in. to 43 in. 

These tools reduce the weight and 
bulk usually necessary for a service or 
maintenance man to carry, it is said. 
They are claimed to save time, be 
easier to use and be less.expensive than 
fixed size wrenches covering’the same 
sizes. 

Owatonna Tool Co., Owatonna, 
Minn. — Industrial Distribution, May 
1950. 
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All the national 


advertising we do... Meet the Only 
NEW Air 


Compressor 
All the direct mail 


<> you do... 
on Worthington pumps and 





Be sure you use the direct mail 
Worthington has prepared for your 
use over your name. Get in touch 
with us for the latest printed litera- 
ture on Worthington pumps and air 
compressors. 


. adds up to these two exclusive sales-making statements! 


The broadest line The only new 
of standard pumps air compressor line 
...a pump for every job since the war 


Worthington Standard Pumps Worthington “Balanced Angles” 


WORTHINGTON 





F Atlantic > 
vire in a 
When yo Mill SZ eh ee AMMAN es 


Cry for the Tet = —ZZ a LS 
(May 


Supply — nase WORTHINGTON PUMP AND MACHINERY CORPORATION 
i e 
22-24), viele “ PUMP AND COMPRESSOR MERCHANDISING DIVISION ~ 


314. General Offices, Harrison, New Jersey 


“The Good Right Hand of Mndustry 





Here’s How 


to build Tap and 


- in profitable 


- REAMERS 











@ Select ‘Respected Distribution” @ Select an Organization That Looks for ‘‘Trouble’’ 


There’s no percentage in being a ‘‘“Me-Too”’ distributor Quality tools—-quality service—-backed by invaluable 

just one of many in the same territory with the same application and production experience is a winning com- 

line. You’re looking for a line that gives you ample bination in opening big accounts—especially when speci- 
‘ : fications are highly technical. 

protection. 


Besly's factory-trained engineers are Johnn 


Besly's policy of select dJistributien eliminates waste spot when you run into difficult production ; blen 


f duplication of s se > yet the profits yc You're always free to call on them for help as the 


earn when you se st quickest way to influence and win sales 


@ Select a Line for Maximum Turnover 

You'll need quick-turning inventory for long-range and 
It’s good business to push tools of the highest precision satisfactory profits. Assure yourself of the “right” taps, 
standards—-from a manufacturer of unchallenged repu- drills and reamers to meet the specific needs of your 
tation for quality. Only top-standard features add up to customers. 
solid customer satisfaction that means repeat sales 


On a min investment, the Besly Lin 
more orders—greater profits for you. peepee, ee 
‘ ¢ faster stock movement. It's part of the Besly S« 


Select a Top-Quality Source 


to keep your stock ve’ by exchanging fast + 

fith Besly, you'll have a tool line of ample accuracy for slow movers 

to satisfy the most critical users. M 

n Besly T for instance ur e cutt to size . . + a4: . 
" _ 6 esas ce asig cl tblngsan @ Select a Line with Hard-Hitting Promotion 
Consistent advertising to the buying power of industry, 
and aggressive sales promotion by the manufacturer 
help distributors to realize on their market potentials. 


without burring or welding solid ground thread 
eliminates gauging problems and finist 


‘ 


flutes mean freer chip flow 


Besly ads are read by your customers in leading t 


@ Select for “Growing User Acceptance”’ 


ness publications and intensive localized p 
Reputation for user-satisfaction belongs high on your list ; s provided, too—including ° catalogs 

+ nanuals, tap data sheets and other mailing pic 
of reasons for selecting a line. It makes sales easier... 


and stock move faster. 


Each successive year through the war and, especially 


If you believe in hard-fisted selling, match your ideas against 
the proved Besly Sales Plan. Check—compare—talk it over 
with us! Take the first step today! Write, wire or phone us now! 


through the postwar period, Besly's share of sales has 
ncreased. That's convincing evidence that Besly prod 


ucts have earned growing user acceptonce 


| @® Make Wishes Come True! 





CHARLES H. BESLY & COMPANY 


118 N. Clinton Street, Chicago 6, Illinois * FRanklin 2-1222 
TAPS e TWIST DRILLS e REAMERS 
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FOR BETTER WORK 
AND LOWER COSTS 


Experienced machinists prefer Williams Drop-Forged 

Tools because of their fine design, greater convenience 

and dependable performance. They help increase pro- 
ductivity ...reduce per job cost. Write for “Williams Machinists’ 
Tools” Catalog A-60... 40-pages fully describing Williams Tool 
Holders, Lathe Dogs, “C” and Strap Clamps. 
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MAKE MORE MONEY 
ON SOCKET SCREWS? 


Tractor profit. In the first place, Bristol’s 


Need Not Be Ridden 100% distributor policy means full profit 
To Be Operated we know on all the business to be had. 


This new towing tractor, which how 
need not be ridden to be operated, volume. Second, there’s more socket 
will tow ten tons on trailers over a other screw business to be had because Bris- 
level course at speeds from one to 64 tol’s line is complete—choice of hex or 
mph. ‘The driver can operate the ma distributors multiple-spline . . . cap or set . . . sizes 


chine while walking on either side of freuen Me. & Glee 06-1-im. Glam, 
it, facilitating order selection work. A 


combination clutch and throttle con . 
wath anet ig in, “anyende pede nap doing it g~‘ Selling. Third, your salesmen get the 
sible ease of control while the driver . on out of their sales opportunities. A 
is walking. correspondence course that’s as pain.” 
In normal driving position, the | less as it is effective shows them how to : 
operator stands on a platform only a create new socket screw business and 
few inches higher than the floor. The Bristol aie ag how to turn it into Bristol business. 
large steering wheel is centered over —— 
the cowling so that it can be handled Factory, | ==-—— | 
easily from any position. a. BD | customers. Fourth, your market is | 
: Re agg os oe: ~——— pa ANUCACTURING, = kindly disposed toward Bristol because : 
ruc vision, Battie Creek, Mich. MACHINE DESIGN, Lae | of Bristol’s advertising in magazines | 


: -efrs ; av 195( INDUSTRIAL | : i 
Industrial Distribution, May 1950. eesne e and direct mail. Offer of free sample 
News and Propuc 13 ; 
a | 2 Ste | brings leads for your salesmen. 
DEVELOPMENT (=== ; 





























are 





A Bristol representative will tell you more about our : 
100 % distributor policy . . . profit structure . . . pro- ~ 
motion plans. Send the coupon to THE BRISTOL” 
Company, Mill Supply Division, 126 Bristol Road, | 
Waterbury 91, Connecticut. 


Multiple-Spline and Hex Socket Screws . .. Cap and Set 


OLD TYPE NEW TYPE 


SOCKET SCREWS 


Flashlight Battery ee ee 


‘ 7 Sam Lyons, Sales Manager, Mill Supply Division 
Container of Carbon The Bristol Company 


With Zinc Power Vane Waterbury 91, Connecticut. 
Yes, we would be interested to talk with you 
about your socket screw franchise. 











Ihe No. 1050 industrial battery has 
a carbon container, formerly made of 
zinc, with a zinc power vane as the 
center element. Unlike the zinc con- 


tainer of the old cell, carbon is inert Only With Bristol Can 
to electrolytic action and hence will You Sell the RIGHT 
not perforate, irrespective of battery Socket Screw for 


age or degree of discharge. The new | Every Application 


NAME TITLE. . 
COMPANY 
ADDRESS 


CITY 
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a VINCENT DRESSER 





Get the whole story 
at Booth 805 
May 22-24 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your cus- 
tomers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardness, these cutters stand up on the 
toughest applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers .. . and for sure repeat sales. 


cell has no metal can to leak or cor- 
rode. It is claimed that it will not 
swell, stick or jam in the flashlight. 
The new cell gives more light- 
minutes than any previous cell pro- 
duced by the manufacturer, pasar 
more than double the usable light. 
National Carbon Division, Union 
Carbide and Carbon Corp., New York 
—Industrial Distribution, May 1950. 














Grinders and Buffers 


Manufacturer's Line 
Redesigned 


The manufacturer’s entire line of 
grinders and buffers has been rede- 
signed, incorporating a streamlined ap- 
pearance with pedestals which are 
larger at the floor. This feature en- 
hances the appearance and reduces 
vibration to a minimum. 

Che grinders are for continuous 
service. The motors are totally en- 
closed, and shafts are mounted on two 
shielded type ball bearings arranged 
for grease lubrication. Wheel guards 
on grinders up to 14 in. are adjustable 
to the wear of the wheel. The 18 in. 
grinder guards are as recommended by 
the A.F.A, 

Uhe buffers feature dust collectors 
which exhaust air inside building. 
The dust and grit laden air is thor- 
oughly filtered through closely woven 


WINES NE 


fabric and steel wool filter bags, while 
STEEL PROCESS COMPANY heavy particles are directed downward 
Heat Treaters of Metals—300 Tons Capacity Daily by baffle plate directly into a large 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS ¢ HSS TOOL BITS — tray 
CONICAL CUTTERS AND HOLDERS © DIAMOND DRESSING YOCAS:: Hisey- Wolf Machine Co., Cincin- 

TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS me Se al 

Industrial Distribution, May 


= _ nati 
1950. 





2424 Bellevue Avenue Detroit 7, Michigan 
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INDUSTRIAL 
BRUSHES ano BROOMS 








For 60 YEARS this 
Line has paid good dividends 


to our DISTRIBUTORS 


It has been our constant endeavor to consistently 
serve the best interests of distributors with the 
result that much of the wide-spread popularity of 
our products has been due to the sales effort and 
cooperation of our distributor friends. For 60 
years the CAPITAL line has been successfully— 
and we might add—PROFITABLY marketed 
through mill supply distributors. The CAPITAL 
line is well rounded to meet the requirements of 
your customers and we urge users to buy through 
their local distributor. 


EASA 


% The reason why plant men re-order on 
CAPITAL Brushes and Brooms is that they have 
come to know the consistent good quality which 
goes into their manufacture . .. they know they 
outlast and outperform like equipment. The de- 
mand is constant for good Industrial Brushes and 
Brooms and you can do no better than sell 
CAPITAL whose reputation is firmly established 
all over the country. There are many advantages 
in selling the CAPITAL line . .. let us give you the 
story. 





‘aA 


THE LINE. . . 


® beef washing brooms @ hide 
brooms @ fibre brooms ® whisk 
brooms @ textile brooms ®¢ 
warehouse brooms ® coach 
brooms ® janitor brooms® gen- 
eral industrial brooms @® parlor 
brooms ® push brooms ® street 
sweeping brooms e wire 
brushes ® floor brushes ® win- 
dow and car washer brushes ¢ 
counter brushes e scrub 
brushes @ special brushes @ 
street rolls. 


YOUR MARKETS . 


Metal Working Plants — Power 
Plants — Aviation Plants — 
Paper Mills — Road and Build- 
ing Contractors — Mines — Tex- 
tile Mills — Public Buildings - 
Dairies — Hotels Schools 
— Garages Railroads 
Packing Plants — Warehouses 
Airports — etc. 





a - 





INDIANAPOLIS BRUSH & BROOM MANUFACTURING COMPANY 


Cc 


ORNER BRUSH AND BROOM STS. 


Established 1890 
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INDEPENDENT CHUCKS 


Models for medium and heavy 
duty tool room and general ma- 
chine shop work. Available in 
sizes from 414" to 36” with semi- 
steel, steel, or forged steel bodies. 
All other parts are heat-treated 
alloy steel. Jaws are solid re- 
versible or two-piece with re- 
versible tops for either internal 


or external gripping. The body surrounds more than 60% of each operating 
screw for the full length of the screw to assure proper alignment at all times. 






SCROLL CHUCKS 


Self-centering models for light, 
Medium and heavy duty jobs in 
tool room or for production runs. 
Available in sizes from 3” to 21” 
With semi-steel or forged steel 
Bodies, and heat-treated alloy 
steel for all other parts. Provided 
with two sets of solid jaws or 
two-piece jaws for holding in- 


ternal or external work. Lands on the jaw, jaw steps and end bites are ground 


after the chuck is assembled. 


POWER CHUCKS 


Self-centering models for heavy 
duty production work on engine 
and turret lathes and automatic 
machines. Sizes from 6” to 21” 
with forged steel bodies, and with 
either 2 or 3 non-adjustable jaws 
are available. The wedge angle is 
such that work is gripped pos- 
itively regardless of jaw position. 


The chuck will not release the work, even if air line is broken, until operator 
actuates draw bar. Skinner also has a complete line of power chucking accessories. 


THE SKINNER CHUCK COMPANY 
@, 345 Church Street 


Hand and Power Operated Machine Chucks 
Air Chuck Equipment 
Machine Vises 
Catalog No. 61. 


Face Plate Jaws 
Complete details in free 


Ky s 


Traot| * * Tan 


THE CREST OF QUALITY 
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Cutter 


Cutter and Tool Grinding Machine 
Features Accessible Controls 


With universal equipment, this ma 
chine sharpens plain milling cutters, 
formed cutters, straddle and face mills, 
angular cutters of any angle, side mill 
ing cutters, end mills, straight or tap 
ered reamers, saws, light cylindrical 
grinding, etc. 

The fixed height of the machine 
gives casy visibility of wheel and work 
from the operating positions. ‘The 
controls are sensitive and easily oper 
ated, and are all at hand from the 
front, right-rear, or left-rear of the 
table. 

Mounting the transverse movement 
screw directly above the V-way, and 
precision ground steel rollers on flat 
way eliminate tendency of the carriage 
to “twist’’ on its ways. 

Brown & Sharpe Mfg. Co., 
dence, R. I. 
May 1950 
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Pillow Blocks 


Adequate Lubrication Assured 
For Life of Bearing 


A cavity filled with sponge iron act- 
ing as a wick, plus the high porosity 
of the bearing metal itself, insure ade 
quate lubrication for the entire life of 
this new pillow block. Perfect align 
ment is assured by the floating ball 


For Greater Strength and Flexibility! 


The tough, iong-wearing manila fibres in 
Columbian Rope are combed to a soft, smooth 
“sliver” before spinning. Each “sliver” has to 
pass an exacting test for weight and quality. 
“Slivers” are combined and blended in the 
final ribbon for uniform fibre length, strength 
and flexibility. An exclusive lubricating and 
waterproofing emulsion applied to each in- 


dividual fibre in this process assures a pliable, 


Red— 


White — 
Blue 


non-kinking rope that is highly resistant to 
fibre damage and rotting. 
Buy longer life, easier handling with 
your rope dollars. Every foot of Co- 
lumbian is positively guaranteed for 
top quality, strength, durability and 


service. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee Street 
Auburn, “The Cordage City,”” N.Y. 


PURE MANILA ROPE 
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Labor saved...Sales boosted with 


@ Handy-Packs 
contain the 
same small lot 
quantities of bolts 
that have been standard for years. Cut thread carriage and 
iachine bolts have nuts attached as always. 


Rugged open 
drawer 


Sealed with nylon tape 


By Jobber Salesmen because 
the strong Handy-Pack is more 
attractive to retailers. It has fea- 
tures that stimulate sales... that 
give the jobber salesman some- 
thing to talk about. 


STRONG HANDY-PACK 


— in wooden boxes.. 


HANDY- PACK 
BOLT CARTONS 


By Sales Clerks because the 
cover of the strong Handy-Pack 
makes a waaiell open drawer 
for bolt cabinets. It eliminates 
opening cartons everytime you 
make a sale, It’s a strong drawer... 
won’t tear, bulge or break. 


Certified Reshippable 


By Warehousemen because 
the strong Handy-Pack can be 
handled or even dropped without 
breaking. It can be stacked neatly 
and easily in the warehouse. It 
won't crush or topple. It saves 
time and labor, 


BOLT CARTONS have a certified etal 


strength of 125 to 200 lbs. per sq. in. depending on bolt size. The cartons are 


.can be ordered in ecarload or less-than-carload lots. 


‘very carton is sealed with nylon tape...is certified sere, Tying and 


wrapping are not necessary when you reship them. Strong 


andy-Packs have 


countless advantages over old fashioned ‘paper’ boxes. They eliminate costly 
spillage, mixing, sorting and losses due to breakage of weaker cartons. Order 
your bolts from Buffalo and get them in the new, strong Handy-Pack cartons. 


WRITE 


for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


aes 
saves, 


ad 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 


Buffalo International Corp,, 50 Church Street; New York City 


PRODUCERS OF CIRCLE ® PRODUCTS 


176 


BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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| and socket construction of these pillow 
| blocks. 
| They are available in both pillow 
block and flange mountings, in 4 in., 
é in., } in., and 1 in. bore sizes. 
Congress Drives Division, Tann 
Corp., Detroit — Industrial Distribu- 
tion. May 1950. 














Die Holder 


Roll Marking Die Holder 
Eliminates Insert Method 


An accurate roll marking die holder 
is machined and soft ground of a tough 
alloy steel, then hardened throughout 
and finished ground on those surfaces 
which come in contact with the seg- 
ment inserts when assembled. ‘The in- 
serts are likewise ground on those sur- 
| faces which must contact the holder. 

Thus in all instances there are hard 
| ened and ground surfaces in direct 
| contact. This guarantees tight fits and 

eliminates shucking or any movement 

of the inserts while held tight in the 
holder. 

The taper-lock feature guarantees 
| positive locking and self-centering of 
| any type combination in the longitudi- 
nal direction. A complete set of 
spacers is furnished with each holder, 
making it possible to set up any de- 
sired type combination. 

Parker Stamp Works, Inc., Hart- 
ford, Conn. — Industrial Distribution, 
May 1950. 





Bit Attachment 


Designed for Use 
With Tungsten Carbide Bits 


Developed to meet the need of an 
attachment having the same long life 
and dependable performance as tung- 
sten carbide bits themselves, this de- 
vice enables users to realize the full 








Now-more value 


Poy }, __ than ever... 
a <TH WITH 5 NEW FEATURES 


TO HELP CUT YOUR COosTS 


P&H Zip-Lift 
Available in 
Capacities up 
to 2000 Ibs. 





| 
Good news for hoist users! The Zip-Lift now brings 
you even more Added Value featares to improve your 
service and help you cut handling costs. And not a 
penny has been added to the price! f 


NEW Magnetic Lower Limit Switch; gable cannot 
run out and rewind itself, 


NEW Extra Ground Conductor on feeder cable for 


greatest safety. | | 


NEW Reinforced Push Button Pendant takes more 
punishment — ts replacement costs. 


NEW Grooved Drum increases cable life. 
NEW Improved Motor Brake. 





PLUS THESE ADDED VALUES: 


SAFER — Full magnetic control with current reduced to 110 volts 
at the push-button. Crane type limit switch and large double 
brakes provide maximum safety. No open wiring. 
LIFETIME CONSTRUCTION — Precision built — shaved gears run- 
ning in oil—grease-sealed antifriction bearings-—fully enclosed, 
moisture-proof, dust-proof, acid-proof. 
SMOOTHER OPERATION — Motor specifically built for hoist serv- 
ice — to withstand frequent reversal. Loads controlled within 
a fraction of an inch. 

See how dozens of handling problems have been ALERT SERVICE — Immediate stock delivery from qualified deal- 


solved by the Zip-Lift. This picture-filled book of ideas ers everywhere — backed by 18 branch offices and 8 warehouses. 
tells the story, Write for your copy of Bulletin H-20. 


Here's a tip for profit... 


the Bip- Lift ce eemerica'’s fastest ELECTRIC HOISTS 


4538 West National Avenue 


eelling wine vofee hotat. Milwaukee 14, Wisconsin 
Sell ct/ de | 


EXCAVATORS @® OVERHEAD CRANES ©® HOISTS © ARC WELDERS AND ELECTRODES ® SOIL STABILIZERS ° “CRAWLER AND TRUCK CRANES *¢ DIESEL 
ENGINES © CANE LOADERS © PRE-ASSEMBLED HOMES 


The Zip-Lift is America’s biggest selling wire rope hoist. 























a BUFFALO 


CHICAGO 
DETROIT 


Industry Needs 
BELTING to increase 
PRODUCTION - your 


Profit Opportunity ! 


As industry extends its postwar scope of 
activity it is likewise extending its use of 
Conveyor Belting, to maintain proper effici- 
ency standards in materials-and-product- 
handling operations. Almost every stop of a 
distributor's salesman can mean a_ belting 
sale... if he can “fill the bill” with the right 
belting for the job intended. 

By offering “BUFFALO” Belting the sales- 
man can insure high profit returns through 
additional sales and customer satisfaction .. . 
from the complete selection of finest-quality 
“BUFFALO” Belts for standardized or 
special industrial use. 

Write for free samples ana 
Distributor Profit Story 


209 Chandler Street 


BUFFALO 7, N.Y. ° 
PHILADELPHIA . 


INDUSTRIAL DISTRIBUTION 


NEW YORK 
SAN FRANCISCO 


+ 


Season Te into { 


WEAVING & BELTING CO. 
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| drilling economies pessible with these 
| bits. 

Lhe attachment is of the shoulder 
type employing a patented 38 degree 
reverse-buttress thread. It was de- 

| veloped particularly to resist shock 
and impact.while still preventing slip 
page, excessive thread wear, or loss of 
drilling speed. 

The form, pitch, and size of the 
thread used have been selected so as 
to give both attachment and bit maxi 
mum thread life. ‘The effect of the 
matching 38 degree surfaces in the bit 
and on the attachment is to cushion 
id absorb the destructive reciprocat 
ing and rotational forces that tend to 
ruin bit threads or to break the thread 
extensions on drill rods. Four sizes of 
ittachments are offered to cover bit 
gage sizes from 1% in. to 3 in. 

Ingersoll-Rand Company, Phillips- 
burg, N. J. Industrial Distribution, 

| May 1950. 





Planes 


Planes Feature 
Stronger Frog Design 


Main handle and knob of each of 
two new types of planes are of glossy 
red Tenite, and are guaranteed un 
breakable in use. A frog design of 

| aluminum alloy die casting provides 
stronger two point support for the 





Series SES 


Series FUS 


Series SUAR (or FUA and FUAR) | 


(or SUA) 


Series SDAF 


PILLOW BLOCKS 


ENGINEERED BY SKF 


Engineered by Ss" — means engi- 9-inches ... and 2 basic types of 





L , 


neered as a unit. What does that mean 
to your customers? It means they 
will get the full benefit of 
skill and precision methods of manu- 
facture. It means they’re sure of 
minimum friction and trouble-free, 
low-cost operation. It means efficient 
seals that retain lubricant... keep 
out dust and abrasive elements. It 
means minimum maintenance . . 
maximum efficiency. 


cer ’s 


5 basic types of pillow 


¥2-inch to over 


Sos supplies 
blocks for shafts from 


a. 

WHY SKF 

1S PREFERRED 
BY wages INDUSTRY 


ENGINEERING ? WELD 
Seevice SERVICE 


SURFACE pRooucT 7 
FINS UNIFORMITY 


flanged mountings for shafts from '- 
inch to 27A6-inches. Whether your 
customers need Series SES for lightly 
loaded applications or Series SDAF 
to withstand unusual shock and heavy 
thrust loads . . . or any intermediate 
type... there’san =0s pillow block 
that’s exactly right for the job. 


When you stock acs pillow blocks 
and flanged mountings, you can meet 
all the requirements of all your cus- 
tomers. &KEF INDUSTRIES, INC., 
PHILADELPHIA 32, PA. MAA 


TOLERANCE 
CONTROL 


Pioneers of the Deep Groove Ball Bearing— 
Spherical Roller Bearing—Self-Aligning Ball Bearing 
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PILLOW BLOCKS 


SAVE TIME, CUT COSTS... 





HELPS INDUSTRY 








PROTECTING POLISHED METAL. 
SHEETS IN DIE-FORM. <> 


a 


— SPLICES WITH TAPE. Here PERMACEL 


SPLICES BOLTS OF FELT DURING SLITTING 
OPERATION. TAPE STICKS AT A TOUCH - MAKES 
STRONG, EVEN SPLICES IN PAPER, FABRIC, FOIL. 























STRIPS OF PERMACEL ON 

PORTIONS OF PRESS CONTACTING 

POLISHED SURFACES PREVENT 

COSTLY SCRATCHES — \ 

PERMACEL LASTS LONGER, = dE sat NS 


STRIPS OFF EASIER. 


. tf 
Way 


gees! 
ee 











PERMACEL ADVERTISING 
SOFTENS EM UP FOR YOU TO SELL! 


THAT'S RIGHT! Your prospects are learning plenty about 
PERMACEL TAPES from striking advertisements like this. 














They're reading about PERMACEL quality— PERMACEL efficien- 

cy—PERMACEL versatility—in the country’s leading business 

and industrial publications. 

PERMACEL advertising keeps plugging away at your prospects 
.. softening them up so you can make faster, greater volume 
sales of profitable PERMACEL TAPES. 











INDUSTRIAL TAPES 


main handle, and entirely encloses 
both adjusting mechanisms. It is an- 
chored to the bed by three screws 
giving rigidity where most needed, 
and it is claimed its extra length pro- 
vides a bearing surface on the bed 
three to four times longer than the 
conventional planes. 

Other improvements include a new 
roller clamping mechanism, which 
locks cutter iron to frog and bed so 
solidly that vibration and chatter are 
entirely eliminated, according to the 
manufacturer. The No. 709, 9 in. 
smooth plane and the No. 714, 14 in. 
jack plane are both supplied with two 
inch cutters. 

Millers Falls Co., 

Industrial Distribution, 


Greenfield, Mass. 
May 1950. 














Dial Comparator 


Hand Gage Available 
In Two Capacities 


his gage is held in one hand by 
means of natural grip finger holes, and 
is operated by pressing a thumb lever 
which raises the spindle. Contact 
pressure of the 4 in. diameter flat 
anvils is independent of the operator. 

Ihe gage is available in two thick- 
capacities, one with indicator 
graduated .0005 in., reading 0-50, 
range 0-4 in., and the other with in- 
dictator graduated .001, reading 0-100, 
range 0-1 in. Both have a throat capa- 
citv of 24 in. 

L. S. Starrett Co., Athv!, Mass.— 
Industrial Distribution, May 1950. 


ness 


Speed Control Device 


Infinitely Variable 
From Zero to Maximum 


A revolutionary torque converter 
which is infinitely variable from zero 
to maximum consists of a service for 
four cams spaced around the input 
shaft, a connecting rod on each cam, 
a link from each connecting rod to an 


INDUSTRIAL TAPE CORPORATION e NEW BRUNSWICK, N. J. 


overriding clutch on the output shaft, 
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“== POWERFUL NATIONAL ADVERTISING in the maga- 
zines most tool users read keeps telling them that “No Other Cutting 
Tool Will Outperform A Union” and reminds them “Contact your 


Local Distributor”. The steady impact of this continuous campaign 
WH Y means a steady flow of profitable orders for distributors who carry 
Union tools in stock, 


there’s extra profit for you in 


CUTTING TOOLS | 


anvil 


\ \\\ 
\ \ \ \\\ 
\\ \\ 


\\\\ 
\ 


1 
11] 
| ij 
\ } 


5. UNION’S HONEST DISTRIBUTOR POLICY 

is a sure source of extra profit because it guarantees 

m COMPREHENSIVE MERCHANDISING in the fair treatment, protection and factory support to every 

form of counter displays, folders, charts and gauges Union distributor. Investigate! See whether you'll soon 

keeps your name and Union's alive in your prospects’ join the list of Union Distributors whose names appear — 

memories. Such steady reminders can't fail to build prof- without charge — in a special two-page insert in 
itable volume for Union distributors in the !ong run. THOMAS’ REGISTER under “Drills, Twist". 


UNION TWIST DRILL COMPANY, ATHOLL, MASSACHUSETTS 
MILLING CUTTERS « GEAR CUTTERS » TWIST DRILLS « HOBS e« REAMERS e« CARBIDE TOOLS 
We own and operote S$. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 

BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates, 
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EVERY ASSEMBLED PRODUCT 


NEEDS FASTENINGS LIKE THESE! 


Jd 


SHAKEPROOF 


THREAD-CUTTING SCREWS sMaKePRoOF'SPEED NUTS 


SHAKEPROOF Lock WASHERS 


TRI-LOK SELF -LOCKING NUTS 


SEMS-by SHAKEPROOF 


SHG SP Ran - 


engineered fastenings! 


ERMEPAOTE 


LINO! 


nw OF tt Mlinois 


eler Avenue 


pivisio Chicage 39, 


. 


2501 North Ke 
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and a free link which shifts the posi- 
tion of the connecting rods in relation 
to the cams. With the free link at 
zero position a simple up and down 
motion is imparted to the connecting 
rods. As the free link is moved away 
from zero shifting the connecting links 
which transmit it to the overriding 
clutches on the output shaft causes it 
to turn. Increasing this throwing mo- 
tion by shifting the free link increases 
the speed of the output shaft. 

Revco Incorporated, Minneapolis 
Industrial Distribution, May 1950. 














Fairleader 


Large Throat Passes 
Wire Rope Clip Joints 


An all steel fairleader has a throat 
large enough to pass a joint made up 
with wire rope clips. The sheave and 
head are mounted on_anti-friction 
bearings for long service. The unit 
is designed to withstand 160 percent 
of the strength of the rope. Sizes are 
available for 3 in., 1 in., and 14 in. 
wire rope. 

American Hoist and Derrick Co., 
St. Paul Industrial Distribution, 
May 1950. 


Fire Extinguisher 


Seamless Extinguishers 
At Riveted Shell Prices 


As a result of production changes, 
24 gallon foam, soda-acid and cartridge 
operated fire extinguishers of seamless 
drawn shell construction are now being 
offered at the same price as the former 
standard riveted shell extinguishers, 
according to the manufacturer. These 
seamless extinguishers all pass a 500 
pound hydrostatic pressure test as con- 
trasted with the 350 pound test for 
riveted units. These deluxe seamless 
extinguishers, in addition to the added 
strength and longer life, are more at 

Continued on page 186) 





yp Poilable 


TILT SAW TABLE! 


jfreednale 


en 


weit ‘& 
a ter it ED 


ONLY 


$69.50 


F.O.B. SYRACUSE 


WEIGHS 
ONLY 44 
POUNDS 


... for use with the SFEEQMATIC Saw 


Use Tilt Saw Table 
with Models K-75, K-88C, K-89 


Speedmatic Table is a table saw 


1. Big Demand from Owners of Speedmatic Saws—It’s their opportunity to 
make a table saw out of their Speedmatic, at a fraction of the cost of a 
complete table saw unit. Think what this saving means to builders hard 
pressed by high costs. And think what a profit scoop for you! 


2. Big Demand from Builders Who Need Both Table and Portable Saws—Speedmatic Saw attached to the 


detached it’s a portable saw. User gets the benefit of two saws 


out of one at great saving. Yes, sir—the Speedmatic Tilt Saw Table is not only going to sell itself 
—-it’s going to sell Speedmatic Saws as well. 


Amazingly Easy to 
Make the Changeover any 


Simply turn back 
table top. Attach 
your Speedmatic to 
bottom of table 
Return table top to 
operating position. 


Get More Information on the new Speedmatic 
Tilt Saw Table and other famous Speedmatic 
Tools that will help you get a big share of 
the quality tool business. Write us today. 


* Price includes mitre gauge and rip 
fence. Guard and special legs, extra 


FACTS about the New Speedmatic Tilt Saw Table 


Weighs only 44 lbs.—one man can carry 
it. Made of steel frame and rustproof 
aluminum table and slide rails. Mounts 
anywhere on 2 saw horses—or on set of 
Speedmatic Table Legs (extra). Work- 
(26” x 20”) 
ground for true cuts. Fence adjustment 


ing surface is precision 


wide enough for plywood sheets. Easily 


set up to saw multiple pieces for fram- 
ing, angle cuts, compound mitres. Gauge 
with adjustable index stops assures ac- 
curate square and bevel cuts. Can't be 
beat for cupboards, built-in furniture 
and trim work. Safe, with easy controls 
and adjustments. Transparent plastic 
saw guard mounted on splitter (extra). 


The Balanced Line 


PORTER-CABLE MACHINE CO., 2645 N. Salina St., Syracuse, N. Y. 
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“<>. BULL BOG 
V-BELTS 


demonstrate 


how to get the most 
out of V-Belts 


OUTSTANDING ADVANTAGES 
OF BULL DOG V-BELTS 


Fractional Horsepower. 
(FHP)—V-Belts in three 
standard sections, full 
range of lengths. 


1. Fewer Maintenance Headaches. 
COVER, protects butt og Because BULL DOG V-BELTS require less 


ORGS - ie R 
) agp nn COMPRESSION foad-carrying adjusting and last longer, they save time, 
i i ‘a ° e 
— neered to with- money and worry in maintenance. 
a contiaval 
jexing. 


2. Longer Belt Life. Because new, quality- 
controlled compounds developed in BWH 
laboratories run cool, don’t crack or deteri- 
x orate under severe flexing. 
IRON. ee ) — 
BERRA 3. Backed by BWH Reputation for 
ROR Extra Service, In the 72 years that BWH 
has been a leader in the mechanical rubber 
manufacturing field, BWH products have 
built steady fame for outstanding perform- 
ance. BULL-DOG V-BELTS fully live up to 


BWH reputation for dependable ruggedness. 
Industrial V-Belts in A, 
B, C, D and E sections 


— full range of lengths 
from 26-660". 
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Efficient V-Belt operation insures 
steady, smooth, low-cost power 
transmission, without maintenance 
worries, over long periods of time. 
And that’s exactly the kind of eco- 
nomical, worry-free service BULL 
DOG V-BELTS deliver in all types 
of industry. 

Each job has its own problems, 
however. Here are some of the com- 
mon ones that engineers report in 
V-Belt operation, with BWH 
solutions: 


SOLUTION 


Check sheaves for worn grooves. 


PROBLEM 


Excessive Cover 
Wear on V-Belts 


Check alignment between sheaves. 
Check to see that sheaves are tight on shafts, 





Covers Loosen. « 
Rubber Gets Soft 
and Sticky 


Check for excessive oily conditions. 

If contact with oil or grease cannot be prevented, then specify BULL DOG 
HSO V-BELTS, which are oil resistant. (Also heat resistant and static 
conducting.) 





V-Belts Failing 
Within Few Hours 
of Installation 


This is usually caused by prying V-Belts over edge of sheaves, causing in- 
ternal cords to break. Correct method of installation is to move motor of 
driven machine until belts do not have to be forced onto sheaves. Then move 
motor back until sufficient tension is applied. 





New V-Belt Installed 
As Replacement 
Fails, While Old 
Belts Continue 
Running 





Never install a new belt in a set of old belts, because it will be either shorter 
or longer than the old belts. If shorter, it will be excessively overloaded 
and fail. If longer, it will not transmit an equal share of the load. Always 
install a complete new set of belts and retain old belts for an emergency, 
or for temporary replacement if needed. 


It will pay you to investigate BULL DOG V-BELTS on your next installation. They have what 
it takes for smoother operation on both FHP motors and on high-powered industrial jobs. 








HAVE YOU A JOB WHERE STAMINA COUNTS? 
FOR ALL MECHANICAL RUBBER GOODS CONSULT BWH 


Established in 1878, BWH is today one of the world’s larg- 
est manufacturers of mechanical rubber goods. Among the 
quality-famous BWH products which are today helping in- 
dustry to do better jobs at lower cost are the following: 


CONVEYOR BELTING OIL INDUSTRY HOSE 
ELEVATOR BELTING STEAM HOSE 
TRANSMISSION BELTING WATER HOSE 

AIR HOSE OIL FIELD SUPPLIES 
CONTRACTORS’ HOSE FRICTION TAPE 

FIRE HOSE SPLICING COMPOUND 


Bring us your toughest problems. We're spe- 
cialists in solving them. Consult your nearest 
BWH distributor or write us direct. 











Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS., U.S.A. * P.O. BOX 1071, BOSTON 3, MASS., U.S.A 
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* Easy to Light 
: * Simple to Trim 


* Convenient 
To Adjust 


For More Air Pilot Facts Write 


EMBURY MANUFACTURING CO 
WARSAW * NEW YORK 


Important 
news to 


DISTRIBUTORS © 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 

telling the story to a 

quarter of a million key 

» men in industry each 

month. 


ELECTRIC CO. 


SELLE PARK NEW JERSEY 


| 





ATLAS 


CAR MOVERS 
AND SPURS... 


Every side track and shipping platform is 

a prospect for ATLAS Car Movers. Supply 

the right Cer Mover to do the job safely 
and easily. Solve 
your customers’ 
shipping problems 
and watch your 
sales grow. 


comy everag 
which is the principle o' 
» forward thrust instea¢ 
f an uplift 


ATLAS 
Perfect SPURS 


» to properly 
the treme 
placed on 
n be turned 
k 


wer serv- 
They fit any 
r Mover 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2nd St., Milwaukee 4, Wis. 
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tractive with their highly polished 
alloy shell having no dome or side 
seams. 

‘The cartridge operated extinguishers 
now having this new construction are 
of both the plain water and the anti- 
freeze solution types. All of the im 
proved extinguishers are inspected and 
labeled by Underwriters’ Laboratories 

'he Pyrene Mfg. Co., Newark, N. ]. 

Industrial Distribution, May 1950. 














Couplings 
New Couplings Have 
Larger Bore Capacity 


Extra ease of installation and larger 
bore capacities are featured on thes¢ 
couplings, which are designed for use 
on motor driven or engine driven 
pumps, compressors, generators, and 
almost all machinery of 50 to 1,000 
hp. Heavy models.are of electric cast 
steel. 

The inside sleeve is made in two 
parts, providing a sleeve in each body. 
Both bodies are machined alike for 
the removable steel collar. The collar 
is held in place by a snap ring. 

These new models instantly adjust 
for misalignment, shock, vibration, 
oscillation, surge or backlash. Also, 
half of the cushions are idlers, except 
on reversing load. Cushions can be 
quickly interchanged without tearing 
down the coupling 

Lovejoy Flexible Coupling 
Chicago Industrial 
May 1950. 


Co., 
Distribution, 





Firth Sterling PRODUCTS 


lity high 
8: 


RON 
a . Ay High Carbon, 
illoy grades in a// sizes. 


5 Tal 


AT THE 
‘TRIPLE INDUSTRIAL 
_ SUPPLY CONVENTION 
May 22, 23 and 24 
Booths 537-539-—— Main Ballroom 
Ailantic City Public Auditorium 

OUR HOTEL HEADQUARTERS — 

MARLBOROUGH-BLENHEIM 


TOOLS / 


¢ 


For over 20 years, Firthite Application Engi- 
neers have solved cutting problems for metal 
working plants in automotive, electrical, farm 
equipment, aviation and communication in- 
dustries—in fact, almost any industry you | 
can name. This is a timely opportunity to tie 
up with an established profitable line that is | 
readily received—a complete line of metal- 
cutting tools that gives you an a//-from-one- 
source advantage. 


fisth Sterling 
STEEL & CARBIDE CORPORATION 


HARTFORD « CLEVELAND * DETROIT * CHICAGO « DAYTON « LOS ANGELES 
Offices in NEW YORK © PHILADELPHIA * PITTSBURGH 
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STRONG, 


mMaRnk 


MACHINISTS’ 
DURABLE and 


VISES 


Le I | 


LIA: NA RAAAAAARARAARL, 
oe ieee 


Here’s why REED Vises last longer. 


1. Adjustable front end bearing eli- 
minates lost motion throughout entire 


life of vise. 


2. Heat-treated, high-carbon steel 
vige nut for greater strength and perma- 
nent use. 


3. Heat-treated, high-carbon steel 
scfew for strength and stiffness ‘ 
accurately machined for maximum 
bearing surface and long life. 


4. Base of main vise nut is accu- 
rately milled to limit gauge and fits 
into machined V-slot in body. In- 
sures perfect alignment, less stress 
and longer wear. Permits easy re- 
placement of obsolete malleable nut. 


5. Corrugated clamp bolt fits in- 
to corrugations in base plate to in- 
sure positive clamping. 


6. Quick, positive provision for 
taking up longitudinal play in the 
main vise nut. 





It pays to sell quality! The exclusive fea- 
tures of REED Machinists’ Vises will help 
you build more sales volume with greater 
customer loyalty and good-will. Recom- 
mend them with complete confidence. 


Remember, In a vise or pipe tool, 
if it’s a REED . . . it’s RIGHT! 


TRADEMARK 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA, U.S.A. 


INDUSTRIAL DISTRIBUTION © MAY, 1950 














Hoist 


Hoist Lifts 34 Ton nad 
772. Inches in 45 Seconds 


This hoist can. be used on a three 
wheel tubular steel floor frame, or be 
quickly converted for use on truck 
beds, work benches and loading docks. 
It featuges fast hydraulic operation 
that will lift a 3 ton load 77% in. in 
45 seconds and by using a short hook- 
up, 2000 Ibs. can be lifted 52 in. in 
45 seconds. 

A double action, hand operated hy- 
draulic pump powers the hoist. The 
hydraulic cylinder features “O” ring 
seals on piston rods, heads and other 
points where static sealing is required. 

The hoist frame is heavy tubular 
steel with extra reinforcing for added 
safety. The hoist can be easily removed 
from truck if required, leaving bed 
smooth for other operations. 

Unit Manufacturing Co., Minnea- 
polis — Industrial Distribution, May 
1950. 


Elevator Backstop 


Simplified Backstop 
Operates Automatically 

This simplified backstop, which 
automatically prevents the backing up 
of inclined conveyors, bucket eleva- 
tors and similar equipment, is taper 
bushed to shaft size. The backstop 
is a rachet type device which operates 
when power interruption, overload 
cutout, or failure of the prime mover 
occurs. 

It can be mounted in any position 
on the head shafts of conveyors or 
elevators. When the shaft reverses, 
the pawl automatically engages the 
ratchet, locks the shaft in place and 
holds it in position until forward 
power is again applied. 

The American Pulley Co., Phila- 
delphia—Industrial Distribution, May 
1950. 

(Continued on page 192) 





(T'S GETTING AROUND.... 


CHICAGO-LATROBE’S 
B) FINE QUALITY AND 


& 


(My TOP PERFORMANCE! 


: . A 
N M * es! hi : ~ 
— . Whee 


Confidence ina toolis attainedthroughper- -ie 
formance on the job. CHICAGO-LATROBE 
tools have consistently been tops in the field 
on the difficult drilling and reaming jobs. 
On a drill test completed recently by a 
stove manufacturer, using stock drills of com- 
parable design submitted by several leading 
drill companies, CHICAGO-LATROBE drills 4 
averaged 2772 holes per drill as against REAMERS 
1985 for the nearest competitor—an increase 
of 40% in tool life. 


. 
DRILLS 





To More eter Fee Grind Srecyy Chicago Latiotbe Foote 


JS 
DRILLS * REAMERS * COUNTERSINKS * COUNTERBORES * CARBIDE TOOLS + SPECIAL TOOLS A 
, 


q 
CHICAGO-LATROBE CALL your 


411 WEST ONTARIO STREET, CHICAGO 10, ILLINOIS pn OE 
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LDISSTO.: 


INDUSTRIAL 
TOOLS... 


Complete Line plus Recognized Quality 
plus Strong Sales Support 


FOR YOU ... More volume—more customers . . . 
greater, steadier profits. Whoever your customers 
are—whatever they produce—they are prospects 
for Disston Tools. 


YOU PROFIT... (1st) Because users correctly 
meet their needs for better wood and metal 


cutting tools from a single handy source—you ... 
(2nd) Because users recognize that Disston Steel 
and Disston Skill mean longer-lasting edges — 
added tool life—lower costs. Disston Service— 
the co-operation of qualified Disstoneers — helps 
your customers lick the jobs that lick the average 
tools! In addition . . . 


The Disston Industrial Distribution Policy ...7 basic points in plain print 


... assures you of full sales support. 


Disston Factory Sales Representation serves you and your customers 
promptly and thoroughly. 


Outstanding Sales Training Program. 


Disston Market Analysis is available to help you on your territory’s sales 
opportunities— potential volume—current demand by types of tools. 


Steady, strong Disston trade and national advertising—plus planned sales 
promotion for Distributors—helps your salesman get more orders, faster. 


DISSTON 
QUALITY 


Keystone of Disston 
growth for 110 years 

is recognized in all 
industry. It means 
ready acceptance of 
Disston Tools—saves 
selling time—assures 
loyalty—maintains a 
volume of sales year 
after year, for Disston 
Industrial Distributors. 


DISSTON 
ADVERTISING 


Keeps calling on your 
customers and pros- 
pects— produces profit- 
able inquiries—pre- 
pares the way for your 
salesmen—helps them 
open more doors to 
more sales. The tool 
buyers you want to 
sell in your territory 
—in every branch of 
industry — are covered 
regularly by Disston 
national advertising. 


DISSTON SALES 
PROMOTION 


Includes all types of 
Direct Mail material 
for Distributors . . . 
special material as 
required .. . Mat and 
Cut Service... 
ample. effective Prod- 
uct literature . 
Special Promotions. 
One great sales builder 
for Disston Distribu- 
tors is the Disston 
Industrial Catalog. 
Complete, accurate, 
easy to use, simplified 
pricing system saves 
time. Simple to keep 
up to date. 


DISSTON 
MARKET 
ANALYSIS 


Provides the Disston 
Distributor with spe- 
cial facts as desired, 
on his own territory — 
total potential — sales 
breakdowns by indus- 
tries —all the market 
specifics for more in- 
tensive selling and 
increased profits. 








FOR DISTRIBUTOR PROFITS 


ESTABLISHED 1840 





STEEL 
SKILL 








REG, U.S. PAT. OFF. 


DISSTON 
FACTORY SALES 
REPRESENTATIVES 


Co-operate in training the 
Distributor’s salesmen on 
product features — applica- 
tions—sales technique— t 
markets—inventory. They 

are also available to analyze 
operations for customers. 

The Disstoneer is qualified 

to recommend the correct 
Disston Tools and advise on 

better applications that pay 

off in greater productivity 

— lower costs— elimination 

of many production prob- 

lems. This Disston Service 

makes satisfied customers 

for Disston Distributors. 





UVSSTON 


SERVICE 









THE DISSTON 
INDUSTRIAL 


DISTRIBUTION POLICY 


Gives you a printed state- 
ment of the seven funda- 
mentals of Disston Distrib- 
utor relations. This policy 
is published and maintained. 
Fair dealing and full sales 
support, combined with 
Disston Quality, builds 
bigger, sounder business 
for Disston Industrial 
Distributors. 


like more 


If you would 
information on this policy, 
we'll be proud to send you 
a copy. Write for it now. 






THE COMPLETE DISSTON 
INDUSTRIAL LINE 


Means more sales opportunities 
throughout your territory. Every 
plant, large and small, engaged in 
any cutting operations on wood, 
metals, plastics, paper, needs 
Disston Tools. Check this partial 
list of Disston Industrial products: 








Band Knives 

Band Saws (for wood and metal) 

Carboloy* Fitted Saws and Knives 

Chipper Knives 

Circular Knives 

Circular Saws ; 
For wood—Solid and Inserted tooth © 
For metal—Solid and Inserted tooth © 

Cross-cut Saws (one and two-man) 

Cutter Heads 

Cylinder Jackets 

Dado Heads 

Doctor and Fountain Blades 

Files (American, Swiss, Milled) 

Grooving Saws 

Hack Saw Blades (Hand and Power) 

Hog Knives 

Planer and Molding Knives 

Paper Knives 

Plastic Saws 

Saw Tools 

Shaper Steel 

Steel Specialties 

Steel Rule 

Saw Teeth and Holders 

Veneer Knives 





*® Carboloy, Inc. 
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CUSTOMER PREFERENCE 


PERFORMANCE 


NATIONALLY ADVERTISED 


COMPLETE LINE 


De Wat inc. 
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Rule 


Blade Removable From Case 
For Easy Reading 


This No. 1262 rule has a D-shaped 
case making it particularly suited for 
inside measurements. The rule has a 
4 in. blade, 6 feet long, and is gradu- 
ated in 16ths for its entire length and 
in 32nds on upper edge for the first 
12 in. The blade can be removed 
from the case for end-to-end measure- 
ments. 

The rules come packed 12 in a box 
and one gross to a carton. 

Stanley Tools, New Britain, Conn. 

-Industrial Distribution, May 1950. 














Face Mill 


Fine Tooth Mill | 


Allows Extra Engagement 


A new fine tooth face mill, espe- 
cially designed for milling cast iron 
rims and bosses, doubles the number 
of teeth normally used in the conven- 
tional face mill, allowing extra tooth 
engagement. The solid brazed-on type 
with alloy steel bodies, extra heavy 
carbide tips (sandwich brazed with | 
nickel shim), makes an excellent tool | 
where rigidity and long cutter life is 
requisite. ‘These tools are available | 
in 6, 8, 12 and 14 in. diameters. 

Nelco Tool Co., Inc., Manchester, 
Conn.—Industrial Distribution, May 
1950. 

(Continued on page 196) 





CAP Sizes to 1” x 8” 
U.S.S. or $.A.E. Hex, fiat, 
button or fillister heads. 


SET Sizes to %” x 4” U.S.S. 
threads. Square heads, cup and 
oval points. 


MACHINE 
Sizes to 1x60". Square, 
hex or countersunk heads. 


LAG 


STEP 


Sizes to 2" to 6”. Standard 
heads, finished points. 


STOVE 
Sizes-to 2" x 6”. Round, flat 
or oven heads. 


CARRIAGE 
Sizes to 1” x 60”. Stand- 
ard round or special heads. 


PLOW 
Sizes to %" x 6”. 
American and 
Manufacturers 
Standard 
heads. 


SEMI-FINISHED 
American Standard 
heavy and light, full and 
jam sizes to 1 ¥4". Milled 
from the bar. 


CASTELLATED 
American Standard 


light castle hexagon. 
Sizes to 1%". 


e y | “a ‘ 
\ Wy, f \ 


CAP AND SET SCREWS BOLTS, 
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AND 


Sizes to %“ x 20”. Stand- 
ard square heads, gimlet ; 
points, 


RIVETS 
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Get your FREE copy of this new 
Gilmer V-Belt Guide. Use the 
coupon, or write on your letterhead. 


CLIP AND MAIL TODAY 


- 4. GILMER COMPANY 
504 Tacony, Philadelphia 35, Pa. 


Please send me a FREE copy of the new Gilmer V-Belt Guide. 


Check here if you wish Gilmer's Flat Belt Guide also. 


NAME 
ADDRESS 
CITY ZONE STATE_ 


COMPANY . . POSITION 


—shows you how 
to choose the right 
drive for every use 


It’s the book with the answers you need— 
one you'll refer to time after time! It gives 
you in easy-to-use tables all you need to 
know for ordering from a large selection of 
standard drives. Also contains tables of 
standard V-to-Flat drives, and a section on 
laying out quarter-turn drives. Describes 
constructions such as double-V-Belts for 
special installations. The new Industry Light 
Duty V-Belt numbers are listed under the 


new system for convenience in ordering. 


Let the stock V-Belt drive tables help you 
get properly engineered drives that are 
efficient to operate, economical to buy 
and maintain. Also you can order the Sheaves 
and Belts for quick delivery from your 


Gilmer Distributor—service is simplified! 


L. H. GILMER COMPANY 


504 Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 


+++ and complete 
your Belt Library with the 
Gilmer Flat Belt Guide, 


Contains descriptions with 
illustrations on all Gilmer 
Flat Belts, including Special 
Purpose Belts, with sections 
of helpful application data. 
It’s free—simply*check the 
coupon! 








———-— 


_—oediein at 





V-BELTS—LIGHT DUTY and MULTIPLE 
Made with durable rayon pulling 
cords; Gilmer quality. Gilmer’s huge 
assortment of V-molds 
assures a complete lineof 


% \ precision - built V-Belts. 


KABLE KORD® CONNECTOR-TYPE 
FLAT BELTING offers the 
same general construction 
features as Kable Kord 
Endless Belts. Supplied 

in rolls, 


HIGH SPEED BELTS 

Flat, endless belts, noted for tough- 
ness and flexibility. All-fabric, rubber- 
fabric, or special cord structure, 
Speeds to 10,000 f.p.m. and over; 
Speedage Kord, for example, 
operates at speeds up to 
50,000 r.p.m. on 
‘B, pulleys as small as 

) in diameter. 


TEXTILE INDUSTRY BELTS 

such as Spinner, Cone, Lickerin, 
Winder, and Gainer belts for textile 
plant drives; also other prod- 

ucts for textile appli- 

cations, such as loom 

strapping, check straps, 7 


roll covering. 


SPECIAL INDUSTRY BELTS 

Saw Mill Belts, Tube Winders, Sand 

e Band Saw Bands, Light 
Conveyor Belts; Planer 
Belts for the lumbering 
industry; Tobacco Stem- 
ming Belts 


THIS NEW GILMER V-BELT GUIDE 
is being advertised to your customers in 
CURRENT INDUSTRIAL PUBLICATIONS. 
—And Gilmer tells customers to 


“Buy through your Gilmer Distribut 


KABLE KORD® FLAT ENDLESS BELTS 
The Gilmer first line flat belt. Com- 
bines “‘two belts in one’’ (contactor 
and power). This unique 
% structure, plus the endless 
cord feature, sells Kable 

Kord. 


STANDARD CUT-EDGE FLAT BELTING 
Acompetitively priced, rubber-fabric 
belting of first quality. 
Tough structure provides 


a firm foundation ia) IN 


connectors, 
f 

LIGHT DUTY POWER TRANSMISS! 
BELTS—A broad line, including 

Gilmer CD, a cut-edge en 
belt with pulling element of 

strong belting duck; Gil 
2C, a cut- -edge endless elt 
with pulling element oof 


continuous cords. iS 
; 


ROUND BELTS AND BELTING 

For drives on small high-speed drills, 
hammers, tappers, saws, light wood- 
working machinery, valve re- 

facers, etc. Also Half-Round 


Belts for special ap- . 5] 
plications. 
oe? 


Besides V-Belts and Flat Belting, Gilmer Special Purpose Belts are in 
constant demand by plant engineers; need not be carried in stock; are, 
not subject to general competition. Also in the Gilmer line are Hose and) 
Packing for Industrial Use, Friction and Rubber Tape, Mats and Mat-» 
ting, and General Mechanical Rubber Products—all backed up by . 


THE GILMER SALES POLICY 


. A“buy-through-Distributor” policy; no factory sales in competition. 

. A widely-experienced District Manager gives frequent direct 
sales help. 
Engineering assistance when needed from factory power trans- 
mission specialists. 

. Distributor protection. 

. Uniform discount schedules. 

. A profit on every sale. 
Full jobber profit on non-stocking Special Purpose Belts. 
Catalogs and national advertising in a balanced program. 

. Monthly bulletins from the factory. 
Stockroom and merchandising aids. 


This Gilmer Sales Policy makes all Gilmer 
Products attractive to handle and easy to sell! 











TOMORROW'S 


PRODUCTION NEWS 


Three Great Products 
Developed By Schieren for 
Better Performance 
in Industry 


Schieren “Tension-Guard” V-Belt 
Mas Anti-Stretch Rayon Core 


This new Schieren leather V-Belt 
has a built-in “Tension-Guard” . . . 
a row of stretch-resistant rayon 
tire cords bonded between the 
leather plies. The anti-stretch func- 
tion of these rayon sinews guards 
belt tension. The belt keeps pull- 
ing . . . needs less maintenance 
attention. 

Supplied in rolls, this V-Belt can 
be cut to fit the drive and spliced 
endless right on the sheaves. 
Schieren’s Duxbak waterproof ce- 
ment bonds the ends of the rayon 
cords, to make them endless. 


New, Patented Duxbak Endless 
Check Strap Has Four Advantages 


. Stays adjusted longer. 

. Saves wear on picker stick. 

. Life: After one year on Model 
X looms, still in good condition. 

. Lowest check strap cost per Ib. 
or yd. produced. 


Schieren Leather Packings Built To 
Meet Specific Requirements 


a 


Cups “U”’s, “V”"’s, Flanges and 
special designs. Made from first 
quality hydraulic leather. Special 
finishes to fit specific applications. 
Write for complete information or 
price quotations on any of the 
above products. 


CHAS. A. SCHIEREN CO. 
33 FERRY STREET, NEW YORK 7, N. Y. 
60 Front Street, W. Toronto, Ont. 
Branch Offices In Chicago, Dallas, Denver, 
Millbury, Mass.; Newark, New York, 
Philadelphia, Pittsburgh, Salt Lake City, 
Bristol, Va. 
Tenners and Manufacturers Since 1868 





Heat Insulation 


Insulation Designed 
For Temperatures to 1500° 


This insulation in pipe covering and 
block form for temperatures to 1500° 
I’ consists of silicas, combined with 
asbestos fibers and bonding agents. It 
is easily workable, forms tight joints, 
is non-irritating, easy to apply and 
permanent, according to the manufac 
turer. It is recommended for insulat 
ing superheated steam equipment in 
high temperature, high pressure power 
plants and for high temperature sur 
faces such as oil stills, ovens, boiler 
walls, breechings, furnaces and other 
equipment. 

Philip Carey Mfg. Co., Cincinnati 

Industrial Distribution, May 1950. 














Dial Indicator 


Gears, Jeweled Bearings 
Eliminated 


A durable nylon cord replaces the 
gear train in the dial indicator, giving 
accurate readings of the dial to thou- 
sandths of an inch. The spring and 
nylon construction cushions all move 
ments caused by rough work or rapid 
variations in either direction, thus 
making frequent adjustments unneces 
sary. 

The indicator is fitted with a ball 
joint back which provides the greatest 
convenience in setting the indicator. 
A clamp insures maximum usability in 
fitting the indicator to a machine. 

Pacific Machine Tool Co., Oak- 
land, Calif. — Industrial Distribution, 


| May 1950 


Electric Drill 
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Three Speeds Handle 
Drilling, Sanding, Polishing 


Three correct speeds from the same 
tool for more efficient and convenient 
drilling, sanding, feather edging, and 
polishing respectively are featured by 
the new portable right angle drive 
power drill developed by the manu 
facturer. 

The compactly designed eight 
pound tool combines a } in. electric 
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Let us send you our big new catalog—just 


dahl PD. a" 
Pr 


off the press. A dep 








Guide to all your 


Whether it’s a catalogued or “special” Atlas 
can supply you with prompt and efficient 


service. 


ree 


92 pages with specifica- 
tions and list prices in 
large readabie type for 
quick reference. Send for 
your copy today. Address 
Dept. D. 





ATLA S$ 


SCREW & SPECIALTY CO. 


450 Broome Street New York 13, N. Y. 
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Dependable under trying conditions, the Eskimo dog performs 
the hardest kind of work. Sturdily built, light in weight, he does 
the job that would otherwise fatigue his master 


Here’s the tool that does the hard part of 
the job. Light and easy to handle, the Plumb 
Ball Pein Hammer, strikes solid precise blows 
at a steady pace. 

it reduces fatigue, lets the arm relax. 
The weight in the head is scientifically 
distributed so that the handle acts as a 
fulcrum. That's why it delivers the fullest 
force with least effort. The tested 
second-growth handle designed to fit snugly 
in the hand absorbs shocks and 
prevents tiredness. 

The special analysis steel head assures 
a long-lasting tool under the most constant 
use. The cone-shaped pein spreads rivets 
quickly and evenly. i 

The Ball Pein Hammer is the result of 
Plumb's century of research and experience 
in making fine hand tools. Its dependable 
performance has made it the choice of 
mechanics and craftsmen the world over. 








HAMMERS 
HATCHETS 
AXES 
FILES 





PRECISION 
PROMO 


UFKIN TOOLS! 


STEEL RULE 


MICROMETER 


Ly 


Rax Set 


ey 
TELESCOPING GAGE / COMBINATION SET 


1950 LUFKIN PROMOTION “PRE-SELLS“ FOR YOU! 
Never before have precision tools been so powerfully promoted © 
...+ to help you—the Industrial Distributor— sell more and profit 
more! The Lufkin 1950 advertising, covering ‘all important tool — 
ouying areas, is doing a local “pre-selling” job for you—in your _ si 
territory—directing buyers to “see your apn gna Helping - 
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drill and a right angle drive attach- 
ment to provide speeds of 1,300 rpm 
for polishing, 3,000 rpm for light 
sanding and feather edging, and 1,300, 
2,000, and 3,000 rpm for drilling. The 
drill is powered by a 4 hp universal 
ac or de motor for operation at the 
standard 115 voltage. 

Milwaukee Electric Tool Corp., 
Milwaukee — Industrial Distribution, 


| May 1950. 


Steel Sorting Device 


Separates Mixed 
Steel Products 


This instrument separates semi- 
finished steel products that have be- 
come mixed, and differentiates be- 
tween all types of carbon steel by re- 
sponding to magnetic differences in 
the metals, regardless of whether the 
differences are chemical, physical or 
metallurgical in nature. 

Particularly designed for use with 
normal mill stock such as rods and 
bars as well as with fabricated parts, 
the device is fast and easy to operate, 
and is sensitive to minute differences 
in the steel. 

The instrument is portable and can 
be used anywhere that line voltage is 
available. It is completely non-destruc- 
tive. The instrument does not mar 
the surface nor disturb the physical 
properties of the steel when it is used 
with highly finished products. 

Jones and Laughlin Steel Corp., 
Pittsburgh Industrial Distribution, 
May 1950. 


Hand Drill Attachment 


Converts Rotary Motion 
Into Reciprocating Action 


This utility attachment for electric 
or air hand drills and flexible shafts, 
up to 1700 rpm, quickly converts the 
standard rotary motion into reciprocat- 
ing action for sawing, filing, honing 
and polishing. It is also adaptable to 
small bench or pedestal drills. 

(Continued on page 202) 





WHICH OF THESE 


Business Practi 


ARE BAD HABITS? 





Buying from 2, 3 or 4 manufacturers when you could get all you need from 
one... thus incurring extra expense issuing multiple orders, checking and 
paying many invoices with varied discounts, following up on deliveries? 


Ordering more than you need so you'll get a freight allowance... thus 
increasing inventory or running short while waiting to enter your next order ? 


Buying on price instead of on quality or reputation of a line . 
handicapping your sales force and reducing your potential? 


. . thus 


Trying to do business with empty shelves . . . thus injuring your customer 
relations or increasing transportation costs by ordering special shipments? 


HERE'S A 


Good 
ON Fi 


FOR 
AnD CH 


HABIT 
TTINGS 


AIN 








CONCENTRATE ON LAUGHLIN because: 


| Laughlin has the most complete line 


of its kind 


Laughlin ships promptly from large 
inventories 


$ Laughlin products have a quality 


reputation 


Laughlin’s exclusive ‘‘sales leaders’ 
sell fast 


5 Laughlin nationally advertises in 


leading trade papers 


Laughlin’s easy-to-use catalog tells 
the whole story 


7 


Laughlin assures a good profit margin 


Laughlin has conveniently located 
sales offices 


Laughlin products add up quickly to 
100 pounds for a liberal freight al- 
lowance 


ADD THEM UP and you'll agree that 
Laughlin makes it easy for you to keep 
an adequate inventory that turns over 


quickly... 


a sure source of good busi- 


ness and better profits. Try Laughlin! 
THE THOMAS LAUGHLIN 
COMPANY, Portland 6, Maine. 





AUG Hi Li RY Laughlin Protects the Distributor 
ww 


THE MOST COMPLETE LINE OF DROP- 
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FORGED WIRE ROPE AND CHAIN FITTINGS 





Coadd lo Coast 


O serve you well we must pro- 

vide prompt, accurate and reli- 
able service in delivery of the types 
of tools you need at the time you 
need them. 


This we do through district ware- 
houses located coast to coast as 
shown on the map above. A leading 
Industrial Supply Distributor in 
your community, serviced from one 
of these district warehouses, can 
supply your complete requirements 


for Standard Shield Brand Tools. 

Profit-making qualities of Shield 
Brand Tools are: Foremost quality 
in design, workmanship, material 
—completeness of the line—plus 
the nation-wide service shown above. 

Our trained service staff with the 
accumulated knowledge of 69 years 
experience in metal cutting prob- 
lems can help solve your tough 
problems—no cost or obligation. 
Write us. 


Well welcome you at Conference Booth Wo.'s 9O7T-GO8, Industrial Supply 
Convention, Public Auditorium, 4Atantic City, New Jersey, May 22-23-24. 


CTAN DARD |OOL (0. CLEVELAND 4, OHIO 


New York * Detroit + Chicago + San Francisco 
THE STANDARD LINE: Drills » Reamers + Taps + Dies + Milling Cutters +» End Mills « Hobs + Counterbores + Special Tools 
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BEST for Every Purpose 
WISS 


METAL-CUTTING SNIPS 


@ Wiss snips are made of the finest steels, se- 
lected in accordance with the kind of work they 
are intended to do. They are produced largely 
by the handwork of skilled craftsmen. Each pair 
is rigidly tested and guaranteed perfect before 
allowed to leave the factory. WIss snips are hot 
drop-forged and scientifically hardened. Bolts 
are precisely set to prevent wear, as well as to 
increase cutting power. 


THREE MAJOR TYPES 


COMPOUND ACTION METAL-MASTER SNIPS 


The most remarkable development in the snips field in 
years. Only 10” in overall length, they cut 16 gauge 
metal, which even the largest regular snips cannot do. 
Compound leverage produces amazing cutting power 
with minimum effort. Set of 3 snips, M1, M2 and M3, 
takes care of the most intricate jobs. They readily cut 
circles, squares, or any pattern from stainless, dural and 
monel metal, as well as steel. Widely used by sheet metal 
workers in every field. 


INLAID BLADE SNIPS 


Qualities provided by the inlaid process are unequalled 
by any other construction, To make an extra hard, longer 
lasting cutting edge, a strip of high carbon steel is welded 
by drop hammer to the inside face of the snip blade. A 
true professional tool, with an unexcelled record of in- 
dustrial performance. Available in four patterns and 9 
sizes. For straight cutting, combination cutting or curved 
cutting. 


SOLID STEEL SNIPS 


For workers who do not need the special qualities of 
Wiss inlaid snips. They meet government specifications, 
and are made of a specially-selected grade of solid tool 
steel. Their medium price range makes them particularly 
suitable for garages, work-shops, home workshops, the 
farm etc. Also many professional sheet metal workers find 
them entirely adequate. Available in either straight or 
combination cutting patterns. 


J. WISS & SONS CO., NEWARK 7, N. J. 


Best By Test Me ESTABLISHED 1848 





GH CARBON SOLID STEEL SHIPS 


OO AR PATTERN 


$08 STRAIGHT CUTTING 


==" = E 


For the best in snips, get Wiss 
... Choice of professionals 


Quality for more than a century 





Here’s 


where they 
look first ip 


When examining bolts for quality, your 
customers will undoubtedly look first at the threads, 
then at the heads. On both counts, Bethlehem Bolts 
fill the bill with plenty to spare. Yes, Bethlehem 
Bolts are good bolts, and they come in hundreds of 
individual types and sizes —a range so wide as to 
meet virtually every customer requirement. Why not 


get your order in today! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 





Want to take the “bite” 
out of competition ? 


The Dayton Cog-Belt takes the “bite” 
out of competition because it’s the 
only premium V-Belt that is com- 
pletely different from ordinary V- 
Belts, with exclusive selling features 
competition can’t meet. 

More profit—The unique, patented 
Cog construction of this premium V- 
Belt makes it 40% stronger—well 
worth the premium price, the extra 
profit to you. 

Lower drive cost—One Cog-Belt 
does the work of 1.4 ordinary V- 


y-Belts by 


Daytom In 


Belts, 5 Cog-Belts do the work of 7 
ordinary belts. You can quote your 
customer a lower price on the orig- 
inal belting of a drive—and with a 
premium belt! 

More customer satisfaction— 
Cogs take up compression as the 
belt goes round the pulleys (see the 
finger illustration, above). This re- 
duces strain, heat, stretch, mainte- 
nance. You'll have no trouble keep- 
ing the customer sold. 

Only the Dayton Distributor has the 


DAYTON RUBBER COMPANY, 


GET THE PREMIUM 
DAYTON COG.BELT* 
FOR 


lower cost per drive 
exclusive Cog co i 
Astruction 
more satisfied Customers 
ee 
more profit per belt 


*T.M, 


Cog-Belt (as well as the Dayton 
Thorobred line of fine V-Belts). He 
has powerful national advertising 
and promotion to back him up, and 
the best deal in the mechanical rub- 
ber goods field. Write: 


DAYTON 1, OHIO 


wioloer 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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| An interchangeable collet provides a 
means for the adaptation of special 
trade and professional tools and in- 
struments. All types of saw blades are 
usable. Plastics, rubber, wall board, 
plywood, bakelite, stainless steel, pipe, 
wood, corrugated metal and composi- 
tion roofing, asbestos siding and other 
materials can be cut with smooth sur- 
faces which require no further finish. 

V-W Specialists, Upper Darby, Pa. 
—Industrial Distribution, May 1950. 














MAGNOLIA DISTRIBUTORS 
ENJOY FULL MANUFACTURER 
COOPERATION 
@ Missionary Support 
@ Consumer Preference 
@ Full, Reputable Line 
@ Literature That Sells 
@ Technical Assistance 
@ Advertising Support 


Full Details On Request. 

















| 
SOLD THROUGH INDUSTRIAL DISTRIBUTORS EVER RE | Lathe 


MAGNOLIA METAL COMPANY Speeds of 45 to 1500 RPM 


21 West Jersey Street + Elizabeth, New Jersey Without Bearing Adjustment 





With 1 in. collet 0 mC 11 in. 


swing, 1% in. spindle hole, and center 


| distances of 24 in. or 36 in., this lathe 
asier to pe erase | hey’ re epen a e has adequate capacity for industrial 
work as well as for maintenance shops, 
tool rooms, and school shops. ‘The 
ball bearing mounted spindle permits 
speeds of 45 to 1500 rpm without 
bearing adjustment. 
l'ypical tolerances are bed ways pre- 


MOTOR DRIVEN cision ground to within .0005 in. of 


absolute lineal accuracy, and less than 


.0005 in. total run-out of the spindle 

PR t S S U R E 12 in. from the front bearing. The 

lathe is rnounted on a pedestal base 

Mm Ke)’, FE R S with the underneath drive completely 

enclosed. The base also has a re- 

: cessed constriction at floor level which 

THREE SIZES fe permits toe room for the operator and 

V4, Vo, 1 HP. simplifies cleaning. All control parts 
are pl iced at operator's fingertips. 


READY TO RUN—IMMEDIATE DELIVERY! Logan Engineering Co., Chicago— 


C 
CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing Industrial Distribution, May 1950. 
or exhausting. Universal as to rotation and discharge. Direction of discharge may be 


changed to any of eight 45 degree positi @uH g. base, support, and impeller ° ° 
are constructed of cast aluminum alloy to reduce weight and Plastic Sealing Cap 


increase strength. Straight wall construction reduces windage . 
yseD FOR and increases efficiency. Cap Fits Over Ends 
_ fing. @ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball Of Fluorescent Sign Tubing 

bearing motor in choice of open or totally enclosed types. Three 

sizes, 44, ¥2 and 1 H.P. with capacities from 100 to 800 cu. ft. per Made of acetate fiber tube, a new 

min. at static pressures from 42" to 6”. scaling device provides a more positive 

WRITE TODAY FOR LITERATURE protection for fluorescent tubing than 

heretofore because it is non-porous, 
orf for coolin F and thus prevents moisture from en- 
drying PY Sulton Waujici la bn (062 tering the tube. The new plastic 
112 W. WILSON AVENUE NORFOLK,’ VIRGINIA caps also make it possible to utilize 
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“Where can I get 


compact, high quality, 
high pressure Gate Valves 


for general service?” 





Operating men everywhere 
rate these valves as 
tops for general gate valve service including meter 
and gauge lines, drip and drain lines, etc. 
Series 9850 valves have drop forged carbon steel bodies 
and bonnets, rolled in 11!/.-13% chrome stainless 
: steel seat rings which can be easily renewed, and 
| | a solid stainless steel wedge. A ground joint insures 
wn | tightness between body and bonnet. The stuffing box 
can be repacked under pressure when the valve is open. 








Also available is Series 9750, completely 
fabricated from 18-8 stainless steel for services 
*Serles 9850 where internal or external corrosion is severe. 


Owen. } = ae i. a Series 9850-F8 valves have 18-8 stainless steel 


For 150-800 pounds general service trimmings and carbon steel bodies and bonnets. 
Union Bonnet @ Ground Joint © Inside 
Screw Stem © Renewable Seat Rings 
© Solid Wedge — Slotted Type @ 1 1'/2- 


13% Chrome Stainless Steel Trimmings HEN RY VOGT MA CHINE co. 


Sizes '/4" to 2" inclusive. Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK e PHILADELPHIA 
CLEVELAND e CHICAGO e ST, LOUIS e DALLAS 





DROP FORGED STEEL VALVES 
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Standard for Industry since 1899 


204 

















Kester engineers, with over 100,000 different 
types and sizes of solder available, will assist 
you and your customers in specifying the 
right flux-core solder that will give maximum 


efficiency to the job. 


asinr to Use 


Using the most suitable solder for each oper- 
ation will enable solderers to work at top speed 
without sacrificing quality. Waste is eliminated 


and rejects are held to a minimum. 


Top Quality 


Kester Solders are made only from newly 
mined grade A tin and virgin lead. Fluxes— 
chemically and scientifically correct. 


KESTER SOLDER COMPANY 
4201 Wrightwood Ave. * Chicago 39, Illinois 


Newark, New Jersey * Brantford, Canada 


Send for free manual, 
“SOLDER and 
Soldering Technique.” 
KESTER 
SOLDER 
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more of the tubing than was possible 
before. 

Because previously used cork stop 
pers tended to scratch the inner su 
face of the tubing and thus loosen the 
fluorescent coating powders, it was 
often necessary to file off at least 7 in. 
at the ends of each tube before joining 
it to another. Fitting around the out- 
side of the tubing, the new plastic 
caps are said not to damage the inside 
coating. 

Svlvania Electric Products Inc., New 
York Industrial Distribution, May 


& 
Os 


Milling Cutter 








Blades Are 
Standard Carbide Blanks 


[his inserted tooth milling cutter 
for slotting and side milling features 
blades which are actually standard car- 
bide blanks, held in the body with a 
simple taper wedge. It is claimed that 
maintenance costs are minimized be 
cause of ease of setting, grinding and 
replacing the blades. Diamond wheels 
only are necessary for sharpening be 
cause no steel need be ground. 

Because of the small dimensions of 
wedges and blades, many blades can 
be inserted in the body even on small 
diameter cutters, and large hole sizes 
can be used without weakening the 
body. This design also allows ex 
tremely narrow cutters to carry in 
serted blades with complete rigidity. 
It is easy to maintain highly accurate 
widths and diameters, and one cutter 
body can hold any grade of carbide 
blade for cutting any type of metal, it 
is said. Various widths from #6 in. to 
1 in. are available, in diameters from 
3 in. to § in. 

Lovejoy Tool Co., Inc., Springfield, 
Vermont Industrial Distribution, 
May 1950. 


Press 


Cam Actuated Brake Used 
With Five Ton Press 


The manufacturer announces that 
his five ton press is now available with 





The Most Versatile 


TRANSMISSION BELT | 


DISTRIBUTORS Prof jfby recommending SondoZWHIPCORD ENDLESS BELTS 


... for long or short centers, high or low speeds, large 
or small pulleys, wherever endless belts can be installed. 
Whether light, fast drives on textile machines, or heavy 
duty drives on pumps or Jordans, Condor Whipcord 


Endless Belts save money over any other type of belt. 


The foremost feature of a Condor Whipcord Endless 
Belt is low in elastic stretch. Manhattan engineers were 
the first to pre-strete h cords during manufacture to insure 
a belt that maintains its tension on the drive without 
constant take-up. The stout Whipcords are so impreg- 
nated with Flexlastics and protected in the body of the 
belt that no atmospheric conditions affect the length of 


the belt. 


Other advantages of the Condor W hipcord Endless Belt 
are its outstanding flexibility, its freedom from ply 
separation, and no splice in the tension or load carry- 
ing section. These advantages make it the ideal belt 


for serpentine drives as on wood working machines. 


MANHATTAN 


RUBBER DIVISION 


EXTENSIBLE TIP AIDS LONG LIFE 


Still another major 
belt value is Man- 
hattan’s patented Ex- 
tensible-Tip method 
of splicing the cover 
ends. The results it 
gives you in longer 
wear are easily dem- 
onstrated. Figure A 
photographs the usual failure of a regular cover end 
splice. Figure B shows an Extensible-Tip cover end 
splice still intact after running 10 times as long under 
identical conditions. If your customers complain of 
belting costs, a Manhattan Belting Engineer will help 
you demonstrate how the Patented Extensible-Tip and 
the other features of Condor Whipcord Endless Belts 


save money on every drive. 


Keep Ahead with Manhattan 


PASSAIC, NEW JERVE TV 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts * Brake Linings * Brake 


Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered Metal Products * Abrasive & Diamond Wheels * Bowling Balls 
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Saws and Files Metal, 
Wood, All Materials ... 
Quickly ... 
Reach Places 


in Hard-to- 


Here is one of the handiest, most 
valuable power tools now used by thou- 
sands of electricians, plumbers, main- 
tenance men, sheet metal workers and 
many other tradesmen. 


The Mid-States Saw Gun can be powered 
by an electric drill, air drill or flexible shaft 
to cut or file practically any material! It is 
lightweight, easy to handle (has detachable 
finger-grip handle) and versatile in perform- 
ance. Use it for cutting cardboard or a 36” 
steel beam—Ideal for cutting openings in 
walls or floors and for cutting pipes and 
metal—Has 1001 uses. 

You'll use the Saw Gun on 
every job—direct time and 
labor savings will pay for pur 
chase price in only a few days. 


PRICE 


$3875 


DISTRIBUTORS 
and 


REPRESENTATIVES 


There are excel- 
lent districts 
available for rep- 
resentation on this 
fast-selling, profit- 
able product. 


This advertise- 
ment, now ap- 
pearing in several 
publications, com 
bined with pub- 
licity and avail- 
able literature will 
help you sell. 


Wire or write to- 
day for our repre 
sentative sales 
plan and full in 
formation on the 
Saw Gun. 


anti-friction roller bearings in the fly- 
wheel, a cam actuated brake and a 
new type connecting rod as well as 
the manufacturer’s exclusive non-te- 
peating safety mechanism. 

The frame of semi-steel unicast con- 
struction provides extra rigidity and 
strength. The press weighs approxi- 
mately 300 pounds without motor. 

Sales Service Machine Tool Co., 
St. Paul — Industrial Distribution, 
May 1950. 














Band Saw 


Handles 6 In. Round, 
6 In. x 12 In. Rectangular Stock 


Featuring a 4 hp. motor and a Tim- 
ken roller bearing equipped transmis- 
sion, this machine employs a @ in. x 
.032 blade and is capable of 50, 100, 
175 and 300 fpm. cutting speeds. It 
handles capacities up to 6 in. round 
and 6 in. x 12 in. rectangular stock, 
accommodating all shapes and types of 
metals. The machine’s cooling system 
attachment can be installed in a matter 
of minutes. 

The band saw is built of semi-steel 
castings and alloy steel and has cast 
aluminum safety guards. Its open con- 
struction provides easy access to the 
work and its microset stock stop makes 
for quick setting and precision sawing. 
All controls are conveniently placed 
within a 7 in. radius and since the 
band wheels lic on the surface of the 
blade frame, the blade can be changed 
merely by dropping a new blade over 
the sheels and adjusting the tension. 

Famco Machine Co., Racine, Wisc. 

Industrial Distribution, May 1950. 


Tool Carrier 


Drawers Slide 
On Ball Bearings 


Latest addition to the manufac- 


turer’s line of shop equipment is this 
portable tool container. Made of 
heavy gage steel, the carrier has large 
drawers that hold a full complement 


Territories open for Representatives and Jobbers. 


MID-STATES WELDER MFG. CO. 
6025 SO. ASHLAND AVE., CHICAGO 36, ILLINOIS 
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YOU SHOULD HAVE... 


. this descriptive, fully-illustrated condensed catalog for 
your customers. Because it lists all Harrington Hoist Products 


and gives complete specifications — it helps you sell faster and 
easier. Send for your copy, today additional copies are 
available upon request. 

Remember, the Harrington Line is a complete one with wide 
consumer acceptance and it’s backed by more than 75 years’ 
experience in the design and manufacture of Hoist Products. 


THE 


HARRINGTON company 
17th & CALLOWHILL STS. » PHILADELPHIA 30, PA. 


See us at Booth 522, Triple Industrial Supply Convention, May 22-24 in- 
clusive, Atlantic City. 
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Sell either type, confident 


iatehmiateMateliits 


BUFFALO 
ettes-buclt 


Better Per tormance! 


means 


STAINLESS STEEL 
Fire Extinguishers 


Far stronger. Tested to 500 Ibs. instead of the 
asual 350 Ibs. Nearly 7 lbs. lighter. Permanent 
finish, rust-resistant, acid-resistant, corrosion- 
fesistant, oxidation-resistant. Available in 
Soda-Acid, Foam and Automatic Clear Water 
ty pes. Size: 2% gals. Approved by Factory 
Mutual and Underwriters Laboratories. 





of tools. Ball bearing rollers make 
drawers slide easily, loaded or empty. 
A padlock attachment protects con 
tents. 

Standard Pressed Steel Co., Jenkin- 
town, Pa — Industrial Distribution, 
May 1950. 














Tube Expanders 


Expanders Designed 
For Superheater and Small Tubes 


Two styles of rolling and flaring tube 
expanders were recently developed 
by the manufacturer for the installa- 
tion and maintenance of superheater 
and small tubes in high and low pres- 
sure water tube and other boiler units. 
Expanders can be supplied with header 
mandrels 19 in. long, drum mandrels 
12 in. long and short mandrels 7 in. 
long to meet varying conditions. 

Universal joint drives are also avail- 
able and suitable for reaching through 
the small hand or plug holes to operate 
short mandrels when rolling and flar 


ing tubes sit at an angle to hand hole. 
The Gustav Wiedeke Co., Dayton 
Industrial Distribution, May 1950. 


THE NEW 
CARBON DIOXIDE 


Fire Extinguishers 
with Squeeze Grip Valve 


Liberates a clean, dry, odorless, inert gas un- 





der high pressure without pumping. Snuffs out 


flames in seconds. Especially effective on 








highly flammable liquids and fires of electric 





origin. Non-damaging to any material. 2%, 5, 
10, 15, 20, 50, 75 and 100-Ib. sizes. Approved 
by Underwriters Laboratories. 


Tilting Motor Base 


Designed for 
Make sure your stocks of Buffalo better-built Stain- Fractional HP Motors 
less Steel and Carbon Dioxide Extinguishers are 
adequate to meet the demand created by our en- Designed for fractional HP motors, 
larged consumer advertising campaign. Write us for this new compact tilting motor base 
full particulars. weighs only 10 Ibs. and has reversible 
mounting brackets for versatility of 
motor installation. Convenient handle 
provides effortless adjustment of motor 
to desired position. 
Gerbing Manufacturing Corp., Chi- 
cago—Industrial Distribution, May 
1950. 
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Now offers distributors a more complete, 
easier to sell, line of bearing products. 


Bronze Bushings and Parts—Randall as a basic 
manufacturer is now prepared to furnish 
standard or special bronze bushings, bear- 
ings, thrust washers and solid or bored 
bronze bars. These uniformly excellent 
bronze parts are free from impurities... 
easy to machine. Randall bronze is certain 
to be a hit with your customers...and make 
more profits for you. 


Pillow Blocks—Randall offers a complete line 
of self-aligning, self-lubricating pillow 
blocks available in one piece steel or two 
piece cast iron housings. Pillow blocks for 
light duty applications are available with 
either sintered or cast graphited bronze 
bushings. Norma) and heavy duty types 
are available only with double lubricated 
graphited phosphor bronze bushings. 


Graphite Bronze Bearings—In addition to stand- 
ard type from commercial stock size bear- 


ings, Randall Graphited Bronze Bearings 
can be manufactured to blue print specifica- 
tions for both radial and thrust loads. The 
graphite is an exclusive Randall patented 
formula which makes these bearings self 
lubricating—keeps shaft running smoother, 
far longer. 


In addition to bronze bearings and parts, 
pillow blocks and graphite bronze bearings, 
Randall also offers a complete line of long 
life babbitt metals and sheet lubricators for 
shops that pour their own babbitt bearings. 
Randall sheet lubricator and babbitt metals 
make long lasting, smoother running graph- 
ited babbitt bearings. 


Exclusive distributor territories available 
Write today for more complete information 
on the Randall line and for distributor ter- 
ritory now open. You'll be pleased with 
the Randall Distributor Policy. 


CATALOG ITEMS SOLD THROUGH LEADING DISTRIBUTORS 


RANDALL GRAPHITE BEARINGS, INC., LIMA, OHIO 
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Sheet lubricator for 
graphited babbitt 
bearings 


Standard or special 
graphited bronze 
bearings 











Know the Answers 
to quiz on page 130 








. The ball and socket type (d) per- 
mits automatic lateral adjustment; 
the split housing (c) is recom- 
mended for easier installation, dis- 
assembly and inspection; the rigid 
angle (b) is especially adapted for 
elevators and conveyors, etc.; the 
solid housing (e) requires mini- 
mum support space and is perma- 
nently installed; and the solid type 
common babbitted bearing (a) has 
no adjustment facilities. 

.The term pillow block isn’t syn- 
onymous with any of the three 
terms mentioned. 


: 3. It’s true, and it is good practice. 
.Collars position bearings on the 
shaft and permit bearing inner ring 
and shaft to rotate as a unit. 
|; 5. That’s true. 
“ye . Pillow blocks are provided in “ex- 
Leather Leather pansion type” because the shaft 


expands and contracts. 
NOTHING TAKES THE = . They may be found on all six types 
PLACE OF Leather! of equipment, and on countless 
others in the power transmission, 
EXCELSIOR LEATHER WASHER MFG. CO. materials handling and_ related 
ROCKFORD, ILLINOIS fields. 

. They are made to engage the shaft 
by all three methods. 

. You would certainly allow for clear- 
ance after tightening, if you know 
your job. 

. Fifteen hp is recommended limit 
for the split type or common flat 
box pillow block. The bearing is 
the limiting factor. Some have 
been mounted in units up to 4800 
hp. 

. That's false, their power capacity 

is limited to about 100 hp. Capac- 

itv of the self-lubricating rigid type 


pillow block goes up to 300 hp, 
RIVETS and SCREWS... proportional to size and_ shaft 





..- have greater holding power! speed. 


WA) 


\\\\) ame 
| hee O49 Mav 1D 


. That’s false. Both grease and oil 
are used in both types. 

.That would be one good recom- 
mendation. Or recommend a heavy 
series block which has a wide inner 
ring. 

. That’s desirable, but it isn’t always 
practical. In general, split blocks 


are dowelled with pins havi 
CLARK Bros Bott (0 ssunded cots. This hooid ole 


MILLDALE, CONN. 


e@ Accuracy of product finish... uni- 
formity of product quality have 
maintained Clark Leadership for 97 
years. 

For Greater Security... Fasten Fast 
with CLARK Fasteners. 





Where you stand is not so important—it 
is in what direction you are moving that 


counts. 
—Martin Vonbee 
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Continental special cut- 
ter with carbide tipped 
inserted blades has a 
roller pilot which guides 
the tool as it finishes 
four concentric diam- 
eters and four shoulders. 
The drawing shows the 
cuts in heavy lines 


CONTINENTAL 


DESIGNS THEM TO SUIT 
YOUR NEEDS EXACTLY 


Those high production jobs that have to show 
a profit are everyday problems at Continental. 
The Continental Cutting Tool Division of 
Ex-Cell-O designs and manufactvzes all the 
special cutting tools that are used in the 
Ex-Cell-O Organization. Continental Tools of 
all types are used day after day on gruelling 
production work that must pass rigid inspection 
and must be done at a profit. 

Whether the job calls for high-speed steel, 
cast alloys or carbides, Continental can supply 
the tools to suit the job exactly. The new 
Continental Tool Catalog shows hundreds 
of cutting tools, standard and special, and 
broaches. If you haven't received a copy 
write for one today on your company letter- 
head. And for special tools just send a tool 
print or a part print showing operations to be 
performed and ask for a quotation. 





CONTINENTAL TOOL WORKS 


Division of Ex-Cell-O Corporation 


DETROIT 32, MICHIGAN 








ARROW TOOL and REAMER COMPANY 
GIVES YOU 
34 YEARS EXPERIENCE IN 
CUSTOM TOOLING— 


This is the background that supports the service 
and sales of Distributors handling the Arrow Tool 
and Reamer Line. 


ARROW TOOL & REAMER CO. + Established 1916 


PLETE fy 
com ME Fascut 


h 


ARROW END MILLS PAY OFF 


3 
WITH ee neerem 
34 years Experience 


and the skill of Arrow 


Tool Engineers combine to make 
Arrow Tool & Reamer Company 
a major supplier of metal cutting 
tools with a complete—more effi- 
cient line of End Mills. 


Because... 








ARROW LIVE CENTER 


®@ Adjustable for wear 


@ Tapered, interchangeable inserts SPECIALS—CARBIDES 


Species, cutting tools, es according 
large part of 
y Be production. Skilled. weulmen and 
modern machinery, plus 34 years experi- 
~ame ae reasons why Arrow is a pre- 
erred source on special t 

Rugged, accurate and durable, the Arrow also carries a complete AY, wm. 
live center has been shop tested and is Reamers. 

equipped with Timken precision roller 
bearings. 











+ 
“? et oo iy 
Wate Oct ARROW TOOL & REAMER CO. in 


yp "44g 
418-422 LIVERNOIS AVE. * DETROIT 9, MICH. Hh + | 
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Functional 
Discounts 


(Continued from page 112) 





of the Robinson-Patman Act it is 
clear that the Commission believed 
that “functional discounts’, as such, 
are not permitted by the statute, and 
therefore, unless the particular price 
differences can be supported by one 
of the justifications or provisos in the 
statute, the prices are discriminatory. 

Though the Courts, as we have 
shown, had ruled on “functional dis 
counts” under the old Clayton Act, 
there was no Court decision under 
the Clayton Act as amended by the 
Robinson-Patman Act until May, 
1948 when the Supreme Court 
handed down its decision in the 
Morton Salt Case. ‘That decision, 
plus the decision of the Circuit Court 
of Appeals in Chicago in the Standard 
Oil of Indiana case in March, 1949, 
give us some definite rules 


Is it dangerous to receive a 
“functional discount” ? 


Ihe decisions in the Morton Salt 

and Standard Oil cases compel us to 
warn that every American business 
man, be he seller or buyer, is treading 
on very dangerous and _ expensive 
ground indeed, in granting or in 
knowingly receiving a “functional dis 
count”. 
(The Standard Oil case is now before 
the Supreme Court. Its decision had 
not been issued at the date of this 
printing. This case is again referred to 
in this article—The Editors) 


What did the Morton Salt 
case mean? 


In the Morton Salt case, the 
Supreme Court approved an order of 
the F.T.C. which required Morton 
Salt to cease “selling . . . to any re 
tailer at prices lower than prices 
charged wholesalers whose customers 
compete with such retailer.” This de 
cision gave the wholesaler and inde 
pendent retailer very little protection 
against the pressures applied upon 
manufacturers by the very large buy 
ers. Since the Court did not prohibit 
the chain stores, etc., from receiving 
as low a price as the wholesaler, there 
is no doubt but that in normal supply 
demand conditions the manufacturer 
would be compelled to sell at one price 

(Continued on page 218) 
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We TELL em 


—with Hard-Hitting ADS! 


Think of it! Over 20 million Van Dorn ads this year are telling the 
story for you .. . giving your prospects the latest information on Van 
. sending them to you for demonstrations and details! 
And Van Dorn also gives you plenty of local sales helps, displays 
booklets, mailings, newspaper mats. . 
your Van Dorn Branch Salesman 

exhibits . . 


Dorn Tools. . 


. on-the-spot assistance from 


. important national trade show 
. volume-boosting sales training clinics! 


OVER 20 MILLION VAN DORN ADS 
THIS YEAR IN THESE MAGAZINES! 
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ELECTRIC 
SANDERS 


PORTABLE , He , | ae 
GRINDERS te RIVE ee Y eee IMPACT 


You SELL oim . 


—with Versatile TOOLS 


Drilling, sanding, grinding, screwdriving . . . there’s a Van Dorn Tool 
for practically every industrial operation! Don’t pass up a single shop 
in your territory. Large or small, they all have a use for at least one 
among the 100-p/us Tools in the broad Van Dorn Line! Sell their versa- 
tility. Sell their finer workmanship, design, engineering, materials. Sell 
the great Van Dorn service organization that helps customers get maxi- 
mum tool use, maximum tool life. You can’t miss with Van Dorn! 


For Power 


Specify 


ELECTRIC 
SAWS 





(Div. of Black & Decker Mfg. Co.) 


Portable Electric 


ELECTRIC THE VAN DORN ELECTRIC TOOL CO. j 
“PORTO-SHEARS”* 717 JOPPA ROAD, TOWSON 4, MD. 4 TOOLS 
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GLOBE ROTO-CUT meat cutters are 
the standord of the Packing Industry. 
They produce better meat products at 
higher speed. 





The Boll Beoring 
ond The Spherical 
Roller Bearing on 
the cutter shaft of 
the GLOBE ROTO- 
CUT machine. 





THIS LUBRICANT INGREASED 
BEARING LIFE FROM 


Z WEEKS 702 VEARS 


“After we had quite a few of our 
large high speed ROTO-CUT meat cut- 
ting machines in actual production 
operation, the ball and spherical 
roller bearings on the cutter shaft 
gave us serious trouble. Some bear- 
ings did not last even two weeks. 


“In an effort to correct the 
difficulty, we contacted a number of 
the large lubricant manufacturers. 
We tried all the lubricants their en- 
gineers recommended without the 
slightest success. We checked with 
the manufacturers of the bearings 
who assured us that the bearings 
were not overloaded. The trouble 
was the condition that prevails 
throughout the meat packing indus- 
try, animal acids and moisture, a 


YES, LUBRIPLATE LUBRICANTS ARE DIFFERENT! They reduce friction, wear and power 


combination most harmful to ball 
and roller bearings. 


“Then, Ball Bearing LUBRI- 
PLATE was called to our attention. 
The results we obtained from its use 
were most gratifying and amazing. 
We have had these ROTO-CUT ma- 
chines lubricated with Ball Bearing 
LUBRIPLATE in continuous operation, 
twenty-four hours a day, three hun- 
dred days a year for over two years 
without a single bearing replacement. 
We now use LUBRIPLATE for factory 
lubrication and recommend it to our 
customers for use on practically all 
the equipment we manufacture.” 


THE GLOBE COMPANY 
Frank J. Bilek (Chief Engineer) 


(Advertisement) 


IT’S THE EXPENDABLES 
THAT BUILD UP SALES VOLUME 


You sell an electric hand tool for 
sixty dollars. It is a good sale, well 
worth your efforts. The customer 
likes it and when you see him again 
on your next call, he thanks you for 
helping him make a wise selection, 
but he doesn’t need another tool. 
Maybe you can sell him a few 
twist drills to use in it, maybe not. 
The same day you sold the drill you 
sold another customer a drum of 
LUBRIPLATE Lubricant, let us 
say for the same amount, sixty 
dollars. It took about the same 
sales effort to sell both items. But 
when you call on customer number 
two again, he has already used up 
the LUBRIPLATE. His expression 
of satisfaction is to give you an order 
for another drum. LUBRIPLATE 
is an expendable. 

The beauty of selling LUBRI- 
PLATE is that it performs like no 
other lubricant on the market. 
Once a user always a user. It is 
worth your while to introduce it 
because LUBRIPLATE’s exclusive 
territorial policy assures you that 
every customer you build up is 
yours for keeps. The work an in- 
dustrial salesman does on LUBRI 
PLATE is an investment that pays 
out in continued sales. 

Machinery manufacturers are mak- 
ing it easy for the Industrial Supply 
Salesmen to sell initial orders of 
LUBRIPLATE Lubricants in prac- 
tically every industry, with the 
LUBRIPLATE ‘Tag Plan. The 
salesman is notified through a 
system of post cards every time a 
new machine requiring LUBRI- 
PLATE lubrication is shipped into 
his territory. These are red hot 
leads, sure fire sales with the name 
and address of the machine user on 
the post card. 

All industry knows about LUBRI 
PLATE Lubricants. Pleased custo 


consumption . .. prevent rust and corrosion and last longer than ordinary lubricants. LUBRIPLATE Lubricants 
are available from the lightest fluids to the heaviest density greases. There is a LUBRIPLATE product best 
for your every lubrication need. Write for case histories of the use of LUBRIPLATE in your industry. 


LUBRIPLATE DIVISION - Fiske Brothers Refining Company 
Newark 5, New Jersey + Toledo 5, Ohio 
ERY WHERE + SEE YOUR CLASSIFIED TELEPHONE BOOK 


mers from Maine to California 
write us to tell how LUBRIPLATE 
saves them money in reduced main 
tenance costs and increased produc 
tion. The testimonial of the Globe 
Company shown here is a typical 
example. The Industrial Supply 
Salesmen can cash in on this popu 
larity. 
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SCHRADER SUE SAYS: 


“A GOOD LINE IS ONE 
TO BE TREASURED” 


Industrial Distributors agree with Schrader Sue... 

they know that a good line is mighty important 

in fishing for business. Schrader has the Complete Line 

of Air Control Products. Cast it among the industries 

in your territory. See how quickly it attracts engineers, 
designers, purchasing agents, plant managers, safety engineers 
and dozens of others... Why? 

Because Schrader has chummed the business waters 

with national advertising in leading trade publications. 

But this isn’t the only reason why Schrader has the line 
to be treasured. Schrader Air Control Products are the result 
of more than 50 years of progressive research and 
development. They are used the world over with confidence 





born of experience. 
Schrader backs Distributors with outstanding advertising | 
and sales promotion to help them sell more and profit more. 


ned the business waters 


ra le magazines 


Tassel 


Air Cylinders * Operating Valves « Press 
& Shear Controls * Air Ejection Sets 
C a er Blow Guns + Air Line Couplers + Air 


Ty ToD ilar Hose & Fittings * Hose Reels * Pressure 
CONTROL THE AIR Regulators & Oilers * Air Strainers * Hy- 
dravlic Gauges * Uniflare Tube Fittings 


A. SCHRADER’S SON, 482 Vanderbilt Ave., Brooklyn17, N.Y. civision or seovin Monofoctoring Compory, Incorporated 
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V-BELT DRIVES 


Medart V-Belt Drives give your customers 


..smooth driving and safety. 


Other Medart Products 


Literature on each is available. 


Fotuy continues relentlessly 
to seek ways of economizing... 
to hammer down costs and keep 
them at the lowest possible level. 


That is your cue for action... that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


Make that good sound busi- 
ness move now and send for 
Catalogs No. 56-V, 77 and 88. 


MEDART 
“SL” SHEAVES 


Sleevelock Type. 
dismount. 


pee 


Simple to mount and 
Bushing is split for entire 
length on one side assuring full length fit 
on oversize, standard or undersize shaft. 
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to both the large retailer and the 
wholesaler, 

At best then, the wholesaler’s posi- 
tion would be an insecure one, for his 
own customers, in order to compete, 
would of necessity seek to by-pass him 
by purchasing directly, if possible, or 
by joining a co-operative buying asso- 
ciation, or by allowing himself to be 
assimilated into and to become a part 
of a large vertically integrated organiza- 
tion. Each alternative involves the 
elimination of the wholesaler. 


How about the Standard Oil 
case? 


A number of the facets of our 
problem not discussed by the Morton 
Salt case were ruled on in the Stand- 
ard Oil of Indiana case, decided in 
March, 1949. There we have pre- 
sented the more or less normal situa- 
tion of a manufacturer who sells to 
wholesalers, and at the same time 
also sells to retailers. The price which 
Standard Oil charged the wholesaler 
was such that the wholesaler was able 
to sell to his own retailers at prices 
lower than the price quoted by Stand- 
ard Oil to its direct retail purchasers. 
The Court prohibited the “functional 
discount,” that is, the lower price 
allowed to the wholesaler, by direct- 
ing Standard Oil to cease and desist 

“selling such gasoline to any job 

ber or wholesaler at a price lower 

than the price which respondent 

(Standard Oil) charges its retailer 

customers who in fact compete in 

the sale and distribution of such 
gasoline with the retailer-customers 

of such wholesalers, 

where such jobber or wholesaler, to 

the knowledge of the respondent 
or under suc h circumstanc es aS are 
reasonably calculated to impute 
knowledge to the respondent, re- 
sells such gasoline or intends to re 

sell the same to any of its said 

retailer-customers at less than 

respondent’s posted tank wagon 
price or directly or indirectly grants 

to any such retailer-customer any 

discounts, rebates, allowances, serv 

ices or facilities having the net effect 

of a reduction in price to the re- 

tailer.”’ 

(The brief for the F.T.C. in the Su- 
preme Court in the Standard Oil case, 
on the functional discount question, 
does nothing more than repeat this 
decision by the Circuit Court of 
Appeals. ) 

To avoid the force of its ruling, the 
Circuit Court itself suggested two 
“outs”. The first; “discontinued sell- 
ing to wholesalers at a price different 
than that made to retailers.’” The sec- 
ond; “refuse to sell to wholesalers who 
sell to retailers below the price the 
(seller) makes to its own retailers”. 

The first “out” is nothing more 


jobbers or 








. . « that’s all you have to do with 


SIMONDS 


FLAT GROUND DIE STEEL 


(Flat Ground Stock) 


...to make dies, punches, templates, 
gages, jigs, fixtures and machine parts 


You can bank on this oil hardening, non-deforming type flat 

ground steel to be uniformly annealed and to have a uni- 

formly low micro-inch surface finish needed for accurate 

layout work. Ends of the standard 18” lengths are milled es 
square. No machining operations are required to size | M ‘e) N DS 
Simonds “Red Streak” Flat Ground stock and Die Steel. . . | SAW AND STEEL CO._| 
so you save time and money right from the start. — —s 


Another feature is its wide hardening range (1450°to 1540") 


which insures consistently uniform results. Each piece is in- 
dividually packaged, plainly marked as to size, and includes 


FITCHBURG, MASS. 
. : J : ; : Branch Offices in Boston, Chicago, 
heat-treating instructions. Now furnished in a wide range Los Angeles, San Francisco and Portland, Ore. 


of sizes up to 36” x 10” x 1%", you can get immediate Canadian Factory in Montreal, Que. 
y & 


delivery of most sizes from your Simonds Distributor. 
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or less than a promise of legal approval 
to the elimination of the wholesaler. 
As to the Court’s alternative “out”, 


Your Service it means that the manufacturer must 


police the resale prices of his product, 
. or that he and the wholesaler are to 
+ Our Service agree to fix prices in violation of the 


Sherman Anti-Trust Laws, or else it 


is the resale price maintenance ar- 
rangement which is permissible only 
ey under Fair Trade Laws. Our pricing 


and anti-trust laws have proceeded on 


| the theory that it is best to climinate 
a seller’s control over the disposition 
bd of the product once sold. And even 


under the exceptions created by the 
so-called Fair Trade Laws, we must 
recognize that though resale price 
maintenance agreements may be al 
Quality materials, good workmanship, prompt lowed under such laws in certain 
situations in the marketing of cer 
tain products, those are permissive 
: : and not mandatory laws; in addition, 
Local service, prompt handling—yours. there are jurisdictions which do not 
permit Fair Trade agreements; and 
Our handy detailed catalog can be a good lastly many products donot prac- 
tically, or cannot legally, qualify undet 
the requirements of some of our Fait 
Trade Laws. 

In normal competitive conditions, 
the manufacturer is looking for all 
the outlets he can find for his met 
chandise, and at the same time the 
independent retailer will be secking 
to by-pass the wholesaler, to save as 
much as possible, so as to enable him 
to compete with the chain stores, 
etc. The pressure to form buying as 
sociations, to merge, to integrate, all 
resulting in further squeezing out the 
wholesaler, is thus compelled by an 
interpretation of the verv_ statute 
which the wholesaler himself sought 
and wrote. 





shipment—is our part. 


selling aid. Do you have one on hand? 


We shall be glad to send you a copy. 


Do circumstances make any 


difference? 


Admittedly the Clayton Act con 
tains defenses or justifications which 
in certain circumstances protect a 
seller or buver granting or receiving 
discounts. A proviso frequently relied 
upon permits differentials in price 
which “make only due allowance for 
Vi ° differences in the cost of manufac 

isit Us turc, sale, or delivery resulting from 

at the differing methods or quantities” 


in which the commodities are sold 


or delivered. 
Booth eb) as 0 Even assuming that this proviso in 
117 C a particular pricing svstem involving 


“functional discounts” is available 


TACKLE BLOCK COMPANY [RegeuaniRtia nis 


Atlantic proving the differential repre 


sents the actual cost savings must be 

City Over EASTON, kept upper-most in mind. Study of 
a quarter . . 

ausen PENNSYLVANIA the precedents reveals that vast 

amounts of cost accounting data, 


of service 
gathered and presented at great ex 
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, Super-7 Texrope 
A and B Belts 


Powerful cord structure im- 
pregnated with live rubber, 
extra stiffening plies, resili- 
ent rubber cushion, tough, 
double-wrapped, bias-cut 
cover, precision molded, ac. 
curately matched, 


38 
7 


Super-7 Texrope 
C,D, and E Belts 


Famous grommet construction, no 
splices where failure can start, heavy 
rayon cord, rubber cushion supports 
cords at pitch line, bias-cut double- 
wrapped cover has high wear resistance, 
accurately molded, matched under oad. 


heute tt ett ee 


. 
t, See eetoeesoceceseee 


? 


a 


Steady Money-Makers 


Basen USERS know they're getting 
more than just quality V-belt drive 
equipment — they're getting the finest 
V-belt engineering to be had anywhere. 
That’s why today there are more Texrope 
V-belt drives in operation than any other 
kind. This product demand means steady 
profits for Texrope dealers everywhere. 


Customers Want Complete Service 
Your customers don’t like to be told that 
you don’t have certain V-belt items — a 
story that no Texrope dealer ever has to 
tell — because Texrope drives offer the 
world’s widest line of V-belt equipment. 
It includes all standard and special belts 


for any industrial application, and a com- 
plete line of constant and variable speed 
sheaves for fractional up to 6000 hp drives. 


Limited Number 
of Franchises Available 
If you're interested in selling the Texrope 
line, secure additional details by calling 
your nearest A-C Sales Office. A-2956 


ALLIS-CHALMERS, 1080A SO. 70 ST. 
MILWAUKEE, WIS. 


Allis-Chalmers will be in booth 654 
during May 22-25 im Atlantic City 
for the Triple Mill Supply Conven- 


tion, Drop in and see us 


Texrope and Super-7 are Allis-Chalmers trademarks 


—_ eee ee ee ee ee eee ee ee ee 


Interested In These Other 
A-C Franchise Lines? 


MOTORS 
Includes standard 


types to 200 hp. 
Aso a-c, d-c mo- 
tor-generator sets. 


OTHER LINES 


Distribution and 
instrument trans- 
formers, small 
industrial breakers. 


PUMPS 


Single and multi- 
Stage units to 
10,000 gpm for 
general duty. 


fs aI 

CONTROLS 
Complete line of 
starters, push but- 


ton devices for 
general duty. 





De ce ae se ee ee ee Oe eS Oe DD 


ALLIS-CHALMERS 
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GREATER PROFITS 
CLIPPER 


V Constant Consumer Demand 
‘No Factory Sales to Users 
/ Nationally Advertised 
Firm Resale Price Policy 


( Highest Uniform Quality 2% 


Sold ONLY 


Through Authorized Distributors AN 


PPER BELT 


“BELT LACING 


EAGLE wetven 


/= =) 


ARE GUARANTEED 
AGAINST LEAKAGE! 





Eagle welded steel cans give years of de 
pendable service. Many highway depart- 
ments, railroads, mills and mines have 
been using Eagle oil and gasoline supply 
cans with satisfactory results 

Drawn from 24 gauge seamless steel with 
body and breast welded together under 
electronic controls. Bottoms are reinforced 
with heavy steel hoops. Guaranteed against 
leakage. 

Cans available in 2, 1, 2, 24%, and 5 
gallon sizes—red, blue or black enamel 
finish. 

Check your distributor for Eagle's com 
plete line of welded steel cans 


EAGLE MANUFACTURING COMPANY 


Dept. ID55 Wellsburg, West Virginia 


222 


\ 


& 


WY, 
CA 


LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 


STANDARD TYPES 











—-SLEEVES— 


AND 


SOCKETS 


AND A 
complete line of COLLETS 


® COLLIS Taper Tools are made by men 
skilled in this type of manufacture. Users 
get long satisfactory service from COLLIS 
Equipment and find the answer to all drill- 
ing, reaming, and tapping needs in the 
COLLIS line, We can give prompt service 
on orders for Lathe Centers, Arbors, Drill 
Drifts, and Magic Type Chucks as well as 
on Sleeves and Sockets and Collets. 


THE COLLIS CO. 


CLINTON, IOWA 


INDUSTRIAL DISTRIBUTION © MAY, 1950 


pense in time and money, have met 
with only partial success at best. 
Each case, of course, requires in- 
dividual study and treatment, but 
every person (whether seller, buyer, 
attorney, advertising agency, etc.), 
concerned with defending a pricing 
system which employs “functional dis- 
counts” must be fully informed as to 
the difficulties and the expense in- 
volved in gathering and presenting 
the requisite proof of the’ “due allow- 
ance” proviso. This is the most vul- 
nerable spot, for it is just at this point 
that the treble damage suit becomes 
a most potent threat. 


What's a treble damage suit? 


Our pricing statutes provide sev- 
eral remedies. We have already re- 
ferred to the F.T.C. proceeding re- 
sulting in the issuance of an order to 
cease and desist. A business man 
might choose to test and defend his 
pricing system before the Commis- 
sion, for he need merely thereafter 
cease using the pricing system which 
the Commission after some years 
might find objectionable. But Sec- 
tion 4 of the Clayton Act permits 
“any person who shall be injured in 
his business or property” by a viola- 
tion of the Clayton Act to institute a 
civil suit in which he shall recover 
“threefold the damages by him sus- 


| tained, and the cost of suit, including 
| a reasonable attorney’s fee”. 


The burden of the plaintiff in a 
treble damage suit has been much sim 
plified by recent cases such as Morton 
Salt, etc., and the items of damage 
for which recovery may be had in such 
a suit are very extensive. Since the 
proof of any defense or justification 
is very difficult and costly, there is a 
very real danger that treble damage 
suits may be instituted with the 
thought that a defendant would pre- 


| fer to settle rather than spend a sub 


stantial sum of money and a great 
deal of time gathering and presenting 
the requisite proof of a defense of 
justification. ‘Though in recent years 
the treble damage suit has not been 
so used, this cannot be relied on, for 
we must remember that only now 
are business men meeting up with 
the problem arising out of highly com- 


| petitive conditions. 


What do you think will be the 
outcome of pending cases? 


We do not mean to state that every 
pricing system which uses “functional 
discounts” is per se invalid. We do 
mean to say that the use of any such 
pricing system is fraught with such 
dangers that thorough review and con- 





ADVANCE SLIP-PROOF SAFETY 


SPURS... 


The vital part of a Car-Mover is the 
SPU Many Car-Movers in service 
now badly need Spur replacements. 


oa —— ~~ | fit all Badger Cc 

ine ar-Movers an most types of 

Line Car-Movers and most types of BADGER Car Movers and Spurs are 
Badger-Line Spur—Available in the 
right size to fit any known make. 


vital equipment for shippers and re- 


ceivers of freight. Every side track is 

a potential sale for the distributor who 

sells them. BADGER Car Movers are 

adaptable to all rail yard conditions— 
POWER KING 

they are easy to handle—safe to use— 

three types . . . light, medium, and 


heavy ... take care of all needs. 


BADGER Car Movers are low-cost 
tools that more than pay their way in 
time saved. There is no limit to sales 
possibilities . . . railroads, mines, oil 
refineries, quarries, warehouses, coal 
and building yards—all need Car 
Movers—see that they get BADGER 
Car Movers. We give prompt service 


on deliveries and sell only through 
SAFETY CAR WRENCH distributors. 


ADVANCE CAR MOVER COMPANY 


APPLETON + WISCONSIN 
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FAST PROFITABLE TURNOVER 
POWRARM 


In combination with a Wil- WORK 


ton 2”, 242” or 3” Vise, the 
perfected Wilton Powrarm is POSITIONER 
a real boon to toolmakers. 
Work can be turned to any 
position without removing it 
from vise. Special jigs or fix- 
tures can be attached to the 
Powrarm head. Ideal for 
soldering, brazing or in as- 
sembly operations involving 
small parts. Now available 
with 18 different stock at- 
tachments including radio 
holders. 





“See Us in Conference Booth 224 
Triple Industrial Supply Convention, 
Atlantic City, May 22 i 23rd. 





WILTON PRECISION VISES 


You can sell a Wilton Vise competitively feature by feature and 
always get the order. Its enclosed design keeps out chips and dirt. 
Grease-packed spindle and unbreakable nut. Broached keyway—no 
wobble. Swivel types convertible into stationary vise. No need to 
carry extra stock. 


BETTER PROFIT MARGIN. Write for catalog sheet and latest 
discount information on Wilton Powrarms and Wilton Vises. 


WILTON 


WILTON TOOL MFG. CO., 936-D Wrightwood Ave., Chicago 14, Ill. 
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stant supervision by competent coun 
scl may well mean the saving of sub 
stanhal amounts of time and moncy 
And again we warn that the buyer 
who knowingly receives a “functional 
discount” is answerable to the same 
extent as the seller. 

(We should note here again that 
the Standard Oil case is now before 
the United States Supreme Court. If 
we may be permitted to indulge in 
prediction, we venture the opinion 
that the Supreme Court will not re- 
verse the Circuit Court of Appeals on 
the latter’s rulings on the “functional 
discount”. The ultimate practical 
effect of the Morton Salt and Stand 
ard Oil decisions will be that any price 
variation, whether ‘functional dis 
count”, or “quantity discount’, may 
be illegal unless the amount of the 
variation can be supported under one 
or another of the defenses or justifica 
tions set forth in the statute. And, as 
we have shown, the proof of the justi- 
fication frequently urged, the “due 
allowance” proviso, is so very compli 
cated and expensive as to offer no al 
ternative but to sell to everyone at 
one price. ) 


What are your conclusions? 


One Court has said that there was 
no real need for the enactment of the 
Robinson-Patman Act, and one of our 
most experienced jurists stated 


“I doubt if any judge would assert 
that he knows exactly what does 
or does not amount to violation of 
the Robinson-Patman Act in any 
and all instances.” 


Perhaps the only solution lies in 
further, corrective legislation, and cer- 
tain changes are now pending before 
the Congress. Meantime, however, 
there is the very real danger that 
honest sellers and buyers—may find 
themselves defendants in very costly 
treble damage suits. 








Ghee + 


“Comparatively inexpensive? Compared to 
what—the Empire State building?” 





To make a product Allen Hea 


as nearly perfect = _ Products 


as fastenings ) scaiik takai 
can make - .. “ THROUGH LEADING 


DISTRIBUTORS 


USE 
ALLENOHEAD ’ «.. because — 
SCREWS } . 


We believe the Industrial Distrifutor 
plays an essential part in efficient 
marketing, serving the best inferests 
of both the manufacturer a 

of industrial goods. 


He is the warehouser of 
ufacturer in his area 


y WARNER & He is the buying age for his 
5 WASEY customers 


He assembles specialized stocks from 
many sources, with knpwledge and 
foresight, for his custgmers’ benefit 


He puts a wealth of tq@thnical knowl- 
edge at his customerg’ disposal 


He keeps posted on gources of special 
equipment and supplies 


He helps to foresfall shortages and 


The only place to use a cheap screw delays that woulg affect production 


is when you don’t care if it holds or : ; 
not. Usually shearing or loosening He smooths oug the path between 
costs thousands of times what you supply and de 


» or . e This leading machine 
save”’ on the cheapest fasteners. taint semissbeeaainn tae 


You pay no premium for genuine Allen O Head screws by He accepts emergencies as part of 

Ss “ape the hundreds of thous- a ae a: 
AllenO Head screws — only enough to ands for compact design, his day by da job 
assure uniform strength and Class 3 fit. assured holding power 


> . and maintenance of : o 
Allen gives you the toughness of precision adjustments. He is the maftufacturer’s agent —the 


Allenoy steels, 100° Pressur-forming, \ buyer’s firgé aid and last resource 
the advantage of every proved thread- 











— 


ing method, quality control at every Gun ONLY THROUGH LEADING DISTRIBUTORS ) 
step, including automatic instrument rare Fa a 


controlled atmosphere heat treating. staanailied: and descriptive literature Ou firm belief in the value of 100° ( 
Distributor Sales is based on forty 


years’ adherence to this policy 
wan’ / exclusively. 
5 orem 
allea-T#8 a Mode 
§ ALLEN WELCOMES INDUSTRIAL DISTRIBUTOR 
5 pees PANY 





er. ooo COM REPRESENTATIVES AT THE 
Hartford 2, Connecticut, U. S. A. TRIPLE MILL SUPPLY CONVENTION 
Jiiy YORK. Cit vii and. OfTR: AOS Adtidite 

sean BOOTHS 647 & 649 
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Now is the Time to Multiply 


@ There’s big business for you in handling these products 
which are satisfying industry’s demands for highly 
efficient, cost-cutting equipment. 


Get full details on the profit possibilities of an 
Authorized Ingersoll-Rand Distributorship 
for any one or all of these lines of 

Equipment. Send in the attached 

coupon today for full information. 

You will like the I-R selective 

distribution policy. 


othe 


~The FIRST ELECTR 
a a 


and FINEST 


Successful distributors are increasing their 

AU KIT No. 1 sales volume with these outstanding Inger- 
soll-Rand Impactools. These multi-purpose 
electric tools are used in every industry 
because each I-R Impactool reams, taps, 
runs nuts, drives screws, drills metal, bores 
wood and does many other jobs. Made in 
two sizes and for either 110V or 220V. A 
proper stock will assure you fast sales and 
speedy turnover. 





Kits available with a complete assortment 
of accessories packed in a handy compact 
carrying case. 








INGERSOLL-RAND CO., Room 1360, 11 Broadway, New York 4, N. Y. Tell me more about the following Products a 


and your Authorized Distributorship 
NAME 


COMPANY Type 30 Compressors {| Motorpumps 
ADDRESS. ; J-10 Jackhamer Supirjets 


ee Electric Tools 430-14 
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Your Sales with the RI Line 


Easy to Handle—Easy to Sell 
J-10 “UTILITY JACKHAMER’”’— 
And all Accessories 


Show this air-operated tool to a maintenance man! 
He’ll like it immediately because of its lightweight 
(only 14 Ibs.) and its fast, powerful, built-in rota- 
tion. It drills a hole in minutes that would consume 
hours of costly hand-drilling. Adaptable for chip- 
ping and scaling, drilling masonry, tearing out brick 
work and many other tough jobs. 


Satisfied Users Mean More Sales for 
TYPE 30 COMPRESSORS 


Sound design and durable construction contribute 
to long trouble-free service. You can build volume 
in todays active market with this quality line of 
single and two-stage Type 30 Compressors. 12 to 
15 HP models for pressures up to 1000 lbs. 


In Every Industry You’ll Find 
I-R MOTORR Pumps 


The record for dependability of these pumps over a 
wide range of uses—circulating water, coolants, 
petroleum products and many other liquids 
creates good profitable sales for Ingersoll-Rand 
Distributors. Motorpumps are compact and built 
for heavy duty, and provide high efficiency while 
cutting operating and maintenance costs Models 
up to 40 HP. 


A Recent Model—Already Popular 
sUPIRJET PUMP 


Two deep well models and one for shallow wells. 
Streamlined, compact, self-contained—and built 
for rugged service. Unmatched for easy installation, 
trouble-free operation and fast selling. High lift 
performance from wells up to 120 feet deep—% to 
1 HP. Other units available from 112 to 40 HP for 
wells to 400 feet deep. 


Build Your Business on the Ingersoll-Rand Line 


bate ersoll-Rand 


11 BROADWAY, NEW YORK 4, N. Y 
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A MECHANICAL 


PACKING DESIGNED 


WITH THE DISTRI- 
BUTOR IN MIND 


Yes, remarkable new Steamfitters’ 
Special Self-Forming Packing is de- 
signed so that one size and shape 
can be used to pack 90% of all 
valves, pumps, and joints. 


What is Steamfitters’ Special Self- 
Forming Packing? It is a semi- 
metallic alloy compounded in rope- 
like form, impregnated with a 
special lubricant which cannot be 
driven off by heat or friction. 


Your salesmen don’t have to be 
technical wizards to sell this prod- 
uct. We've designed a complete 
merchandising set-up to make 
Steamfitters’ Special the fastest 
moving item on your shelves. 


An ingenious demonstration device 
guaranteed to fascinate your sales- 
men and customers alike is avail- 
able to all distributors, and to- 
gether with our merchandising 
plan, it will bring you startling 
results. 


Comes in attractive counter display 
cartons packaged in half-pound 
and two and one-half pound 
spools. Free samples and technical 
data furnished on request. Like to 
know more about our merchandis- 
ing plan and introductory distrib- 
utor deal? Just send coupon below. 


3647 CUTHBERT ST. a 


FLEXROCK COMPANY 6. 
J +) 
PHILA. 4, PA. a 


Please send me free samples and 
technical data. 


1 would like to know more obout 
your merchandising plan and intro- 
ductory deal. 

NAME 

FIRM . 

ADDRESS 


ciTY. 





OBITUARIES 


Roy Myers, 
Represented Manufacturers 
Roy Myers, age 57 





, manufacturers 


representative, dicd at his home in | 


Daytona Beach, Fla. on Feb. 22. 


Mr. Myers operated out of Phila- | 


delphia, covering principally the East- 
ern Pennsylvania, Delaware, Maryland 
territory in the mill supply and hard 
ware field. He worked the territory 
for 25 years until his retirement a 
vear ago. He was a member of The 
Keystoners, a veteran of the First 
World War and a native of Missouri. 
He is survived by his wife Edith. 


Delos DeWolf Smyth, 
Smyth Despard Co. 


Delos DeWolf Symth, 81, president 
and founder of the Smyth Despart 
Co., Utica, N. Y., mill supply manu 
facturers, dicd on March 24 after a 
long illness 

He was one of the founders of the 
Utica Mutual Insurance Co. and was 
vice-president of the John L. Train 
Co., Inc. 


He is survived by three daughters 


Charles W. Brooks, Jr. 
American Machinery Supply 


Charles W 
of the 


Brooks, Jr., president 
American Machinery Supply 
Co., Atlanta, Ga., died on March 8. 

Born in Atlantic City, N. J., Mr. 
Brooks moved to Atlanta in 1912 and 
joined the company in 1918. He be 
came president in 1946, when the 
hrm was incorporated 


Robert F. Phillips, 
Phillips Mine & Mill Supply 


Robert IF. Phillips, vice-president 
and a director of the Phillips Mine & 
Mill Supply Co., Pittsburgh, died on 
March 19 at the age of 82 

He is survived by his wife, 
a daughter 


1 son and 


J. Howard Leeds 


Metropolitan Supply Co. 


J. Howard Leeds, 61, owner of the 
Metropolitan Supply Co., Inc., Los 
Angeles, died on Feb. 25 in his South 
Pasadena home 

Mr. Leeds founded the firm 34 years 

Ile turned managerial duties 
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The Line of 
LEAST Sales Resistance 


Mall fools 


THE BIG 10 LINE 


NATIONALLY 
ADVERTISED 


Trade Papers TO MILLIONS 


Backed by Complete Factory 
Cooperation for the Distributor 


MALL Flexible Shaft Grinders 
34 H.P. to3 HP 


@ Direct Drive 
®@ Geared Head 


© Countershaft 
Models 


Model 19390P 
34 HP. 


$163.00 


LIST PRICE 


With the motor mounted on an easy rolling 
pedestal or overhead trolley, the operator has 
less weight to handle, can sand, grind, wire brush, 
polish larger areas faster with less effort. More 
copper and iron can be put in motor to guard 
against ‘‘burnouts’’ on overloads and to provide 
more power 


7" Heayy-Duty 
MALL 


POLISHER- 


Sei SANDER 
Na” $3950 22, 
Model 127 PS Weighs only 712 Ibs. 


A tremendous value for the money. Takes 
the work out of Sanding, Grinding, Polish- 
ing. $4” chuck converts it to a MallDrill. 
Spindle speed 1200 r.p.m. Comes complete 
with 7” backing pad, polishing bonnet, and 
assorted abrasives. 


Write at once for literature and 
profit making deal for distributors. 


32 Factory-Owned Service Stations from Coast 
to Coast provide quick, dependable repair serv- 
ice. Over 1000 Mall Portable Power Tools for a 
million jobs. A dealer in any town can supply 
you. 


MALL TOOL COMPANY 


7802 South Chicago Ave . Chicago 19, I! 





Make EXTRA Sales 


DRILL and TAP CHUCKS 


--- along with your drills and taps 


Here is your answer to today’s rising costs and diminishing profits: —Open up an 
entirely new source of business that ties in with the lines you handle. Have Scully- 
Jones Drill and Tap Chucks in stock, to deliver along with the drills and taps 
you now carry. 


This means additional sales and additional “greater-margin” profits for you with- 
out any increased sales expense or overhead. All these Scully-Jones Chucks and 
Drivers are One-Piece Units for use with any type of machine having a spindle, 
holder or attachment with a Morse Taper hole. Note the special advantages of 
these S-J Tools, described below. 


e+ WRITE TODAY FOR DISCOUNTS and complete details 


i 


“STYLE A” 
SCULLY-JONES TAP CHUCKS 


Save costly ‘‘Set-Up’’ and “Down- 
Time’. Drive tap by the square — 
center by the shank — hold with a 
collet action. Tap holes accurately; 


“STYLE B” 
ground concentric to eliminate bell 
oui ane over-size cnet holes. SCULLY-JONES TAP CHUCKS 


Similar in design to Style ‘‘B’’ Drill 

Chucks. Permit close center dis 

tances because they are smaller in 

diameter than the spindle. No mov- 

ing parts to get out of order; require 
"” no adjustments. 


“STYL 
SCULLY-JONES DRILL CHUCKS 
For driving straight shank drills 


“STYLE B”— SCULLY-JONES 
CENTER DRILL DRIVERS 


For driving combined center drills 
and countersinks—regular and bell 
styles. Simple one-piece tools; small 
diameter makes them suitable for 
work on close centers. 


Make possible 25% or more saving . 
Small diameter makes them ideal , Send for New Bulletin No. 1-50 = 
for close center or multiple spindle on Scully-Jones Drill and Tap Chucks. 


work. Easy to use. Positive drive; no Supersedes all previously publised ar 
slipping. Accurate drilling i Hetings end prices. AND COMPANY JONES 


1990 S. ROCKWELL ST., CHICAGO 8, ILLINOIS 
YOUR CUSTOMERS GET LOW COST, FAST, ACCURATE PRODUCTION WITH THESE STANDARD TOOLS 
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Hew! Guaranteed 
QUALITY SAW BLADES 


W/L Better Discounts 


FOR BIGGER PROFIT 


The Quality 

Builds Steady 

Repeat Sales 
> 


\\ 
BLADE 


CIRCULAR 
SAW BLADES 


Here's the new, gvoranteed 
quality circular saw blade line 
that will build a profitable, 
steady repeat business for you 
in saw blades. 


There's extra hours of keen, sharp- 
edge cutting built into highest 
quality chrome nickel steel Blade 
saws. These additional hours of 
smooth, trouble-free cutting service 
will keep customers re-ordering 
Blade Brand regularly. 


Blade circular saws are individ- 
vally packaged to provide easier 
handling and greater protection of 
blade. Immediate delivery out of 
stock permits a small stock in- 
ventory. 


SEND FOR CATALOG AND PRICES 
on the complete Blade line, in- 
cluding new metal and plastic saws 


Styles 
Sizes Rip, Cut-Off, 
4 te 16 inches Combination & 
Inclusive Hollow-Ground 


909 W. 3rd AVE 
COLUMBUS 12, OHIO 





over to his brother, S. Barclay Leeds, 
when illness prevented his active par- 
ticipation. 

The firm will continue distributing 
its lines of pipe, mill supplies and 
fittings from the office and warehouse 
at 363 E. 2nd St., Los Angeles. 





NEW LINES 
taken on by 
DISTRIBUTORS 





| Charles A. Strelinger Co., Detroit, 


Mich. has been appointed a dis 
tributor in its area for Willson 
Products, Inc., Reading, Pa., to 
handle its industrial satety equip 
ment line of goggles, respirators, 
gas masks, and welding helmets. 


‘lectrical Repair G Service Co., 
Birmingham, has been named dealer 
and certified service shop for Allis- 
Chalmers motors and controls in 
Jefferson, Walker, Cullman, St. 
Clair, Talledega and Shelby coun 
tics in Alabama. 


‘ictor Equipment Co. has been ap 
pointed distributor of Schramm Air 
Compressors for Southern Cali 
fornia. Victor has been distributor 
for Schramm Air Compressors in 
Northern California for more than 
a year. 


tie Mfg. & Supply Corp., Erie, Pa. 

has been named an authorized dis- 
tributor for Erie and the North- 
western Pennsylvania territory by 
Carboloy Co., Inc. 


Olympia Supply Co., Roseburg, Ore. 


has been named dealer for Allis- 
Chalmers motors, controls, 
rope drive equipment, and centrif- 
ugal pumps in Douglas and Curry 
counties. 


Industrial distributors recently ap 
pointed by Yarnall-Waring Co. as 
idditional sales representatives fot 
the firm’s steam traps and strainers 
include: 


e Toole Supply Co. 
Augusta, Ga. 

eR. D. Greer & Sons Co. 
Salisbury, Md. 

e Greenwood Supply Co. 
Greenwood, S. C. 


(Continued on page 233) 
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Tex- | 


Over 80,000 Sprockets and 80,000 
feet of Chain in Stock 


More than half a century of specialization in the 
design and manufacture of sprockets has made 
Cullman a leader in the sprocket field. Today, 
Cullman can ship promptly from its stock of 
over 80,000 sprockets, of endless types and 
dimensions. Too, sprockets for spectal require- 
ments can be quickly produced at low cost due 
to Cullman’s long years of experience and high 


precision production methods 


Distributorships available 


See us at Booth 320 
Atlantic City 
Convention 
May 21-23 


1347 W. Altgeld St. Chicago 14, Illinois 





Why maintenance costs go down 
with General Electric 
slimline fluorescent lamps 





1. No starter worries! 

















General Electric slimline fluorescent lamps have a clean-cut appearance, 
high efficiency and long life. And they reduce lighting maintenance costs 
three ways. First, there are no starters to check or replace; General 
Electric slimline lamps start instantly. Upkeep is simplified, and your 
customers save maintenance time. 


2. Half as many parts to think about!! 


A G-E slimline installation of 72-watt, 8-foot lamps gives more light than” 
almost twice as many standard 40-watt lamps. And there are only half as 

many lamps, fixtures, lamp holders and ballasts to watch over! And no™ 
starters at all! You can either cut inventories of replacement parts in two, 

or get almost twice the light with the same number of fixtures. 


3. Easier, quicker installation! 


G-E slimline fluorescent lamps last a long time—two years or more under 
normal conditions. But when replacements are eventually needed, cus- 
tomers save there, too. A single-pin base permits installation with an 
easy, push-pull motion. No twisting needed. And a maintenance man can 
replace rows of slimlines 16 feet at a time without moving his ladder. 





Free Booklet Why not point out the 
advantages of slimline to all your customers 
soon? Write for your free copy of “‘“Modernize 
with G-E Slimline’. It may help you land a 
big sale. General Electric, Lamp Dept., Div. 
166-IDS5, Nela Park, Cleveland 12, Obio. 











GENERAL @@) ELECTRIC 
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TRIPLE 


SUPPLY dL y 
etl | | we ai be 


Atlantic City looking 
May 22-23-24 tor you 


We are looking forward to greeting you 
and shaking your hand at Booth 513 at the 
Triple Mill Supply Convention. 


A warm welcome awaits you on behalf of 


our entire organization from coast to coast. 


...and we'll be primed with ideas on how 
you can make larger profits with Reliance 
Spring Lock Washers. 










| | Be ett 
BOOTH 513 SZ ‘ a ipo te 


at 


The Profit 
Package 


© 


=a -Na eo) Ry retiance Ofecng LOCK WASHERS 


EATON MANUFACTURING COMPANY RELIANCE DIVISION, MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 











e John Hack Co. 
Woodbury, N. J. 
e Panama Mach. & Supply Co. 
Panama City, Fla. 


e Power Engineering Co. | 
Salt Lake City, Utah 
e The Charles B. Scott Co. 


Scranton, Pa. 
eH. R. Smith Supply Co., Inc. 


Richmond, Ind. 

e Wilkins Pipe & Supply Co. 4 p a if (| t h e 
Peoria, Il. 

e W. A. Case & Son Mfg. Co. 
Niagara Falls, N. Y. 


e Central Supply Co. 
Fresno, Calif. 


@ Slakey Bros., Inc. 
Modesto, Calif. 
e Corcoran Supply Co. Lf 


Fall River, Mass. 

e Harry Cooper Supply Co. 
Springfield, Mo. 

e@ Taylor Supply Co. “ “ 
pollo. City, N. J. Can you talk “safety” when you try to sell 

e Wisconsin Supply Corp. 
Madison, Wis. : j 

© Spun fens. Supply Co. | electric saws? Ask us about the exclusive 
Kilgore, Texas 


oe as Bane doy og Ge. | safety switch in the new “Silver Line” Saws. 


e Alamo Iron Works 


San Angelo, Texas tea " 
© Weaks Supply Co., Ltd. Write “Thor Tools,” Aurora, Ill. 


Natchez, Miss. 
e Supplies, Inc. 


wom SWIFT 3052" 


2 Swift Glass Body Oil Cups are a high 
1925 1940 quality product in polished brass finish. 


The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
. to straining. The glass bowls are all es- 
25 YEARS AGO : tablished standard sizes, readily avail- 
able from mill supply stocks. 























Hand-to-mouth buying was a sub- 9 
ject of considerable conversation and —~ -- The Fig. 50 Sight-Feed Oil Cups are 
discussion, elicited by the report of intended for gravity fe .d oiling of bear- 
Secretary George A. Fernley, of the | a2 ings and other points where there is no 


National Supply & Machinery Dis- | i : . . 
tributors’ Association, in which he back pressure. Lids are equipped with 


warned that the practice of “hand- Fes | spring loaded slide openings to keep 
to-mouth buying can be carried to an dust and dirt from the bowl. Capacities 
uneconomical extreme”. (What's iN from % oz. to 32 oz. 

that — about ‘things never really 


nn The Fig. 49 Gas Engine Lubricator is 
change’? E 2 4 3 : 
Sales managers, according to a sur- made for gravity feeding of oil against 
vey undertaken by Mitt Suppties, pressure as on gas engines, blowers, 
showed an experience record with their vacuum pumps and low-pressure air 
distributing houses of more than 17 r- pumps. Capacities from 1 oz. to 18 oz. 


years. It was found that “the vast == WRITE FOR LATEST BULLETIN 
majority of these men have come up 24 HOME STREET 


from the bottom of the ladder’. SWIFT LU B RICATOR CO., INC., 


N. A. Gladding, of E. C. Atkins 
& Co., presented a fine steel bucksaw ELMIRA, N. Y. 
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GRIFFIN 





G.W. GRIFFIN CO. 


kranklin. New Hampshire 


General Soles Agent—JOHN H. GRAHAM & CO., INC, + 105 Duane St., New York 8, N. Y. 





INDUSTRIAL DISTRIBUTION 


e MAY, 1950 


to President Calvin Coolidge. 

The Crawford Publishing Co., Chi- 
cago, publisher of Mitt Supp ies, pur- 
chased “The Mill Supply Salesman,” 
published in Cleveland since 1923 by 
Emest H. Smith. Effective with the 
June issue it was to be combined with 
Mint Suppties. 

J. L. Pitts, president of the Southern 
Association, thought the stage was 
set for a safe, sane, steady era of pros- 
perity; but mill supply distributors he 
warned, must now put their own 
houses in order. (How right he was.) 

“Those Perplexing Discounts”, as 
viewed by a purchasing agent who 
made good use of them, were de- 
scribed as ‘a hymn of faith, (in the 
ability to buy right), hope (in the 
possibility of selling right) and charity, 
(in the giving away of an extra ten, 
five or two)’. “It is a lullaby which 
soothes many an otherwise unyielding 
buyer,” the anonymous writer of the 
time declared. 


10 YEARS AGO 


First quarter in the supply _busi- 
ness ended on an “up” note. The 
Sales Indicator leveled off its rate of 
climb but still showed a small in- 
crease over February and a tidy gain 
over the same month last year. 

A. R. Smith, the Boyer-Campbell 
Co., Detroit, was elected president of 
the National Association; J. M. Bates, 
Moore-Handley Hardware Co., Bir 
mingham, was elected president of the 
Southern Association, and H. K. 
Clark, The Norton Co., Worcester, 
Mass., was named president of the 
American Association at the Dallas 
convention. 

Forbes Magazine for April 1, 1940 
included a paragraph so instructive for 
salesmen, Mixt Surpties reprinted it. 
It’s still timely, so here it is again 
Anti-Sales-Jitters 

Prescription to be taken by the 
salesman: 

1. Leave personal troubles at home. 

2. Meet objections head-on. 

3. Tackle tough jobs first. 

4. Forget yourself; think of your 
prospect, your goods, what they'll do 
and how they'll do it. 

5. Always remember, the welcome 
to the salesman who is a helpful ad 
viser will banish Sales Jitters forever. 

Prescription to be given by the 
sales manager: 

1. Vivid demonstration models. 

2. Good, clean samples 

Testimonials from users 

4. Sound answers to objections on 
price, performance, profit 

5. Timely information on market 
and industrial condition 

6. Simple explanations of technical 
excellence. 
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iis leading trade magazines, all in 


important fields, carry the above message. It 


directs power transmission customers and 
prospects to Morse Chain Company distribu- 


tors all over the United States. 
Through advertising, sales promotion, direct 
mail, catalogs, samples, displays and exhibits, 


visit MO 


supply © 
e Triple ii 92-23 
City Auditorium 


At th 


Atlantic 
yisit MORSE © 
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This powerful business-building message 
is directed to over 2,000,000 power trans- 
mission customers and prospects every year! 


Morse is helping its many distributors sell to 
their local customers. 


You can get detailed information about Morse 
products and the Mbrse distributor program 
by visiting Booth 504 at the 
Supply Convention, May 22-23, 
Auditorium. 


Triple Industry 
Atlantic City 


ae ee ew ee ew ew eee ee eS 


MORSE 


MECHANICAL 


POWER TRANSMISSION 


PRODUCTS 


—_ ee ee ee oe 


\ 
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Morse Chain Company - Detroit 8, Michigan 


& 
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NO IF, AND 
or BUT 


IN AN 


FRANCHISE 


YOU receive credit on every order 


written in your territory 
This Is Our Sales Policy 


We grant exclusive territories to Stocking Distributors. 


All orders and inquiries received by Ace are credited to the 
Distributor. 


Direct sales are made only when requested by customer, with 
credits to Distributor. 


Complete stocks of over 2,000 items are available for 
immediate shipment. 


A staff of factory engineers is available to aid distributors. 


Catalogs, sales kits, direct mail and other sales promotion 
material are available at no cost to distributor. 


National advertising in leading trade publications plus 
complete listings in Thomas’ Register, MacRae’s Blue Book 
and Plant Production Directory assures strong promotion 
to back up your sales efforts. 


Constant research by our engineering staff insures 
continuing leadership, plus developments to meet 
needs of industry. 


Factory-training available to distributor personnel. 


TERRITORIES AVAILABLE 


A few good territories are now available. 
Write for details, including our catalog 
No, 48. 


visit us—Booth 737 Triple Industrial Supply Convention 








The Buyer Looks 
at Business 





| Composite Opinion of Purchasing 
| Agents Who Comprise the N. A. P. A. 


Business Survey Committee. 
March reports of Purchasing Ex- 


| ecutives show this is the second best 
| month of the first quarter, very close 


to the high record set in January. The 


| recovery from the slowing effects of 


the coal strike has been rapid and is 
expected to continue to situate over 
the next two months. 

Appraising the effect of the coal 
strike, Purchasing Agents indicate 
that no great damage was done to 
general business. Coal began to move 
just as the shortage started really to 
hurt. Postponements of deliveries and 
ordering of finished goods were the 
only signs of any general setback. 
Business irrecoverably lost was, ap- 


| parently, small and of a consumer 
| nature—mostly seasonal goods. 


New orders exceed December and 
February, and are only a little below 


| January. The increase in production 


was slightly higher than that pattern. 


| Commodity prices are tending slightly 
| upward, with an inclination to level 
| apparent. Inventories are almost 


static, though some tendency to build 
up is reported. Employment has re- 


| bounded to the January level. Buy- 


ing policy is predominantly within 
60-day range, (74%), with slight ad- 
ditions to those reporting in the 90- 


| and 120-day bracket. 


At the end of the year, industrial 
buyers were hesitant about forecast- 


| ing business conditions beyond the 


first quarter. Taking another look as 
the quarter ends, the majority opinion 


| expects good and increasing business 


through April and May; possibly 


| leveling off in June; a somewhat more 


than seasonal decline in July. A few 
expect fair business well into the third 
quarter. 


Prices 


There is a generat firmness in in- 
dustrial materials prices. The trend 
is moderately up. Indications are that 


| many sellers are fast to pass along the 
, : | increased costs of basic materials. 
| Purchasing Agents comment that 
f many additions to prices, though small 
CORPORAT iON , | in amount, are higher than seem 
| justified by the basic cost increases. 
DETROIT 27, MICHIGAN ; GROUND FROM THE SOUD DANS Over-all, prices pe to be reacting 
| normally to supply and demand. 
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A new KEYLESS » 
Ball Bearing Drill Chuck 


It’s unconditionally guaranteed for workmanship, material and 


performance. Its many sound selling points will make new 
friends, build sales and provide good profits. 





MR. DISTRIBUTOR: Get your Ettco-Emrick bulletin before 
this new keyless drill chuck is announced to your customers. 
Write for Bulletin 7. 








FOR HAND DRILLS 


ETTCO TOOL CO., INC., 600 Johnson Ave., Brooklyn 6, N. Y. 
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7 Fairbanks 


COMPANY 


ees "abd ~ 


4 yor 


Mjaapat 


at the 


TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 


Atlantic City * May 22, 23, 24 


...to explore the profit and 
volume-building potentialities of 


the Fairbanks lines of 


TRUCKS and CASTERS 
VALVES, DART and “PIC” UNIONS 


‘DYELEOUN 
Fairbanks 


393 LAFAYETTE STREET ° NEW YORK 3, N_Y. 
Branches: Pittsburgh * Boston * New York * Rome, Ga 
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Inventories 


Industrial material inventories may 
be called static in March, for those 
reporting decreases are exactly offset 
by those showing additions to stocks. 


| This is a slight reversal of the trend 
| of many months. Some operating 


stocks have become abnormally low, 


| due to slow deliveries caused by coal 


and steel strikes and the postpone- 
ment of other orders and deliveries 


| until stocks and incoming goods could 
| be balanced. Turnover rates are re- 
| ported satisfactory. The inventory 
| situation is, therefore, considered 


healthy. 


Buying Policy 

The brisk pickup in business, follow- 
ing the coal settlement, has had little 
effect on buying policy. A conserva- 


| tive “hand-to-mouth” to 60 days is 


being followed by 74% of the re- 
porters—(78% last month). There 
is some pickup in the 90-day policy 
and a few spread over into 120 days 
as the controlling commitment range. 


| Employment 


With back orders and production 
schedules increasing, employment is 
reported approaching the January pay 


| rolls. In the weeding out process 


during the production cutback period, 
increased efficiency in production of 
the remaining workers was noted. 
Employers are finding a_ plentiful 
supply and a better selection of ap- 
plicants to choose from in reactivating 
production lines. 


Commodity Changes 


The changes this month were of 
moderate degree, with a few excep- 
tions and mostly on the “up” side. 
Coal was up; fuel oil down; tin and 
zinc up; lead more than offset them, 
down. 

Principal items showing increases 
were: Ethyl alcohol, bearings, used 
burlap, chlorine, drills, motors and 
other electrical equipment, files, coal, 
coke, jute, leather, lumber, muriatic 
acid, vegetable oils, refractories, 
natural rubber, salt, taps, tin, perish- 
able tools, tires, zinc, zinc dioxide. 

Down in price: Butter, fuel oil, 
gasoline, lead, lead pigments, lubri- 
cants, naptha, fish oils, sulphur di- 
oxide, cotton textiles, yarn. 

Still in short supply: Aluminum, 
benzol, burlap, cellophane, coal, coke, 
copper scrap, some grades of lumber, 
kraft paper, pipe, steel, zinc oxide 


Canada 
Canadian industry was little 
affected by the coal shortage, as winter 
stocks were comfortable and new ship- 
(Continued on page 241 ) 





AMERICAN SCREW CO. 


completes move to New Plant 
... enters New Era in Quality and Service 


After one hundred and twelve years at its Providence locations, the 
American Screw Company has moved its “know-how” and facilities to 
its one-floor modern streamlined plant at Willimantic, Connecticut. 
This building now houses all administrative, engineering, production, 
purchasing, sales, and research personnel. 

Our new plant is completing its ‘shakedown cruise”... and is now 
turning out high-quality American Phillips and Slotted Fasteners in 
ever-increasing quantities. 

Here, the newest and finest of high-production equipment, operated by 
employees under ideal working conditions, will set a new standard 
of American service to, all fields of industry. 


AMERICAN SCREW COMPANY, WILLIMANTIC, CONNECTICUT 


Plant at Norristown, Pa. 
Warehouses at: Chicago 11: 589 E. Illinois St. Detroit 2: 502 Stephenson Bidg. 


AMERICAN({|7" 
PHILLIPS Sceowsiie= 


con bronze) 


vER CAN'T SLIP out 


OF PHILLIPS TAPERED RECESS 


oy 


4-WINGED DR 
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CLEAN a CUT ACCURATELY 
in one operation 


The BRIDGES Pipe Die will be your 
cUstomer’s first choice among die 
stOcks, because it makes precision 
tHread-cutting easier than they ever 
thought possible. It cuts a full thread 
“ first time up’’—and a single operator 
can use it on pipes as large as 6” dia. 
EASY TO SELL 

The BRIDGES Pipe Die costs more 
to buy but is far cheaper to maintain 
than any other type. It’s the only die 
stock designed for economy of chaser 
replacements, one set of BRIDGES 


Chasers lasting longer than ten sets of 
ordinary chasers. This feature makes 
the BRIDGES Pipe Die easier to sell, 
because it saves its cost price in the 
first few months. 


CHASERS REGROUND BY HAND 


[he enormous appeal of the BRIDGES 
Pipe Die is due to the exclusive BRIDGES- 
designed tangential chasers. These are 
made of special high-speed steel and are 
easily reground on any grinding wheel 
down to about a quarter of their original 
length; the die is always sharp, cutting 
perfect threads in one operation, 


Tell your customers about the BRIDGES Pipe Die, 
it means bigger profits and increased goodwill 


Buda 


RATCHET-OPERATED, TANGENTIAL 


PIPE DIES 


Manufactured by 


S. N. BRIDGES & CO. LTD., PARSONS GREEN LANE, LONDON, S.W.6, ENGLAND. 
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DO MORE 


with UMORE, 


As a Dumore Distributor you offer 
your customers a complete line of 
high-speed precision handgrinders. 
The 5 Dumore models, 1/40 - 1/4 
HP, with a price range of $16.50 
to $52.75, enable you to meet any 
customer requirement, price-wise or 
performance-wise. What's more, with 
Dumore, you offer tools with the top 
reputation for trouble-free perform- 
ance and low maintenance. 


$5275 


Series 9 — 1/4 HP, 15,500 RPM 


Powerful, compact, heavy-duty grinder for 
large internal and external work. 


$2975" 


Series 10— 1/10 HP, 22,000 RPM 


A tool room and production favorite for 
filing, burring, lapping, chamfering, etc. 


$7450" 


\ 


Series 8—1/20 HP, 18,000 RPM 


Ideal for general-purpose use on touch-up, 
deburring, sanding, filing, polishing, etc 


$9]5°° 


Series 3 — 1/14 HP, 17,000 RPM 


A work horse where extreme accuracy is 
not required. A bench finishing favorite 


165°" 


Series 4— 1/40 HP, 28,000 RPM 

A light-weight, plastic-case grinder for very 

light and intermittent industrial work. 
*Prices slightly higher west of Rockies. 


A Wide and Expanding Line 
Means Extra Sales 


5 sizes of handgrinders — 4 sizes of 
flexible-shaft tools — 8 sizes of tool- 
post grinders — a wide range of high- 
speed quills — plus a line of high- 
speed drilling equipment add up to 
more sales opportunities per call. 


THE 


~~ DUMORE 


COMPANY 


WISCONSIN 





ments are now beginning to arrive. | 

March general business shows some 

improvement over February. _Pro- 

duction and back-order books are up, 

though at a lower rate than the 

United States. Prices are higher; in- 

ventories are unchanged; employment 

gaining sharply; buying policy the 

same as the States. Industries cur- 

tailed by the severe Winter are now 

becoming active. Construction back- 

log is substantial. Good seasonal pick- 

up is expected, as outdoor work opens 

up. How to reduce pressures 
as high as 2,500 pounds 
down to working pres- 
sures. Cash-Acme TypeLS 
Pressure Reducing Valve 


will do it. This valveis ALL 
D-A-T-E-§ BRONZE—with Nitralloy 


T0 REMEMBER trim for longer service. 





Ask prc Mill Supply 
CASH-ACME dealer for informa- 
tion about the FULL 
. LINE of Cash-Acme 
May 8-12—Convention, Exhibition of OCLC Valves Automatic Valves. 
the American Foundrymen’s Soci- 
ety, Public Auditorium, Cleveland. A. W. CASH VALVE MANUFACTURING CORP. 
May 8-12—American Textile Machin- 
erv Exhibition, Atlantic City. 6615 EAST WABASH AVENUE DECATUR, ILLINOIS, U. S. A. 
May 22-24—Triple Industrial Supply 
Convention, Atlantic City. 
May 29-June 9—Canadian Interna- 
tional Trade Fair, National Exhibi- 














t Park, Toronto. 
tune 12 14 caren Convention DON'T BLOW YOUR TOP! 


and ‘“Inform-a-Show”’, National 


A S Derchetee Ace Blow Dirt, Dust, and Grit out of your ADVERTISING 
REOCROR OF FURAN AGEN, machinery with a CLEMENTS- {aN jj LIKE THIS 


Cleveland, Ohio. ;, . CADILLAC blower - suction 
June 12-16—National Oil and Gas cleaner. Save your temper 


Power Division Conference and Ex- —aeib te cae fee 
hibit, Lord Baltimore Hotel, Balti- by using this powerful ! 
more leaning t regularl é 

June 16—Annual Keystones Outing, pg ee Pio , Ee oe apron vg 
Llanex Country Club, Philadel- of motors, generators, sie 
phia switchboards, tool 

Aug. 7-19. First U. S. International bins, stock bins— 
l'rade Fair, Navy Pier, International all of your 
Amphitheatre, Coliseum and Arena, equipment. 

Chicagi 

Aug. 14-]18—National Power Show of 
National Association of Power En- 
gineers, St. Louis, Mo. : 

Aug. 2S-31—Metal Mining Conven- ' a ‘ APPEARS MONTHLY 
tion and Exposition, Salt Lake City, Sm ; J IN LEADING 
Utah m: . 1&3 INDUSTRIAL 

Sept. 5-9—National Chemical Exposi- : ba, Xa i MAGALINES 
tion, Coliseum, Chicago. : 

Sept. 18-2]1—National Builders Hard- a a 
ware Exposition, St. Louis, Mo. See saeycy : ss IF YOU 

Sept. 1S-22—Fifth National instru- ee banact setae 03 det a WANT A 
ment Conference & Exhibit, Me- TO MACHINERY 
morial Auditorium, Buffalo. osman tea 

Sept. 26-29-Industrial Packaging & eR rs rome eNa TION SELLER 
Materials Handling Exposition, BLOWER-SUCTION CLEANER WRITE US 


Philadelphia 
Sept. 26 26—Iron & Steel Exposition, e\) CLEMENTS MFG. CO. FOR DETAILS 


“gee NSETT AV GO 36, tL 
Public Auditorium, Cleveland. 6006 5. REARS RHETT OD. SN 


Oct. 2-6-The National Hardware | ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 
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BUYING INTEREST 
Lee ihm laa!) 
AND MUCH-IN-DEMAND 
CLEANING TOOL 





every cleaning job 





ATHOLL 
VISES 


STRONG WHERE STRENGTH IS NEEDED 
A Message to DISTRIBUTORS and their MEN 
ATHOL VISES are not just two pieces of cast iron but 


designed and built to give durable performance. 


Our own foundry and machine shop give us full supervision of 
all operations from the raw pig iron to the finished vises (not 
an assembly job). 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steamfitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 
stone Frames. 


Each Vise packed in an individual carton 
SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 


SEE US AT ATLANTIC CITY—BOOTH 723 


THE HOME OF ATHOL VISES 


THE FOUNDRY AND FACTORY WHERE FOR 82 YEARS THE ENTIRE VISE HAS BEEN MADE 








mie 
WRGmeee 
“RAREST i 


Athol Machine & Foundry Co. Athol, Massachusetts 
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Show, Grand Central Palace, New 
York City. 

Oct. 3-5—National Lubricating Grease 
Institute, 17th Meeting Roosevelt 
Hotel, New Orleans, La. 

Oct. 4-6. Direct Mail Advertising 
Association, Hotel Roosevelt, N. Y. 

Oct. 8-11—National Institute of Gov- 
ernmental Purchasing, 5th Annual 
Conference and Products Exhibit, 
Milwaukee, Wis. 

Oct. 15-18—Public Works Congress & 
Equipment Show, New York. 

Oct. 16-20—National Safety Congress 
& Exposition, Chicago. 

Oct. 23-27-1950 Convention of Na- 
tional Metal Congress & Exposi- 
tion, Chicago. 


SALES HELPS 
from 
MANUFACTURERS 


WATER SOFTENER SYSTEM-—A 
16 page booklet describes the manu- 
facturer’s cold process slurry type pre- 
cipitating water softener and coagu- 
lator. ‘The brochure lists how the 
process works, shows a complete dia- 
gram, and outlines technical data con- 
cerning the softener.—Worthington 
Pump and Machinery Corp., Harri- 
son, N. J. 
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SOCKET SCREW BULLETIN—A 
new 16 page socket screw bulletin 
contains valuable engineering data on 
the various types of the manufac- 
turer’s socket screws, both high ten- 
sile alloy and stainless steel, together 
with a complete list of standard sizes 
Continued on page 245 





"Tough?... You should see the life 
these gloves lead and live through!” 


“Imagine the treatment work gloves get at the pickling vat in 
this plant! The workman dips them in hot, biting acid solution 
and handles rough, unfinished metal products—week in and week 
out. Yet they continue to protect his hands. . . furnish 
dependable, economical service. For they’re made of a fabric 
that’s coated with tough, long-lasting neoprene.” 


Sales stories like this make sense to your prospects, and you'll 
find many such success stories about neoprene. For industrial 





gloves, air hose, conveyor belts, gaskets and other products 
made with neoprene consistently set records for long life in 
tough service. Durable, abrasion-resistant neoprene can stand 
contact with oils, grease and most chemicals . . . temperature 
extremes and weather. So make use of these strong selling 
points. While Du Pont does not make finished neoprene 
products, the manufacturer you represent uses it in his quality 
lines. Ask him to tell you about the sales advantages of his 


neoprene products. E. I. du Pont de Nemours & Co. (Inc 
Rubber Chemicals Division, Wilmington 98, Delaware. 


The rubber made by Du Pont since 1932 aan FREES wus NEOPRENE NOTEBOOK — 


: Interesting stories new, unusual 
sd applications and products of neoprene. 
: es Write E. I. du Pont de Nemours & Co. 


t Inc.), Rubber Chemicals Division 
’ ‘ C-5, Wilmington 98, Delaware 


( 


REG. U.S. PAT. OFF Tune in Du Pont “Cavalcade of America” Tuesday nights— NBC coast to coast 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 





TOKHEIM WHEN YOU USE 
PLIERS... You ueed 


DOUBLE-ACTION [euabuana 


BIGGEST 
DEVELOPMENT IN 


HAND PUMPS 
IN YEARS! 


Unique design 
makes possible double 
action with single 


diaphragm! 


aN 
\) 


a 
ZROOrPrMZZ>=zr0 
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Farmers — oil men— paint dealers— factory 


maintenance and production men—they’re all 


£ 


hp? (\4 


hailing the new double-action hand pump developed 
No matter 

what your 

work ...\j 
plumbing, 
electrical, 
automotive, 
aviation, 
battery or \ 
ignition —there ¥ 
is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers... you need 
Channellock. 


The exclusive tonque and groove 
joint gives you these “‘plus”’ features: 
Greater Strength, Longer Wearing, 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


ARON 


PAINT STORES SERVICE STATIONS 
Send for Catalog C-5 today 


DEALERS — DISTRIBUTORS: 
cea heen scent agrditheokes 3. OKH EIM HAMPION DEARMENT TOOL CO 


try, factories, farms, orchards, boat liveries, fololt]: Jaa -Vasie), | MEADVILLE + PA. 


paint stores, garages, used car lots, service 
stations, construction, etc. Attractive dealer HAND PUMP Only 


terms. Write today for complete information! 


| 


by Tokheim. Unique, yes! It’s the only double- 
action pump built with a single diaphragm. Tests 


95% efficient by volume. Pumps on forward 


» AAA 


and back strokes, delivering rapid steady flow. 
Easy to operate. Self-priming. Unusually high suction 


capable of 20-foot lift. Handles petroleum products, 





J 


paint oils, and other industrial liquids. Low- 
cost. Trouble-free. Available for drum or under- 


ground tank use—with hose or spout outlet. 


Cc 
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For Use Wherever Liquids are Handled 


/ 


LSP aS 


~—* 


a Ax 


Ed 


FACTORIES 


ARQOOCrPrFM2AZPrPIO 
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Champion DeArment makes 


General Products Division 
TOKHEIM O11 TANK AND PUMP COMPANY | CHAN ey LOCK 
1656 Wabash Avenue, Fort Wayne 1, Indiana mas) Sa 


Factory Branch 1309 Howard Street, San Francisco 3, Calif. 
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You re 


welcome 


at 
STRONG 
STEAM 








SPECIALTIES 


BOOTH 


129 


TRIPLE 
INDUSTRIAL 
SUPPLY 
CONVENTION 


ATLANTIC CITY 
MAY 22, 23, 24 


STRONG, CARLISLE & 
HAMMOND COMPANY 


Over 200 distributors from 
coast to coast, Canada and 


in foreign countries. 


General Offices: Cleveland 13, Ohio 


Factory: Conneaut, Ohio 








for each type. Stripper bolts, pipe 
plugs, and hex keys are treated in the 
same fashion. The catalog describes 
the manufacturer’s testing laboratories 
and quality control system.—Parker- 
Kalon Corp., New York. 














UAL—A materials handling manual 


| MATERIALS HANDLING MAN.- | 


that offers 355 ways to cut inventories | 


| has been prepared by the manufac- 


turer. It answers hundreds of specific 
problems that are constantly being 


faced by users of materials handling | 


| equipment. The manual has complete 
| illustrations of all the manufacturer’s | 
| products. 


Dimensions, load ratings, 


and code numbers are tabulated for | 


quick reference. Compensation tables, 





ILLIA 


| 











ACCESSORY CABINET — The as- 
sortment of lathe tool accessories con- 
tained in this cabinet includes high 
speed cutters, cutting off blades, 
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| conversion charts, and cross-references | 
| have been completely eliminated.— 
| Aerol Co., Inc., Burbank, Calif. 


| f HARRISBURG 


| 


| f by engineers today. Manufactured 


THREAD ACCURACY 


... Key to Dependability 
in Couplings and Flanges 


Si, . z re 
IT’S EASIER TO SELL 
HARRISBURG 


> COUPLINGS AND FLANGES J 
’ BECAUSE THEY’RE MADE RIGHT! ; 
. 


ARRISBURG Seamless Steel 
H Pipe Couplings are threaded 
2 on special machines assuring accu- 7 
racy of form, height, angle, and 4 





lead. Threads are electro-galvan- 
3 ized and will not gall under the 
most severe strains. Made to A.P.I. 


specifications. 
s 


Drop-Forged Steel 


Pipe Flanges are machined under | 
constant inspection to insure a 
product that will meet the most 


ee F 
critical requirements demanded 


. A.S.A, standards. 


WRITE for catalogs on 
{ our Couplings and Fi 


Harrisburg 


STEEL CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


ain, SD YEARS IN 
tal) 7 PENNSYLVANIA'S 


CAPITAL 























| ECOMOMICA |. 
~“ 


DEPENDABLE 


POWERFUL 


| veRsariue 


| 


EFFICIENT 
COMPACT 
Easy 
OPERATING 


Factory 
TESTED 





ooo YOU'RE SELLING 
THE GREATEST VALUE! 


the BEST hydraulic 
jacks for EVERY 


Hein-Werner Hydraulic Jacks are built to 
give your customers better, longer service 

at rugged industrial applications. They're 
made extra strong at points of greatest strain 
... feature the famous Heinite Piston, and 
are tested at 1'2 times rated capacity. 
They're more economical, more efficient at 
hundreds of maintenance and production 


jobs. 
% ANY Rul THE BEST BUY 
Y ©...HYDRAULI 
Made in models of 11, 3. 
5, 8, 12, 20, 30, 50 and 
Meme 100 tons capacity. Also 


oF 
Coe manufacturers of H-W Push 
rORAUIIL ALS amp isnt acca” 300 


HEIN-WERNER CORPORATION 
Waukesha, Wisconsin 
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formed cutters for threading tools, 
sleeve and plain bars, light om 
bars, knurls and set screws for too 
holders. In addition to providing a 
convenient method of stocking these 
parts, this cabinet also acts as an ef- 
fective display. The cabinet is made 
of heavy gage welded steel, and meas- 
ures 18} in. x 14% in. x 144 in — 
J]. H. Williams & Co., Buffalo, N. Y. 


CARBIDE CATALOG — This 92 
page, two color catalog, primarily de- 
signed as a complete buyers guide, 
contains sufficient information to war- 
rant its use as a standard book of 
reference for the carbide industry. Of 
special interest to carbide users is the 
establishment of ten standard grades, 
so tabulated with various machining 
operations and types of materials that 
selection of the proper grade for a 
specific application is simplified. -The 
Vascaloy-Ramet Corp., Waukegan, III. 














CHAIN SAW BOOK—“How to Cut 
Costs and Make Money with Chain 
Saws” is a 36-page handbook covering 
all phases of chain saw use. Over 150 
photographs of logging operations are 
included. The book takes up mainte- 
nance problems, specific uses, speci- 








Cris the WORLD'S FINEST 





CLOSED TYPE 
AS SHOWN 
OR OPEN 
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5 0 You'll be Welcome at our booths Nos. 14. & 16 
at the TRIPLE INDUSTRIAL SUPPLY CONVENTION 


DIATE DELIVERY Fen 
* 


SELL pup 
AND YOU SELL SATISFACTION, 
REPEAT BUSINESS, MORE PROFITS 


Entirely new design giving the most rigid, your customers and listen to them insist On 
yet most easily adjustable giant strength EQUIPTO GIANT STRENGTH, IRON GRIP 
shelving on the market. SHELVING. 

Order a sample unit; see for yourself; show Priced competitively. 





NO NUTS - NO BOLTS - NO TOOLS 
= A STUD for Speedy Shelf cee 


HOW . 

IT GRIPS 
A slope in the ~ | 
keyhole joins 
with the taper 4 
on the stud to ° 
form the tight . 
est and strong: ‘ lls { 
estofgrips. An 
exclusive . 
Equipto design. P 





















SOME OTHER EQUIPTO ITEMS 


teepel 


DRAWER TOOL 


| TOOL ROO 
pins ORAWER jOOL CARTS —INSERTS COUNTERS» BENCHES cro page 
38° ; Sold On| 
NEVER napbtslers 
J AURORE : wane R DIRECT BS 
680 Prairie FOR 24 a 
a of ' ILLUSTRATE PAGE 


EASY TO OR OER Complete information available from our 
plant simplifies ordering. De-Sta-Co ‘Suggested Stock Order 
List’’ makes it easy to maintain and control your inventory. 


EASY TO S TOCK Packed in durable cartons to take hard 
knocks in handling and shipping. Distinctively labeled for 
instant identification. Send to customers right in these double- 
duty containers . . . just apply mailing label and ship. 


L 
[ £ Asy TO SEL Asked for by name . . . ‘‘De-Sta-Co”’. . . 
because of aggressive advertising in trade papers. This ready 
acceptance of well-known products, proven by use in thousands 


of shops means . . . PROFITS FOR YOU! 


DE-STA-CO SHIM STOCK 


Steel or Brass, from .001 to .015. Selected ma- 
terials rolled to precision limits, oiled to resist 
stain and rust, clean and free from burrs or ragged 
edges. Handy, durable cartons distinctively labeled 

— a for instant identification . . . allow easy, safe 
12 assorted thicknesses .001 to .015 storage without waste or damage to stock. 
Roll 6" x 120’, 


DE-STA-CO FEELER STOCK 


a ade Demanded by name for years . . . favorite of 
aoe gg, Ah 2 , mechanics and machinists for close tolerance work. 
in shop and supply Fourteen standard thicknesses, .0015 thru .015. 
— Available in 12” strips, 42” wide, each identified 
by thickness, in moisture-proof cellophane envelope, 

12 pieces each thickness to box. 25 foot coils packed in 
clear plastic case, each coil identified by thickness every 
foot. 

Other popular, fast-selling products . . . De-Sta-Co Arbor 
Spacers for spacing milling cutters . . . De-Sta-Co Shims for 
shimming gears and bearings. Preferred by machinists for 
over a generation. 


FOR COMPLETE INFORMATION ON THIS PROFIT-BUILDING 
- LINE THAT’S EASY TO ORDER, EASY TO STOCK, EASY TO 
PLEASE -— SELL, SEND COUPON NOW 


sade 
*e DETROIT STAMPING CO. 


332 MIDLAND «+ DETROIT 8, MICH. 


Order List. 


NAME 


COMPANY 


city i sipihstaensensetansse STATE 
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fications and capacities. A special sec- 
tion is devoted to service information 
and preventive maintenance.—Henry 
Disston & Sons, Philadelphia. 








VALVE BULLETIN-—This bulletin 
gives design details, dimensional data, 
material specifications, and list prices 
for the new forged steel valve series 
which is built in both 600 and 1500 
Ib sp classes. The valves are of drop 
forged steel construction and can be 
had with either bolted or union bon- 
nets and with either screwed or socket 
welding ends. The new valve series 
is of O.S.&Y. types with bolted glands 
for ease of packing. Bulletin 501.— 
Edward Vales, Inc., East Chicago, 
Ind. 





cess w cow 1 eadhes ive 











TEMPERATURE CONTROL—The 
manufacturer has prepared a pocket 
sized dummy of his product, which 
illustrate the operation of the product 
in controlling building temperatures 
from the outside. The device con- 
tains a movable slide on which are 
shown the outside temperature, the 
time heating is to start in the morn- 
ing, the heating requirements in min- 
utes per hour and the time heating 
shuts down each evening. By moving 
(Continued on page 251) 





IN ALL THE WORLD --NO WRENCH LIKE 


HEAVY DUTY 
PIPE WRENCH 


POWERFUL 
SELLING 
HELP... 
This widely 
advertised SS se THROUGH STRESS ANALYSIS during design, use- 
money-back offer! , less metal that means tiring weight was engineered 
out of the new ROXCO. Extra metal, exactly where 
needed for extra strength, was engineered in! 
The lighter, handier, faster-working ROXCO actually exceeds by a good margin the strength 
requirements of Federal Specifications for Heavy Duty Pipe Wrenches, Type Il, GGG-W-651a. 


EVERY ROXCO REGISTERED... COMPLETELY GUARANTEED. Scientific design, spe- 
cial alloy metal and careful quality control enable us to back the ROXCO completely. 
Every wrench is tagged with its own serial number and fully guaranteed . . . every part of it 
. . . against breakage in any normal heavy duty use. 

CHECK THESE ENGINEERED FEATURES 

1—Extra metal put at critical points for extra strength. 2—Useless metal eliminated. 3— 
Drop forged alloy steel jaws with teeth induction hardened at wear points. 4—Reinforcing 
shoulder behind insert jaw. 5—New cushion action combined with Roxco tooth design means 
faster ratcheting action. 6—New, wider, comfort-shaped handle. 7—Reinforced housing 
with hammer face. 8—Handy pipe scale. 9—Special Roxco metal formula and scientific 
heat treating multiplies strength. 

TRIMONT MFG. CO., Div. of Aetna Industrial Corp., ROXBURY, MASS. 


BACKED BY BIGGEST PIPE WRENCH AD CAMPAIGN EVER KNOWN! 


INDUSTRIAL DISTRIBUTION © MAY, 1950 








“SURE-GRIP” STOCK PULLEYS 
Cast iron with crown or straight face. One-piece flanged and 
split tapered hub permits easy installation and removal from the 
shaft. 4 hubs take care of bore range from 12” to 2-7/16". 
Available for immediate delivery in 2’2" to 12” face width in 
4" to 36” outside diameter. 

STANDARD PULLEYS 
Solid or split through rim and hub, with straight or standard crown 
face, accurately bored and carefully balanced. Diameters 2” to 
120’—Face width from 2” to 60”. 
SPECIAL PULLEYS 
Flexible pattern set-up and modern foundry facilities permit us to 
make made-to-order pulleys without delay. 
Write for detailed information. 


Power Transmission Equipment Engineers and Manufacturers since 1857. 
See us at Booths 213-215, 1950 Industrial Supply Convention, May 22-24, Atlantic City 


T. B. WOOD'S SONS CO. 


CHAMBERSBURG, PA. 
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Take advantage of 


the preference for 


MARSH 
Instruments 


Few products rank as high in the 
minds of users as Marsh pressure 
gauges and dial thermometers. 

And why shouldn’t they? For more 
than three quarters of a century Marsh 
has been concentrating on the ways 
and means of making ever better 
instruments. 

No wonder they are everywhere 
recognized as the instruments that are 
accurate and stay accurate. No wonder 
they are recognized as the instruments 
that offer the most in quality and 
downright value. 

This natural preference is being 
stimulated by advertisements, like that 
above, straight aimed in a big list of 
business publications at your custom- 
ers and prospects. Take full advantage 
of this preference. It means sales and 
profits! 


MARSH INSTRUMENT CO. 
Sales affiliate of Jas. P. Marsh Corp. 
Dept. C., Skokie, Ill. 
Export Dopt.: 155 E. 44th St., New York 17, N. Y. 
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GAUGES © VALVES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES - 








the slide in and out, the dealer can 
show how the product will operate the 
heating system of a typical building 
under varving outdoor temperature 


a ea i Have you 
per. Heard the 
Thor Story? 


Are you stocking prewar electric tools... when 











you could be selling the only new, modern, 





CARBIDE TOOL CATALOG—A 64 complete line in more than a decade? Ask us 
page catalog of carbide tipped and 


solid carbide tools is set up in six sec- about the “Silver Line.” Write “Thor Tools,” 
tions covering the manufacturer’s en- 
tire line of standard carbide tools. 
Carbide milling cutters, reamers, coun- 
terborers, drills, ejector type tools, 
brazed single point tools and solid car- 
bide tools are described. Data, includ- 
ing available sizes, prices, recom 


mended applications, feeds and speeds CALDER een ats Dresser Line 


and grinding instructions are included. 


i tala alin for Bigger Profits... Easier Sales 
MAA 


\\ BUILT RIGHT—Best materials throughout . . . tool 
\\ steel cutters . . . Right and Left hand Threaded Bushings 


Aurora, Ill. 




















ALP RL LA MEILE RE PAPI 


for Automatic Tightening. 


\ EASY TO HOLD— Extra 
\ Weight well distributed 











for smooth handling. 


PACKAGED COIL CHAIN—A new 


packaged line of coil chain has been 


‘ 5 +] ; sites WN Also CALDER Fine ‘Diomond Dress ing Tools 

announced by the manutac cr. : 
] , | kN NNN 

putting coil chain in extra strength | \ 

laminated plywood drums at the fac- : anded ONLY THROUGH DISTRIBUTORS 

tory, shipping and handling has been \ LLedrad adoe 

implified all down the line to the 


The drur ire quickly stacked | CALDER MANUFACTURING co. 


upy 4a minimum 2049 North Prince Street . Lancaster, Pennsylvania 
lentification of con- 
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tents is assured by distinctive labeling, 
since each label carries the size, length, 
finish and working load limits of the 
chain.—McKay Co., Pittsburgh. 





hands you 


Hie] o}(-M@lacl-165 











BAND SAW SAFETY REEL—A new 

safety reel dispenser for band saw coil 

stock holds a 100 foot coil secured 

by a revolving arm which keeps the 

coiled stock safely in place at all 

times and, when rotated, releases any 

Ee % <a rn desired length. A cutout on the side 

of the reel shows instantly the ap- 

proximate amount of stock remaining. 

Socket Each reel is clearly labeled to show 
width, type, gage and teeth-per-inch 

of contents. The band saw stock is 

C d S t further protected in shipment or stor- 
@ | p a a e age by an outer, carton type container 


which holds one reel of coiled stock.— 


The L. S. Starrett Co., Athol, Mass. 
Screws | 





- manufacturer bringing out 
new or improved products of metal 
is influenced by the modern stream- 
line trend to use flush-with-surface 
fastenings. That hands you a ready- 
made market for Western Socket 
Screws. There are no more satisfac- 
tory screws for eliminating unsight- 
ly and dangerous protruding bolt 
heads. Their electric heat-treated 
alloy-steel strength and _ holding 
power mean that fewer are needed, 
assembly is faster, time and expense ROPE PACKAGING—The manufac- 
saved. It pays you to push Western turer's 4 in. through 4 in. diameter 
Socket Gesewes ehtendniiee vodien tex sizes of rope are now obtainable in 
; ’ small coils containing a minimum of 

catalog and prices. 100 feet of rope. The rope is packed in 
corrugated boxes attractively decorated 
in a red and green color combination. 
The coils are connected so that the 
{ entire contents of a box may be sold 

W H in one piece. Each box is made with 
este rl Auto matic a cellophane window so that the mer- 
chandise may be displayed without 


Machine Screw Company aw : soiling the rope. Coils are securely 

















722 Lake Ave:; Elyria, O lashed so that the dealer may remove 

¥ a them from the box for counter dis- 

a slay if desired—American Manufac- 
Precision Screw Products, Parts and Assemblies Since 1873 an Co, Rete, N_Y. 
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The swing in catalogs today—is to our modern photo-offset way. 


ABRASIVE eas AJ SUPPLY COMPANY 
Newark, New 
= oq —. ‘SUPPLY COMPANY 
Wichita 
ALLEN SUPPLY i ~— sad 
Cedar Rapids, 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
ALMQUIST BROS. 
s Angeles, California 
ANCHOR RUBBER COMPANY 
Dayton, Ohio 
THE a Severs 


Omaha 

BALDWIN SUPPLY “COMPANY 
Charleston, West Virginia 

BA oo COMPANY 

Chicago, Illin 

BARRET HARDWARE COMPANY 
Joliet, Mlinoi 

WALTER R. CARR COMPANY 

San Francisco, California 

CASANAVE SUPPLY COMPANY 
Philadelphia, Pa. 

CENTRAL & RUBBER SUPPLY COMPANY 

eeneete, Indiana 

CHICA P SHAFTING COMPANY 
Chic anal lin 

CLARK HARDWARE > aaa 
Jamestown, New Yor 

CLEVELAND TOOL & SUPPLY COMPANY 
Cleveland, Ohio 

COGGINS & OWENS COMPANY 
Baltimore, Maryland 

COUCH & HEYLE, INC. 

Peoria, Illinois 

CRAMER HARDWARE COMPANY 

North Tonawanda, New York 

-C. DUNCAN COMPANY 


— “DESSAU, ne 
New York, New York 
ELLFELDT MACHINERY & SUPPLY COMPANY 
Kansas City, Missouri 
THE FAETH ao, 
Kansas City, Missou 
= MACHINERY & ‘SUPPLY COMPANY 
aha, Nebraska 
GALIGHER yoy 
Salt Lake City, Uta! 
GENERAL MACHINERY COMPANY 
Pittsburg, Kansas, 
ay A. J]. GLESENER re 
an Francisco, Califor: 
GLOBE MACH — & ‘SUPPLY COMPANY 
Des errr low 
= F. HALLOCK COMPANY 
erby, go & 
HARE hg & MACHINE COMPANY 
son 
HARRIS IRON & SUPPLY COMPANY 
Memphis, Tennessee 
HARRIS PUMP & SUPPLY COMPANY 
Pittsburgh, Pennsylvania 
SAMUEL RRIS & COMPANY 
Chicago, Illinois 
HART INDUSTRIAL SUPPLY COMPANY 
Oklahoma City, Oklahoma 
HART S$ LY COMPANY 
Oshkosh, Wisconsin 
HARTFIELD-HEALY reed 
Buffalo, New Yor 
HAVEN SAW & TOOL COMPANY 
Oakland, Californ 
HAYS ee NCOMPANY 


HOUSH IN! INDUSTRIAL “SUPPLY COMPANY 
E 

HUBBARD'S. ‘Ss ‘INDUSTRIAL SUPPLIES 
Flint, Michigan 





INDUSTRIAL gers COMPANY 
Richmond, 
= i SuPeLy COMPANY 
ah 


Salt Lak ou. Ut 
INDUSTRIAL SUPPLY DIVISION 
Louis Berkman Co. 
Steubenville, Ohio 
INTERSTATE ee COMPANY 
Omaha, Nebras 
IOWA MACHINERY SUPPLY COMPANY 
Des ret 
TONES & A 
Newark, . 
KASPER & KOETZLE, INC. 
Brooklyn, New York 
KIRK-WIKLUND CO. 
Kansas City, a. 
M. D. LARKIN COMPA 
Dayton, Ohio 
LEWIS SUPPLY Coaeaars 
Memphis, Tennesse: 
LINDQUIST HARDWARE COMPANY 
Bridgeport, Connecticut 
LOWRY ELECTRIC CO. 
Williamsport, Pennsylvania 
MACHINERY & SUPPLY COMPANY 
Kansas City, Missouri 
MACHINERY SALES & SUPPLY COMPANY 


Dallas, Texas 

MACHINISTS TOOL & SUPPLY COMPANY 
Los Angeles, California 

MANUFACTURERS se wh COMPANY 
Grand Rapids, Michi 

MARSHALL-NEWELL § PLY COMPANY 
San Francisco, California 

McCONKEY-DOCKER & COMPANY 
Phoenix, Arizona 

McGOWIN- ved | a oeeren co. 
Mobile, Alaba 

McJUNKIN SUPPLY bt me 
Charleston, West Virginia 

MECHANICAL SUPPLI "COMPANY 
Cincinnati, Ohi 

METROPOLITAN SUPPLY CORP. 
Los Angeles, California 

F. MEYER & BRO. COMPAN 
Peoria, Illinois 

MEYERS SUPPLY COMPANY 
Chicago, Illinois 

MID-STATE INDUSTRIAL CORPORATION 
Rockford, Illinois 

MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 

MIZE SUPPLY COMPANY 
Waynesboro, Virginia 

MORRIS ABRAMS, INC. 
New York City, New York 

a. <, Rng B — _— 

NEAL & BRINKER” ‘COMPANY 
New York City, New York 

Ww. 5. NOTT COMPANY 


OLIVER RBRASIVE & TOOL COMPANY 
Buffalo, New York 
PACIFIC TOOL & SUPPLY COMPANY 
kl ° 





PEDERSEN BROS. COMPANY 
Chicago, Illinois 

PERTH AMBOY HARDWARE COMPANY 
erth Amboy. New Jersey 


PHILLIPS & Fn SUPPLY COMPANY 
Wichita, Kans 
eg TOOL & SUPPLY COMPANY 
t. Louis, Missouri 
PUL ULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 
— ILAM, INC. 


Florida 
RICKERT INDUSTRIAL SUPPLY COMPANY 


Glendale, Coe 

STACY SUPPLY COMPANY 
Sprin peeete, Massachusetts 

STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 

STANDARD MACHINISTS SUPPLY COMPANY 
Pittsburgh, Pennsylvania 

STAND. -SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania, 

at oe oe. EQUIPMENT CORP. 


STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 
a 


STERLING PRODUCTS COMPANY 
wan. Mlin 
H. TAYLOR COMPANY 
yy tS. Pennsylvania 
TAYLOR SUPPLY COMPANY 
atemnere., ts 
— HA E HEAVY HARDWARE CO. 
Terre need Indiana 
GEO. §&. —— co., INC. 
El Paso, Texa 
TOOL SHOP HARDWARE COMPANY 


York 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

TRIPLEX SUPPLY Compare 
Milwaukee, Wisconsi 

TRANTER MANUFACTURING COMPANY 
Pittsburgh, FG. COMPAN 
TRUMBULL MFG 


ANY 
Warren, Ohi 
WARNER HARDWARE COMPANY 


J. M. WARREN & COMPANY 





WwW. T. 
Washington, D. 
WEBB BELTING {COMPANY 
Kansas i 
WESSENDO NEMS & Co. 
Houston, a 
WHITE STAR MACHINERY co. 
Wichita, Kansas 
A. V. WIGGINS COMPANY 
Syracuse, New York 
]. T. WING & COMPANY 
Detroit, Michigan 
YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 
ZONN T 


Cutting Tools (Drills, Reamers, Taps, etc.) Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MChEE, Ine 





600 West Jackson Bivd., 
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A $1,000,000 
HOSE INVENTORY 


COSTS ONLY 3¢ 


We know you don’t stock $1,000,- 
000 worth of flexible metal hose. 


Nobody does! Because a 3¢ stamp | 
activates a million dollars worth | 


of Atlantic production and order 


filling services that are tops for | 
efficiency. And if you have design | 


problems, we have many broad 
engineering shoulders to handle 
them. Order ATLANTIC when or- 
ders say HOSE and CUSTOMERS 
will order from YOU! 


ATLANTIC METAL HOSE 


is best for 

© chemicals © steam 
*oils © tars © asphalt 
* alkalis © gases 

® light solids 

® refrigerants 


® gasoline 


ATLANTIC METAL HOSE 


© absorbs vibration 
® corrects misalignment 


© provides mobile service 


* eliminates thermal ex- | 


pansion strains 


Bronze, steel or stainless steel | 


depending on application . . . 
Ve" - 36” I.D. inclusive . 


Standard or special couplings, 


flanges, nipples, fittings . . . 
With or without braid or armor 


Write for Complete Catalogues 


ATLANTIC 
METAL HOSE CO., INC. 


104 West 64th St., New York 23, N. Y. 








EWS 





4 


Robert P. Melius 


Rockwell Division 
Announces Sales Policy 


A sales policy for all products of the 
Power Tool Division, Rockwell Mfg. 
Co., Milwaukee, Wis., recently was 
announced by the firm; a clear and 
complete statement which is intended 
to protect the dealer’s interests, avoid 
misunderstandings and enable him to 
do business with confidence on a 
sound and profitable basis. 

Ihe statement, complete with 
dealer franchise, outlines what the 
policy offers the distributor, relates 
the resale policy of the division, de- 
scribes special assembly and packing 
non-standard); freight policy; and 
quotations on special equipmeat and 
on standard parts for reuse on other 
machines. 





A CASH AWARD recently was given 
to Nicholas J. Noah, for 25 years of 
service with W. S. Wilson Corp., New 
York City. Ed. Hirshon, vice-president 
and manager, looks on as Mr. 
Noah, assistant treasurer, receives the 
token from Treasurer A. V. Graseck. 


sales 
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POWERFUL 
NEW 
FLASHLIGHT 


Completely new .. . completely differ- 
The Justrite Yellow-Flash “8” 
delivers a 2500 foot beam from eight 
standard flashlight Compact, 
handy . . . only eight inches overall... 
fits tool box or glove compartment. Con- 
vertible circuit feature allows use of 
6-volt lantern bat- 
tery for lower 
power economy 
light. Sturdy rust- 
proof metal and 
bright enamel. 

Also availablein 
headlight and hand 
lantern models 
(illustrated). All 
models have con- 
vertible circuit. 
Headlight fits com- 
fortakly on head or 
hat while battery 
case clips to belt. 
Hand lantern has 


ent. 


cells. 


adjustable base and bail. 
All models available for immediate 
delivery. Order your stock today. 


List, less batteries: 
Flashlight, $3.95 
Headlight, $4.95 
Hand Lantern, $4.45 


JUSTRITE 


MANUFACTURING COMPANY 
2061 N. Southport Ave., Chicago 14, Ill 





Yes, for BRIGHTBOY’S position as leader in rubber- 
bonded abrasives, its makers thank everyone in dis- 
tributors’ organizations from top management and 
sales personnel to stock and counter men. Through 
their knowledge of abrasives they're recommending 
Brightboy to methods-conscious customers for conven- 
tional and special finishing jobs, where it will save 
most, perform best—-burring, cleaning, finishing, pol- 
ishing, in one operation! Distributors create nation- 
wide acceptance of Brightboy in the minds of the 
country’s metalworking, woodworking and _ plastics 
manufacturing industries! 


On our part we shall continue to maintain our high 
standards, service and promotion—and to cooperate 
with distributors and their customers—to make 


Brightboy adaptable, readily available. SELECTIVE FRANCHISES 


SMALL INVENTORY 
FAST TURNOVER 
neta ew es === © FINE PROFITS 
pre INVITING TERRITORIES 
@ Reproduction of a cur- 
a rent Brightboy adver 


tisement to the metal 
working industry 


i\S - gle. adaptable for an extensive range of finishing requirements. 
as There’s a “plus” sales advantage, too; Brightboy is a “nat- 
ural” to sell in connection with other metal-working prod- 


WHAT Abrasive—Plus—Rubber ucts: grinding wheels, cutting tools, files, coarse abrasives. 
BRIGHTBOY DOES: 


Small stock satisfies most needs for Brightboy, widely 


It rounds out your complete abrasives service to your 

. Bridges the gap be- customers. 
tween the rough 
grind and the buff, : . ee ‘ sd 
frequently in one Franchises are open in fine industrial territories. Write 
operation. 

. Works to close tol- 
erances; can be 
shaped to contour. 


. Produces a wide 4 BRIGHTBOY INDUSTRIAL DIVISION 
a pac’ poe ‘ Weldon Roberts Rubber Co. Newark 7, N. J. 
finishes and pat- America’s Pioneer Manufacturers of Rubber-Bonded Abrasives. 
terns; frequently 
the final polish. 

. Requires no before- 
use preparation or 
dressing; no skilled 
labor to handle it. 





for sales opportunity outline. 
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NEW GIANT ALLOY 
adjustable 
wrenches 


REPLACE 29 SIZES ~ | 
THINNER © LIGHTER q | | Robert D. White 


White To Represent 
Armstrong-Bray In East 


Robert D. White of New York City 
has been appointed eastern representa- 
tive of Armstrong-Bray & Co. of Chi- 
cago, Ill. 

Formerly, Mr. White was in the 
hardware and mill supply field and is 
well qualified to represent the com- 
pany’s line. 





Philip Carey Mfg. Co. 
Promotes R. F. Turner 


R. F. Turner has been appointed 
sales manager, dealer products depart- 
ment, of the Philip Carey Mfg. Co., 
Cincinnati, Ohio. He joined the Carey 
organization in 1934 and has served in 


; the company’s Chicago, Cleveland and 
steel adjustable wrenches drop-forged to stand , Philadelphia offices. 


Now for the first time quality, light-weight, alloy 





up under heavy duty jobs. The OTC Slim Twins | F ee Ye Before assuming his present po- 
make tough jobs easy ~save tool and time bi . ae ‘ sition, Mr. Turner had been assistant 
: id t ery » Phil . 
sania weenie te Cah ee eae eat F district manager in the | hiladelphia 
office. He had been affiliated previ- 
' ae ously with the Fischer Lime & Cement 
ry ; A XCLUSIV . . . ' 
Twin Wrenches replace 29 standard size wrenches. ~ ’ us Scam elem Co. of Memphis, Tenn 
oe , _— STRENGTH IN PROPERLY 
" h | 
OA-24 is 24° long, 7, 8" thick and weighs only LOCATED LEVERAGE POINTS 
10 Ibs. Adjusts to 13 standard sizes from 1-3/8" FOR LONG SERVICE. 
to 2-7, 8". OA-36 is 35” long, 1-1/8" thick and 
weighs only 22 Ibs. Adjusts to 16 standard sizes 
from 2-15/16" to 4-3/4”, PATENT 
APPLIED 


your shop or on emergency calls. The OTC Slim 























373 CEDAR STREET | H. W. PEARCY, vice-president of 
Percival Steel & Supply Co., Los An- 
OWATONN A, MINN. |  geles, checks over some statistics in 


preparation for a sales meeting. 
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ALBUQUERQUE, N. MEX. — GREENVILLE, S.C. —Carolina Sup. Co SAN FRANCISCO, CALIF.—E. D. Bullard Co. 
Hendrie & Bolthoff Co HICKORY, N. C.—Smith-Courtney Co SANTA FE, N. MEX —Hendrie & Bolthoff Co. 
ATLANTA, GA. —Fulton Supply Co HOUSTON, TEXAS—Allied Safety Equipment, Inc SAVANNAH, GA. —Cameron & Barkley Co 
BALTIMORE, MD. —Carey Mach. & Sup. Co INDIANAPOLIS, IND.—The E. A. Kinsey Co SCRANTON, PA —L. B Potter Co 
BIRMINGHAM, ALA. —‘Siafety Engrg & Supply Co. JACKSONVILLE, FLA.—Cameron & Barkley Co SEATTLE, WASH —!. E Haseltine & Co 
BOSTON, MASS. —Cutter, Wood & Sanderson Co. KANSAS CITY, KANS.—L. R. Stone Supply Co SPOKANE, WASH — J. E. Haseltine & Co 
BUFFALO, N. Y.—American Allsafe Co LOS ANGELES, CALIF.—E. D. Bullard Co SPRINGFIELD, MASS. —Charies E. Lewis Co 
BUTTE, MONT. — Montana Hardware Co LOUISVILLE, KY. — Neill-LaVielle Supply Co., Inc. SYRACUSE, N.Y. Syracuse Supply Co 
CASPER, WYO. —Casper Supply Co MEMPHIS, TENN —J. E. Dilworth Co TACOMA, WASH. —J. E. Haseltine & Co 
CHARLESTON, S. C.—Cameron & Barkley Co. MILWAUKEE, WIS. —Protective Equip. , Inc TAMPA, FLA. —Cameron & Barkley Co 
CHARLESTON, W. VA. —Safety First Supply Co. MUSKEGON, MICH. —Factory Supply Co TOLEDO, OHIO — Safety First Supply Co. 
CHATTANOOGA, TENN —C. D. Genter Co NEW ORLEANS, LA.—Woodward, Wight & Co., Ltd. TROY, N. Y.—The Troy Belting & Sup. Co 
CHICAGO, ILL. —Protective Equipment, inc NEW YORK, N. Y.—W. S. Wilson Corp TULSA, OKLA. —Krisman Industrial Supply Co 
CINCINNATI, OHIO—The E. A. Kinsey Co NEWBURGH, N. Y.—W. L. Smith Co VICKSBURG, MISS. —J. E. Dilworth Co. 
CLEVELAND, OHIO —Safety First Supply Co. OKLAHOMA CITY, OKLA. —Hart Industrial Supply Co. 
COLUMBUS, OHIO—The E. A. Kinsey Co OMAHA, NEBR. —Interstate Mach. & Sup. Co CANADA 
DALLAS, TEXAS—Engineering Supply Co. PHILADELPHIA, PA. —Industrial Prod. Co TORONTO—Safety Supply Company 
DAYTON, OHIO—The E. A. Kinsey Co Pi TTSBURGH, PA. —Safety First Supply Co. MONTREAL - Safety Supply Company 
DEADWOOD, S$ DAK. —Hendrie & Bolthoff Co. PORTLAND, ORE —J E. Haseltine & Co. WINDSOR - Safety Supply Company 
DENVER, COLO. —Hendrie & Bolthoff Co PROVIDENCE, R. |. —James E. Tierney KIRKLAND LAKE —Safety Supply Company 
DETROIT, MICH. —The Chas. A. Stretinger Co. RICHMOND, VA. —Smith-Courtney Co WINNIPEG — Safety Supply Company 
EL PASO, TEX. —E. D. Bullard Co ST. LOUIS, MO. — Sligo, Incorporated EDMONTON Satety Supply Company 
GRAND RAPIDS, MICH. —F. Raniville Co ST. PAUL, MINN. —Farwell, Ozmun, Kirk & Co VANCOUVER — Safety Supply Company 
GREENSBORO, N. C.—Smith-Courtney Co. SALT LAKE CITY, UTAH —Industrial Supply Co., Inc. HALIFAX —Safety Supply Company 


Willson Products, Inc., 240 Washington Street, Reading, Penna. 
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Cif METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: 4% to 5 tons. 


SELL GREENLEE 


AND YOU ALWAYS SELL 


SURE SATISFACTION 





Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 


Long-lasting GREENLEE Spiral Screw Drivers 


The choice of many of the nation’s lead- 
ing plants for assembly work and main- 





tenance crews. Husky and dependable... 
fast-working, easily operated. Special 
long-wearing phosphor-bronze drive 
nuts for extra long service. You can 





recommend them with real assurance! 


Cf CYCLONE 


Model M high speed chain 
hoist, Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


L 
C4 COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cif PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


Big volume builders for you .. . 
GREENLEE Pipe Benders and 
Pipe Pushers. One man quickly 
makes smooth, accurate bends 
in pipe and conduit up to 4}2", 
tubing and bus bars with the 

GREENLEE Bender. Pushing 


pipe under streets, 
floors, etc. is simple, 
fast work with the 


you are not selling a satisfactory volume of chain and electric 
hoists, get posted on CM and open up some new business. 
GREENLEE Pusher. 


CHISHOLM -MOORE 


HOIST CORPORATION 


ate non Chain 


Other profit-makers in the GREENLEE line: 


Hand Benders for Tubing « Electricians’ Knockout 
Tools + Auger Bits and Drills * Automatic Push Drills 
Chisels and Gouges * Mortising and Boring Tools 
for Woodworking Machines * And many others. 
Get sales facts today. 


=x 
GREENLEE 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland © Distributors Everywhere 





g ; } = on Greenlee Too! Co., Division of Greenlee Bros. & Co., 
Visit us in Booths 738-740 at the Triple Industrial 1925 Herbert Avenue, Rockford, Illinois, U. S. A. 


Supply Convention, Atlantic City, May 22nd thru May 24! 
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BUSHINGS 


PRECISION BRONZE BARS 


BRONZE BEARINGS 


i 


IN ATLANTIC CITY 


The most interesting and valuable part of the Triple Industrial 
Supply Convention to us is the opportunity it affords to 
greet and visit with the many Bunting distributors from 
all parts of the nation—almost certainly the leading dis- 


tributors in their respective markets. 


You will find us in Conference Booth 725 and 727, 
where you will be most cordially welcome. The 
Bunting Brass & Bronze Co., Toledo 9, Ohio. Branches 


in Principal Cities. 


2 


a s 
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No. 120 Hi-Speed No. 616 Soft Metal No. 118 Combination 
Steel Heat Treating Furnace Melting Furnace Bench Furnace 


STEADY SELLERS 


FROM THE HOT PROFIT LINE 
JOHNSON FURNACES-BURNERS- BLOWERS-TORCHES 


No. 25 
Hand Torch 
No. 1202 Blower 
No. 101 
Bench Furnace 


GET your share of the 


profitable market for 

industrial gas burning 

equipment. Sell your "No. 33 Needle Flame 
Hand Blow Torch 

customers more heat 

for their dollar with 

JOHNSON .. . famous for 

efficiency and economy 

for 48 years. Help your cus- Ne. 60 OCE 

tomers with their heating agi oor ang 

problems by recommend- 

ing JOHNSON and you'll 

help yourself to added 


volume and added profits. 
No. 20X 
Cross Type Burner 


Consult the complete JOHNSON Catalog 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N. W., Cedar Rapids, lowa 
ESTABLISHED 1901 
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INSIDE SALES are handled by W. J. 
Heller at Epperson & Co., Tampa, 
Fla. 





Charles H. Besly Co. 
Marks 75th Year 


Founded in 1875, the Charles H. 
Besly Co., Chicago, this year, cele- 
brates its 75th Anniversary. One of 
Chicago’s pioneers in the distribution 
of industrial supplies, tools and equip- 
ment, this firm was founded by the 
then 25-year old Charles H. Besly. 

Upon the death of Mr. Besly in 
1908, Edward P. Wells, nephew of the 
founder, became president. The firm 
was incorporated under the laws of the 
State of Illinois in 1909. Mr. Welles 
served as president of the Besly Co., 
until 1942. He then became chairman 
of the board, a position he held until 
his death in 1946. He started with the 
company in 1887 as an office boy. 

Edward K. Welles, now president of 
the Besly Co., is a son of the late Ed- 
ward P. Welles. He joined the com- 
pany in 1936 at which time he was 
appointed vice-president. 

The Besly Co. started out in the 
mill supply business but in 1887 
acquired the Huston Iron Works in 
Beloit, Wis., a manufacturing firm 
turning out die stock and taps. 

In 1891, the Besly firm produced 
the first disc grinder, the original now 
a museum piece at the Ford Museum. 
In 1922, Besly under a working agree- 
ment with the Titan Abrasive Co., 
took the entire output of this company 
to be sold under the name, “Besly- 
Titan Abrasives.” 

A profit-sharing plan for all Besly 
employees was instituted in 1936. The 
company prides itself on the long 
service records of many employees: 
Arthur Olson, purchasing agent, 45 
years; Howard Learn, industrial supply 





SHARPEN EASY - NEVER CHANGE SHAPE 


SF) 7 ; 


bas 
AR 


NCE 


PROPER ““iscns® 


SPD am 


CUT LIKE LIGHTNING 





we ow mn 


f , is given without cost to any established 
This new, well-built mer- dealer in power tools, woodworking ma- 


chandising display board, chines and supplies. 


which helds 17 BOICE- AN EXTRA 5% BEYOND THE 

CRANE TRU-FORM Ke f REGULAR DISCOUNT 

SHAPER CUTTERS, is also allowed on the cutters which 
come with the display, as well as all 
other cutters, or cutter sets included in 
the initial order. 


ANOTHER BOICE-CRANE “FIRST”! BOICE-CRANE 
“TRU-FORM” SHAPER CUTTERS 
are the first at moderate prices with CIRCULAR or INVOLUTE RELIEF (also called flattened- 
arc relief; cam-profiled relief.) 


he “Tru-Form”" principal involves design and new machining methods that 
1. Assure cleaner, more burn-free cutting 


2. Cut the true, original shape and dimensions as long as the cutter lasts. 

3. Provide a larger rake angle. Never a laggy scraping cut, always easy and clean cuts that 
shear or shave the work without vibration. 

4. Deliver up to 50% more usable cutter life 

5. Provide improved clearance so necessary for successful high speed shaping 

6. Reduce cutting edge crumbling or breaking down—common with straight relief cutters. 
“Tru-Form” tooth shape reinforces cutting edge and dissipates more heat. 

Fine tungsten tool steel. Deep uniform hardening. Precision formed. Razor sharp. 

Complete line of individual cutters and sets for cabinet work, mill work, window and storm 

sash and doors. 


Designed for Bok e-Crane Shapers but improve performance of al! other makes. 


There's Real Money for You In A 
Boice-Crane Power Tool Franchise 


A complete line of intermediate capacity power tools which includes many items not available 
in others. As the world’s largest manufacturer of certain equipment, Boice-Crane offers the 
lowest prices on a quality line. The terrific number of leads, resulting from our national 
advertising, are turned over to our dealers. Cash in on the steady demand for this line. 


punta een 


(CD Please send details on Boice-Crane Power Tool Franchise. 
(— New 44-page Catalog No. 50 on entire line 
0) Please ship shaper cutter display boards with cutters attached. 


NAME 
FIRM 
STREET... 


CITY & STATE 
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How You Can Sell More 
VERLASTING 


BLOW: OFF VALVES 


Fig. 4001/4061. Everlasting Duplex Unit for 
250 and 300 psi, consisting of straight lever 
type Regular Everlasting Valve and com- 
panion rack and screw, slow opening straight- 
way type Everlasting Valve 
Fig. 4001/6061. Everlasting Duplex Unit for 
250 and 300 psi, consisting of straight lever 
type Regular Everlasting Valve and com- 
panion Everlasting Angle Valve. 


Every boiler must have a blow-off 
valve, and these unique duplex units 
will give your customers a complete, 
EVERLASTING security that as- 
sures continuing satisfaction to them 
and repeat orders for you. 


Just point out the many distinctive 
features and exclusive advantages of 
these valves and you will arouse your 
customers’ immediate interest. For 
example, the sealing valve (at the 
left) provides a drop-tight seal that 
actually improves with use, because 
each time the disc rotates against the 
seat there is a self-grinding, self- 
lapping action. The design further 
provides straight-through blow, and 
the operating mechanism cannot stick 
or jam. 


Again, the blowing valve (at the 
right) is built extra tough to with- 
stand repeated blow-off shocks, ero- 
sion and abrasion. The disc and seat 
are of monel metal, and the stem is 
of stainless steel. There are no pock- 
ets to trap and hold solids—the pas- 
sageways remain free and clear. 

For more than 40 years, EVERLAST- 
ING Valves have been profitable to 
distributors because of their fine per- 
formance that always assures satis- 
faction. You'll find that it will pay 
you to stock them and point out their 
features to your customers. Write for 
bulletins and prices—you’ll be glad 
you did so. 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J, 


Everlasting 


Trade Mark 


“EVERLASTING” 
Reg. U.S. Pat. Off. 


Zor everlasting protection 
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manager, +1 years; Henry G. Haars, 
tap sales manager, 32 years, N. C. 
Minehart, abrasives manager, 26 years; 
I. J. Giblin, shipping department 
head, 51 years; W. Zierk, city order de- 
partment head, +3 years; Alex Kamin, 
city shipping head, 33 years; W. 
Gorski, assistant manager, supply de- 
partment, 35 years; Casey Gorsky, as- 
sistant manager, shipping, 33 years. 

In the manufacturing end of the 
Besly firm: R. W. Young, vice presi- 
dent of engineering, 34 years; J. B. 
Krebs, office manager, +4 years; K. Y. 
l'aylor, vice president of manufactur- 
ing; W. C. Oliver, chief tap engineer 
and S. M. Knapp, chief engineer have 
service records dating back to the ’30’s. 

In the sales department: O. C. Han- 
sen, 43 vears; C. J. Black, 42 years; 
A. C. Wolfrum, 42 years; and George 
Peterson, 27 years. R. J. Curns, man 
ager of grinder sales, joined the Besly 
firm in 1919, 

Miss Roselyn F. Kruse, accounting 
department head has been with the 
Beslv firm for 24 vears; Mrs. Frances 
M. Mandeville, head billing machine 
operator, 22 years; Mrs. Lillian Poole, 
senior secretary, has 25 years service to 
her credit. 


Keckley Names N. Y. Firm 
Its Sales Representative 


The O. C. Keckley Co, Chicago, 
Ill. has appointed Stanley Sales Co., 
New York City its industrial repre- 
sentative in the New York territory 
for its line of float valves, pressure 
regulators, temperature — regulators, 
water gaugues, gauge cocks, steam 
traps and strainers. 





A CUSTOMER'S PREFERENCE for 
a product is demonstrated to William 
L. McDonald, counter salesman, by 
Jake Ravfield of J. M. Tull Metal & 
Supply Co., Inc., Atlanta, Ga 





RIGIDITY, STRENGTH, 
PRACTICAL, MODERN DESIGN 


THE \ YOS Toon 


YOST Combination Vise— 
extra heavy geared swivel 
base, replaceable long tool 
steel pipe jaws, extra heavy 
semi-steel castings for 
rigidity 


LETE LINE OF 


QUALITY @)VISES FOR REAL SALES APPEAL ... 


YOST Stationary Ma- 
chinists’ Vise—bolts 4 
places for _ rigidity, 
guaranteed throughout 


YOST Machinists’ Vise 

—solid tool steel weld- 

ed jaws, geared swivel 
se. 


YOST Drill Press Vise 
— compact, eliminates 
need for special jigs 


"Yost hus never stopped 
improving their product 


Every vise in our complete line has 
been re-designed to give the best ef- 
ficiency for its particular purpose. 
Extra heavy Semi Steel Castings plus 
modern, smooth, practical designing 
makes this an outstanding line you 
will be proud to display and handle. 
“YOST” is the only Vise built which 
carries an UNCONDITIONAL 
GUARANTEE against breakage. Sold 
only through distributors. 


Distributor information and catalog 
material available upon request. 


The latest addition 
to our modern line 


THE YOST SHOP KRAFT 


The only 3 purpose vise built 


(1) Has heavy corrugated metal 
jaws 

(2) Built-in pipe jaws 

(3) Patented removable wood 


working jaws. A fine precision built 
tool. 


BE SURE TO VISIT US AT BOOTH NO. 501 
AT THE ATLANTIC CITY CONVENTION 
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YOS MANUFACTURING COMPANY 
MEADVILLE, PENNA., U. S. A. 


BUILDERS OF QUALITY VISES ° 


ESTABLISHED IN 1907 





STANLEY HAMMERS | 


strike customers right 


ke 


hh 


Ke 


Because they’re perfectly bal- 
anced ... work better, Stanley 
hammers make a hit with 
customers ... make profits for 
you. Designed with many ex- 
clusive features, Stanley ham- 
mers are favorites on produc- 
tion lines and in shipping 
departments . . . wherever 
hammers are used. And what- 
ever hammers your customers 
need, Stanley makes them all 
. more than 40 styles, in a 
variety of sizes. Four typical 
hammers are shown here: 


100 PLUS. Finest hammer made. 
Exclusive design— extra driving 
and pulling power. “Evertite” pro- 
cessed handle. Perfectly balanced. 


No. 51'» NAIL. All-purpose, bell 
face claw hammer. Highly polished. 
Selected hammer steel. “Evertite” 
hickory handle. 


No. 312 BALL PEIN. Machinists’ 
and special jobs. Super heat-treated 
head. “Evertite” hickory handle. 


No. 601 MAGNETIC. Forked end 
strongly magnetized Pre-shrunk 
handle triple-wedged to head. 


You're backed by powerful 
advertising in leading maga- 
zines that directs business to 
YOU. And the century-old 
reputation for top quality and 
dependability, makes Stanley 
Tools easier to sell. Let cus- 
tomers know you stock the 
complete line of hammers and 
other fine industrial tools. It’s 
profitable. Stanley Tools, New 
Britain, Conn. 


T gianuet | 


Robert G. Burson 


Burson To Manage Sales 
For Durkee-Atwood 


Robert G. Burson, formerly in 
charge of O. E. M. V-belt sales for 
the Durkee-Atwood Co., Minneapolis, 
has been appointed sales manager of 
the industrial V-belt division. Mr. Bur- 
son will be in charge of V-belt sales, 
both to original equipment manufac- 
turers and through industrial distribu- 
tors. 

He joined the company in 1946. He 
is a graduate of the University of 
Georgia, and served with the AAF in 
World War II. 


Fairbanks, Morse & Co. 
Elects Lewis and Heaslip 


O. O. Lewis has been elected vice- 
president in charge of sales of Fair- 
banks, Morse & Co., Chicago, IIl., 
and F. J. Heaslip has been named 
vice-president in charge of purchases 
and traffic. 

Both men have been associated 
with the company for many years. Mr. 
Lewis joined the organization in 1908 





TOOLS |< Send for Catalog 34. Shows the complete line of 
Stanley Tools for industry. 


THE TOOL BOX OF THE WORLD 


Reg. U.S. Pat. Off. 
HARDWARE - TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 0. O. Lewis 
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Profitable 
franchises 
available... 


The American Stock Gear line includes... 


Spur Gears 

Bross 

Steel 

Cast Iron 

Bronze 

Non-metallic 
Racks 

Steel 

Brass 
Internal Gears 

Brass 

Cast Iron 
Mitre Gears 

Brass 

Steel 

Cast tron 
Bevel Geers 

Bross 

Steel 

Cast tron 


Spiral Gears 
Stee! 
Bronze 
Ratchets and Pawis 
Brass 
Steel 
Worm Gears 
Bronze 
Cast Iron 
Werms 
Steel 
Sprockets, Hub & Plate 
Brunze 
Steel 
Cast Iron 
Universal Joints 
Flexible Couplings 
Other Power Transmis- 
sion Supply items 





established manufacturer expanding 
into industrial stock gear field... 


lhe Perfection Gear Company is expanding through plant purchase 
into the industrial stock gear field. It is now offering fully protected 
franchises to a limited number of distributors to handle its extensive 
line of American Stock Gears. 

As a veteran of 30 years in the manufacture of automotive gears, 
Perfection has built a large plant complete with every modern facility 
for design, manufacture and testing of gear products. Its metallurgical 
laboratory, heat treating equipment and scientific testing machinery 
are of the most modern and efficient type developed. 

To this Perfection now adds the fine reputation and name of 
American Stock Gear as a division of the Perfection company. This 
new division demands an entire new distributive organization, and 
presents an unusual opportunity for alert distributors to get a “ground 
floor” franchise for a fine new line of gears. 

American is a complete stock gear line, manufactured to the most 
precise standards, from the highest quality materials. The wide range 
of types, sizes and materials in the line makes it ample to cover 
practically all demand for stock gears in every industrial category. 

Write for full details on this profit opportunity today. Your inquiry 
is respectfully solicited, and will be treated confidentially 


OG oe¢e@ 


h 
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DIVISION - PERFECTION GEAR COMPANY - HARVEY, ILL. 


INDUSTRIAL DISTRIBUTION * MAY, 1950 





BEALL 


SPRING WASHERS 
STEADY DEMAND ~ and continuous REPEAT business. 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 

BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 


130 Shamrock St. 


BEALLroot DIvIsION, Hubbard & Co., tasratron ni 


F. J. Heaslip 


as a clerk. For a number of years he 
was a sales engineer in Indiana, Ohio 
and Michigan territories. 

In 1932 he was appointed manager 
of the company’s Atlanta branch 
house, which position he filled until 
December 1943 when he was moved 
to Chicago headquarters and ap- 
pointed assistant sales manager. In 
1948 he was promoted to sales man 
ager, and now vice-president—sales. 
He also was elected a director of the 
company. 

Mr. Heaslip joined the company in 
1927 as a buyer in the purchasing de- 
partment. He was made purchasing 
agent in 1935 and director of pur- 
chases in 1942. He has been a di- 
rector of the company for several 
years. 


Fussell Succeeds 
His Brother 


R. C. Fussell, formerly assistant 
manager of the Charlotte, N. C. 
branch of Henry Walke & Co., has 
succeeded his brother J. E. Fussell 
as manager. The latter has resigned. 





TIGHT 


in service 


BEALL Spring Washers 
— prompt shipment — 
in cartons and bulk. 


eeceeeeeeeeeeereeeseeseeel 


TIGHT 


ofter long service 


DRIVING HOME a point at a sales 
meeting in Harry P. Leu, Inc., Or- 
lando, Fla., is Don K. Lambert, dis- 
tributor sales manager, The Falk Corp. 
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SAVE LABOR...REDUCE COSTS WITH 


TOLEDO >» vor: 


CONTROLS .. . entirely within 
forward and reversing switch. 
Speed adjusted automatically. 


REAMING. . . with 12 tooth cone type flute 
freamer mounted on arm on cutter head. 


THREADING...speedy, accurate. Thread gauge 
shows length of thread being cut. 


~ - ‘ 
CUTTING... especially fast with 4 cutting knives. 
Perfect square end cuts. No burred edges. 


ai POWER 
Ta el: 


Your customers can bring costs down—save up to 
80% on pipe threading time by using a portable 
TOLEDO No. 999 Power Pipe Machine instead 
of hand methods! 

Results in high production! The Super Model threads 2” pipe in 22 
seconds... or 30 seconds with Standard Model. Cuts off 2”’ pipe in 10 
seconds. It’s versatile—quickly changed for all pipe sizes up to and 
including 2’. It’s rugged, compact, low in cost... with proven perform- 
ance and Toledo dependability! You can sell and recommend Toledo 
with confidence... and profit. The Toledo Pipe Threading Machine 
Co., Toledo, Ohio. New York Office: 165 Broadway, Room 1310. 


RELY ON THE LEADER I 


PIPE TOOLS...POWER PIPE ar DRIVES 
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KALAMAZOO 
MODELS 
816-S — 824-S 
COOLANT 
EQUIPMENT 
AVAILABLE 


CONSISTENT 
HARD-HITTING 
ADVERTISING 
HELPS YOU SELL 
u KALAMAZOO! 


Follow the pages of the trade magazines, where compact 
tool sales are often started, and you'll see the dramatized 
story of the important exclusive features of Kalamazoo Band 
Saws. 


30 seconds blade changes . . . Timken bearings . . . no 
yoke or frame hides work from view . . . no burr, minimum 
kerf... handle 95% of cut-off jobs... . 


Month after month Kalamazoo paves the way for your 
sales calls—follows up after you leave—to help you keep your 
Kalamazoo volume climbing. If your catalog sheets are get- 
ting smudged or dog-eared, by all means send for a fresh 
supply today. 


MACHINE TOOL DIV. A@damazoo TANK and SILO CO. 


1900 Harrison St. Kalamazoo 16, Michigan 
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Kenneth R. Shupp 


Shupp To Sell 
In Four States For Pyrene 


Kenneth R. Shupp has been ap- 
pointed a sales representative for the 
Pyrene Mfg. Co. of Newark, N. J., to 
sell in parts of North and South Caro- 
lina, Virginia and West Virginia. 

Formerly an executive of Cannon 
Mills Co., of Kannapolis, N. C., Mr. 
Shupp has been employed since the 
war as a manufacturer's agent, repre- 
senting such companies as U. S. Steel’s 
Gunnison Homes, Great Lakes Steel 
Quonsets, and B. J. Many Co. 

Mr. Shupp will make his headquar- 
ters at 310 Piedmont Building, Char- 
lotte, N. C. 

Henry Schneider, Jr., has been 
named sales representative to cover the 
Detroit area. 

Mr. Schneider formerly was mate- 
rials handling sales engineer for the 


| Brown Darnell Co. of Detroit, Mich. 


Prior to this he was associated for 15 
years with the sales department of the 


| Charles A. Sterlinger Co. of Detroit. 


Henry Schneider, Jr. 





War is the poor man’s fight and the rich 
man’s opportunity. 
—Z. H. Curtis 














The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


ie 
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Show your customers how they can 
get True Fastener Economy by selling them 
RB&W Machine Screws, Stove Bolts and 
Tapping Screws ... the product of more 
than a century of continuous research and 
progressive development in fastener 
manufacturing .. . backed by the skill of 


four generations of RB&W men and women. 


Baw 


MPLETE QUALITY LINE — 


es 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Contractor saves penalty of $500 
= by investing $3.84 in Air Express 
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Time clause in housing project paving contract stood good chance of being invoked 
when equipment broke down at 5 p.m. So 10-lb. carton of replacement parts was 
Air Expressed from 1200 miles away. Delivered in just 8 hours. The Air Express 
charge was only $3.84—and contractor completed job on time. 


ape. 

a>! "a 

A : "Ne os 

at es *s 
$3.84 is small indeed, since it covers 
door-to-door service. Anytime delivery, 
7 days a week. Makes the world’s fastest 
shipping service the most convenient. 


Air Express goes by Scheduled Airlines; 
extra dependability, experienced han- 
dling. Shipments keep moving. Regular 
use keeps any business moving. 


Only Air Express gives you all these advantages 
World's fastest shipping service. 

Special door-to-door service at -10 extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline offices. 
Experienced Air Express has handled over 25 million shipments. 


Because of these advantages, regular use of Air Express pays. It’s your best air 
shipping buy. For fastest shipping action, phone Air Express Division, Railway 
Express Agency. (Many low commodity rates in effect 


MIRKUIKES 


GETS THERE FIRST 


Investigate 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





A service of 
Railway Express Agency and the 


we :, SCHEDULED AIRLINES of the U.S. 
a — ; 
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THOUGHTFUL Estelle Maccaron of 
Wm. J. Burns Co., Providence, R. I. 
is after the word that will complete a 
letter to a customer. 





Sumner H. Slichter 
Assesses Pension Trend 


Sumner H. Slichter, the noted econ- 
omist and instructor at Harvard Uni- 
versity, delivered an address before 
the American Management Associa- 
tion recently in Chicago in which he 
analyzed the importance and the con- 
tinuing effects of the pension fund 
problem currently plaguing various 
important segments of industry. 

In the course of his remarks he con 
sidered the four methods thus far 
devised of meeting the problem of 
social security; (1) individual sav- 
ing; (2) old-age relief or assistance; 
(3) private pension plans, either in- 
itiated by employers or negotiated by 
unions and employers; and (4) gov 
ernment insurance. 

There are several reasons, he de 
clared, why individual saving has only 
limited usefulness as a way of pro 
viding old-age security. One reason is 
that about 37 percent of American 
families do not save. Another, that 
what saving is done is concentrated 
among one-fifth, possibly two-fifths at 
the most, of American families. Of 
families with savings in ’48, the fifth 
with the highest income did 60 per- 
cent of all saving. Three-fifths of the 
families which did some positive sav- 
ing were responsible for only 21 per 
cent of the total saving. 

Public assistance as a method of 
meeting the problem of old-age se- 
curity, Mr. Slichter continued, was 
today the principal way in which the 
need of retired workers is being met. 
In June, 1949, 2.6 million persons of 
65 or more were receiving public as- 
sistance, in comparison with 1.8 mil- 
lion who were receiving old-age and 
survivors insurance, and about 800,000 
who were receiving pensions under 





SELLING SATISFACTION 


WITH VEELOS BRINGS 


ofitable 
business 





Entire Veelos v-belt 
stock—1! reel of A; 1 
reel of B; 2 reels of C. 


These drives have been operating for 10 months 
with Veelos—and still going strong. Endless belt life 
was 3 months. Veelos installation time was | man- 
hour; endless belt installation time was 30 man- 
hours. This is one of 12 identical Veelos-driven 
machines in this plant. 


Installation time for Veelos was 1 man-hour—for 
endless v-belts it was 24 man-hours. These belts 
hove been operating 3% years. This plant has three 
other Veelos-driven machines exactly like this one 





ADJUSTABLE TO ANY LENGTH e ADAPTABLE TO ANY DRIVE 


Made in all standard sizes, fits all standard grooves. Packaged 
on reels in 100-foot lengths. Sales engineers in principal 
cities. Veelos is known as VEELINK outside the United States. 
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Here’s a true success story with only 
two characters—a distributor's salesman 
and Veelos—the adjustable v-belt! 

Before the salesman sold this plant on 
Veelos, their stockroom was cluttered 
with a large assortment of different sizes 
of endless v-belts. Now the picture is 
different. Only 4 reels of Veelos (as 
shown) take care of 75 v-belt drives. 
When the change-over is completed, 
every one of the 200 drives in the plant 
will be Veelos equipped. 

This distributor’s salesman knows that 
Veelos saves money for his customers... 
@ on v-belt inventory—on control of 


inventory and on storing v-belts. 


@ when belts are replaced by reducing 


machine downtime. 


@ because it gives full, vibrationless 
power delivery—uniform tension is 
easily maintained on all belts. 


Selling Veelos is selling satisfaction 
and gaining profit. Profit on the original 
sale and profit on the replacement busi- 
ness that comes “naturally”. Then too, 
the unit sale is larger because the cus- 
tomer buys a full reel every time-——not 
just a belt now and then. 

Why not “get in the act’... sell 


satisfaction... sell Veelos! 


Veelos is made in all standard widths: 
00, 0, A, B, C, D and E—double V in the A 
and B widths. Available in three types: 
regular, oil-proof and static conducting. 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 


THE LINK 





} 


Perfect Alignment not only 
before but after application. 


THE BELT HOOKS 
WITH THE 


There is no substitute for Safety 
Belt-Lacing because the patented 
Safety binder bars not only hold 
each hook in perfect alignment 
(both before and after applica- 
tion) but also cover and protect 
belt ends, prevent fraying and 
assure long life. It's the all pur- 
pose belt-lacing, too. It can be 
applied in factories and shops 


not only with shop lacers but also in the field with the pocket 
Tu-Way Lacer and a hammer. 


5388 N. Menard Ave., 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
Chicago 30, U. S. A. 














>MULT!-oRIL 


or Production Drilling 


CHECK THESE MULTI-DRILL 


SALES FEATURES 


® 9” Drilling Area 
Available with 2 to 8 spindles 
RUGGED CONSTRUCTION 


Quick, easy adjustments to any 
hole pattern on or within a 9” 


circle; 42” 


minimum center dis- 


tance; drill sizes 1/32" to 


%" 


Special adaptations avail- 


able 


MULTI-DRILLS are made 
in other sizes and models 


See us at Booth 214 at 


Atlantic City 


Write for infor- 
mation abeut 
handling the 
MULTI - DRILL 
im your te 


4217 W. KINZIE STREET, CHICAGO 24, ILLINOIS aN 


other public programs. The average 
assistance payment, he commented, is 
larger than the average pension pay- 
ment. “There is danger that old-age 
assistance will turn out to be the dom- 
inant way of meeting the problem of 
old-age security. I say ‘danger’ because 
old age assistance is open to grave 
abuses and is likely to corrupt the 
political life of the country.” 


Private Pension Growth 


Private pension plans initiated by 
employers or negotiated between em- 
ployers and trade unions have had a 
rapid growth in the last fifteen years. 
As late as 1939 there were only about 
400 private pension plans in American 
industry. Now there are around 13,- 
000. In 1945 there were less than 
half-a-million workers under collective 
bargaining pension plans. By mid- 
1948 there were 1,650,000. The rapid 
growth of pension plans initiated by 
private employers or negotiated vith 
trade unions is striking evidence. 
Mr. Slichter thought, of the need for 
pensions. Nevertheless, these private 
pension plans fall far short of meeting 
the need for old age security. 

The private pension plans, Mr. 
Slichter continued, have three prin- 
cipal defects: “(1) They discourage the 
movement of workers from plant to 
plant; (2) they handicap older work- 
ers in finding employment; and (3) 
they do not give adequate coverage, 
and never will. Most serious of all is 
the fact that private pension plans do 
not give adequate coverage. The 
country must have a system of old- 
age security which is universal in its 
application—which reaches all people 
who are going to be in need of income 
after they retire.” 





Hes, 


“Don’t announce me—l'll just slip in and 


Product of Commander — Builder of the Commander 7Vagper 
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surprise him.” 





RIES of solid comfort! 


for modern radiant heating 


f.% me Reus bs 





Lucky are'the modern ‘‘cliff dwellers’’ who 
reside at 91st Street and Madison Avenue, 
New York. For they are among the first fortu- 
nate tenants in America to get the advan- 
tages of radiant heating in a multiple 
dwelling unit. 


With the outstanding performance of radi- 
ant systems in thousands of homes, in hos- 
pitals, schools and churches, it was inevitable 
that the clean, uniform comfort conditions 
produced by radiant heating would become 
a prominent feature in modern multiple dwell- 
ing construction. And, for the successful per- 
formance of a radiant system, steel pipe is 
the first choice as it always has been for 
conventional steam and hot water systems, 


Steel pipe is, first of all, completely prac- 
tical and adaptable. It can be formed readily, 
welded soundly and easily, and its expansion 
and contraction in concrete or plaster for 
all practical purposes may be considered 
the same. Moreover, it is durable... a4 
fact proved beyond the shadow of a doubt in 
more than 60 years of use in steam and hot 
water heating systems. Economy is its impor 
tant and considerable advantage. 


For apartment dwellings or any other radi- 
ant heating purpose, steel pipe is first choicel 


ALBERT B. ASHFORTH, INC., Managing Agents 


City veeting Compene, builder of this structure utilized 
steel pipe coils in the ceilings, with some supplemental! wall 
piping and a few floor coils. Photo shows calling coils viewed 
from floor above. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Avenue, New York 1, N. Y. 
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ARRO 
CX0 UTE 


SPIN DRILLS 


FOR ALL MASONRY 


1, Cleans Dust From Holes 


2. 


3. 


Arro “Flexo-Flute” Spin Drills 
go the full depth without pack- 
ing or stalling. The perma- 
nently attached low-angle flex- 
ible spring cleans drill cuttings 


from hole automatically. 


Cutting Tip is made of cement- 
ed carbide, hardest 
made by man. The 
Flute” drills up to four times 


metal 
“Flexo- 
faster . lasts many times 
longer than ordinary drills. Yet 


Automatically. 


Drills Full Depth Without 
Stopping. 


Makes Faster Cleaner 
Cuts. 


they cost no more than plain 
round shank carbide drills! 


Holes are cleaner, truer and 
drilled faster with much less 


pressure. 


Let Arro “Flexo-Flute” Spin 
Drills save you both time and 


money in your masonry work. 


The new 
means EXTRA 


Arro customers — 
“Flexo - Flute” 
PROFIT for you. 


MORE NEW ARRO PRODUCTS 


ARRO STUD 
BOLT ANCHORS 


Improved Arro Stud Bolt Anchor con- 
sists of lead sleeve, hard metal cone 
expander and cone headed steel bolt 
completely assembled. Bolt sizes from 
M%4" through %” and in several lengths. 


SOLD THROUGH 





‘ee P ARRO, 2] DOUBLE. | =o | 
_— 


ARRO DOUBLE 
EXPANSION SHIELD 
Arro’s newly designed Double Ex- 
pansion Shield, used with machine 
bolts...made for attaching to all 
types of solid masonry. Bolt sizes 
Ye" through 114”. 


JOBBERS ONLY 


EXPANSION BOLT CO. 


MARION o OHIO 
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A PROMINENT SPOT was picked 
by Mid-Island Supply Co. when it 
relocated in Queens at Jackson Ave. 
and Orchard St., L. I. C. 





Mosher Succeeds Russell 
As Columbia Sales Head 


Charles H. Mosher, general sales 
manager, Columbian Rope Co., Au- 
burn, N. Y. has been elected to the 
office of vice-president of sales to suc- 
ceed Stewart G. Russell. Mr. Russell, 
a beteran of 40 years service with the 
company, will continue to serve as a 
director. Mr. Mosher continues his 
duties as general sales manager. 

[he latter joined Columbian in 
1918 and entered the armed services 
that same year. Upon his return in 
1919 he spent several months in the 
mills, becoming acquainted with the 
many rope and twine products manu- 
factured by Columbian. He became 
a member of the sales department in 
1920 and has been connected with the 
selling end of the business ever since. 

From 1922 until 1927, Mr. Mosher 
travelled out of the Chicago branch 
and then returned to the sales depart- 
ment at Auburn. In 1941, he was 
appointed an assistant sales manager 


Charles H. Mosher 





Pie Co ove ema eae 


: STANLEY 


This trade mark on 
electric tools 


Portable Routers and Shapers: 17 h.p., 
*¢hp., ‘hp, I h.p. and 3 h.p. motors with 
a variety of attachments, accessories, cutters 


and hits to permit a wide range of work. | E [ [ S U S F R S 


the most important thing 
they want to know 


” 


ABOUT TOOLS 


Power Planes: 3 different models, *, h.p., When you sell 
h.p. and | h.p. Spiral cutter revolving at ’ 

1G:006 ccm: leaves aucotlt, vacteleu sirlace customers have to take somebody’s word about gears, 

even against the grain ... straight or bevel cuts 


an electric tool, both you and your 


motor, bearings, shaft, switches, power, etc. Whose 
word about tools could be more reliable than the 
word of ‘“‘Stanley’”’ . . . tool makers for nearly 100 
years. On electric tools the name, Stanley, means 
that the tools are quality built, thoroughly tested 
and honestly rated. Covered by a generous guarantee 
and serviced by a network of Stanley Service Stations. 
Unishears: various models to 


é , Electric Tools, New Britain, Conn. 
cut 18 ga., 16 ga., 14 ga, 12 ga., 10 ga, Stanley Elec y Cc 
8 ga. and 6 ga. at speeds up to 20 ft. a minute 





[ STANLEY ] 


Reg. U.S. Pat. Off. 





HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 


Bench Grinders: wheel dimensions 6° x 
6" «x %",7" x1" and 10"x 1 


‘a 
x on * } 


Electric Hammers: capacity, Electric Drills: 


Disc Sanders: standard 
1!, diameter in concrete Se »%.% andl. 


duty, 7" and heavy duty, 
7° and 9 
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R & M HOIST 


with the 
DOWN-TO-EARTH PRICE 
your customers demand 





ADJUSTABLE TROLLEY- 
MOUNTING AND 
ADAPTERS FOR ALL 
MONORAILS (HOOK OR 
STATIONARY MOUNTING 
ALSO AVAILABLE) 


SPECIAL 
HIGH-TORQUE 
HOIST MOTOR 


SINGLE-UNIT 
HOUSING 


WIRE-ROPE CABLE 


WESTON-TYPE 
LOAD BRAKE 


ROPE OR 
PUSH-BUTTON 
CONTROL 


ENCLOSED BLOCK - 
WITH SWIVEL HOOK 1000 LB. CAPACITY 


You know today’s story: your customers $204°° 
want plus-value. R & M has the answer 

in the new wire-rope “J” hoist. You can HOOK SUSPENSION, 
sell it profitably as low as $204. And you ROPE CONTROL 
don't have to rebuild it because it is 10 FT. LIFT 
plenty versatile . . . lug, hook or trolley 


_ 


mounting . adaptable to different 
beam sizes. It has adequate lift for prac- 
tically all applications. Motor is especially built for hoist use 
by Robbins & Myers. The “J” has the rugged construction for 
long service with little maintenance. Skilled, experienced hoist 
builders have incorporated every technical advance and quan- 
tity-production economy into this value-packed package. 
Requires little headroom. Easy to install. Push-button control 
for easy, fast spotting. Single-unit housing for positive align- 
ment. Sizes—l!/,, 1 and 1 ton. Write for bulletin 451-ID. 
SOME TERRITORIES STILL AVAILABLE. 


ROBBINS « MYERS- INC. 


SPRINGFIELD 99, OHIO * BRANTFORD, ONTARIO 
MOTORS + HOISTS + CRANES +» FANS +» MOYNO PUMPS 
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S. G. Russell 


and in 1944 he became general sales 
manager. 

Mr. Russell joined Columbian in 
1910, as its first advertising manager, 
a position he occupied until 1916 
when he became assistant sales man- 
ager. In 1927 he was appointed gen- 
eral sales manager and in 1941 he was 
elected vice-president in charge of 
sales to succeed Fred M. Everett. Mr. 
Russell has been a director since 1937. 


Portland Service Station 


Added By Black & Decker 


A new service station and sales office 
in Portland, Ore. recently was opened 
by Black & Decker Mfg. Co., Tow- 
son, Md., under its continuing pro- 
gram to provide more efficient service 
facilities for users of portable electric 
tools of its manufacture. 

"he new factory-owned and oper- 
ated service station is located at 1640 
N. W. Johnson St., Portland 9, and 
will offer complete facilities for repair 
and service to tool users in Oregon, 
southern Washington and southern 
Idaho. These new facilities in the 
Pacific Northwest are in addition to 
the Seattle sales and service branch. 
The service station will be in charge 
of Gus Nelson, service engineer, and 
A. W. Escoffier, sales engineer 


Penman and Meier 
Join Hewitt-Robins, Inc. 


Peter H. Penman and Harry O. 
Meier, both formerly with Quaker 
Rubber Co. Philadelphia, Pa., have 
joined Hewitt-Robins, Inc., New York. 

Mr. Penman and Mr. Meier join 
the fire hose sales staff and will oper- 
ate out of Hewitt Rubber Division 
offices at 240 Kensington Ave., Buf- 
falo, N. Y. 





7500 HOU 


CHAMPION. 





FLUORESCENT 


7500 HOURS 














From way back last May, CHAMPION Fluorescent 
Lamps in all regular pre-heat types have been sold with 
a guaranteed rated life of 7500 hours!* 


WHAT DOES THIS MEAN TO YOU? @ 


Without costing you a single extra penny, Champion Lamps have 
been giving you up to triple operating value. The cost of maintenance, 
because of fewer lamp replacements, is much lower. 

Better look into this big bargain in better light — the Champion 
7500 Hour Lamp. Get in touch with your local distributor or write 
us for full details on this amazing Lamp value. 


*On 3 hour or longer burning cycles 


€ 


— because every one of your 
customers and prospects will 
be seeing this striking adver- 
tisement. 


Note that they are urged to 
get in touch with you. 


Now is the time to make the 
most of this great advance in 
Fluorescent Lamp value. 


Champion 7500 Hour 
Fluorescent Lamps mean 
new accourfts, new profits 
for you! 





\ 
LA 
CHAMPION LAMP WORK 


Lynn, Massachusetts 
"== & DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 


Ss 
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K & M SALES BUILD | > tates tad Gop 


Screws 


PROFITS AND GOOD WILL ed 


© Stripper Bolts 
© Wrenches 


Dependable fluids handling equipment .. . cS 
K & M’s contribution to industry DIST 


MAKE GOOD PROFITS 
SELLING 


ECONOMY PRODUCTS 





for nearly 34 of a century. 


You'll find this quality line well 
known it's easy and profit- 


able to sell and it stays sold K&M PILOT OPERATED 
FLOAT VALVE 


For reliable control service on hot or 
cold liquid supply lines, on open or | | } 
closed tanks, and with valve submerged i 
in liquid if required. Single seat, pilot 
operated, piston balanced design per- | | 
its ti * i ini | © Satisfied customers repeat in order- 
mits tight oe off with minimum float pM nn Ry meagre Bene 
SERIES 8300 power. Sizes 2 to 2”, female screwed. | | —this means you get o constant source 
° of income when you se em. = 
For pressure to 150 Ibs. - 450°F. Globe OMY Products have @ long record of 
i dependable service—plant men rely on 
angle types. Bronze or special them because they eliminate eonaions 


alloys for corrosive liquids. | shutdowns and assure smooth-running 
assembly. You a profitable selling 


in all seasons—there’s no end to sales 
possibilities. Let us send more in- 





K&M Y STRAINER \ 





formation. 

For full protection to regulating valve con- 
trollers, a and traps in service with ECONOMY MACHINE PRODUCTS CO. 
steam, water, oil, gas or other fluids. Large 5217 Lawrence Ave. Chicago 30 
open area perforated sheet metal screen : bah Ae 
assures proper straining with minimum pres- 
sure drop. Blow down connection for normal a ™” 
cleaning, screens easily accessible for full 
cleaning. For horizontal or down flow vertical NOW 
installation. Sizes “% to 6 inches, perforations "vs 
%s to M2 inches. Semi-steel, bronze, cast steel TYPE 340 


or special alloys. | At New Low Price! 


J k & M PRESSURE ‘| WIRE ROPE CUTTER 


REDUCING VALVE 
IMMEDIATE 


A compact internal pilot operated valve DELIVERY! 
TYPE 481 ‘for close regulation in steam pressure reduc- 
tion service. Balanced piston pilot design 
assures minimum effect on reduced pressure 
setting from variable inlet pressure or flow a ~ 3 Sizes 
requirements. Parabolic inner valve assures , : starting 
dependable control on high or low load 
requirements. Sizes ¥2 to 2 inches. Maximum 
inlet pressure 250 Ibs. at 400°F. Bronze body, 

stainless steel trim, screwed ends. 


























These e a few typical items in the extensive K & M ling 


onstructed by specialists, it is a line to make money wi @at iar nformation Advertised Extensively in Trade Magazines 
will be sent promptly y 

Write for information on our 
Profitable Distributor Proposition 


2033 - 43rd ST., NORTH BERGEN, N. J Established 1879 


PRESSURE REDUCING & REGULATING VALVES bd LEVEL CONTROLS 
STRAINERS e PUMP GOVERNORS bd BACK PRESSURE AND RELIEF VALVES 55 Park Place New York 7, N. Y. 
FLOAT VALVES e EXHAUST HEADS bd STOP AND CHECK VALVES 
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Have you 
Heard the 
Thor Story? 


American Screw Names Coy Are you losing your electric tool sales to 


John J. Coy 


Assistant Sales Manager 

John J. Coy has been appointed as- department stores and wholesale houses? Ask 
sistant sales manager of American 
Screw Co., Providence, R. I. , : : eel a 

Mr. Coy has been a sales representa- us about Thor's 100% industrial distribution 
tive of American Screw Co. for the 
past twelve years, with headquarters in . ee F 
Dayton, Ohio, where he gained wide policy. Write “Thor Tools,” Aurora, Ill. 
recognition for his close co-operation 
with wholesale hardware distributors 
and users of American products. 




















——— 





A AN 
John B. Cox Opens BELT 
His Own Supply Firm FASTENERS 


John B. Cox has gone into business _| and 
for himself in the industrial supply 


field under the name of J. B. Cox | . pip PLATES 
Tool & Industrial Supply Co., 342 W. 
Rosecrans Blvd., Compton, Calif. 

Mr. Cox recently severed his re- 


lationship with the Marshall Tool & 
Supply Corp. He has been in the in- mt FOR HEAVY 


dustrial supply business for the past ¥% #28 a, 
, FF pes , CONVEYOR 


23 years, seventeen them with 








Reichle Supply Co., Saginaw, Mich., ‘ie eae kt Be > 
and for the past six years with Mar- “A 4 Bborect AND 


shall Tool & Supply. 4 ‘ ~* 3 ; : oe ELEVATOR 
as BELTS OF 


ANY WIDTH 


% FLEXCO Fasteners make tight butt joints of 
great strength and durability. 
% Trough naturally, operate smoothly through | 
take-up pulleys. 
% Distribute strain uniformly. é 
% Made of Steel, “Monel,” “Everdur.” Also 
“Promal” top plates. 
% FLEXCO Rip Plates are for bridging soft arene 
spots and FLEXCO Fasteners for patching or Compression Grip distributes 
joining clean straight rips. strain over whole plate area 


Order From Your Supply House. Ask for Bulletin F-100 


John B. Cox FLEXIBLE STEEL LACING €OQ., 4633 Lexington St,, Chicago 44, Ill. 
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Darnell Casters 
& E-Z ROLL WHEELS 


Nearly 4000 TYPES of 
CASTERS & WHEELS 


For light, medium or heavy duty ser- 
vice Darnell Casters and Wheels are 
dependable — saving floors, equip- 
ment, money, time and temper. 


White for Free 
Damell Manudl 





@ Rust-proofed ra 


@ String Guards 

@ Extra-strong axle 

@ All Wearing parts 
carbonized and 


hardened eee 
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Robert H. Morse, Jr. 


Third Generation Morse 
Becomes Company Head 

The third generation Morse became 
president of Fairbanks, Morse & Co. 
recently when Robert H. Morse, Jr., 
who started with the company in 1916 
in the foundry of the Beloit, Wis., 
plant was elected to that office by the 
directors of the firm. 

Mr. Morse has been vice-president 
in charge of operations. Previously he 
was vice-president in charge of sales, 
assistant general sales manager and has 
held many other positions. He also is 
president of the Diesel Engine Manu- 
facturers Association. 


Sterling Bolt Co. 
Occupies New Plant 


The new modern one-story plant 
of the Sterling Bolt Co. now is oc- 
cupied by the firm at 4646 West Lake 
St., Chicago 44, Ill. The move will 
result, for the first time in many years, 
in all operations being performed in 
one building. 

The plant consists of one whole 
city block comprising 200,000 sq. ft. 
of floor space, and will house the ship- 
ping, warchousing, production and 
office functions of the firm. 





‘ 
C. M. Webb, sales- 
man for Louisville Mill Supply Co., 
Louisville, Ky., gets a tip on demon- 


stration from R. C. Hentscher of Man- 
ning, Maxwell & Moore 


SHOW THEM. 











Here’s ONE Dealer Franchise That Is 
REALLY Based on PROFIT! 


® The Alexander Franchise is designed to assure the ultimate in cooperation 
and service to distributors plus supplying leather belting and other leather 
products that are unusual profit-makers to the dealer. Some of the out- 


standing advantages of our plan are enumerated below. Perhaps there 
is an Alexander Dealer Franchise open in your trading area. Write us. 


A complete line of quality leather belts, leather 

packings and other industrial leather special- 
ties manufactured under constant control from raw- 
hide to the finished product. 


A staff of engineers which is available for 
consultation and technical assistance to assure 
proper application. 


A plan which provides the services of a com- 
petent sales engineer in your territory at reg- 
ular intervals. 


A continuous advertising campaign in national 
trade magazines and through direct mail reach- 
ing more than 100,000 industrialists as well as a 
policy of referring all territorial inquiries and orders 
to the distributor holding the Alexander Franchise. 








Famous ALEXANDER Leather 
Belting Brands 
MONOBELT + PRECISION « FLEXOTYPE 
CHROME « TRIANGLE ¢ MEDALLION 
SQUARE « TENTACULAR « CONE-MASTER 


Other ALEXANDER Products 
LEATHER PACKINGS e¢ ROUND BELTING 
LEATHER SPECIALTIES + BELT CEMENT 
BELT LUBE (Belt Dressing)*LEATHER LINK 
BELTS + GIN CRIMPS, OIL MILL CRIMPS 

LACE LEATHER 





ALEXANDER BROTHERS 


Makers of Finest Leather Belting and industrial Leathers Since 1867 


406 North Third Street » Philadelphia 23, Pa. 


Branches in Chicago, New York and Charlotte 
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TUBULAR 
BARROW 


BRICK and TILE 
BARROW 





MILL 
BARROW 


TUBULAR 
COAL DELIVERY 
BARROW 


CONCRETE 


JACKSON MANUFACTURING COMPANY 


HARRISBURG “* PENNSYLVANIA 
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FAST SELLERS to 
the Industrial Trade 


There are thousands of uses for clincher 

plings and ders th ghout man- 
ufacturing plants, and these Sherman 
“long-grip” couplings and ders are 
preferred wherever they are tried, be- 
cause they do a stronger, more perma- 
nent job of connecting and repairing 
hose. 








Offer your customers Sherman “long- 
grips”, with the multiple corrugated 
tails, the staggered fingers, and the 
right-angle finger ends. You'll find these 

plings and ders move faster, 
and pay better profits, because they 
give better service. 





H. B. Sherman Mfg. Co. 


The “GOLD LABEL” 
Hose Nozzle 


Made for heavy duty 
service. Genuine, heavy 
bronze with wide, deep 
knurling and hand pol- 
ished finish. Patented 
non-rising sleeve takes 
wear off packing, adds 
extra years of leak-free 
service. 











J. W. Westhead 


Homestead Division 
Names Sales Managers 


IF’. A. Rueter and J. W. Westhead 
have been named field sales managers 
for the central and eastern divisions 
respectively of the Hypressure Jenny 
Division of Homestead Valve Mfg. 
Co., Coraopolis, Pa. In their new 
capacity, Messrs. Rueter and West- 
head will serve as coordinators be- 
tween the factory and the factory 
representatives in their divisions. 

Mr. Rueter joined the company in 
1945, after several years as a steel 
chemist. Prior to his present appoint- 
ment he served as director of farm 
research and in the development and 
training of a national service organiza 
tion among the company’s 1600 dis 
tributors. 

Mr. Westhead, who was formerly 
branch and division manager of Dicta- 
graph Corp., has been field representa 
tive for the company since joining 
them in 1948 


| 
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VIKING 


FEATURES THAT MAKE 
FOR GOOD PUMPING 








rugged and each self-supported. No small intricate 


1 ONLY TWO MOVING PARTS. Both large and 
e 


parts requiring frequent replacement 











n lifts up to 20 feet or 


volatile hquids. Smooth 





) SELF PRIMING on 
@ even discharge No 


SLOW SPEED—LONG LIFE. Reduced speeds of 


retains large 











Viking pumps prolongs life and still 


volume 














OPERATES IN BOTH DIRECTIONS. Viking 
pumps operate equally well in both directions 


Simplifies ordering and installatior 














Long, leak resistant 


5 SINGLE STUFFING BOX. 


@ stuffing box. Easily serviced 











Get the complete story on Viking Pumps for the mill 
supply industry today. Send for free copy of Bulletin 
Series 50SMM. 


AN HONORED NAME 
IN PUMPING 


Pump Company 


Cedar Falls, lowa 


BETTER 


WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry—wherever 
chains are needed, you'll find Wesco 
Chains doing a better job because 
they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS. . 
RAILROAD CHAIN 


WESTERN 


1819 BELMONT AVENUE e 


Write for the Wesco Industrial 
Chain Catalog 


CHAIN COMPANY 


CHICAGO 13, ILLINOIS 
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A TRAINEE in the shipping depart- 
ment of Columbus Iron Works Co., 


‘@) U ts tan din g Columbus, Ga., is Albert Stanford, 


shown with R. B. Cheek, department 


© rel] ALITY : head, explaining the inter-com system 
@ SERVICE | 

5 . \ Ohio Injector Names Smith 
@ PERFORMANCE 


Director of Sales 


e DEPENDABILITY Harry G. Smith has been appointed 
vice-president and director of sales for 
The Ohio Injector Co., Wadsworth, 
Ohio. 

Mr. Smith joins the company after 
he “Blue Devil’ an association with the A. O. Smith 
Seal of Quality Corp. in Los Angeles, where he was 

manager in full charge of administra- 
look for the tion, sales, manufacturing and engi- 
blue ribbon on the neering of the meter division 
Rs a er He has been associated with the 
oil industry for the past 13 years. He 
began his career in the petroleum field 
as a research engineer for the Smith 
Meter Co., a former subsidiary of the 
A. O. Smith Corp., progressing 
through engineering and sales depart- 
ments to vice-president and general 
manager. When the Smith Meter 
Co. was absorbed by the parent com- 
pany, he continued as manager of the 
new division. 

Mr. Smith is affiliated with the 
” a : American Society of Mechanical Engi- 

Blue Devil” socket screw products are stocked in a neers, American Petroleum Institute, 
and the Association of Weights and 
made by specialists in a Measurement Officials. 
plant devoted exclusively to the manufacture of high qual- 
ity socket screw products. Prompt, efficient service on Pyle and Carraway 
special designs. 





fT) WITT LL ddddddde es 





COMPLETE line of standard sizes and lengths. Safe, 
durable, distinctively packaged 


Cover Mississippi 
The Mississippi territory of Pid- 
Sold only through authorized geon-Thomas Iron Co., Memphis, left 
Industrial Supply Distributors vacant due to the death of Charles 
Dickinson, has been divided and will 
be covered by Calvin H. Pyle, who 
makes his headquarters in West Point, 
SAFETY SOCKET SCREW COMPANY Miss., and Wilson Carraway, who was 
transferred from the office as tele 

4449 N. KNOX AVENUE . CHICAGO 30, ILLINOIS 


phone salesman. 
New York Office —11 Park Place West Coast Warehouse—2022 E. 7th St., Los Angeles Mr. Carraway will make his head 


quarters in Greenwood, Miss 





ote YS 





SQUens 
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PEE POET, POS ng 





SALES POLICY 
THE COLUMBIAN VISE & MFG. COMPANY 


The following is a reiteration of Columbian's Operating and Selling Px 


ef 


COMPLETE LINE—ONE SOURCE. Columbian's complete line offers to the dis 
tributor the advantage of concentrating his entire vise purchases from one strong 
source. This line includes Machinists’, Hinged Pipe, Combination Pipe, Wood 
workers’, Patternmakers’, Blacksmiths’, and Garage-and-Household Vises: als« 


drop-forged ''C'' Clamps. 


DISTRIBUTION. We believe that selling thru established distributors is economi 
cal and efficient. We adhere rigidly to this principle 


PRICES. List prices with discount are used. These are such as to insure a reason 


able profit. Prices are guaranteed to date of shipment 


RESALE. We believe in fair resale prices. Our distributors are urged to respect 


our suggested prices and every lawful method is used to protect this policy 
X 


INQUIRIES AND DIRECT SALES. We refer to our ‘distributors all inquiries from 
their territories, either from users or non-stocking distributors. Quotations or sales 


made direct, where we may have no distributor, are at our resale prices 


TERRITORY. Where an exclusive territory arrangement is made, a distributor is 
given every protection within that territory. Furthermore, we do not make direct 
shipments for one distributor into the territory assigned another distributor 


STOCKS. We expect our distributors to maintain a stock sufficient to adequately 
service their trade. 


SERVICE. We ship all orders on the day received, unlessfotherwise specified 


GUARANTEE. Our products are fully guaranteed against defects in material and 
workmanship. 


RETURNED GOODS. Returned goods are accepted only when authorized by our 
Cleveland office. 


COOPERATION. We actively cooperate with distributors in promoting sales, edu 
cating distributors’ salesmen, in furnishing sales literature, catalogs, etc., for distri- 
bution to their trade, and by advertising 


Cleveland, Ohio 
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THE COLUMBIAN VISE & MFG. COMPANY 


9025 Bessemer Avenue . Cleveland 4, Ohio 
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Composite Hack Saw Blade Has Many Advantages 


for both Production and Occasional Sawing 


Metal Sawing was tedious and in- 
efficient at the turn of the century. 
While power hack saws were in use, 
they merely eliminated the drud- 
gery of hand sawing, for they could 
not bring to the operation the cost 
saving factors of multiplied cutting 
force and high cutting speeds. This 
was because the hack saw blades of 
that day quickly annealled and lost 
their cutting edge under tempera- 
tures generated by metal sawing at 
any speed much above that of hand 
sawing or with feed pressures be- 
yond thelight feedsusedto*’scratch”’ 
away metal. 
With the development of High 
Speed Steel half of the problem was 
@lved. Here was the ideal cutting 
ent that readily cut every ma- 
inable metal, that did not soften 
d would withstand the tempera- 
res developed. Further, this new 
teel held its edge many times as 
bng as any previous blade steel. 
owever, being extremely hard, 
his steel was inherently brittle. 


* 


ws. 
“extremely hard ** inherently brittle” 


Phough it offered ideal cutting 
characteristics, it also literally ex- 
Ploded (shattered like plate glass) 
under even a normal cutting load, 
as blades were but thin strips of 
this metal. 
Even today, after a quarter cen- 
tury of additional metalurgical 
research, with closely controlled 
heat treating processes, few solid 
high speed steel blades last to 
deliver more than a percentage of 
their theoretical cutting life be- 
fore shattering, and then only 
when ‘‘babied’”’ 
As the leading manufacturer of 
power hack sawing machines, 
MARVEL assigned its engineers 
the task of developing a hack saw 
blade that would stand up under 
cutting speeds, feeds and working 
temperatures comparable with 
those attained on other types of 
machine tools. All available steels 
were tested for cutting quality, 
load carrying ability, and resistance 
to shock. While alloys of great ten 


286 





sile strength and toughness were 
found, they were invariably poor 
in cutting quality in almost directly 
proportional ratio to their ability 


“years of research, tests and refinement” 


to withstand load and shock. The 
characteristics needed were dia- 
metrically opposite. It was like 
seeking a steel that could be both 
white hot and ice cold at the same 
instant. 

The solution of this problem, and 
the beginning of all really efficient 
metal sawing, came when MARVEL 
Engineers gave up the ‘alchemists’ 
dream”’ of finding a single metal 
that would combine the diametric- 
ally opposed characteristics needed 
and started on the development of 
a bi-metal hack saw blade as the 
only way to combine in one blade 
both the fastest cutting, longest 
lasting cutting edge, and great 
strength and toughness. 

Many additional years of research, 
experiment, development, tests and 
refinement were required to perfect 
the MARVEL High-Speed-Edge 
Hack Saw Blade, and to design and 
build the special machines, pro- 
cesses and plant to manufacture 
them. In 1926 MARVEL intro- 
duced this composite blade, in 
which a high speed steel cutting 
edge was integrally welded to a 


“a marriage of metals” 
tough chrome-vanadium alloy steel 
body. This “‘marriage of metals”’ in 
the MARVEL High-Speed-Edge 
Hack Saw Blade produced a posi- 
tively unbreakable blade with the 
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longest-lasting, fastest-cutting edge, 
and strength to withstand the heav- 
iest feed pressures. 

Before the advent of the MARVEL 
High-Speed-Edge Hack Saw Blade, 
run-outs (inaccurate cutting) were 
prevalent too, because the ends 
would pull out before any blade 
could be sufficiently tensioned. 
Blades were of many type names 
and classes. Blade failures were 
blamed on “the wrong blade for the 
job,” and the MARVEL ésstate- 
ments of “‘one superior blade for all 
machinable metals”’ and “‘positively 
unbreakable under any attainable 
speed or feed,’’ was so unbelievable 
that it had to be literally proven 
by demonstration, shop by shop. 
The MARVEL High-Speed-Edge 
Blade, with its tremendously strong 
body permitted the development 
of the first truly high speed sawing 
machines, the all-ball-bearing heavy 
duty hack saws, the first high speed, 
automatic production saws, and 


& . 


“cutting tool, can't be too rigid” 
finally, the giant hydraulic hack 
saws, culminating in the super- 
giant hydraulic hack saw with 24” x 
24” capacity. Metal sawing costs 
dropped proportionately and be- 
came an efficient and accurate 
operation. 

Withincreased application, ascience 
of metal sawing developed and, as 
always, when the market is di 
vided between the “haves and the 
have nots,” there has been much 
contention as to the factors in- 
volved in sawing efficiency. Today, 
there is much argument as to what 
constitutes “‘sufficient’’ blade ten- 
sion. MARVEL believes that a 
hack saw blade, like any other cut 
ting tool, cannot be too rigid (ten- 
sioned too tight) in its holder or 
frame; that a loose cutting tool in 
a hack saw, milling machine, lathe, 
or other machine tool cuts inaccu- 
rately and will chatter. Due to their 
composite construction, the load- 
carrying has been raised to the 





(Advertisement) 


point where MARVEL High-Speed- 
Edge Hack Saw Blades can be ten- 
sioned from 200°; to 300°; tauter 
than any one-piece, solid blade can 
be tensioned without danger of 
pulling out its ends. MARVEL 
Blades are unbreakable and that 
statement also definitely covers 
that common weakness in all one- 
piece blades. It seems obvious that 
any limit on tensioning places a re- 
lated limit on feed pressure, and 
hence on the output of any machine. 
MARVEL Engineering revealed 
another neglected factor in good 
metal sawing — the location of the 
pin holes by which the blade is held 
in the saw frame. These gripping 
holes provide the sole means for 
transferring tension to a saw blade. 
Standard practice places these holes 
in the center of the blade ends. 


“another difference *** location of holes” 


MARVEL engineering established 
that with centered holes, the equi- 
tension along the center line of the 
blade between the holes and across 
the entire width of the blade before 
the blade entered the work, was 
destroyed the instant the blade 
contacted the work. The combina- 
tion of horizontal tension and ver- 
tical pressure (work resistance) 
formed a “tension arc’’ patterned 
from one pin hole upward to the top 
of the blade midway between pin 
holes and down to the other hole. 
This rainbow-like stress tends to 
create a nil tension condition at the 
leading or cutting edge of the blade. 


“tension before blade enters work” 


alll. 


MARVEL 


lilies. 


ORDINARY 


“MARVEL has a straight edge in the work” 


In MARVEL High - Speed - Edge 
Blades, the clamping pin holes are 
placed well below the vertical cen- 
ter of blade ends—are as close to 
the cutting edge as is practical. As 
a result, the 200°; to 300° ;, greater 
working tensions of MARVEL 
Blades are confined to the lower, 
working one-third of the blade be- 
fore it enters the work. Though 
parallel conditions to those with 
other blades are set up under identi- 
cal operations, with the MARVEL 
Blades work resistance does not 
wholly overcome tension and the 
leading edge is taut at al/ times. 


Also, with tension holes below cen- 
ter, a MARVEL blade becomes 
slightly convex when tightened in 
a saw frame. Blades with centered 
pin holes are straight, due to equi- 
tension across the entire breadth. 
But, when work resistance is en- 
countered, the flex of the blade is 
naturally greatest in the unsup- 
ported centersection. Consequently, 
MARVEL has a straight cutting 
edge in the work, whereas others 
become concave, overloading the 
end teeth sections. These features 
permit higher speeds and heavier 
feeds with accuracy, because they 
lessen the tendency of the blade to 
wander. The pin hole areas of 
MARVEL High - Speed - Edge 
Blades are also hardened by an 
additional process to eliminate 
elongation and loss of essential 
tensions. 


The contour of every tooth in each 
MARVEL High-Speed-Edge Blade 
is identical to the nth degree. This 
is an exclusive feature, made pos- 
sible only by MARVEL’S highly 
technical and exclusive method of 
forming the teeth. The special ma- 
chines which perform this opera- 
tion were designed and built by 
MARVEL engineers in the 
MARVEL plant and are without 
duplicates. This absolute uniform- 
ity of teeth produces a faster cut- 


INDUSTRIAL DISTRIBUTION © MAY, 1950 


(Advertisement) 


ting blade with superior chip elim- 
ination from the kerf. 

Following rigid tests and meticu- 
lous inspection of every blade, each 
is individually enveloped for con- 
tinuous protection until it is ready 


“each tooth identical to the nth degree” 

to be put to end use. It is a cef- 
tainty that all cutting tools should 
be afforded the utmost care to prés 
vent dulling or set wear before use, 
and this is borne out by the fact 
that files, taps, and other similar 
tools are all individually wrapped, 
as are MARVEL High-Speed-Edge 
Hack Saw Blades. After enveloping, 
ten blades are boxed in the stand» 
ard package — not dozens — and 
these two features are also origin- 
ally MARVEL. 


ae 


. ‘ \3 ‘ 
\ e . an 
“in individual envelopes — 10 to the box" 


Bulletin ST-50 gives complete spe- 
cifications and price information on 


all MARVEL High-Speed-Edge 
Hack Saw Blades as well as 
MARVEL High-Speed-Edge Hole 
Saws, the latter incorporating many 
of the construction details of the 
blades. Ask for it as the first step 
in the reduction of cut-off costs. 
Write Armstrong-Blum Mfg. Co., 
5700 Bloomingdale Ave., Chicago 
39, Ill., U.S.A. 





REAP 
THE BENEFITS 


of this merchandising 
program! 


@ NATIONALLY 
ADVERTISED 
in 14 monthlies and 
weeklies 


@ FREE ENVELOPE 
STUFFERS 


in two colors for your use 


@ FREE ADVERTISING FOR DISTRIBUTOR 
When you order 25 or more, your name is 
imprinted on each rack the customer buys. 


@ QUALITY AND FAIR PRICING 


for long-run goodwill 


@ ESTABLISHED DISTRIBUTOR POLICY 


with protected territories 


SELL PACKAGES INSTEAD OF INCHES— 
A variety of packages including 6 x 100” 
rolls in dispensing cartons, plus storage rack. 





CONTROLLED BLADE PRESSURE 





FOR ANY MATERIAL, SHAPE OR THICKNESS 
+ OTHER KELLER 


POWER HACK SAW 
MODELS 


THIN WALL TUBING 


CHANNELS 
HEAVY 
BAR STOCK 


PRESSURES FROM O TO 125 LBS 


KELLER 


Power MODEL 


HACK SAWS -— 


SPEEDS CUTTING of all material from thin wall 
stock to heavy bar stock 64” x 64” by applying the 
right amount of blade pressure. 

CUTS COSTS by reducing cutting time per piece 
- lowers power consumption and eliminates costly 
blade replacements. 


No. |-HB Bench Model 
Capacity 5" x 5 


ry 


No. 3-C Wet Cut 
Saw Capacity 6°," x 6% 


INVESTIGATE all the outstanding 
features of the KELLER line today 
KELLER sales are easy and 
profitable . . . 8 standard models to 
fill your customers’ requirements. 
No. | Bench meget 
Capacity 4” x WRITE FOR NEW BULLETIN, PRICES 
AND DEALERS’ DISCOUNTS NOW! 








ae 2363 UNIVERSITY AVENUE 


s Power 


WACK SAWS ST PAUL 4, MINNESOTA 
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A. Sobell 


Sobell, Molchan and Carlson 
Advanced By Stanley Tools 


Alex Sobell has been appointed 
assistant to the sales manager of Stan- 
ley Tools, New Britain, Conn. ‘Theo- 
dore Molchan has been named sales 
representative in southern California, 
Arizona, New Mexico and El Paso, 
Texas, with headquarters in Los An- 
geles; and Wesley Carlson has been 
appointed sales representative to cover 
West Virginia, Virginia, North Caro- 
lina, Tennessee and eastern Kentucky. 

Mr. Sobell was employed by Stanley 
in 1937. He was assigned to the sales 
department in 1938 and assisted in 
handling Stanley-Atha orders. 

Mr. Molchan started as an office 
boy with Stanley in 1940 but soon 
was transferred to the sales depart- 
ment. In 1946 he was assigned a sales 
territory including Virginia, West Vir- 
ginia, North Carolina, Tennessee and 
eastern Kentucky. He now has relin- 


T. Molchan 











FORT WORTH HELICOID SCREW CONVEYOR 


has many advanced features, which definitely rate it the outstanding conveyor on 

the market today. All sizes up to 16" are cold rolled by the Fort Worth process 

which hardens the wearing surface and assures longer life. 

In the assembly of Fort Worth Conveyor, the flighting is snugly fitted to the pipe 

and securely anchored with formed steel lugs at each end. The lugs are continuously 

welded to both pipe and flight, which with intermediate tack welds, make a rigid 
one piece unit. After assembly every conveyor is tested 
for straightness and alignment. 


Sectional Flight Conveyor 
Enclosed Counter Shatt 


Box End—Timken Tapered 
Roller Bearings 


a 
_ Outside Pattern 
Discharge End—Steel Box 


T 


Conveyor Hanger 
Wood or steel box 


Enclosed Lubricating 
Counter Shaft Box End 
Also open type 


Outside Pattern Box end 
with feet—steel box 


Conveyor Hanger 
Steel Box 





OTHER 


PROMPT 
SHIPMENT 
FROM STOCK 


eo) Ae) 


STEEL & MACHINERY COMPANY 
3600 B McCart St. 


FORT WORTH PRODUCTS 
a _ 


Hi-CAP ELEVATOR 
BUCKETS 


A 


COMPLETE = ..D-H" SPROCKETS 


V-DRIVES Fort Worth, Texas 





INDUSTRIAL DISTRIBUTION © MAY, 1950 


For Information Call or Write 
Sales Office Nearest You! 


SALES OFFICE—WAREHOUSES 
HOUSTON, TEXAS 
1212 Walnut Street, CH-0469 
LOS ANGELES, CALIF 
2317 E. 8th, TUcker-456! 
KANSAS CITY, MO 
1733 Main Street, GRand-5506 
ST. LOUIS. MO 
1700 Chestnut Street, CEntral-6447 
CHICAGO, ILL 
152! S. State Street, HA-7-7092 


SALES OFFICES 
ATLANTA, GA 
P.O. Box 1065, CAthoun-9658 
MEMPHIS, TENN 
P.O. Box 1499, 33-2986 














FAST SERVICE 
SPECIAL HOISTS 











Ideal for handling hot materials from a safe distance... for work 
where surface must be protected against scratching by the hand 
chain... for large flat or bulky loads. Sizes available: 14 to 3 tons. 
Any standard Chester Spur Geared hoist can be readily converted 
to this type by adding the extended Hand Wheel device. 


CHESTER 
LOW HEAD ROOM 
TROLLEY HOIST 


Designed for applications 
where headroom is so low 
that no other type of hoist can 
be used. Recommended for 
existing structures with low 
head room—and for reducing 
costs of new construction by 
permitting lower ceilings. 
Sizes available: 114 to 24 tons. 


Chester can give you prompt service on these and other 


special units...send your specifications. Catalog on request. 


THE NATIONAL SCREW & MFG. CO. 


Chester Hoist Division 


° Lisbon, Ohio 
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W. Carlson 


quished this territory for the Los An- 
geles assignment 

Mr. Carlson joined Stanley after his 
discharge from the army in 1947, as 
a member of the sales department, 
where he served until his recent ap- 
pointment. 


Masback, Ine. Celebrates 
Its 75th Year 


Robert J. Masback was just 15 years 
old when he entered the hardware 
business back in 1875, setting himself 
up in an 11 by 45-ft. store at ‘Third 
Avenue and 64th Street in New York 
City. Today, Masback Incorporated, 
the official name since December 10, 
1945, has a total of 170,000 sq. ft. of 
warehouse space. 

The company’s officers are: E. R. 
Masback, Sr., Chairman; H. E. Mas- 
back, president; E. R. Masback, Jr., 
vice-president in charge of purchasing; 
R. H. Langsam, vice-president and 
general sales manager; and W. K. 
Donald, treasurer. 





NEW WORKS MANAGER of 
Quaker Rubber Corp., Philadelphia, a 
newly acquired division of H. K. 
Porter Co., Inc., is George A. Dau- 


pn} 
phinals 





BLU-MOL 


Saves up to 50% on 
high speed sawing costs 


Wherever hacksawing is properly 
supervised, Blu-Mol Double-Life blades 
can give the lowest cost per cut of any 
blade. Extremely hard teeth are cut 
on both edges with a differential 

set that allows the second edge 

to follow the kerf of the first 
without wear. Thus, one 
Blu-Mol Double-Life® 

does twice the work, yet 

costs less than 1/3 

more than the best 

single-edge mo- 

lybdenum blade. 


JET-EDGE’ 


Greatest performer in 
machine blade history 


In plant after plant from coast to 

coast, Millers Falls remarkable new 

Jet-Edge is setting production records 

that make seasoned shop men agree 

it outperforms the finest blades 

they've ever used. Its super high 

speed edge welded to an extra 

strong back cuts cutting costs 

even on the toughest work 

and makes this rugged, 

highly efficient blade 

unbreakable,  shat- 

terproof, definitely 

World's safer to use. 

most com- 
plete and highly 
developed line of 

metal cutting saws 


Millers Falls today offers distributors 
unequalled profit opportunities. Unbreak- 


able “Tuf-Flex”® and “Blu-Flex”® hand 
blades. . . “Blu-Mol’’® high speed Hole Saws 
. . Metal-Cutting Bands . . . the famous “Blu- 
Mol Tensiometer’® . . . they all supply you with 
strong ammunition for selling new accounts and 
keeping old ones sold. You'll be ahead with Millers 
Falls. the line that’s first with the best in metal cutting saws. 





. a 


ro 


MILLERS FALLS 
peciel a 


SINCE 


1868 


Write today for full details 
on the outstanding line of blades and serv 
ices that make Millers Falls your best bet 
for profits in the hack saw blade field 





MILLERS FALLS COMPANY GREENFIELD, MASS. 
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DARTS 


COST LESS IN THE LONG RUN 


Ralph Krohn, Jr. 





Krohn and Schnur 


| Named By Pyrene 
| Ralph Krohn, Jr. recently was ap- 
pointed sales representative to sell in 
Texas for the Pyrene Mfg. Co., of 
Newark, N. J.; and Frederick W. 
Schnur of Sayville, Long Island was 
named sales representative for the 
Long Island area. 

Formerly Mr. Krohn, a native of 
Houston, was sales engineer for Ware 
Laboratories of Houston. Prior to 
that he was sales manager for the 
specialty division of the Aluminum 
Co. of America for Houston and vi- 
cinity. 

Mr. Schnur, a native of Long 
Island, formerly was sales engineer for 
Merriman Brothers of Boston, Mass. 
manufac turers of marine equipment. 
He was at one time associated with 
the engineering department of Ranger 
Aircraft Engines of Farmingdale, Long 


Island 





Why? Because Darts are designed to be used over 
and over again. First of all, they’have two bronze 
seats spherically ground to form a true ball joint. Thus, they 
tighten easily — form a drop-tight connection without excessive 
wrenching. No need to stretch or jam the seats. And once in place, 
the practically indestructible, air-refined, malleable iron of body 


and nut shrugs off tough abuse. Uncouple 


‘ 


them whenever you want — use them over 


\ 


Ny 


and over again. 


S> 


E. M. DART MFG. CO. | — 
Providence 5, Rhode Island Frederick W. Schnur 





Associate with men of good quality if you 
esteem your own reputation. 
—George Washington 
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Line-O0-Power 


STRAIGHT LINE DRIVES 








cours wovcron Mim, high quality 
CHECK THESE Bw economy 


0 efficiency 


Line-O-Power 
features 


ECONOMICAL TO BUY—Lower original 
cost because these units are designed 
for manufacture on latest and most 

accurate high production machine tools. 


ECONOMICAL TO OPERATE—Straight- 

forward, enclosed offset shaft prin- 

ciple of design gives efficiencies of 
96% or higher. Simplified construction— 
minimum number of moving parts— 
direct splash lubrication—quality work- 
manship hold maintenance to a minimum. 

DUTI-RATED HELICAL GEARS—Duti- 
¥Y Rated high hardness helical gears 

manufactured to rigid standards 
assure exceptional accuracy, long life 
and dependability. 


in clean-looking, modern design. 

The streamlined Line-O-Power unit 

on original equipment highlights the 

designer's approach to functional, effi- 
cient equipment. 

f COMPACT — SAVES SPACE — Compact 


g MODERN APPEARANCE—The last word 


because the entire housing volume 
has been utilized to attain speed 
reduction. Placement of input and out- 
put shafts in a direct line brings the 
— a os laa” . Here is a newly developed drive that offers high quality combined 
LARGE OVERHUNG LOAD CAPACITY— with economy both in original cost and in operation. 
A Conservative selected, large capac- Line-O-Power Units use Foote Bros. Duti-Rated high hardness 
ity antifriction bearings and husky : 7 ; 
output shafts assure maximum overhung helical gears for long life, quiet operation and compactness. 
load capacity. : Line-O-Power Drives are the last word in modern symmetrical 
——_ HOUSINGS—The housings of 


TRIPLE REDUCTION 


: eee design. Wherever enclosed gear drives are used, they assure a clean- 
Line-O-Power Drives are rugged, flici k : 
dense, sturdy castings to give maxi- cut, efficient power package unit. 
— Sa ee ee FOOTE BROS. GEAR AND MACHINE CORPORATION 
LARGE RANGE OF SIZES AND RATIOS— Dept. ID, 4545 S. Western Boulevard Chicago 9, Illinois 
V: large range of double and triple 
reductions for capacities from 1 to 
200 horsepower. Ratios from 5 to 1 up 


to 238 to | available for prompt delivery. = 
APPLICATION ADAPTABILITY — Line-O- 
Power drives will transmit power 
from any prime mover and are 


adaptable for horizontal side-wall or 


ceiling mounting upon order. Lcller Thwer Fraterown Through Bellen — 


WRITE FOR BULLETIN LPA 


Foote Bros. Gear and Machine Corporation 
Dept. ID. 4545 S. Western Blvd, 
Chicago 9, Illinois 

Please send me a copy of Bulletin LPA on 
Foote Bros, Line-O-Power Drives 








Name 
Company 


Position 


Add 
Foote Bros.-Louis Allis Maxi-Power Hygrade —_ 
Gearmotors Helical Gear Drives Worm Gear Drives City 
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yo BREAD and BUTTER, «! 


® EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader’’, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call. 


© CONSTANT DEMAND — No long selling talk 
needed when you feature the Chicago ‘‘Safety 
Plus” line because it is the specified line for 
original assembly in ALL FIELDS OF MANU- 
FACTURE. 


© LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 
products more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘‘Easier to sell”, plus 
“Constant Demand”, plus ‘‘Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 

Yes, Chicago ‘‘Safety Plus’? Screw products 
offer a better line to follow—to push—to sell for 
all four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS" PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws ° Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs * 
Keys for “SAFETY PLUS" Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws °* Fillister and Flat Head Cap Screws * Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


7ae CHICAGO SCREW COMPANY 
2503 WASHINGTON BLVD. - BELLWOOD, ILL. 


Established 1872 
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Charles R. Ellicott, Jr. 


District Sales Post 
For Charles R. Ellicott 


Charles R. Ellicott, Jr. has been ap- 
pointed eastern district sales manager 
for The Duff-Norton Mfg. Co., with 
headquarters in New York City. For- 
merly Mr. Ellicott held sales engineer- 
ing positions with Westinghouse Elec- 
tric Corp. and Symington-Gould 
Corp. 

During World War II he served in 
the U. S. Navy as a Lt. Commander, 
chief of diesel engineering section, 
Shipbuilding Division, W. P. B 


H. G. Gallagher 
Joins Maurey Mfg. Corp. 


H. G. “Pat” Gallagher has joined 
the sales organization of the Maurey 
Mfg. Corp. of Chicago and will cover 
the eastern half of the New England 
states as a manufacturer’s representa- 
tive 

Mr. Gallagher's twenty five years 
experience will be a definite asset to all 
Maurey distributors in his area. Prior 
to taking over the eastern half of New 
England territory for Maurey, Mr. 
Gallagher was Sales Manager of Build- 
ers Specialties Co. Mill & Industrial 
Supplies Division located in Paw- 
tucket, R. I. 


B& S Names MeCarroll 
To Rochester Office 


John J. McCarroll, formerly con 
nected with the Hartford office of the 
Brown & Sharpe Mfg. Co., will have 
charge of the Rochester office of 
Brown & Sharpe of New York, Inc. 

Mr. McCarroll succeeds John H. 
Biggs, who now is in charge of the 
Philadelphia office of the Brown & 
Sharpe Mfg. Co. 





THE BIG TYPE 
GIVES IT 


T0 YOU 


The small 
type 
takes it 


away... 


There are no “small type” reservations in the R/M distributor 


agreement. All R/M packings for maintenance are sold only 


through R/M distributors. This packing business in your terri- 


tory is yours to develop and profit from. 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION 


MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, S.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings « Asbes 

tos Textiles « Mechanical Rubber Products « Abrasive and Diamond 

Wheels « Rubber Covered Equipment « Brake Linings « Brake Blocks 

Clutch Facings « Fan Belts « Radiator Hose * Powdered Metal Products 
Bowling Balls 


INDUSTRIAL DISTRIBUTION © MAY, 1950 





Rawlins Bros. Inc. 
Expands Sales Facilities 





Rawlins Bros. Inc., Los Angeles dis- 


tributors of steel and industrial hard- 
| ware have expanded retail sales facili- 
| ties by increasing counter space and 


making salesrooms more accessible to 
central stores. 


t eemnnicacameaal 
Hardware purchasing agent Ray 
Rawlins reports the company’s sales- 
room activities have greatly facilitated 


customers orders and at the same time 


| they served as training ground for sales 


— 
trainees. 
a In the steel department, bins which 
: formerly were used for the storage of 


bolts and other small items, have been 


revised for the storing of all types of 
sheet steel. Another new phase of the 
e firm’s expanding activities has been 


the installation of a quick-service 
“Will-Call” department, which has its 
own dock serving customers’ trucks. 

The outside sales force has been in- 
creased. James Tracy, Edward Hohen- 
only sold a few of the scores of items in the line. But you hous and Ed Rawlins, Jr., all have 
been asigned to sales since the first of 
the year. 








Sure, there are big profits for you in IDEAL — even if you 


strike the real profit bonanza when you sell the full line... 
It’s BIG and its market is BIG — just about as broad as in- 
dustry! Profit margins are liberal. It’s the nationally adver- 
tised line; year-in-year-out IDEAL helps spot prospects for you Atkins Names Schmitt 


through advertising in leading industrial magazines and by New York Branch Manager 
“bull’s-eye” direct mail. Right down to their metal-edged Roland J. Schmitt has been ap- 
packages, IDEAL products are built to sell because they're pointed manager of the New York ter- 
ritory of E. C. Atkins & Co., Indian- 
apolis, Ind. Mr. Schmitt has been ac- 
IDEAL products that can help you to substantially higher tive with the company since 1925 in 


profits in this year and every year. Get your share of this big both manufacturing and selling. While 
located at the home office he travelled 
hardware territory of Indiana, Ohio 
“WIRE-NUTS” ® CLEANERS and Kentucky for several years. 

and WIRING TOOLS Mand - type vace- : Early in 1942, Mr. Schmitt was 


“"Wire-Nuts"’ — the patented? um cleaners — laced in charge of co-ordinating the 
P 

solderiess, tapeless wire con- g sprayers — blew- . ins’ 

misiee<s tee Geen. Gib enn 2 oe ae — subcontractors of Atkins’ armor plate 

sumer’ —¥ ag ey All-purpose fanke p war program. 

onan G0 cits alte — re. yon In 1945 he was advanced to the 
" aie " ~ a | ° ’ . 

gal ge ne Th a, A. feutien, water giao. } position of manager of the firm’s Paci- 

ducers — fuse clip clamps — 

test lites — fuse pullers — co- 

ble rippers—joist borers—wire MOTOR 


skinners—FLUR-TEST fluorescent MAINTENANCE 
fixture testers. EQUIPMENT 
Commutater and slip 
THERMO-GRIPS ® ring resurfacers — com- 
Resistance heating mutater cleaners — 


principle soldering brush seaters—precision grind- 
tools that moke diffi- ers—mica vundercutters —com- 


built to help your customer... Below are just some of the 


volume business. Sell the full line. 


cult soldering jobs in mutator sows — coil winder 
\ production or mainte- drives and heods — insulation 

mance easy. Sizes for testers — growlers. 

every job 


MACHINERY 
WIRE STRIPPERS 
Production: — Brush PRODUCTS 4 


> —bench—rotary and Live centers to speed and : 

a lever types. Also fo- improve lathe output — 
ss mous ‘*Stripmaster’’ electric etchers—dust col- 5 

f hand type lectors — tachometers — 
demagnetizers — ‘‘Xpand- 
» O-lap’’ self-expanding 

: iT “ 

*Patented No. 1,933,555 — 
(DEAL Sold Through America’s Leading Distributors s a\ 
IDEAL INDUSTRIES Inc., Sycamore, Illinois ‘ 


Roland J. Schmitt 
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“THIS IS FOR SURE, 
... THESE MORSE- 
ELECTROLIZED TOOLS ARE 
THE BEST WE EVER HAD > 
IN THIS JOINT!” 


“IF YOU GUYS WANT A 
WOW. HERE’S A REAL ONE 
— MORSE—ELECTROLIZED 
END MILLS LAST AS LONG 
AS 6 ORDINARY END MILLS! 

HOW ‘BOUT THAT?” 





WE’RE RUNNING 70,000 
HOLES IN BRASS, AND STILL 
GOING — WITH THE SAME 
MORSE~ELECTROLIZED 
TAP!” 


“JUMPIN’ JEEPERS! 
WE'VE TRIED EVERY— 
THING FOR 4 MONTHS. BUT 
THIS MORSE-ELECTRO— 
LIZED CUTTER IS THE ONLY 
ONE THAT COULD DO THE 
JOB ON THAT SHEET 


ALUMINUM.” In 








Far 





| =A MORSE- 
He can say that again... and again... wherever / eS) 


he sells these amazing cutting tools that deliver any- 
where from 300 to 1000 per cent more service. And 4 se 
he... the Morse-Franchised Distributor’s salesman : Franchis 


' , Morse Code) 
..is the only one who can offer this tremendous 4 (Under the 


d Distributor 


1LY *MED’s Salesmen of 


cash saving to his customers. A cand remember ON 71 TOOLS can quote 


And what is Morse Electrolizing? It’s the most out- \ ¥ MORSE a. such statement 
standing surface-hardening process of the century. ie e\ ..- and P ‘ 
Just ask to see some of the almost incredible reports — TWIST DRILL & at 
...all of them certified...from users of Morse- NEW BEDFORD, — 
Electrolized Drills, Taps, Reamers, Cutters, and 

End Mills and you'll see why Morse-Electrolized Z 
salesmen are the most enthusiastic industrial supply hin 
salesmen today. 


yoga 
" 


INDUSTRIAL DISTRIBUTION © MAY, 1950 


s as these 


co. 





AMERICAN 
PATTERN 


FILES 


You — and your customers — know the top-notch quality of 
“American Swiss” Swiss-Pattern Files that has made these pre- 
cision tools preferred by skilled craftsmen for more than half 
a century. 


AMSWISS American-Pattern Files are made to the same high 
standard of processing and workmanship. They will make 
additional sales . . . additional satisfied customers . . . addi- 
tional repeat orders for you, because of their keen-cutting, 
long-wearing qualities and dependably uniform excellence. 


Available in all standard shapes, cuts, and sizes . . . write for 
price list and catalog describing, illustrating and listing the 
complete line. 
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fic Northwest territory, and in charge 
of their branch factory at Portland, 
Ore., serving Oregon, Washington, 
Idaho, and western Montana. 

He assumes his new duties with a 
broad background of saws and market- 
ing and will be of vast assistance to the 
various industries in the ‘New York 
and New England territories. 


Edward S. Norvell 


Norvell Retires At Atkins 


After 36 years service with E. C. At 
kins & Co., Indianapolis, Ind., Edward 
S. Norvell has retired from his posi 
tion as New York territory manager 

Mr. Norvell, son of the late Saun 
ders Norvell, joined the firm in 1914 
and has served continuously since, ex 
cept for two years when he was in the 
U.S. Army in World War I. Return 
ing to Indianapolis, he served in vari 
ous positions in sales and eventually 
became sales manager of the indus 
trial division. 

He was promoted to New York 
branch manager in 1935, and had 
served in that capacity since 

Among his many business affiliations 
were secretar¥, Hardware Trade Asso 
ciation, member of Hardware Boost 
ers, Metropolitan Hardware Associa 
tion, all of New York; New England 
and the Philadelphia Hardware Asso 
ciations, American Supply & Machin 
ery Manufacturers Association and 
numerous others. 


Business Deaths Down 


Failures in commercial and indus 
trial businesses were down slightly in 
February-March over the same period 
last year. Liabilities of the businesses 
listed were about the same, with 173 
firms listing $5,000 or more for both 
years. 





These Features 
Save You 
Money 


Two-piece QD 
sheave—rim and 
hub separate 


For These Reasons 


Mount light hub first, then slide heavier 
rim on tapered hub 


It’s a 
Worthington— 


EXCLUSIVE 





Choice of one or 
two-piece 
assembly 


Mount hub and rim separately, or 
loosely assemble hub on rim and slide 
on shoft together 


EXCLUSIVE 





Split hub 


Easy to mount, even on oversized shoft 


ORIGINAL 





Clamp screw 
in hub 


Holds hub in position on shaft while 
setting or removing rim 


EXCLUSIVE 





Taper-mated 
hub and rim 


Mount easily in any position—no key- 
way between taper surfaces 


ORIGINAL 





Large, long pull- 
up bolts 


Hold better and more uniformly 


EXCLUSIVE 





Friction cone grip 


Tightening rim on hub gives positive 
press fit on shaft 


ORIGINAL 





Shaft key lock 
(set screw over 
keyway) 


Prevents key from drifting 


EXCLUSIVE 





Quickly-detach- 
able (QD) 


Pull-up bolts used as jack screws to 
remove sheave rim 


ORIGINAL 





Interchangeable 
rims 


Hubs for every bore—lower inventory 
cost 


ORIGINAL 





No realignment 
problem 


Clamped hub holds shaft position— 
new rim tightens up in exact alignment 


EXCLUSIVE 





Choice of "A", 
“B", “C" and 
“D" grooves 


“Tailor-made” grooves give proper 
belt “ride-out” for maximum life ef- 
ficiency 


ORIGINAL 





I-beam spokes 
on driven sheave 


Stronger—capable of carrying heav- 
ier load with less weight 


EXCLUSIVE 





Offset design 
of sheave 


Reduces over-hang loads—increoses 
bearing life 


ORIGINAL 








Worthington- 
Goodyear 
V-belts 


ORIGINATORS 
WORTHINGTON PUMP AND MACHINERY CORPORATION 





load-carrying cords in neutral axis 
reduce internal friction—each belt 
carries its share of drive load 


THE QD SHEAVE 


MULTI-V-DRIVE SALES DIVISION 


Buffalo, N.Y. + 


General Offices, Harrison, New Jersey 
POWER TRANSMISSION: sheaves, V-belts, variable speed drives 


PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 





ORIGINAL 


| 
| Industry 
| 


Right Hand 





This 
Scoreboart 


Puts You 


in the V-belt 
“driver's seat”! 


Worthington Multi-V-Drives out- 
score competition on all impor- 
tant features. 


yo ~ 


a all 


EASY 10 GET ON EASY TO GET OFF 


\ YET 
. ALWAYS TIGHT 


ON THE SHAFT 


WORTHINGTON QD SHEAVE 


— ORIGINAL TAPERED CONE-GRIP SHEAVE 


Make Worthington's national advertising 
(which features this Scoreboard") work 
for you... by using copies of “The Score- 
board” in your selling. Send coupon for 
free copies. 


Worthington Pump and Machinery Corporation 
Multi-V-Drive Sales Division, Dept. PO-1 
Buffalo, N. Y. 


Please send me 
“Scoreboard”. 
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When Purchasing Rope— 


LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR 
GUIDE 


REG. TRADEMARK 
NO. 245091 





Established 1804 


PHILADELPHIA, PA. 
Manufacturers Of Quality Rope Since 1804 











WHITNEY 


LEVER 


PUNCHES 














You'll hit pay-dirt 

with these strong: 

selling POWER 

brand shovels! 

Like all of 

Magor'’s 

SIMPLIFIED 

line, they’re 

rugged... balanced. ..normalized to 
eliminate split edges. Send for illus- 
trated price list on this inventory- 
slashing line today. 


No. 1 Punch—cap. 344” thru %4” Iron 


POROUS BRONZE BEARING 
PILLOW BLOCKS 
@ Accurately machined from 
finest grey iron castings avail- 
able, this block contains an oil- 
impregnated, porous bronze 
bushing — “the bearing with a 
million oil wells”. Designed for 
installation from specifications, 


CAR CORPORATION 
ton eab SHOVEL DIVISION 
Li 
Jopeerdimml | 50 CHURCH ST., NEW YORK 7, .Y. 
BRANDS 
DIGWELL + ARROW 
GOLD TARGET 


MASTER + POWER - 
BULLS EYE - 


No. 6—Skylight, Ventilating, 
and Hank Flange Punch 


Since 1907 WHITNEY Hand Lever Punches, 
because of their powerful capacity yet 
simple construction and line balance, have 
been favorites with industry. ALL WHITNEY 
Punches are built for hard service accord- 
ing to rated capacities. We can supply 
repair parts for all of the punches we 
make. These punches give you good sales 
volume. We service orders immediately. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, III. 


the PRECISION block runs in- 
definitely with no oil drip. For 
a rugged pillow block with 
long, trouble-free life, turn to 
PRECISION. 


PRECISION PRODUCTS DIVISION 


ATLANTA TOOL CO. 








‘290 SIMPSON ST., N_ W. ATLANTA 3, GA. 
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James Jaques 


Jaques and Ingham 
Named By Nicholson 


James Jaques has been appointed 
representative in charge of sales and 
service in Indiana and southwestern 
Michigan; and C. E. Ingham has been 
named representative in the Greater 
New York and New Jersey areas fot 
Nicholson File Co. of Providence, 
R. I. Mr. Ingham replaces Mr. Jaques 
in his old position 

Mr. Jaques joined the company in 
1946, spent six months in its Provi 
dence plant where he received in 
tensive training im the manufacturing 
ind research departments. Since the 
completion of his training in June, 
1947, he has been in the Greater New 
York and New Jersey area where he has 
done industrial missionary work und 
the direction of Paul Roddy. 

Mr. Ingham, formerly, was with 
Brown & Sharpe Mfg. Co. and with 
Crown Mfg. Co. of Pawtucket, R. | 
He will work under Mr. Roddv’s direc 
tion 


Kesselring, Lohmiller 
Promoted By SKF 


Karl Kesselring has been namex 
factory manager and Gordon G. Loh 
miller planning manager of SKF In 
dustries, Inc. Mr. Kesselring succeeds 
John Lawrence, recently named tech 
nical vice-president, while Mr. Loh 
miller assumes planning duties that 
were held by the new factory manager 

During the war, Mr. Kesselring was 
in charge of all manufacturing activi 
ties involving super-precision ball bear 
ings for bombsights, and also was as 
sistant superintendent of the com 
pany’s aircraft bearing plant 

Mr. Lohmiller joined the firm in 
1932 as a time study engineer; was 
made assistant planning manager in 


Mav, 1949 


Threadwell Tools 


do many jobs 





they can do your tough ones 


Threadwell Distributors are getting more 
business from their customers through the 
solution of cutting tool and 

gaging problems by Thread- 

well Field Engineers. Are 

you taking advantage of 

their services? 


THREADWELL TAP & DIE COMPANY Greenfield Massachusetts 


Tops © Dies ® Drills © Counterbores ® Keyway Br hes @ ewplates © Goges ®@ F 
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GET THE WHOLE AMAZING STORY... 
SEND FOR THE DUO-STEP FOLDER TODAY! 


THE CLARK MANUFACTURING COMPANY 
1844 East 38th St., Cleveland 14, Ohio 


Anyway you figure it.... 


You get TWICE 
the VALUE with... 


Clark 1v0;*"’"Leverage 
STAM TRAPS 


The amazing new Clark Duo-Step design actually doubles 
the drainage capacity of Clark Steam Traps. This means 
double value anyway you figure it. Now you can use smaller, 
less expensive traps for larger drainage jobs or get twice 
the drainage from traps you have been using. 


Sound good? Itis! Better look into Clark Duo-Step today and 
Start saving real money On your steam trap requirements. 








~ THREADED ‘ 
@ PRODUCTS 


STAINLESS STEEL ‘aa 
NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 
MMED ATE a eth 
lor UP \aelcme) 


Mane: 
BOLT & NUT CORP 


135 CHURCH ST., N. Y, 7, N. Y. 
WOrth 4-4600 











Die-Sinking Cutters 
| Available to the Distributor 


Supply your customers... right from your 
stock . . . with the Popular Types and 
Sizes of Die Sinking Cutters by Reltool. 
Most commonly used sizes include Tapered 
Flute and Ball-or-Square-End Types with 
straight shanks, and Die Sinking Routing 
Cutters (Single Lip End Mills). 


Be the FIRST in Your Territory to Stock 
Reltool Die Sinking Cutters. 


The Reltool Line Includes: 
Arbors ® Center Drills © Counterbores ® 
Die Sinking Cutters ® Dovetail Cutters * End 
Mills © Form Tools © Gear Cutters * Hollow 
Mills ® Key Seat Cutters ® Lathe Mandrels 
® Metal Slitting Saws ® Milling Cutters — 
all types © Reamers ® Spotfacers * Step 
Drills © Taps ® Tool Bits © Specials 
WRITE FOR CATALOG 50 


Re Reltoot CORPORATION 


RELIABLE METAL CUTTING; TOOLS 


4540 W. BURNHAM ST. @ MILWAUKEE 14, WIS. 
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George F. Jenkins 


Jenkins Made Sales Head 
At National Screw & Mfg. Co. 


George F. Jenkins has been ap- 
pointed sales manager of The Na 
tional Screw & Mfg. Co., Cleveland, 
Ohio. Mr. Jenkins has been indus- 
trial sales manager of National since 
1948. 

He succeeds, in active sales direc 
tion, B. H. Jones, veteran vice-presi 
dent of sales, who under that title 
will continue in an advisory capacity 
in sales activities of National, its Cali 
fornia subsidiary, and divisions includ- 
ing Hodell Chain Co. of Cleveland 
and Chester Hoist Division of Lisbon, 
Ohio. 

Mr. Jenkins joined National Screw 
in 1926 and has won recognition for 
advertising and merchandising suc- 
cesses as well as his developing of im- 
portant sales connections. Until 
1948, while assistant sales manager, 
he directed the company’s advertising 
program and is still actively associated 
with it. 





“Herbie, here, does all our buying—all | do 
is tell him what to buy.” 








Complete line... 
Recognized top quality... 
Strong sales support 


The ROUND trademark means more chain 
The Reel Salesman 
volume for YOU . . . more customers, steady bso ate guras the sales epor 
repeat business, greater customer satisfaction es lightonchain. Itholds 
and higher profits. 4 reels (or their equiv- 
You profit because your customers can meet cleat ia 44 or %5 reels) 
: . > of popular small sizes 
all their chain needs from one single source — of welded sad welds 
you! ROUND makes chain of every type... ae less chains. 
Proof Coil, Brass Safety, Double Jack ...a ve er ae 
hundred other kinds from small links used in 
precision instruments to massive anchor chain. 
ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
ROUND name. 


Six large plants with warehouses in principal Proof Coil or BBB Coil 


cities guarantee that your requirements will be 
filled promptly and efficiently. 
Continuous ROUND trade and national ad- 
vertising, modern packaging, a full assortment Liberty Coil—Twist Link 
of selling aids—plus planned sales promotion 
Cash in on these ROUND sales advantages: Liberty Coil—Straight Link 


(1) Complete Line (2) ROUND Quality (3) 
Sales Support. They’re real profit boosters! 4-2: 











Liberty Machine—Twist Link 


Buckeye or Brown Pattern 


GLE VELAND (HAIN 


Lhe Cleveland Chain & Yifz Co. 


Cleveland 5, Ohio 
ROUND Associate Chain Companies 


The Bridgeport Chain & Mfg. Co., Bridgeport, 
Conn. ¢ The Cleveland Chain & Mfg. Co., 
Cleveland, Ohio * Round California Chain 
Co., So. San Francisco and Los Angeles, Cal. « 
Kegettes are ideal for store display boost sales... are woe Round Chae Ss Che tery ee * 
easy to stock. Each contains one of following quantities of Seattle Chain & Mfg. Co., Seattle, Wash. * The 
Proof Coil or BBB Coil Chain (self colored or hot galva- Southern Chain & Mfg. Co., Birmingham, Ala. 
nized): 250 ft., %”; 150 ft., %"; 100 ft., %"; 75 ft., %”. © Woodhouse Chain Works, Trenton, N. J. 
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FOR INDUSTRIAL DISTRIBUTORS 


compottive cling x comme (||| BRAND 
ompetitive selling is coming 


to the front again and YOUR HACK SAW BLADES 
CATALOG... well planned eee If you want outstanding results 
- | on stubborn cutting jobs, specify 

carefully compiled . .. properly Whale Brand Hy-Flex and Mo- 
. Hy Blades. Each blade is scien- 
printed... becomes a powerful | tifically heat treated to add 
. } toughness and assure long serv- 

force in your sales department. ice. The popular Hy-Flex Blade, 
shown above, meets todays de- 


YOUR CATALOG must have | mand for a medium priced blade 


which is extremely flexible and 


durable. 
Sales Punch ... Accuracy... a 


Quality ... Appearance. It must present Your Com- 
plete Line advantageously in order to influence buy- 
ing from YOU. 























Planning a catalog requires the skill and “know- whale Brend 
rat 
how” of experts. The Cuneo Catalog Department, a 
long experienced in the compiling and printing of | HACK SAW FRAMES 


cataloys, is at your service. 





The finest available. Heavy duty 
nickel-plated frame with master 
grip deluxe checkered Tenite 


QUALITY handles. Rigid frame quickly 
PRINTING 


a” * 
% CATALOG adjustable. Blade may be faced 
} S DEPARTMENT 


in four directions. 
ite 


Cp TZ 
‘ia CUNEO PRESS /ui. : 

239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN ‘ ysbey 
CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO ( 


@ MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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VICTOR GRANT, sales manager of 
Percival Steel & Supply Co., Los An 
appears pleased with the 
reports he’s reading 


geles, sales 


man’s 





Federated Metals Division 
Plays Host to Students 


\ group of students from the Metal 
lurgical Department of the University 
of Minnesota recently visted the Whit- 
ing, Indiana, plant of I’ederated Met 
als Division, American Smelting & 
Refining Co. The trip was another in 
1 series of plant visits sponsored by 
the Federated organization in coopera- 
tion with and universities 
which desire to incorporate practical 
studies in metallurgical courses. 

The inspection tour is made annu- 
ally by senior metalllurgical students, 
and this year was conducted by J. I 
McQuillan, Whiting plant superin 
tendent. Particular attention was given 
to smelting and refining of solders and 
type metals, die casting alloys, bearing 


metals and copper base casting alloys. 


colleges 





THAT LOCOMOTIVE, 
front window of Wm. J. Burns, Inc., 
Providence distributor, was hand-built 
and machined by Joseph Ware, 
vear old retired railroad man, with 
tools supplied by the Burns company 
Ever thing works 


sitting in the 


ve Bu ‘ 
a Sanders 


jete line © of 


e is a comp 


Her adi do 


pring 4 


the! Nation 
the sanding 


you © 
See how 
” ystem. 


t int 


MODEL 400 
"“Mity-Midget”’ 
Woodworkers, boatbuilders, ma- 
chine tool plants, auto and air- 
plane manufacturers are among 
the many users. It saves time o- 
money, because it is light-weight 
and compact because it is 

vibrationless and powerful 


MODEL 300 


A straight-line, reciprocating, two- 
pad sander for use on wood, 
metal, plastic, @r stone. It has 
built-in water outlet for wet sand- 
ing. It makes 2250 34-in. strokes 
per minute per pad. 


MODEL 500 

Electric 
National's powerful, orbital action 
electric sander operates gt a con- 
stant speed of 5000 rpm with a 
permanently lubricated universal 
type motor which will develop 
% hp. 


NATIONAL 








SANDERS 
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portable 
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“WwW rite today 


SINOSS. vee 


block sao 
Mill- Supr: <t 
¢ electric. 
orbital action. 
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eit 
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on pte ¢ selectiv 


for details. 


ders that will 


aren a 
sanders 
Wit 
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e distri- 





TUR Chicago Distributors 
aa Piigae Exhibit at P. A. Show 


Rotary Pump 
Distributor 


The profitable experience of 
Roper Distributors everywhere 
is indicative of the opportunity 
that awaits you. Your inquiry 
into the Roper line can well 
lead to an association that will 
prove profitable. 


AN AWARD for the most informative exhibit went to the Chicago Precision 

Since 1857, Roper Supply Corp. Latest world news service drew the interes 
has specialized in the designing, en- 
gineering, and production of de- 
pendable pumps for industrial use. 
Experienced factory representatives 
in principal cities will help you 
build pump business. 


Pumps for both thin 
and thick liquids, in capacity ranges 
1 to 300 g.p.m., pressures to 1000 
p.s.i., are currently produced by 
Roper. Every Roper embodies the 
simple principle of only 2 moving 
parts for positive displacement and 
smooth flow. 


Factual, hard-hitting ees : : ai ag - 

advertising in a well-rounded pro- PANEL BOARD DISPLAY of Thor tools in Great Lakes Supply Corp. booth 

gram appears in nineteen leading captures attention of N. C. Fogle, Tile Tex, Ben Larson, Great Lakes; D. M 

magazines and directories and is »Smith, Flintkote; and service engineer, Joe Towers 

supplemented by an intensive direct 

mail campaign. Yes, the Roper mes- 

Sage gets around... it gives you a a ee? . , 

great opportuaity to follow through. Eleven Chicago industrial distribu 
tors recently exhibited their lines to 


Send For Facts Today ' approximately 12,000 local purchasing 
agents at the annual Informa-Show 


GEO. D. ROPER CORP. sponsored by the Purchasing Agents 
335 BLACKHAWK PARK AVENUE i Assn. of Chicago. 

ROCKFORD, ILLINOIS ' [ lhe product show was of three day 
duration held in the Hotel Sherman, 
Chicago. The following industrial 
distributor firms participated: Barrett 
Christie Co.; O. Iber Co.; Crerar, 
Adams & Co.; Chicago Precision Sup 
ply Co.; Samuel Harris & Co.; Great 
Lakes Supply Corp.; B. R. Paulson & 
Co.; Pedersen Bros. Tool & Supply 


- WORKING the Samuel Harris & 
Co., booth at the Chicago, P. A 
show was Hans Sunde, M. Victor 
and Jack Curns, Harris Co., sales 
men Continued on page 308 
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sells Johnson 
Bearings & Bars 





ERE IS the cooperation distributors 

receive from Johnson Bronze: Adequate 
stocks of sleeve bearings, bushings and bronze bars 
for the territory are recommended. As bronze will not 
rust or corrode there is no danger of loss from spoilage. 
The Johnson Bronze representative in the territory 
works with distributor salesmen to build sales. Catalogs 
and literature for customers are furnished free. 
Personalized direct mail and dealer helps are fur- 
nished for the distributor’s mailings. Nationwide 
advertising advised customers “to call your local 
Johnson Bronze Distributor.” Large supporting 
stocks of Johnson Bearings are maintained in twenty- 
two warehouses, from which distributors can get 
immediate delivery 


It is only natural that this manufacturer-distributor 
teamwork has made the Johnson Bearing line best 
known in its field. 


SLEEVE BEARING HEADQUARTERS 


o, 
535 SOUTH MILL STREET © NEW CASTLE, PA. 
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DASCO 


Your Profit 
Source for the 


Sale of 
FORGED 
TOOLS 


These tools do that all im- 
portant three-way job for 
distributors—1. They get 
full user approval—2. They 
build steady customers—3. 
They produce good profits. 
This has been the case for 
years. Therefore, we call 
your attention to this profit- 
making line — an oppor- 
tunity we know you will 
want to look into. 


DASCO FORGED TOOLS 
are not sectional or sea- 
sonal items . . . they are 
good for business through 
the years, wherever there 
is production of practically 
any kind. 


This one source for forged 
tools only has the variety 
for quantity sales and can 
deliver promptly. 


Contact us for details on a 
distributorship. Ask for 
catalog that shows the line, 
and features our 
display boxes. 


various 


A HUGE VARIETY 


* Carpenter's Pincers 
Bricklayer’s Tools 

* Plumber's Tools 

* Cutting Nippers 
Floor Chisels 
Staple Pullers 
Punches 
Star Drills 

+ Cold Chisels 
Arch Punches 
Serew Drivers 

* Rivet Busters 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD, ILLINOIS 








Co.; Sterling Products Co.; Supplies 
Inc.; and the Clifford Peterson ‘Tool 


Co., all of Chicago. 


tention getter at the Crerar, Adams 
& Co., booth. Milton Arenz and 
O. Liesendah! man the exhibit. 


3. PULLING POWER of an attractive 
display was proven at the O. Iber Co 
booth. Kurt Buerig and Walter 
Hauser handles inquiries 


. FACTORY MEN add sales power 
to exhibits. Gene La Porte, (Black 
hawk Mfg.) worked with George 
Weir at the Clifford Peterson Tool 
Co. booth 


- ON DUTY at the Sterling Product 


Co. booth were L. L. Warne and 
J]. P. White with P. Schoenfeldt and 
Bess Lovejoy (Winter Bros 
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Mac-it Hollow Pipe Plug 
for accuracy, safety 


uniformity and strength 


An Invitation 
to 


BOOTH 604 


TRIPLE 
INDUSTRIAL 
SUPPLY 
CONVENTION 


ATLANTIC CITY 
MAY 22-24 


You'll find a real welcome, 
and plenty to interest you, 
whether you're one of Mac- 
its’ old friends or are “just 
looking”. 


Serve Your Customers Bet- 
ter, Faster with Mac-its, 
The Complete Line of Heat- 
treated, Alloy Steel Screws. 


Marketed Nationally Since 1913 by 


STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 


by MA T PARTS MPANY 





ROPE 
FITTINGS 


SS 


A y 
Q cs, 


we 




















@ Only manufacturer of the complete line 


—wire rope, wire rope fittings and tackle 
blocks ... All engineered to the job by 
Upson-Walton for LONGER LIFE and 
BETTER SERVICE. 


THE UPSON-WALTON COMPANY 


Cleveland, Ohio 
New York e Chicago e Pittsburgh 
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THE UPSON-WALTON COMPANY 
711 PERRY-PAYNE BLDG., Cleveland, Ohio 


Send free catalog on | | Wire Rope | | Rope Fittings 
Tackle Blocks. 


NAME 
POSITION 
COMPANY 
ADDRESS 


1950 





KLEIN 
PLIERS 


No. 201-NE 


No. 203 


WRIES 





FOR MEN 
WHO 
DEMAND 


hightst 
quality 


Anyone who knows and appreciates 
quality in tools recognizes that Klein 
Pliers are the finest that can be pur- 
chased. 

Many inferior pliers cost as much or 
almost as much as Kleins. Your cus- 
tomers will appreciate the extra qual- 
ity they receive in genuine Klein Pliers 
—the plus service these tools render. 

Klein Pliers are available in a wide 
range of sizes and types. Be sure you 
have a stock of these more popular 
styles on hand for your customers who 
appreciate the best. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., 
New York 


The New Klein Catalog giving 
full information on the complete 
Klein line will be sent on re- 
quest. 


KLEI | & Sons 


AVENUE G ILLINOIS 
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Fred Finsterbach 


Walker-Turner Division 
Names Education Head 


Fred Finsterbach has been ap- 
pointed director of education for the 
Walker-Turner Division of the Kear- 
ney & Trecker Corp. Mr. Finsterbach 
will have charge pew training, the 
development of instruction booklets, 
and = aids of interest to both in- 
dustries and schools. 


Rice Pump & Machine Co. 


Forms New Corporation 


The Rice Pump & Machine Co., 
Milwaukee, Wis., formerly a division 
of Milwaukee Chaplet & Mfg. Co., 
recently was established as a separate 
corporation. 

R. D. Houghton, formerly division 
manager, was elected president and 
treasurer of the new corporation. 
Erwin Losse, formerly superintendent 
of the Rice Pump Division, is secre- 
tary, while Robert G. Rice, president 
of Milwaukee Chaplet, is vice-presi- 
dent of the new corporation. 

Mr. Houghton will serve as general 
manager and sales manager of the 
Rice Pump & Machine Co. and Mr. 
Losse will be in charge of manufactur- 
ing, engineering and product develop- 
ment. 

The new corporation will continue 
the manufacture of the Milwaukee 
die filer and Milwaukee profile grinder 
for tool and die shops, and Milwaukee 
sprue cutters for non-ferrous foundries, 
in addition to Rice centrifugal pumps, 
in a complete range of sizes and 
models, for contractors, utilities, 
mines, oil fields and industry. 

The office and manufacturing opera- 
tions will be continued at the present 
address. 


Hinshaw Adds F. D. Chase 


The Hinshaw Supply Co., San 
Francisco, has added F. D. Chase to 
its sales staff, to serve customers in 
the city and the northern coastal area 
of California up to Eureka. 





National advertising like this tells the 
product story to prospects in your area! 


This catalog points 
out the wide range 
of Keystone prod- 
ucts... for general 
or specific job re- 
quirements...it 
helps you sell a 


complete line! 


Direct Mail Letters, Folders and Pictorials keep 
Keystone products moving across your delivery platform ! 


Plant Surveys such 
as these are but 
one part of the job 
done by experi- 
enced Keystone 
field engineers — 
te boost your 
sales record! 


Keystone Promotes Good Business for the Distributor 





HE attractive profits that lie in the Keystone 

Franchise are a direct result of product 
quality. Sales volume is large, and satisfied 
customers are many because Keystone Special- 
ized Lubricants have the ability to ower /ubri- 
cation costs—as featured in our straight-forward 
Guarantee. Keystone markets are “wide open”’ 
—they exist wherever machinery is used. And, 
since every bearing surface requires regular 


lubrication, product need is continuous. 


Keystone offers you a clear-cut “partnership” 
distribution policy—one with a good margin 
of profit. The Keystone line is wide and com- 


plete. Sales are little affected by business or 


MBSPECHEALIZED 


u 


seasonal slumps. Repeat business is auto- 
matic and exceptionally high. Established for 
nearly three-quarters of a century, Keystone 
is thoroughly experienced in consumer needs 
and in distributor help. That’s why Keystone 
products enjoy broad acceptance throughout 


all industry. 


Backed by the entire promotional campaign, 
Keystone Distributors— with their prompt and 
convenient delivery from stock—can’t help 
but enjoy continuing progress. KEYSTONE 
LUBRICATING COMPANY, 21st, Clearfield 
and Lippincott Streets, Philadelphia 32, Pa. 
Est. 1884. 


on 


LUBRICANTS © 
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You 
OWN GASKET 


GASKET 
CUTTER 


A portable tool for cutting 
ne 1%," dia. to 19" dia. circular 
ELMONT--)©) gaskets from all kinds of soft 
———ssb’ sheet packings. Rigid and 

simple to operate. Larger 

sizes only require cutter bar 
replacement. 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets <® 
Philadelphia 37, Pa. 


There's a Belmont Packing 
for every service 


Rings + Spirals + Coils + Reels Steam + Water - Oil 
Spools + Sheets + Gaskets ¢ Acids + Alkalies - Ammonia 
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H. F. Hagenauer 


Hagenauer Advanced 
To P. A. By Ahlberg 


H. F. Hagenauer has been promoted 
to the position of purchasing agent of 
Ahlberg Bearing Co., Chicago. He 
succeeds P. F. McGuinn, for many 
years vice-president and _ purchasing 
agent of the company, who died last 
November. 

Mr. Hagenauer, with Ahlberg for 
31 years, first was assigned to the stock 
record department immediately upon 
his discharge from the Army in 1919 
From there he advanced to the sales 
department and in 1922 became as 
sistant p. a. 


Two-Day Sales Meeting 
At Riechman-Crosby Co. 
The Riechman-Crosby Co., Mem 


phis, Tenn., held a two-day sales con 
ference recently at the Hotel Claridg: 
in that city with Richard Alcott, vic« 
president, as chairman. 

The opening morning session was 
held at the offices of the Hunter Fan 
& Ventilating Co., Memphis, for a dis 
cussion of products, illustrated with 
working equipment. At noon the sales 
force adjourned to the hotel for lunch 
eon as guests of Riechman-Crosby Co 

J. M. Hughes, sales promotion man 
ager, and R. M. Gatschall, district 
sales manager and F. Doyle Bowers, 
sales engineer, Republic Rubber Co., 
Youngstown, Ohio, were in charge 
of the afternoon session. Republi 
was the host at dinner. 

On the second day, J. N. Tufts, 
Chain Belt Co., Milwaukee, had 
charge of the morning session. The 
Baldwin-Duckworth Co., roller chain 
and related items were discussed at 
the afternoon session. 





NOW—I?t Pays Y ou More Than 
Ever tosell.... 


Now—with a complete line of metalworking and woodworking equip- 
ment—practically every business place or industry in your territory is a 
good prospect for Atlas tools. Retail stores can use the woodworking 
tools for remodeling, cabinet work, building window displays. Large 
and small woodworking and metalworking industries are all prospects— 
for production, tool rooms, maintenance departments. Your market is 
just about as broad as the classified directory of the telephone book. Amd 
Atlas tools have the precision, versatility, reputation, and low prices to 
help you sell easier and set good volume records. Send for details. 


VISIT BOOTH 441 at ATLANTIC CITY—MAY 22, 23 


ATLAS PRESS COMPANY 


510 N. Pitcher Street, Kalamazoo, Michigan 


LATEST LITERATURE ON Atlas -= 
TCHEE RECISION To 
PROFIT-MAKING OPPORTUNITIES ee etine ano 5 


PR 
METALWORKING 


INDUSTRIAL DISTRIBUTION © MAY, 1950 








MEET US aT BOOTH 102 
Triple Mill Supply Convention 


CAMPBELL 


CHAIN 


takes the strain 


Every link in every Campbell Chain is rigidly 
inspected to make sure the chain you sell your 
customers measures up to the high standards of 


quality traditional with Campbell. 


Send your next chain order to Campbell. You 
will receive prompt, courteous service. Campbell 
production is linked to your requirements as a 


distributor for quick service and fast delivery. 


Campbell Chain is advertised 
consistently to your customers 
in BUSINESS WEEK and 
PURCHASING 


CAMPBELL CHAIN Goncang 


York, Penna. 


INDUSTRIAL + MARINE + AUTOMOTIVE + FARM 
SPECIAL PURPOSES 
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Chester F. Conner 


Conner of Goodrich 
Completes 40th Year 


His fortieth year of service for The 
B. F. Goodrich Co. recently was com- 
pleted by Chester F. Conner, manager 
of industrial products sales. 

Mr. Conner, a graduate of the Uni- 
versity of Akron, started with the com- 
pany in Akron as a sales correspondent 
in industrial products. Six years later 
he went to the Boston district where 
he became assistant district manager. 
In 1923, he returned to Akron head- 
quarters and since that time has held 
posts in industrial products sales, in- 
cluding managership of sales promo- 
tion, manager of distributors’ sales and 
merchandise manager. 


Allis-Chalmers Appoints 
Region Representatives 


Several new sales representatives 
have been appointed to serve in sales 
capacities for Allis‘Chalmers of Mil- 
waukee, Wis., including David S. 
Clark and Henry E. Simpson, named 
to the general machinery division’s 
Southwest region; and Joseph J. 
Nemets and John H. Baisley, who will 
cover the Midwest and Central regions 
for the same division. 

Mr. Clark, an electrical engineering 
graduate of the University of Ten- 
nessee, has been assigned to the Fort 
Worth, Tex., district office. 

Mr. Simpson has been assigned to 
the Beaumont, Tex., district office. 

Mr. Nemetz has been appointed 
field stock supervisor in the company’s 
Milwaukee district office. 

And Mr. Baisley, a mechanical and 
electrical engineering graduate of the 
University of New Mexico, has been 
assigned as a sales representative to the 
Pittsburgh district office. 





QUICK DELIVERY is important... 
More important is WHAT YOU DELIVER! 


Every ad we run tells users of indus- 
trial hose and belting where to buy 
our products: “Call your local Hewitt 
Rubber distributor, listed in the clas- 
sified ‘phone book under ‘Rubber 
Products’.”’ 

Where to get it is always imporiant 
to your customer. But more impor- 
tant to him—and to you—is what you 
deliver. Your reputation stands or 
falls on what you sell . . . on products 
other people make. 

For almost a hundred years now, 
Hewitt-Robins has pioneered in the 
development of better industrial 
rubber products, and a good many 


“firsts’’—35 in all—have come out 
of our technical laboratories. The 
first mildew-resistant fire hose, the 
first high-pressure steam hose, the 
first special-purpose synthetic hose 
to withstand oil and gasoline, the 
first stepped-ply conveyor belt, are 
typical. 

Matching specific products against 
the ever-growing needs of industry 
takes extra time, money and care, 
but it adds extra months or years of 
service to every hose and belt we 
make... at no extra cost to the user. 

The Hewitt-Robins line of indus- 
trial hose and belting is complete, 


known for quality the world over, 
well advertised, priced competitively. 
It’s the kind of line that builds and 
holds customer good will. 

If you think your reputation and 
ours might make a good team, write 
us at Hewitt Rubber Division, 240 
Kensington Ave., Buffalo 5, N. Y. 


HEWITT-ROBINS 
aniapeeenemenie 


7 


AND BELTING 


INCORPORATED -— — — 


BELT CONVEYORS (belting and machinery) » 
FOUNDRY SHAKEOUTS « 
SCREEN CLOTH « 


BELT AND BUCKET ELEVATORS e 
INDUSTRIAL HOSE 
SKIP HOISTS e STACKERS 


CAR SHAKEOUTS  « 
MINE CONVEYORS 


DEWATERIZERS 
MOLDED RUBBER GOODS « 
TRANSMISSION BELTING « 


FEEDERS « FOAM RUBBER 
RUBBERLOKT ROTARY WIRE 
VIBRATING CONVEYORS, FEEDERS AND SCREENS 


PRODUCTS 


BRUSHES 
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AIR REFINED 
MALLEABLE IRON 


UNIONS 


STRANDFLEX 
Gear Shift 4 
Machine 
Illustrated 


| 





Recognized and accepted 


wherever piping 1s used 


Reasons for preference for Jefferson Unions include com- 
pleteness of the line which makes it possible to get full 
benefit of the exclusive Recessed Brass Seat at every pipe 


joint. STRAND Flexible Shaft 


Furthermore completeness of the line assures simplification Equipment Offers a Wide 
of piping layouts and installation, fewer pipe joints and sav- 


ings in both material and labor. Choice of Models... 


Industrial distributors find that all these advantages add When you handle the STRAND line of 


up to making the Jefferson line a profitable one to handle. flexible shaft equipment, you are prepared 


with a wide selection of models to meet 
customer demands. Sales are dependent 


Full details on request. upon complete stocks varied HP 


various mountings single speed or 
three speed direct drive or pulley or 


The Union with the RECESSED BRASS SEAT gear shift. These are a few of the teatures 


made available 


— 
— Write today for full information on dis 
tributor arrangements—it pays to handle 

a quality line, a complete line 


Flexible Shafts and Flexible Shaft Machines 


JEFFERSON UNION co. 
671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, NY 
49 Fletcher Ave., Lexington 73, Mass 


SALES OFFICES: Chicago, Baltimore, Tulsa 
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Russell W. Bill 


Shakeproof Inc. 
Names Bill To Sales Post 
Russell W. Bill has been appointed 


the castern sales manager, operating 
out of the eastern sales office for the 
Shakeproof Inc. division of Illinois 
Tool Works. The new offices are in 
the Chrysler Building, +05 Lexington 
Ave., New York City. 

Mr. Bill will direct the activities of 
Shakeproof’s sales staff covering the 
territory from Pittsburgh to the At 
lantic coast. He has had a wide ex- 
perience as a fastening engineer, was 
for the past 15 years New York state 
sales representative for Shakeproof 
and has a broad knowledge of the as 
sembly procedures used by the mass 
produc ing industries in that area. 


Keshen Will Represent 
Hose Accessories Co. 


Charles G. Keshen, 18 Boulevard 
Terrace, Allston 34, Mass., has been 
appointed to represent Hose Accesso 
ries Co. in New England, including 
the states of Maine, Massachusetts, 
Vermont, Rhode Island and Connect 
icut. 

Mr. Keshen has a broad background 
of experience in the industrial distribu 
tion field, as a jobber’s salesman, sales 
engineer, and manufacturers’ repre 
sentative 


N. Y. City Leads 
As Small Business Center 


Nearly 235,000 firms, with almost 
90% definitely in the category of 
“small business”, now are established 
in New York City, according to a re 
cent authoritative survey on the sub 
ject. There are 234,540 companies in 
all, and 209,599 of them are owner- 
operated with fewer than 20 em- 
ployees. 











Have you 
Heard the 
Thor Story? 


Do you want more business from industry? 
Ask us about the thousands of plants we have 
tooled up since we invented the power screw- 


driver. Write “Thor Tools,” Aurora, Ill. 








Guaranteed HEAVY-DUTY 


BALL 


Complete line—Bench and Pedestal type grinders 
(including Special Carbide Tool Grinder 
above), 6” ” wheels; balanced for smooth 
operation and lubricated for life 


BALDOR ELECTRIC COMPANY 


4364 Duncan Ave., St. Louis 10, Mo. 
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scanixc GRINDERS} 


the HUOT brill 





JOBBERS, DEALERS! 


Here is an item that can’t miss—A 
drill stand and indexed container 
made in 17 sizes. The HUOT Drill 
Index is a compact, convenient and 


orderly drii! index designed and 
priced to sell on sight. 


Write for Literature Today 


|HUOT MFG. CO. 


551 N. Wheeler St. Paul 4, Minn. 














ipa 


Protection is an important extra that 


pays off in the profit column. Peoria Mall- THE FOUR HORSEMEN at Chase, 
able Castings Company sells a complete line Parker Co., Boston, Mass., include 

, : 3 . Johnny Jones, 80; George McIntosh, 
of every size of malleable iron chain — under 81; Samson Hammersley, 78; and John 
a factory sales policy that guards your profits. Check Huxley, 82 


your stocks . . . either order immediately or write for catalog. 





Deemer And Conner 
Advanced By Republic 


R. W. Deemer has been appointed 
production manager, and H. M. Con- 
ner has been named credit manager 
of the Republic Rubber Division, Lee 
Rubber & Tire Corp. 

Mr. Deemer, formerly assistant sales 
manager, replaces H. W. Croysdale, 
who has resigned, while Mr. Conner 
advances from the position of assistant 
credit manager. 








H CLASS 
REFUSE CHAIN 


H CLASS DRIVE CHAIN Lacey Awarded Medal 


DETACHABLE CHAIN John I. Lacey, works manager of 
the Commercial Steel Casting Co. of 


q i Marion, Ohio recently was awarded 
the Steel Founders’ Society of 
‘3 é America’s 1949 Technical and Operat 


ing Medal at the group’s annual 
meeting. 

A. J. McDonald of Chicago, vice 
president of American Steel Found- 
ries, was given the Lorenz Memorial 

ott HAS. *y “COMBINATION” Gold Medal, the society’s top award. 
HAIN 


~~ 





700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


ROOF-TOP ELEVATOR BUCKETS 
TRANSFER 
CHAIN 


PEORIA MALLEABLE CASTINGS CO. 


CHAIN PROMOTION is discussed by 
FT. OF ALEXANDER ST., PEORIA, ILLINOIS H. L. Martin, Diamond Chain Co., and 


CHAIN MAKERS FOR OVER 30 YEARS Ruth Gardner, advertising manager, 


Harry P. Leu, Inc., Orlando, Fla 
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“It’s good horse-sense to buy from a Distributor” 


“Outside of our raw materials just about all of 
the parts and equipment we use are bought from 
local distributors ...and for my money that’s the 
only way to do business. 

“We needed this line in here in a hurry. Our 
distributor had everything we needed in stock... 
and with the one phone call I got everything 
down to the last fitting. It was delivered the 
same day .. . in one truck. It took a lot of manu- 
facturers to make the equipment, in half a dozen 
cities. I got it from one source ... with one call... 
one purchase order . . . one invoice . . . one check. 

“The distributor buys parts and equipment 


from all over the country .. . from a hundred or 


more sources. He buys in quantity...and delivers 
only as much as we want and need ... when we 
want it. The rest he keeps in storage. He gives us 
service all along the line... with a distributor 
salesman who calls on us and knows our prob- 
lems and requirements, almost as well as we do. 

“When you come right down to it, our distrib- 
utors are doing a lot for us besides providing a 
handy source for the things we need. They are 
saving us interviewing time in the Purchasing 
Department . . . a whale of a lot of clerical and 
bookkeeping costs... warehousing space... and 
time by the truckload. 


One of a series of advertisements depicting the part played by the Distributor in the 
American Economy. The series is created and sponsored by The Kennedy Valve Mfg. Co. 








THE KENNEDY VALVE MFG. CO., ELMIRA, N. Y. 


ESTABLISHED 


OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO © SALES REPRESENTATIVES IN PRINCIPAL CITIES 


1877 


IRON-BODY AND 
BRONZE VALVES 
PIPE FITTINGS 
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spray guns air compressors material tanks 














oil and water 
extractors 


automatic 
equipment 





ne ee ee 








and... 


agitators 

blow guns 

extension guns 

hose and 
accessories 


special 
equipment 


maintenance 


spray booths painting units 








unlimited sales advantages 


a complete line 
When you sell the Binks line, you can offer everything a 
customer needs for spray finishing...whether it's a small 
portable compressor or a large spray booth. 


. . 
wide opportunity 
There are no sales restrictions on the Binks line. You 
are free to solicit the business wherever you find it. 


correct pricing 
The Binks line, although second to none, is 
competitively priced. You don’t have to ask customers 
to pay a premium for this better product. 


tested performance 
For more than 50 years, the name, ‘‘Binks;’ has stood for 
a better product. Binks spray guns and equipment are 
preferred by many automobile, furniture, and other manufacturers, 


sales support 
Binks experienced sales engineers stand ready to help you 
quote on or close any sale that requires special handling. 


advertising support 
Through Binks concentrated 1950 magazine and direct 
mail advertising, more than 3 million sales 
messages will tell buyers about Binks equipment. 


Send today for full information on the advantages of being a 
Binks distributor, or better yet, plan to see a Binks representative 
at the Triple Industrial Supply Convention. 


MANUFACTURING COMPANY 


3128-30 Carroll Ave. West 


NEW YORK « METROIT « LOS ANGELES © ATLANTA © BOSTON © CLEVELAND * DALLAS © MILWAUKEE © NASHVILLE 
PHILADELPHIA + PITTSBURGH © ST. LOUIS © SAN FRANCISCO © SEATTLE © WINDSOR, ONTARIO, CANADA 
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Chicago 12, LE 


HARRY JARRETT has been appointed 
manufacturer’s representative for Mil- 
waukee Brush Mfg. Co., Wisconsin. 





Kennedy Valve Mfg. Co. 
Purchases Semler Co. 


Purchase of the Semler Co., Jean- 
nette, Pa., manufacturers of cast-iron 
pipe fittings, was announced today 
by Charles |’. Kennedy, president of 
[he Kennedy Valve Mfg. Co., Elmira, 
N. Y. Purchase price and future plans 
were not disclosed, but it was reported 
that manufacturing operations would 
be continued at the Jeannette plant. 

The Semler Co., with about 220 
employees, has been engaged in the 
manufacture of cast-iron fittings since 
1915. The new officers of the com- 
pany are Charles F. Kennedy, presi- 
dent; J. Lawrence Kennedy and How- 
ard P. Semler, vice-presidents; Thomas 
S. Turkington, controller. 

The Kennedy Valve Mfg. Co., now 
in its 73rd year, operates two plants 


at Elmira, N. Y. 


Osborn Mfg. Co. 
Relocates In Detroit 


The Detroit sales office of The Os- 
born Mfg. Co. now is located at 204 
Machinery Building, 2832 E. Grand 
Boulevard, Detroit 11, Mich. 

The offices include the display and 
demonstration rooms. The telephone 
number is TRinty 5-5984. 

Main plant and executive offices of 
the company are located at 5401 
Hamilton Avenue, Cleveland. 


Pittsburgh Club Meets 


The Pittsburgh Industrial Supply 
Club held a meeting recently at the 
Pittsburgh Athletic Association, with 
J. D. Kelleher, a member of the Civic 
Salesmen’s Club as featured speaker. 
He spoke on “Selling Pittsburgh.” 





THE KING OF HEX HEADS 





J Chowning gehievement in Cap Screw Design 


FOR GENERAL ORNAMENTAL USE 


SHINYCROWNS — Low Carbon — Bright Finish — 
give that “New Look” to assembly where 
appearance, ultra-quality, and sales interest 
are paramount. For that “finishing touch” to 
your assembly, specify SHINYCROWNS—Low 
Carbon 
Head design. 


the last word in ornamental Hexagon 


SHINY CROWNS — Low Carbon — Bright Finish — 
are furnished in C-1018 steel in sizes 14" 
diameter through \)"" diameter inclusive, in 
both coarse and fine threads, in plain, zinc, 
cadmium, nickel, or chrome plate. Price 
governed by quantity desired—-bulk shipments 
only. 


FOR SPECIAL ORNAMENTAL USE 


SHINYCROWNS — High Carbon — Black Finish — 
give that ‘New Look’ appearance. Double 
Heat-Treated, they assure added strength 
where extra toughness is required. For that 
“finishing touch” to your assembly, specify 
SHINYCROWNS —— High Carbon — the last 


word in ornamental Hexagon Head design. 


SHINYCROWNS — High Carbon — Black Finish — 
are furnished in C-1038 steel —- Double Heat- 
Treated —in sizes !4'’ diameter through |" 
diameter inclusive, in both coarse and fine 
threads, in plain, zinc, cadmium, nickel, or 
chrome plate. Price governed by quantity 
desired —— bulk shipments only. 


Complete Information, Prices, and Samples furnished on request. 


The FERRY'CAP & SET SCREW Co. 


OHIO 


2153 SCRANTON ROAD e¢ e 


e e CLEVELAND 13, 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 
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CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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Yes, every day, many pump problems 
demanding immediate attention are 
handled without delay only because the 
localized services of Deming Distributors 


are quickly available. 


Deming Distributor Service 
is Nation Wide. . . 


Wherever your plant is located, one or 
more Deming Distributors are within easy 
reach. You get faster, more economical 
service from Deming Distributors than 
would be possible to offer without their 
LOCALIZED assistance. 

You get MORE than well-built equipment 
when you buy DEMING PUMPS. You get 
the PLUS VALUES that accrue from the 
diversified functions of DEMING DISTRIB- 
UTORS! THE DEMING COMPANY, 511 
Broadway, Salem, Ohio. 


Fr Lui Seiten. 
phone your DEMING Distributor 
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Selecting the right pump 
for the job is simplified 
for you by the diversity 
of type and capacities of 


Deming standard 
Pumps for 
all Industries 


CENTRIFUGAL PUMPS 
Side Suction Types 
Two Stage Types 
Self-Priming Types 
Double Suction Types 
Sump Pumps 
Condensation Return 
and Boiler Feed Units 
Slurry and Sewage 
Pumps 
Triplex and Piston Pumps 
Deep Well Turbine Pumps 
Many other types 


Memo to Distributors 


This message appears in cur- 
rent issues of industrial pub- 
lications reaching your cus- 
tomers and _ prospects Its 
objective is to help promote 
the services of industrial dis- 
tributors to industrial users 











FOOT & CHECK VALVES 


end leakage troubles . .. save their 
cost many times over in service calls 
they eliminate. Ideal for jet type pumps. 
Ask for bulletin 401. 


Order from your Jobber 


Ws S. 
Trind! Arc Welder 


Super Industrial ag 
The Biggest 
Welder Values 


F 
Complete, Ready to 
Operate 








on the Market! 


This sensationally low priced Trindl Welder 
brings untold economy and convenience to both 
small and large plants . Costly shut-downs 
due to broken or shopworn equipment can be 
eliminated with this handy maintenance and 
production tool. 

This new industrial type welder Model 125A 
is compact and easy to carry from place to 
place when an emergency repair is needed 
Priced to fit the budget it has 16 heat stages 
ranging from 20 to 125 Amps. The keynote of 
this unit is the simplicity and economical cost of 
operation 
Distributors, now is the time to Cash in on this 
fast selling - profit making line. Our new big 
advertising campaign is already under way 


For complete details write 
today to Dept. T5-EA. 


TRINDL PRODUCTS CO. 


15 E. 23rd St. Chicago 16, Hl. 
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te ag teu- Seal. 


M\ HOSE CLAMPS 


Malcolm T. Hunt 


Hunt Named Sales Head 
By Macklin Co. 


More than one skeptical jobber has seen the light — for Malcolm T. Hunt has been made 
here is a superior hose clamp whose four basic sizes fit sales ae for the hs “Ty 
practically all ordinary requirements — an engineered hose — f rw - —- 

: McIntyre, who has retired 
clamp which appeals to the reason and pocketbook of the Mr. Hunt joined Macklin in 1928 


customer with these advantages — He always has been connected with 


the sales department. 


WORM + UNIFORM lene | 
DRIVE Z ~ CLAMPING Three New Study Courses 


Offered To SKF Employees 
Aero-Seals are self-locking and vibra- True tangential take-up and curved 


tion-proof, have extra long take-up saddie form provide absolutely uni- Three new courses of study have 
ond are available in both slotted and form clamping action around 360°, been made available to the employees 
wing-nut type of worm-drive leak-proof, ideal for thin-walled tubes of the ball and roller bearing factories 
of SKF Industries, Inc., at the begin 
ning of the second “semester” of an 


EASY TO USE AGAIN unusual experiment in industrial edu 
INSTALL and AGAIN cation. 


The three new courses will be con 
i as al i ites ‘te init, ducted in advanced mathematics, sta 
Aero-Seal with one ing for Aero-Seals, tistical graphs and metallurgy. They 
hand if you want to They're ready to go are additions to the employee educa 

— and fast! They're self-feeding once back to work ofter plenty of hose tion project launched last October 
the clamp-end engages with the changes. Also available in. stainless Fifty a | sas € the two 
worm. Me feece paste te drop. stool ter marine une. ifty-one employees « re ( 
Philadelphia plants have enrolled in 
Put an Aero-Seal in a customer’s hands and he'll the three new after-hours classes 
buy it— it's a precision job of engineering applied Three classes in shop mathematics, 
to a simple, everyday problem. No ordinary hose with a combined enrollment of 60 
clamp can match its advantages. employees who asked for the special 

training, still are in session 

— SKF employees who successfully 
complete the courses will be awarded 


FREE SAMPLE: Seer eee re Seas certificates of merit at the conclusion 


return mail without obligation, 








of the “school year” in June 


NAME _ 
anotHeR ree Glesener Advances Salesmen 


ADDRESS The A. J. Glesener Co., San Fran- 
— ei cisco has advanced two of its inside 
BREEZE CORPORATIONS. INC CITY & STATE salesmen to sale posts outside the city; 
' : Mark Swift, who has been named 
resident salesman in Sacramento, and 
George Perry, in Fresno, Calif 











33 South Sixth Street, Newark 7, N. J 
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The Complete “BULL DOG” Line 


MACHINISTS © TOP SWIVEL JAW @ COMBINATION PIPE 
HINGE PIPE © WOOD WORKERS e UTILITY 


ALL PARTS INTERCHANGEABLE SEE US IN 
BOOTH 536 AT 
ATLANTIC CITY 


ALL VISES INDIVIDUALLY BOXED 










































































Zz Backed by 81 years of time proven acceptance. 
Liat \ Hundreds of plants have used them and still do. 


Ay ia Sell PRENTISS for those “REPEAT” vise orders. 


’ 
) 
Oe *\ _B Prentiss Sales Policy 
NS 100% thru Stocking Industrial Distributors. 

a, A few territories still open. 


Write for detailed information. 
PRENTISS VISE DIVISION, oF THE cHaARLEs PARKER CoO. MERIDEN, CONN. 
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New Util-TY | 


DRAIN FITTING 


= _ 


Saves Labor 
and Materials 
FOR ADDED KITCHEN FIXTURE 


As you can readily see from the pictures, this new TY 
hooks up with the present sink drain and vent stack. 
The extra side outlet provides for a run from an added 
fixture—a double sink or garbage disposer or dish- 
washer. 

In tight places on remodeling jobs, the Util-TY with 
removable vent bell is handy. The fitting with integrally 
cast bell is good for accessible spaces. 

Util-TY’s are available in 1144” and 2” sizes, black or 
galvanized. 

You will gain favor with contractors by calling Util- 
TY’s to their attention. Tell them how this “K” fitting 
simplifies remodeling, and suggest that Util-TY’s be used 
as original equipment on new jobs to facilitate tying in 


additional fixtures in the future. 


3,000 SHAPES AND SIZES 
PRECISION FITTINGS 


KUHNS BROTHERS CO. 
DAYTON 1, OHIO 
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« We urge 
users to buy 
thru their 
local distrib- 
utor. 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiana 








Stainless Steel 


= BOLTS ® 


SCREWS -@ 
NUTS #2 

WASHERS 4 
4 


A Complete Line aA 
Available from Stock i C7 
STAINLESS STEEL 
BOLTS SCREWS NUTS 


Machine M 
Carriage 
Lag 
WASHERS 
All Types RIVETS > 
All Types FITTINGS V—™ 
All Typ 


monet ion 
aa 


. \al 


staitess 
SCREW & BOLT CORP. 


135 Church St., New York 7, N.Y 
CO 7-0675 





H. M. Sossaman 


Pittsburgh Branch 
Opened By Quaker Rubber 


Quaker Rubber Corp. of Philadel 
phia, now a division of the H. K. 
Porter Co., Inc. of Pittsburgh, has 
opened a new stock-carrying branch at 
311 First Avenue, Pittsburgh, Pa. The 
new branch is under the direction of 
H. M. Sossaman, who was assistant 
general sales manager for Quaker be 
fore his appointment to the new posi 
tion 

Mr. Sossaman is in his 23rd_ year 
with Quaker, beginning as a salesman 
in the Florida territory. He was in 
strumental in the establishment of sev- 
eral Quaker branches; and in 1943 was 
ippointed assistant general sales man 
iger. 

The new Pittsburgh location will 
carry a complete inventory of indus 
trial rubber products. It was estab 
lished in the interest of giving greate1 
service to Quaker customers in western 
Pennsylvania, eastern Ohio and West 
Virginia. 





GILDA SANTORELLI is secretary to 
E. R. Helm, purchasing agent at The 
Lindquist Hardware Co., Bridgeport, 
Conn. 


Weighs Less Than 10 tb., 
Pulls Half a Ton 


ONLY $27.50 (500-Ib. Model $19.75) 


Combining light, 9'4-lb. weight 

with full 1,000 lb. of pull, the new 
Model MP-10 Coffing Mighty Midget 
Puller does many more jobs — opens 





many more sales opportunities for you. 

Like the widely used 500-lb. model, 

the compact MP-10 fits neatly in a tool 

box, hangs lightly on a tool belt. Requires 
only 8'%4 in. head room. Goes to work anywhere 


... provides the lifting, pulling, holding power 
of many men wherever hooked. 


Ratchet pawl construction holds 
securely in any position — works 
horizontally as well as vertically. 
Two-way handle is either lever or 
high-speed crank. 


Find out more about sales 
possibilities for this lightweight, 
big-capacity puller. Check Coffing’s 
complete line of quality hoists! 


~ %& Quik-Lift Electric Hoists 17 models, capacities to 4,000 Ib. 

~ 6% Hoist-Alls 2 sizes, 2,000 and 4,000 Ib. 
*% Safety-Pull Ratchet Lever Hoists . 9 models, 1,500- to 30,000-Ib. capacities 
% Spur-Geared Hoists 7 models, 2- to 5-ton capacities 
* Differential Chain Hoists 2 sizes, 2- and 1-ton capacities 
% Mighty Midget Pullers 2 sizes, 500- and 1,000-Ib. capacities 
% Load Binders 3,000- and 6,000-Ib. sizes 
* |-Beam Trolleys Capacities up to 10 tons 


For complete information, write Dept. ASMP. 


COFFING HOIST CO. 


DANVILLE, ILLINOIS 


INDUSTRIAL DISTRIBUTION © MAY, 1950 





Here’s your one STEP TO PROFIT! 


For Grinding Carbide, 
Stellite, or High Speed 
Steel Tools 
i. 


Heavy Duty, Wet or Dry 
10”—14”" WHEELS 





TYPE 10 TD 
TWIN WHEEL 
TOOL GRINDER «= 


2 


Ves TL 


OLD WAY 


Lost time between 
rough and finish grind. 

Floor space wasted — 
Grinder must be away 
from wall 


Sind 


+. eee" 
NEW WAY 


One step from rough to 
finish grind. 

Conserve floor space 
place Grinder against the 
wall. 


PROMPT DELIVERY 
WRITE FOR CATALOG 44. 


Discuss this and other machines with us at our Booth 702, 
Triple Industrial Supply Convention, Atlantic City, May 22, 23, 24 


THE STANDARD ELECTRICAL TOOL CO. 
2520 RIVER ROAD ° CINCINNATI 4, OHIO 








HERE’S THAT BIG IMPORTANT 


PLUS IN SALES::: 
PRECISION BRAND 


The Specialty Line with Special Profit Value 
SHIM STOCK 


a 
Go after shim sales and profits this easier way! Give customers the f fi 


« 


>." 
extras only Precision Brand: offers: Accuracy and uniformity. A com , ¢ 
plete line to cover all markets. Packaging that speeds shim work, cuts oe 


waste — and steps up your unit of sale. Check these fast moving items 


MUSIC WIRE 


Let this ingenious dispenser carton give you a ‘‘new look” on Music Wire 
sales. See how easily it can help you put music wire sales in the profit 
making class — step up your unit of sale. The carton — exclusive with 
Precision — has center opening; wire is drawn as needed from inside of 


coil; natural tension holds coil neatly in box. 


COMPLETE LINE OF GROUND FLAT STOCK 


PRECISION STEEL WAREHOUSE, ine. 


MANUFACTURING DIVISION 
4409-25 WEST KINZIE STREET © CHICAGO 24 








SHIM STEEL @ BRASS SHIM @ MUSIC WIRE 
DRILL ROD @ THICKNESS GAUGE STOCK @ GROUND FLAT STOCK 
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Robert S. Cave 


Cave Named Manager 
Of Severance Sales 


Robert S. Cave has been appointed 
general sales manager of Severance 
Tool Industries Inc., Saginaw, Mich 
Mr. Cave started with Severance in 
November, 1940 as a machine oper 
ator and continued working his way 
up through ‘various capacities to his 
present position. 

Prior to joining Severance, Mr. 
Cave was employed by the Bay City 
Division of Electric Auto-Lite, serving 
two years in the nickel and chrome 
finishing department and two more 
years in the automatic screw machine 
department. 

At Severance he has consecutively 
held the following positions: Produc- 
tion turret lathe operator, machine 
grinding operator, foreman machine 
gringind second shift, superintendent 
machine grinding department, chief 
estimator, tooling engineer, field sales 
engineer, assistant sales manager and 
his present position, general 
manager. 


sales 


New Sales Representatives 
For Allis-Chalmers 


Francis D. McGuire, Jr., and Don- 
ald E. Shaw, Chicago; were named 
sales representatives for Allis‘Chalmers 
in Chicago; Richard W. Shuman, in 
Indianapolis; John W. Matthews, in 
Louisville; Robert G. Naethans, in 
Cleveland, and James A. Sudduth, 
Toledo. They will act for the com- 
pany’s general machinery division in 
the Midwest and Central regions. All 
recently completed the company’s 
graduate training course. 

Newly named sales representatives 
to offices in Allis-Chalmers general 
machinery division’s Southeast region 
are Dexter FE. Fearing, Chattanooga; 
Robert C. Humphrey and William 
W. Chalmers, Birmingham; and Felix 
B. Lecton, Knoxville. All are mechani 
cal engineers who also have completed 
the firm’s graduate training course. 





HOME RUBBER PRODUCTS 


BELTING 


TRANSMISSION 
CONVEYOR 
ELEVATOR 


HOSE 


STEAM 
ACID 
MILL 

CHEMICAL 
CREAMERY 
SUCTION 
WATER 
AIR 
JETTING 
SAND BLAST 
FIRE 


SHEET and ROD 
PACKINGS for 
EVERY PURPOSE 


“N.B.O.” . . . the original BLACK SHEET PACKING ... again in stock 
for IMMEDIATE SHIPMENT 


Home Rubber has manufactured 

high quality mechanical rubber 

goods for seventy years. For over \ 
three generations personalized service 

to and through its distributors has 
boosted Home Rubber’s value as a source of 


supply. 


We believe in close contact with our distribu- 
tors ... in transacting business in a personal, 
friendly way rather than in a mechanical, 
card-index way. Furthermore, we believe that 
this is the best way to understand and solve 
any problems that may arise . . . the surest 
way to build mutually profitable relations and 
maximum good will. 


THE HOME RUBBER COMPANY 


FACTORY: TRENTON, NEW JERSEY 


New York: 80-82 Reade Street 
London, England: 107 Clifton Street, Finsbury, E. C. 


OFFICES: 


Chicago: 168 N. Clinton Street 
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ELECTRICALLY 
WELDED 
TWO U-shaped half 


links are electrically 
welded to form 
stress-free links, by 
only the most expe- 
rienced craftsmen. 


THOROUGHLY 
TESTED 


TM Alloy Steel Chain 
is subjected to gruel- 
ling tests before ship- 
ment. It has twice the 
working load limit of 
wrought iron or low- 
carbon steel chain of 
the same size. 


Write today 
on letterhead 
for your free 
copy of new 
TM Alloy 


Steel Chain §& 


Booklet! 


Tayion Mane 


¢ 


HEAT- 
TREATED 
TM Alloy Chain and 


attachments receivea 
controlled heat-treat- 
ment. Never requires 
annealing.Resistant to 
shock, grain growth 
and work hardness. 


CAREFULLY 
INSPECTED 
Each link of every 
TM Alloy Steel Chain 
is thoroughly in- 
spected before ship- 
ment, by experienced 

chain craftsmen. 


S.G. TAYLOR CHAIN CO. 


79 141st Street, Hammond, Indiana 
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HALLOWELL Solid Steel Collars, ‘unction- 
ally proportioned throughout . . . precision- 
machined so faces run perfectly true. . . are 
beautifully polished all over . . . yet they cost 
less than common cast iron collars, 3” bore 
and smaller are made from Solid Bar Stock. To 
make sure the collar won’t shift on the shaft, 
they are fitted with the famous UNBRAKO 
Knurled Point Self-Locking Socket Set Screw— 
the set screw that won't shake loose when once 
tightened. HALLOWELL .. . “buy word” in 
shaft collars . . . available in a full range of 
sizes for IMMEDIATE DELIVERY. 


Write for name and address of your nearest 
HALLOWELL and UNBRAKO Industrial Distribu- 
tors. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN 13, PENNSYLVANIA 








» FLUX 


The Simple Way 
to solve your cus- 
tomers’ sodering 
problems .... 


. . . @ different grade of 
FLUX... a change in tem- 
perature. . . a different tool 
— that may be all that's 
needed to solve some problem 
in ering. Our Technical 
Service is ready to help on 
any unusual or intricate prob- 
lem with more than 56 years 
of experience. Send for oor 
free sodering chart which 
shows meiting point of all 
soder 


sodering paste 
sodering sticks 
sodering oil 

sodering flux 
sodering liquid 
sodering syrup 
sodering acid 
stainless steel polish 
solid sal ammonia 


L. B. ALLEN & CO. Inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31, ILLINOIS 
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For easier sales... 


GORHAM 
M-40-U 
CENTERS 


OFFER A MIGHTY 
Lawrence M. Rich 
Rich To Head Sales | FINE PROPOSITION! 


For Wilton Tool Mfg. Co. 


Lawrence M. Rich has been ap- 
pointed vice-president in charge of 
sales for the Wilton Tool Mfg. Co., 
Chicago, Ill. He will direct sales, | 
advertising and sales promotion for 
Wilton, who manufacture vises and 
other tools for industry. 

Mr. Rich has been in the field for 
more than 25 years. Prior to his 
association with Wilton he was sales 
manager for Durkee-Atwood Co., 
Minneapolis, Minn. He was associ- 
ated also with The Marlin-Rockwell 
Corp. and Plomb Tool Co. 


Horton Catalog 


Ready For Distribution So superior is this alloy that by actual test it has 
G. C. Horton, sales manager of Pa- shown results 3 to 10 times better than high 
cific Mill & Mine wiry: 4 Co., Los speed steel and other alloy materials for 
Angeles, announces that the company’s centers. That’s important to YOU. GORHAM 
revised catalog, the first since 1935, M-40-U centers are in big demand en extra 
now is ready for distribution. The 8 A eles 
firm distributes a full line of indus- profitable item ina profitable line. M-40-U alloy 
trial supplies, specializing in belting, is just one more reason for handling GORHAM— 
hose, tools and fire safety equipment. the line that sells itself. Cash in on its nation- 
wide preference: Choose GORHAM today. 





GORHAM 
TOOL 
COMPANY 


14400 WOODROW WILSON 
DETROIT 3, MICH. 


SHIPPER at Hinds & Coon Co., Bos- 
ton, Mass., is Spencer A. White, Sr. 
here posting orders for the day. 
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Combining the drama of famous blades of history 
with Barnes Hack and Band Saw blades—famous 
for dependability—Barnes new series of adver- 
tisements refers readers of these advertisements 
to their local Industrial Distributors. 





Appearing in prominent metal working publica- 
tions—these ads are part of Barnes’ program of 
sales help for Distributors of Barnes Saw Blades. 
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BARNES CORDIALLY 
INVITES YOU TO 
BOOTH 353 AT THE 
TRIPLE MILL SUPPLY 
CONVENTION 





tant tn ee At aly 
16. BARNES 3 


1297 TERMINAL AVEs. 
Re eee 


Robert A. Seale 


National Supply Names 
Seale Shreveport Manager 


Robert A. Seale has been appointed 
manager of the Shreveport district for 
rhe National Supply Co. He succeeds 
M. R. Brinkerhoff, district manager at 
Shreveport for the past ten years. Mr. 
Brinkerhoff recently was appointed as- 
sistant division credit manager for the 
territory comprising Louisiana, Missis- 
sippi, Alabama, east Texas and south- 
ern Arkansas. 

Mr. Seale has been engaged in oil 
industry work in the Shreveport terti- 
tory since 1934. He was branch man- 
ager for Hughes Tool Co. at Shreve- 
port for twelve years prior to joining 
National Supply. 


Shafer Elected President 
At Imperial Brass 


Frederick C. Shafer, for the past 
twelve years vice-president of The 
Imperial Brass Mfg. Co., Chicago, and 
associated with the company for the 
past 24 years, has been elected presi- 
dent and chairman of the board of 
directors. 

C. H. Benson, sales manager, auto- 
motive-industrial-refrigeration distrib- 
utor sales, has been nimed vice-presi- 
dent. J, X. Allman continues as man- 
ager of industrial distributor sales. 


New 70 Ft. Span 
Installed by Pidgeon-Thomas 


The Pidgeon-Thomas Iron Co., 
Memphis, ‘Tenn., has installed a new 
10-ton 70-ft. span, electrically oper- 
ated, using a Yale & Towne electric 
hoist. It is furnished with fluid drives 
and is the third electrically operated 
crane designed for their shops by the 
Southern Overhead Crane Division of 
Pidgeon-Thomas. 





Buy the length 


yout fob requires 


[CONTINUOUS-CAS* 


Ay 
e¢-$ yw 


By specifying ASArcon 773 continuous-east bronze in the rod or tube 


you S | ad S b length you need ... you cut individual parts to length with practically 


no serap loss. Stock the right lengths for maintenance or production . .. 
then no matter what your cut-off specification, there'll be a minimum of 
wasted short ends. 


SC rd p loss ASARCO continuous-cast bronze has superior physical properties 


(always meets SAE 660 specifications) ...no porosity ...no dirt or dross 
inclusions ... eliminates rejects or losses due to metallurgical defects. 
And Asarco continuous-cast bronze is easily machinable. In one instance 


ith the use of ASARCON 773 increased the life of a broach by six times. 
WI Prove these savings to yourself! Cut chucking and set-up time by 
getting the longer lengths. 


ASARCON 773 bronze is continuous-cast in cross-sections 14" to 5”, 


cored or solid... lengths to 105”. Rods and bars for gears, shafts, and other 
SCO machine parts .. . tubes for sleeves, bushings, bearings, or liners .. . 

215 standard sizes are stocked for exacting production requirements 

... plus bars or tubes with ridges or splines made to order. 


Asarco’s technical representatives can tell you how to use Asarco 
ro n ze | rs continuous-cast products at a profit. Write for the name of your nearest 


ASARCON distributor. 


Territories available for qualified distributor organizations. Write... 


American Smelting and Refining Company 


Perth Amboy Plant, Barber, New Jersey 
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Fig. 3670 (weight: about the same as a suitcase) 


a realty Portable utuity pump 


ie Here’s a pump you can sell to industrial plants in your area— with 
jconfidence and with profit. It’s the answer to a hundred miscellaneous 
pumping problems in industry where portability and self- priming are 
the important 


requirements. Here are some of the advantages: 


Light weight Aluminum construction. However, it 





can be furnished in bronze-fitted 
construction with cast-iron casing 


Quick, easy starting Reliable, quick-starting gasoline 


engine 


Self-priming After initial prime, pump maintains 


its prime even if discharge and 
suction lines drain back to source 


High capacities Up to 58 G.P.M. 


High suction lift Up to 25 ft. 


No clogging Open impeller passes any solids 


Compact 


that will penetrate strainer 


Close-cupled construction combines 
pump and engine in single compact 
unit. Eliminates coupling and 
assures perfect alignment 


No stuffing box Mechanical seal is self-adjusting 


MEMBER 


for wear and requires no lubricating 


For descriptive Bulletin and prices write: Goulds Pumps, Inc., 
Seneca Falls, N. Y. 
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Start fastener sales soaring with 
Nu-Process_ Brighton Socket 
Screws. Formed by an entirely 
new metal-working process 
Brighton Screws have every fea- 
ture cost-conscious fastener buy- 
ers demand. They’re dependable 
in quality . . . . keep customers 
coming back for that quality they 
can trust. 


Complete line . . . . full dealer 
cooperation, modern sales aids 
and a profit margin you'll be en- 
thusiastic about. 

New catalog now available. Write 
on your letterhead for your copy. 


BRIGHTON 


SCREW & MANUFACTURING 
COMPANY 


1827 Reading Rd., Cincinnati 2, O. 





Howard H. Sprinkle 


Republic Names Sprinkle 
Assistant Sales Manager 


Howard H. Sprinkle has been ap- 


pointed assistant sales manager of the 
Republic Rubber Division, Lee Rub- 
ber & Tire Corp. 

He started with Republic in the 
order and billing department in 
1923. He was transferred to the sales 
department and in 1933 was made 
sales representative. Since 1933 he has 
represented Republic in the Cleveland 
and Buffalo areas 


Babcock & Wilcox Co. 
Elects Stevens and King 


Stoddard M. Stevens, partner in the 
law firm of Sullivan & Cromwell, 
N. Y., and J. H. King, vice-president 
of The Babcock & Wilcox Co., N. Y., 
have been elected to the board of di 
rectors of The Babcock & Wilcox 
Tube Co. of Beaver Falls, Pa. 





PURCHASES AND SALES are han 
dled respectively by Lee A. Wiley, pur 
hasing agent, and Cliff Coleman, sales 
manager at Wilev-Hughes Supply Co., 
I'renton, N. J 


the WHO 


most important 


cnoet chain) MAKES 
T?... 


There’s more to a chain than material, 
pattern and size. Your customers depend upon you 
for quality in the chain they buy. You, in turn, must 
depend upon the manufacturer. 

Nothing will ever lower the quality of ACCO 
Welded Chain, Weldless Chain, or Attachments. 
We will not compromise with quality. On the con- 
trary, our research department is constantly endeav- 
oring to improve the quality of American Chain, 
thereby increasing its service to the user. 


Sell AMERICAN 
... the complete chain line 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Brideport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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these Carey Asbestos products 
go together on job after job... 
sell them as a package...and 
reduce costs, increase profits! 


Pipe Coverings —Asbestos Air Cell, 85% Magnesia, Wool Felt and other 
insulating materials for low and high temperature. 


Asbestos Paper —Astandby for many furnace pipe and insulation uses; 
for lining ovens, making gaskets, wrapping furnace pipes. 


Asbestos Millboard—fFor fire screens, partitions, range lining, radiator re- 
cesses—wherever heat-resistant, fire-resistant material 
is required. 


MW-50 Insulation Cement—the leading monolithic cement. Maximum 
insulation value; toughness, hardness and excellent 
sticking properties. Manufactured with slag wool pellets 
and asbestos fiber. Easily and quickly applied. 


Asbestos Insulation Cements —for all types of heat insulation jobs. . . 
from pointing up fittings to final surfacing insulation. 
Special types for specific requirements. 


Asbestos Furnace Cement —Developed especially for mounting fur- 
naces, stoves, boilers and flue pipes—for setting or 
patching refractories, cementing joints and cracks ex- 
posed to heat. For temperatures up to 2000° F. 


Asphalt Products —Felts, paints, coatings and cements for all types of 
roofing construction, repair and maintenance. 


these CAREY offices are as neay of your telephone 





James Y. Scott 


Scott of Morse 
Back On the Job 


His many friends will be glad to 
know that James Y. (Jim) Scott, presi- 
dent of the Morse Twist Drill & Ma- 
chine Co., and the Van Norman Co.; 
is back on the active list after an ab 
sence of several months due to ill 
health. Jim’s doctors insisted that he 
take a leave of absence and he sure 
made hay while the sun was shining, 
because he’s back on the job now, fit 
as a fiddle. 


Allied Supply Co. 
Moves To South Gate 


Allied Supply Co. has moved its 
offices and warehouse from Vernon to 
South Gate, Calif. The new site 
covers 4 acres and provides space for 
expanded pipe yards and for 25,000 
sq. ft. of storage space and office. 

Gilbert Nesheim, president, reports 
that expenditures for pipe racks, pav- 
ing and improvements totaled about 
$40,000. 








4 


LAmar 5451 DETROIT . TRinity 5-4680 
er CHarlestown 1725 — INDIANAPOLIS Riley 7332 
CHICAGO DEarborn 4775 LOS ANGELES MAdison 6-1358 
CINCINNATI...... POplar 1323 MONTREAL 
CLEVELAND .. HEnderson 6500 NEW YORK 

CEntral 6609 = PHILADELPHIA 


VAnderbilt 61530 
BAtdwin 9-6430 


eee 
Plateau 8499 «=©WASHINGTON, D.C... ...FRanklin 1365 


THE PHILIP CAREY MFG. COMPANY 
CINCINNATI 15, OHIO 
ae IN CANADA: THE PHILIP CAREY CO., LTD. 
1557 MacKay St., MONTREAL 25, P. Q. 
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LOUISE ANDERSON is her name, 
and she’s secretary to S. B. Jones, Jr. 
sales manager at The Congdon & Car- 
penter Co., Providence, R. I 










und Oui Your Lene 


WITH 
S-A "co 
ST CUTTERS”? 


All of these equi 














Practi : Pment ite 
ch rw every industry can on oe Proved sellers. 
B “Cost Cutt customers are an eines on ao Your 
ture those i A help you Open new —., 
SEAL ASTER dustries are alert a. pes handling 1 
OSS1 ° ’ J 
PECTS | Com these profaie addiaeengs Your men wil 
oon 
SEALMASTER bearings are your line. 





ideal for replacements on all 


OPALMASTERS have all 
these essential pe Ga) SACO SPEED REDUCERS 


Permanent Seal (2) Self-align- 
ing bearing assembly (3) Pat- 
ented locking pin (4) Prelu- 
bricated for immediate use. 
Ask for Catalog No. 845. 


They fill a vital need. Adapt standard 
motors to any desired speed. SACO 
Reducers provide reduction ratio 
between 10 to 1 and 60 to 1. Almost 
any full speed motor may be mounted 
directly on the SACO Unit. Saves 
floor space, installation costs and 
maintenance. Catalog No. 643 gives 
full informatson. 











S-A WINCHES 


It’s quicker and more eco- 
nomical to use an S-A Winch 
for most lifting or pulling 
jobs. One man can easily lift 
—or move heavy loads—at a 
real saving in time and men. 
Hand winches lift upto 2000 
pounds—motor winches as much as 3000 pounds. S-A 
Winches are invaluable in cutting material handling 
costs. Write for Bulletin No. 340. 



















S-A Box CAR LOADERS 


Your men can sell this unit readily. 
The S-A Box Car Loader saves much 
of the time and labor that makes 
material handling costly. There's 
no easier, quicker way to load and 
trim loose materials into box cars. 
One man can operate it with only 
part time attention required. Ex- 
posure to dust is minimized. Ask 
for Bulletin No. 948. 








§-A CAR PULLERS 


Every firm with switch track facili- 
ties can use an S-A Car Puller. One 
man can move up to six loaded cars 


_..and spot them quickly. No wait- | §.A SWIVELOADER 


ing for an engine. Powerful capstan niga ewe ; 

: Sell “savings” in material han- 
pulls heavy loads at 45 feet per min- dling. An S-A SWIVELOADER 
ute. Obvious advantages make sales loads and trims dry bulk mate- 
easier. Request Bulletin No. 1339. rials (up to 2” size) in cars and 
storage spaces. Adjustable, cen- 
trifugal throwing unit dis- 
charges material to spot desired. 























Descriptive bulletins of thi, ....: One man, time, can oper- 

complete price inact SwiPment, with ate SWIVELOADER unit with- 

you promptly on fon, will be sent to out comsing car. Remind us to 
request. send you Bulletin No. 1046. 








S T E P HH E N S. Division 
ngeles, California SF ey D A M S 


j ese Ae Belleville, Ontario 
AURORA, ILLINOIs , 
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QUICK-T URNOVER 
Wherever Wire. 


Rope is 


SAFE-LINE 
WIRE ROPE CLAMP 


Faster — Safer — Eliminates Splicing 


FOR ROPE 
SIZES 
Vs" to %" 


FORGED AND MASTER COINED TO FIT ROPE 
The Safe-Line Clamp is made in two 
halves, with double spiral splines. The 
large grooves pocket the large spiral 
strands and hold che rope from end-wise 
slippage. The small grooves pocket each 
small wire and prevent the rope from 
spiral winding out of the clamp. The two 
halves are gripped tightly on the rope 
with strong alloy steel nuts, giving a 
double locking action. Safe-Lines do not 
cut the rope, hold a tight thimble, mini- 
mize rope or sling breakage, are adjust 
able. and can be used again and again. 


Safe-Lines are again available for sales 
distribution . . . ably backed by national 
advertising in a score of leading trade 
papers. Recently a jumbo-size broad- 
side was mailed to a quarter-million wire 
rope users, creating more repeat-sales 
and more new business. There’s a quick 
turnover market for Safe-Lines wherever 
wire rope is sold—and wherever wire 
rope is used Safe-Line Clamps are needed. 
Safe-Line advertising is consistently at 
work building business in this huge, 
profitable market for distributors who 
stock Safe-Line Wire Rope Clamps. 


Safe-Line patented features are known to 
thousands of wire rope users. Its Never- 
Slip grip outpulls the strongest wire rope 

. it eliminates splicing and serving and 
U-bolts . . . it prevents injury and mental 
hazards... it is easy to use by any work- 
man... it carries a replacement guaran- 
tee against clamp breakage and fracture... 
Safe-Lines are approved by wire rope 
manufacturers, the Civil Aeronautics Ad- 
ministration and Underwriters’ Labora- 
tories. More than a million Safe-Lines 
are in daily use. 


Safe-Line Wire Rope Clamps are a quick- 
turnover item, profitable to stock and sell. 


Distributors are invited to write for 
details of the National Distributor Plan 


NATIONAL SAFE-LINE CLAMP CO. 


11252 Nine Mile Road 
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° Van Dyke, Michigan 
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SPROUT-WALDRON’S 





REASONS 
why it’s 

GOOD BUSINESS to SELL 
Bett Saver PULLEYS 


I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and belt. 


2- Belt life is increased because this self- 
cleaning feature eliminates any 
stretching or gouging of elevator or 
conveyor belt. 


B—Loose material flows away from the 
belt and dribbles out harmlessly at 
pulley hubs. 


4—Rounded ends and smooth chamfered 
edges of vanes or ‘wings’ do not 
wear or abrade belt. 


5—Pulley “wings” are so spaced that belt 
flexes naturally and without strain. 


G—Belt life is greatly lengthened. Users’ 
reports range from 25% to 400%. 


7—Interchangeable with solid pulleys. 
B—Easy to install. 


9--Recommended by leading manufactur. 
ers of conveyor belts and by hun- 
dreds of users. 


10—Sales build customer goodwill and 
bring repeat business. 


Available in diameter sizes 
ranging from 6” to 40” 


Send for Bulletin No. 35 
and read the enthusiastic 
reports of Belt $aver 

Pulley users. 


Sprout -Waldron’s “ Blue 
Face” Pulleys are other 
profit builders. Send for Bulletin P-848 
Write today to Sprout, Waldron & Co. 
3 Waldron Street, Muncy, Penna. 








Have you 
Heard the 
Thor Story? 


pointed vice-president of SKF Indus- Are you stocking 2" electric drills... when 
tries, Inc., in charge of manufacturing, 


engineering and research. 





you could be selling the most powerful, light- 





est weight 2" drill ever built? Ask us about 


Double Celebration For 
Parsons of Stanley the great “Silver Line.” Write “Thor Tools,” 


Robert M. Parsons, general sales 
manager of Stanley Tools, recently 
celebrated his 70th birthday and his 
completion of 50 years of continuous 
service with the company. At a spe- 
cial gathering, attended by a large 
group of Stanley Tools employees, 
M. A. Coe, general manager, presented 
Mr. Parsons with a 50-year pin and 
with a miniature tool box containing 
50 silver dollars, symbolic remem- | 
brances of a half-century of service 


h the c any. 
a ging the originator of GIVE RECORD BREAKING 


the widely known Stanley slogan, 


‘The Tool Box of the World.” In his PERFORMANCE 


time he has watched the firm’s tool 
shipments grow until today they are Three basic CMC innovations are responsible for the 
greater in one month than they were inherent superiority of CMC DUAL PRIME PUMPS. 


in an entire year, 50 years ago. 


Aurora, Ill. 














1. Improved open thrash type impeller. 





2. Rotary double shaft seals. 
3. Double jet method of priming. 


These improvements combined with ad- 
vanced centrifugal design guarantee fas- 
ter self-priming and greater capacities. 


The extra air handling ability of CMC 
DUAL PRIME Centrifugal Pumps permits 
constant and dependable performance 
when the ordinary centrifugal pump 
loses prime and becomes air bound. 


Available in 3 basic assemblies, = 
coupled, flexible coupled and 
mounted pump only, CMC DUAL PRIME 
PUMPS range in sizes from 142" to 10”°— 
up to 240,000 G.P.H. 


Write today for latest Bulletin No. EIP1248. 








“LOOK AT THIS,” George A. Krep- 


lin, head of Geo. A. Kreplin Co., Oak- 
land, Calif., says as he shows a new ONSTRUCTION ACHINERY 
piece of manufacturer’s literature to WATERLOO. 1OWA, USA 


Frank C. Cochrane, sales manager. 
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A NEW 16-page 
“Mark-it Manual” 
giving illustrated 
information about 
the markers needed 
in industry today. 
Your Guide to the 
right marker to do 
the job right. 


Faster a OLD FAITHFUL has them all! 
Means Faster Selling QUALITY MARKERS . . . to meet every condition, from 


with bs ey drastic cold to white-hot heat . . . for smoothest glass or 


} roughest timber . . . for hot, cold, slick or oily metal . . . 
NEW shatterproof ied for every surface and every purpose. 
Send today for the NEW INDUSTRIAL CRAYON GUIDE. 
It's FREE! Dept. ML-50 


blades! 


Sales literally multiplying with 
Victor's New “Molyflex” High 
Speed Hand Hack Saw Blades...the For SCALE-FREE 
blades that in a recent test averaged - 

23.8% more metal cut than all the Heat Treating & 
leading brands tested. More uni- Annealing of Steels 
form, completely shatterproof. All 
hand sizes and pitches available. 


VICTOR STEELRITE 
METAL MARKING CRAYONS 


Another Victor profit-producer... 
attractively boxed and available in 
a variety of sizes. Ideal for marking 
on hot, cold, damp or grimy metals. : | has | ahi, « of “FIRSTS” 
Withstand pickling, yet do not af- i \ 
fect enamel application. 

Don't forget that Victor is con- 
sistently telling its 
sales story in leading 
industrial papers to P 
over 400,000 interested , } XCELITE en oe ng oo 

7 iw ivers——the irs jastic 
buyers. And thet nate Pre ° real og first square ye 
blade! New “firsts” coming out all the 
Chart and Metal Cut- time! That's why you're SURE of 

ting Booklets are still %& Selective Distribution—Generous Discount } steady profits when you _ stock 
wouiiuis Maa” * ~~ oe in the magazines your customers XCELITE. WRITE FOR YOUR COPY 
these free sales boosters to [Ml American Machinist OF THE NEW XCELITE CATALOG for 


’ Tool & Die Journal many “sellouts” like the XCELITE 
work for you! Modern Machine Shop “combination-d hable” screwdriv- 


@ 5834 { LA Distributors: For complete | ing kit shown. 
roe information write—The 
he ar Cranktio toe PARK METALWARE CO., Inc. 
I Hartford, Conn. Dept. F Orchard Park, N. Y. 
Errrecs Established 1871 


SAW WORKS, INC., Middletown, W.Y, Quality by 
Mckers of Hand and Power Hack Saw Blades . PREFERRED BY EXPERTS 


Frames and Bond Sow Blades ae “First to use plastic for screwdriver handles 








—a whole 








string 


@ IN PROFITS 


@ IN TOOL 
DESIGN 


Jin al lb, thant Ect ms 





Victor’s famous Wall 


Manvfactured by: 
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ATLAS “Built-In Stamina’ MAKES 


PERFORMANCE-PROVED . .. 
SALES-TESTED FOR CUSTOMER SATISFACTION 


Out of New England comes more proof of Atlas “built-in 
stamina.” Atlas Roller Chain installed on a grueling, “chain- 
killing” drive has already outlasted three ordinary roller 
chains...and is still going strong. 

No wonder cost conscious chain buyers are specifying 
Atlas... for conveyors, drilling rigs, road machinery, trac- 
tors, trucks and all types of machinery where the going 
is tough. 

The extra stamina in Atlas ‘Super Life’’ Chain is the result 
of special heat treating of every component part. 


The bushings and pins are case hardened by the 
Atlas Nicarb Process which provides an outer 
surface strongly bound to the core of the steel. 


The link plates and rollers are also made of 
tough, heat-treated, alloy steel; their uniformity 
achieved by automatic electronic instruments 
controlling the furnaces. 


Put this long-lasting, super-life chain to work for you now! 
Let its proved-performance win new sales for you... build 
profits in the replacement and OEM field. Write today, let us 
tell you about our cooperative plan...or see us at Booth 
911, Mill Supply Convention, Atlantic City. 


Atlas Chain & Manufacturing Co., Philadelphia 24, Pa. 









“SUPER-LIFE”’ 





‘LA 





rd a, 
ATLAS | 
a7 














BOOTH 109 
AT ATLANTIC CITY 


When you make the rounds of the Conference 
Booths at the Triple Industrial Supply Convention 
at Atlantic City, drop in on Hose Accessories—Booth 


109. Find out what Hose 


doing to help you sell LE-H! High and Low Pressure 


Hose Couplings. 


plan, new net price list that eliminates chain dis- 


count figuring. 


SOLD ONLY THROUGH LEADING DISTRIBUTORS AND RUBBER MANUFACTURERS 


HOSE ACCESSOR 


2716 NORTH 17TH STREET + PHILADELPHIA 32, 


Check profit-building sales aid 


Accessories Company is 





on 


NOSE 
COUPLINGS 











IES COMPANY 


PA. 














DISTRIBUTORS 
KECKLEY 


FLOAT VALVES 


BECAUSE they know repeat orders 
and good profit will follow— 


BECAUSE they know Keckley Float 
Valves will give their customers many 
years of satisfactory service— 


BECAUSE it is easy to sell Keckley 
Float Valves—they have so many 
good strong talking points. 


BECAUSE they know they 
can get prompt shipments 
as Keckley carries complete 
stocks not only of Float 
Valves but Temperature 
Regulators, Pressure Regu- 
lators, Steam Traps, Water 
Gauges, Gauge Cocks, 
Strainers, Safety and Relief 
Valves. 


Write for 35th Anniversary Catalog No. 65 


No. 14—Single Seat—Pilot Stem 
No. 15—Balanced, Double Seats 


LIKE TO SELL 


ANGLE OR GLOBE 





O.C. KECKLEY COMPANY 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 
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PERPETUAL INVENTORY Clerk 
Loretta Urbanik posts data on stock for 
Wiley-Hughes Supply Co., Trenton, 
N. J 





Colorado Fuel & Iron 
Elects Jones To Sales Post 


F. S. Jones has been elected vice- 
president in charge of sales for The 
Colorado Fuel & Iron Corp. He suc- 
ceeds Newell H. Orr, who has retired 
but will continue in an advisory ca- 
pacity. 

Mr. Jones joined Colorado in 1908. 
He began selling in Hutchinson, Kan, 
as a combination fuel and steel sales- 
man in 1913. Since then he has held 
managerial positions in most of the 
company’s territory, occupying offices 
in Grand Junction, Salt Lake City, 
Oklahoma City and Denver. 

The position previously occupied 
by Mr. Jones, that of general man- 
ager of commercial steel sales of the 
Western Division, will be filled by 
James N. Counter, advaneing from 
Rocky Mountain Division sales man- 
ager. 

Mr. Counter, a native of Denver, 
has filled several district managerships 
during his services with CF&I—Amar- 
illo, EF] Paso, Phoenix, and Salt Lake 
City, and later the Denver district. 

Mr. Jones and Mr. Counter will be 
located at the general offices of the 
company in Denver. 


Holmes Made Manager 


Robert E. Holmes has been ap- 
pointed New England district sales 
manager for the Industrial-Aviation 
Division of the R. M. Hollingshead 
Corp., Camden, N. J. In his new 
position he will direct sales of Hol- 
lingshead’s ““Whiz” line of industrial 
maintenance chemicals. 





v4 hen you stock Key pipe joint sealing compounds you are in 
position to benefit by Key’s very liberal sampling policy. Every trade 
journal ad featuring Key-Tite or Key Graphite Paste invites the pro- 
spective user to send in for a free sample. 


Each sample sent out by Key is accompanied by a letter telling the 
prospective user how and where to apply the material and it also tells him 
where he can get a regular supply of the compound in his locality. 


Key Company's district representatives make a personal follow up on 
the majority of these sample requests, and they also do a lot of solo 
missionary work to help the stocking industrial supply houses increase 
their volume of business on Key compounds. 


Some of the largest industrial users of Key compounds started out 
25 or 30 years ago by this method of introduction, and their repeat 
orders follow through regularly without the need of premiums or other 
inducements. 


Recommend Key-Tite for sealing the joints in hot and cold water lines, 
gas, air and low-pressure steam services. It contains no toxic ingredients 
and can be safely used on potable liquid lines. 


Key Graphite Paste should be recommended for sealing the joints in 
high-pressure steam lines and all types of oil handling equipment or 
wherever the Underwriters’ Laboratories Listing is important. 

There is an established demand for Key compounds in YOUR trade 
territory. You can get the facts and full information by writing 


ME. | 45s 


a: 


KEY-TITE 


PIPE JOINT 
COMPOUND 
4 


fj oS kaa 


Gompany © ee 2621 McCasland Avenue « East St. Louis, Illinois 
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A FAMILY OF PRODUCTS A broad, eco- THOROUGHLY TESTED Blades and 
nomical line of metal cutting saw blades to methods are subjected to varied tests here, im- 
provide maximum productivity. provements passed on to you. 


wll T3 | 


* 
ad 
cd 
id 


® 
4 : 
, b> 


Ld “ue " Fi Wes eee ae a : 
QUALITY CONTROLLED Day-to-day in- PROPERLY SUPPORTED Helpful metal 


strument inspection of raw saw stock and fin- cutting information to aid*in proper selection 
ished blades safeguards MILFORD quality. of blades and machines for any application. 


HOW MILFORD CONTRIBUTES to the 
SERVICE BOND BETWEEN MANUFACTURER AND DISTRIBUTOR 


Quality products are the mark of MILFORD distributors. So, when you 
buy MILFORD blades, you’re assured of intelligent, economical, speedy 
service, from distributors who make metal cutting their business. 


se Rea RT TONE ESOC 


Each MILFORD blade is the superb result of more than 70 years’ spe- 
cialization in the development and manufacture of fine metal cutting 
blades. And, it is this same specialization in manpower and facilities 
which will enable MILFORD, through its distributors, to be first in 
bringing you the new, advanced types of tomorrow. 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Specialists Exclusively For Over 70 Years 


NEW HAVEN 5, CONNECTICUT, U. S. A. 


PROFILE AND ff. BE mee; @°0 REZISTOR AND DUPLEX 
BAND SAW BLADES I HACK SAW BLADES 





SOLD THROUGH SELECT INDUSTRIAL DISTRIBUTORS 








Which one of these 


TRUCK CASTERS 
is BEST for Your Job? 


IT’S A LONG JUMP to the top of 
the bins at Philips Hardware & Supply 


. . » of ‘ 1A Series —Sta- 3A Series —Single Ball 3F Series—Single Ball 3J Series —Single Ball 
Co., Columbus, Ga., but not for Mar- ausax Caster Race Swivel Caster Race Swivel Caster Race Swivel Caster 
shall Bush, here checking items by use —Pipe Socket Base with Threaded Stem 
of a wheeled ladder. 





Whiting Corp. 


Acquires Coburn-Foster 

[he Whiting Corp., Harvey, Ill., | 
manufacturers of materials-handling 
equipment, announces that it has 
taken over the belt and chain con- 
veyor business formerly operated as the 


Coburn-Foster Conveyor Co., Chicago. 3G Series—Single 14A Series—Tongue 23A Series—Double Spring Action 
The chain and belt-conveyor pro- Ball Race Swivel Swivel Caster Ball Race Swivel Caster Swivel Caster 


Caster— Angle Base 
duct group will be headed by Gordon 


Foster, former president of Coburn- | 
Foster, who will work under A. E. | 
Bottenfield, vice-president in charge | 
of Whiting merchandise sales. Mr. 
Foster has had more than 20 years | 
experience in the materials-handling 
field. 


Yonveyor equi > rj anu- 36A Series—Double 40A Series —Double 41A Series—Structural Duel Wheel 
C ‘aed pie a ‘gee nt be ill be manu | Ball Race Swivel Caster Boll Race Structural Stee! Stationary Caster Swivel Caster 
factured at the Whiting plants at 


Steel Swivel Caster 
Harvey, Ill., and Los Angeles, Calif. 


> 


V-Grooved Wheel Caster Structural Steel Caster Vulcanized-on Solid Rubber Wheel 
with Wheel Brake Rubber Tread Wheel 





BOND built-for-the-job Truck Casters assure 
efficient, profitable production! Write today 
for your copy of the Bond Catalog K-38— 
you'll find complete descriptions of the full 


line of Bond Casters and Wheels. 





STOCK CONTROLLER at G. R. | BOND FOUNDRY & MACHINE COMPANY 
Armstrong Mfrs. & Supplies, Inc., Bos- 


ton, M. J. Wallace has been keeping a MANHEIM « PENNSYLVANIA 


: 15D Series— 
lose watch on inventory. Swivel Stem Caster Visit our Conference Booth No. 218 at the Triple Mill Supply Convention 
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EVERYONE 
can use 


Clemson’s Star 
“Molyflex” is a natural to 
make new customers... because its 
extreme flexibility and “Moly” high 
speed cutting quality assure top per- 
formance ...every time...even when 
used by inexperienced hands and in 
awkward jobs. It’s shatter-proof and 
unbreakable when used in a frame... 
cuts 23.8% more metal than the aver- 
age of leading brands of high speed 
flexibles tested, 


STAR STEELRITE 
METAL MARKING CRAYONS 


Mark on hot, cold, damp, or 

gtimy metals. Packaged for 

counter sales. Markings with- 
stand pickling, yet do not affect 
enamel application. 


USE THESE CLEMSON SALES AIDS 


Don’t forget, that in additioa to 
Clemson’s continuous advertising 
campaign in leading industrial pa- 
pers...Clemson’s famous Wall Chart 
and Metal Cutting Booklets are still 
available free. They’re crammed with 
metal cutting “know-how” to help 
your customers. Write for your free 
supply ... today, 








CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 
Makers of band and power hack saw blades, 


frames, metal cutting band saw blades and 
Clemson Lawn Machines 
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CREDIT PROBLEMS of the S. B 
Hubbard Co., Jacksonville, Fla., are 
handled by William Lang, treasurer, 
in active member of the National 
\ssociation of Creditmen 





Allis-Chalmers Advances 
Tally and Moody 


Otho V. Tally has been named 
manager of Allis‘Chalmers Midwest 
Region, succeeding Benjamin F. Bils- 
land, who is retiring July 1 after more 
than 30 years of service. 

R. D. Moody, manager of Allis- 
Chalmers San Francisco district since 
July, 1947, has been named manager 
of the Los Angeles district, succeed- 
ing C. W. Schweers, who has been 
appointed manager of the company’s 
New England region with head- 
quarters in Boston. 


ie al | 
Mr. Tally formerly was manager of 


the St. Louis district. He is succeeded 
there by Baldwin G. Witty, formerly 
a sales representative in the com- 
pany’s Chicago office. 

Mr. Moody is succeeded as San 
Francisco manager by James A. Long- 
ley, Jr., who has been a sales repre- 
sentative in that office since March, 
1946. 





CHECKING INVENTORY lists at 
Raub Supply Co., Lancaster, Pa., are 
Darrell R. Mav and Mrs. Rose Mec 


Coske\ 
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UPERCLAMP No44 
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AVE 
SUPERCLAMP No40 
- 


vm 


INDIVIDUALLY TESTED to assure 
lasting service even under the most 
severe conditions. Shown (from top 
to bottom): the Spring Clamp and 
the popular Hargrave Super 
Clamps, Nos. 44, 40 and No. 43 
which are designed especially for 
welding. Frames are especially 
forged from a tough alloy steel and 
heat treated. Screw is steel hard- 
ened for extra toughness and to 
prevent battering of the thread. 


WRITE FOR CATALOG 


Showng the complete line of Hargrave Clamps 
—from 34 in. to 10 ft. openings, from 12 in 
to 16 in. deep. 


“The Cincinnati Tool Company” 


4032 Montgomery Road 
Cincinnati 12, Ohio 








Fig. 1793—Large 125-pound Iron Body 
Bronze Mounted Gate Vaive with out- 
side screw rising stem, bolted flanged 
yoke and tapered solid wedge. Also 
available in All lron for process lines. 


VALVE SHOPPING/ 


for BRONZE — IRON — STEEL — * 
CORROSION-RESISTING Valves 


POWELL makes them all 


Fig. 500—125-pound Bronze 
Gate Valve with screwed-in 
bonnet, screwed ends, inside 
screw rising stem and ta- 
pered wedge; solid in sizes 
V4" to %"; double in sizes 
1” to 3”, inclusive. 


Fig. 1531—Cilass 150-pound Cast 
Stee! Globe Valve with flanged 
ends, bolted flanged yoke and out- 


side screw rising stem. 


When your customer needs a new suit, he doesn’t shop for 
the coat in one place, the vest in another and the trousers 
in still another. 


But that’s just what he does if he gets his bronze or iron 
valves from one source, cast steel valves from another and 
possibly special design or alloy valves from several others. 


No one makes better bronze, iron or steel valves than we 
do. And, in the field of special design and alloy valves for 
corrosion-resistance, Powell has always led the way. Today 
Powell makes the only COMPLETE line of these valves 
available. 


In short, Powell makes all kinds of valves* needed in every 
industry-—and makes them better. So why not advise your 
customers to standardize on Powell and thus centralize 
responsibility for the efficient operation of their entire” 
flow control systems. 


Fig. 150—150-pound 
Bronze Globe Vaive. 
Screwed ends, union 
bonnet and renewable 
composition disc. 


¢ 


Fig. 1861 — 200-pound Stainless 
Stee! Globe Valve with screwed 
ends, union bonnet, inside screw 
stem and plug type disc. 


*The Complete Powell Line includes Globe, Angle, ‘‘Y”, 
Gate, Check, Non-return, Relief and Flush Bottom 
Tank Valves in Bronze, Iron, Steel and a wide range 
of Corrosion-resistant metals and alloys. 


Consult our Engineers for Special Designs 


The Wm. Powell Company, Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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vae'SMALL WORK’) 
GRINDING JOBS 
are concerne 


Quality Tested 
Since 1922 


SELL ALL THREE DEPARTMENTS You can 
sell Foredoms to production, tooling and 
maintenance departments. It's the only 
truly complete line of its kind. 


REPEAT BUSINESS follows as a matter of 
course when you sell Foredoms. The hun- 
dreds of accessories which can be used 
with them make them extra versatile for 
the user, therefore EXTRA PROFITABLE 
for you to sell. 


The FOREDOM line lent! 1 


WIN EXTRA SALES with 
Y FOREDOM "shart 
COMPLETE YOUR COVERAGE 


IN THIS PROFITABLE 
FIELD — 


FOREDOM Machines effectively satisfy the 
demand in the metal- — industry for 
grinders which are GHT for every 
“small-work’ job of pa finishing, 
de-burring, etc. FIVE TYPES OF = 
PIECES, all quick-detachable, afford a 
high-degree of versatility in this PIONEER 
line which has been serving industry for 
well over a quarter century. They enable 
the user to precisely fit the tool to the job 
at hand. Users like Foredom’s easily ma- 
nipulated and controlled pencil-size hand- 
pieces which keep work always well in 
view. 


NATIONALLY ADVERTISED in a host 

of trade ap me and ly Your 

sales es job is Shonat implified 
LES HELPS AV AILABLE.” 








ts your large flexible shaft tool lines. 





Why not make your firm headquarters for such equipment. 


You owe it to your- 


self to send for our attractive proposition to industrial distributors. Foredoms are 
priced to sell fast with excellent mark-up for you. 


Write for Full Details Today to 


27 PARK PLACE 


FOREDOM ELECTRIC CO., °° ' 22? new vork 7, n. ¥. 


MACHINES 











SOLD THROUGH 
Industrial Distributors 


LUTZ,.,HANDLES 


- for Files, Chisels. 
many other tools. 
GUARANTEED 

- to outlast 15 to 20 ordinary handles 

+ not to split no matter how severe 


the usage 


Files Remain in the Handle 
Ferrules Cannot Come Off 


FILE HANDLE SIZES 
No. 1—For 3” to 6” Files 
No. 2—For 6” to 8” Files 
No. 3—For 8” to 12” Files 
4 
5 


Punches and 


No. For 12” to 16” Files 
No. 5—For 16” to 20” Files 


LUTZ FILE & TOOL CO. 





Cincinnati, Ohio 


A NEW Standard for 


LOAD-BINDERS 





Weight—only 13 Ibs. Barrel length—10 inches 
Ratchet -Type Load Binder 
Operates Safely-Easily 


This NEW standard for Load Binders pro- 
vides the moximum amount of safety for 
the operator—no kick-backs, no exerting 
thrusts over an eccentric. It operates easily 
by one man in a matter of seconds. Full 
8-inch take-up by the ratcheting principle 
allows load to be tightened or loosened 
any degree without having to readjust 
the load 

Light in weight, easily maneuvered, this 
low-cost Load Binder helps prevent shifting 
loads and provides greater safety for the 
traveling public 

Don't fail to stock this ratchet type load 
binder. For information on choice distribut- 
ing territories, write direct 


MULCAML FORGE AND MANUFACTURING CO. 





“YANKEE” 


with the'Q-R 


Spiral Ratchet 
Screw Drivers 


“spring 


Motion-economy that 
speeds assemblies .. . 
that’s what sells 
**Yankee”’ Spirals. A 
straight push turns the 


screw, 


replaces tiring, 


time-wasting wrist 
work. The quick-return 
(Q-R) spring in the 
handle brings it back 
after each stroke, keeps 
the bit in the slot. One 
hand can do the work 


| 


of two. Every assem- 
bly line needs these 
‘‘Yankee’’ Spiral 
Screw Drivers. 


8 This “Yankee” Centering 
Sleeve Bit adds still more 
speed... 
screw slot. 
long-wearing steel. A 
in several bit sizes. 


Automatically finds 
Spring mounted. 


leah), 





3 models— standard, No 


130A; Heavier size, No. rs 


and No. 135 for small screws. 


“YANKEE TOOLS NOW PART OF 


ve om 


THE TOOL BOX OF THE WORLD 





a 


L 


NORTH BROS. MFG. CO. 








812B Shore Avenue Pittsburgh 12,Pa 





| 7m Philadelphia 33, Pa. —«< 


INDUSTRIAL DISTRIBUTION © MAY, 1950 





EDWARD R. McPHERSON, JR. has 
been named a director of Jenkins Bros., 
Bridgeport, Conn., manufacturers of 
valves. Mr. McPherson is a member of 
the law firm of Cummings & Lock- 
wood. 





Cost and Time Cutting 
Feature ASTE Addresses 


New and better tools to help in- 
dustry save time and labor and cut 
its costs were the subject of a good 
majority of the speakers who addressed 


the American Society of Tool Engi- | 
neers recently in their technical ses- | 


sions in Convention Hall, Philadel- 
phia. 

X. T. Hurley, 
Wright Corp. told the Society meet- 
ing that high machine speeds and 
feeds offered large possibilities of ma- 
terial decreases in manufacturing costs. 
“To take advantage of such speeds,” 
Mr. Hurley said, “we will have to 
learn a lot more about the machine- 
ability of various materials.” That 
meant, he added, that the machine 
should be properly equipped to han- 
dle the higher production speeds. 
Among the machine “requirements” 
he listed as particularly important: 
fowe rigidity, tool and work support, 
alance of rotating parts, and freedom 
from vibration. 

In line with Mr. Hurley’s remarks 
were the comments by George Eg- 
linton, vice-president, Lincoln Park 
Industries, Inc., Lincoln Park, Mich., 
who pointed out that ultra-hard 
cemented tungsten carbide offers in- 
dustry an excellent means not only 
of reducing the cost of all kinds of 
formed, punched or drawn metal 
stampings but also to improve the 
quality of such products. 

Vast reductions in manufacturing 
time and cost were being achieved on 
all kinds of products through the use 
of “broaching”, reported O. W. Bon- 
nafe, chief research engineer of La- 


resident of Curtiss- | 


new ‘‘DI’’ nibs save up to 


25% of wheel dressing costs 


Desmond’s DI (diamond-impregnated) nibs and hand 
tools save substantially where extreme precision and 
dressing of contours are not involved. They cost less 
than single diamond dressers: small inexpensive dia- 
monds are permanently imbedded in cemented tungsten 
carbide matrix. Every particle is used fully—no waste. 
No danger of diamonds popping loose: you save replace- 
ment costs and remounting downtime. 


Desmond 


DRESSERS & CUTTERS 





the only complete line of 
grinding wheel dressing tools 


DI Nibs are easy to order: 
wheel sizes shown below: 
TIP NO. WHEEL DIA. 
Di-1 up to 20” 
DI-2 up to 26” 
DI-3 up to 36” 


They come in three tip sizes, for 


WHEEL FACE 
up to 14” 

up to 2%” 

up to 8” 
These three standard size tips may be mounted in all standard 
type shanks and hand tools shown in the 
Tool Reference Guide.” 


“Desmond Diamond 
Your Desmond distributor can meet 
your exact requirements. Call him . . . The Desmond-Stephan 
Mfg. Co., Urbana, Ohio 
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Added metal on barre! of Rex Durobar Chain holds 
inner barrel face out of contact with sprocket tooth 
- « « reduces grinding action between chain and 
sprocket . . . means longer chain life on practically 
any type of service. 


Rex 3100 Series Offset Side Bar Roller Chain. Com- 
bines flexibility of offset side bar chains with speed 
and strength of roller chain. Can be coupled with 
corresponding size roller chain. 


Rex Double-Flex Conveyor Chain permits flexing in 
twe planes, thus bling more effective use of floor 
space. 





== 


Baldwin-Rex BA Assembly makes easy assembly or 
disassembly of roller chain. Combi the ad 
of cottered and riveted chain. 





Rex TableTop—ideal for 
conveying bottles, cans, 
small parts, etc. Assures 
smooth, tip-free transfer. 
Simple, two-piece design. 
Special sprocket means 
longer chain life. Easy to 
keep clean. 


Rex Rubber Covered Spiral Return Idler, one of 
several special application Rex Idlers, prevents 
build up of sticky or abrasive material on idler. . . 
means longer belt life. Ask us about the complete 
line. 


You Can SELL ‘em 
if You FELL em 


about these exclusive 
REX advantages 


All chains are not alike. There are important advantages 
in Rex and Baldwin-Rex chains that make it easier to 
sell this complete line of power transmission and convey- 
ing equipment. In the first place, because the line is com- 
plete, you can recommend, without prejudice, the exact 
drive or conveyor chain, sprocket or idler that best fits 
your customer’s requirements. This point alone means 
more satisfied customers, more repeat orders. 

Now look at the illustrations on this page. Each one 
shows an important Rex selling point . . . an advantage 
that puts youin thedriver’s seat whencompetition is tough. 

Then, too, when you sell Chain Belt, you have avail- 
able a wide variety of useful selling tools. A hard-hitting 
national advertising campaign, forceful product litera- 
ture, complete catalogs, direct mail pieces, counter dis- 
plays and others, are designed to make your selling job 
easier and more effective. Another advantage is Chain 
Belt’s efficient system of distribution. Nine strategically 
located warehouses are equipped to supplement your 
own stocks quickly and completely. 


Stop in at our booth (No. 524) at the Triple Industrial Supply 
convention. We'd like to talk things over and explain in more 
detail why it’s easier to ‘“‘close the order’ when you sell Rex. 
Or, if you prefer, write to Chain Belt Company, 1622 W. Bruce 
Street, Milwaukee 4, Wisconsin. 


Baldwin-Rex Im- 
proved Tooth Form 
adds up to 50% te 
life of cut tooth sprock- 
ets. Straight working 
face means less wear, 


t tooth ket: 
a Sites ial dination. Rex cast tooth sprockets can be 


furnished in Rex Temperim. These 
specially hardened, accurately 
formed teeth mean longer life for 
both chain and sprocket. 
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Pointe Machine Tool Co., Hudson, 
Mass. Mr. Bonnafe said that rifling of 
gun barrels, for instance, had been cut 
rom over one-half hour per barrel to 
only 28 seconds. In producing T- 
shaped holes in forgings, requiring 
the removal of 75 lbs. of metal in the 
form of chips, time was cut from 65 
man hours to only 20 minutes for the 
operation. 

New possibilities in the production 
of all kinds of consumer goods were 
opening through the use of drills so 
small it takes 20-power binoculars to 
watch them at work, according to 
J. A. Cupler II, general manager, Na- 
tional Jet Co., Cumberland, Md. The 
manufacture and use of such drills 
already has reached the point where 
millions of minute holes are drilled 
with them every month in some in- 
dustries. The “micro-drills” are cap- 
able of producing holes as small as 
about one thousandth (.001) of an 
inch in diameter. 

Of the same nature were Eugene 
Numrich’s remarks on how the cost 
of producing accurately finished holes 
in production could be greatly reduced 
by proper tooling. Mr. Numrich, ap- 
plication engineer for Avey Drilling 
Machine Co., Wood-Ridge, N. J. told 
members and guests of the ASTE that 
by giving more attention to the grind- 
ing of the drill and the use of suitable 
guide bushings to align the drill dur- 
ing the cut, holes frequently can be 
produced to an accuracy and finish 
which will eliminate subsequent oper- 
ations, without increasing drilling 
time in any way. 


WALTER A. HUBER has been ap 
pointed gencral manager of the Wire 
Rope Division of John A. Roebling’s 
Sons Co. He will coordinate adminis 
trative and production work with mer- 
chandising schedules and customer 
requirements 





e STERILE ¢ SOFT 


THESE INDUSTRIAL WIPING CLOTHS... 
SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary, germproof, dustproof 

cartons attractively labeled and stating exact de- 

scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 


individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for. . . your name— 
your address”’ 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 





WIPING 
CLOTHS 


DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 














REG.V.S.PAT.OFF 


Four Originals 


“INNERLOK” oe tetente 
““FineTex” For Biscuit & 


Cracker Industry 


8 IES OLE IROCB SIRE SAE 


ESTABLISHED 1875 
Our 75th Year 
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“MULTIPLE WOVEN” 
“SIFTER BRUSH” 


FraNKo SOLID WOVEN BELTING 


For Corrugated 
Box Industry 


For Flour 
Mill Industry 











Mliraukee WOLE-SHOOTER 


— Industry's Choice for Both 
Production and Maintenance 





EXCLUSIVE 
Split-Body Design 


No other Pistol Drill enables you 
to polish commutator, while in 
operation. Simply remove plate 
to inspect armature and field, or 
toservice switch and cord. Brushes 
are replaced without dis-assem- 
bling tool. Cuts maintenance time 
to seconds, Bearings are sealed 
in grease — leakproof. 











Outstanding performance has created a 
preference, among large and small plants in 
both metalworking and woodworking fields, 
for this rugged, light-weight, heavy-duty 
Milwaukee HOLE-SHOOTER. Ball and 
roller-bearing equipped for enduring service, 
its super powered Metco-built motor is nota- 
ble for uninterrupted, cool performance. Ca- 
pacities and load speeds: 1/4” — 2000, 3500 
and 5000 R.P.M.; 5/16” — 1000 R.P.M.; 
3/8” — 650 R.P.M. Price range — $38.00 
to $42.00. 

Big demand for this quality tool is re- 
flected in our sales to Industrial Distributors. 
Write for the HOLE-SHOOTER folder. 


6: Mitering Saw with 1 HP Motor 


A DRILL ROD ORDER to their 
supplier brings Sam Taft, trafic man- 
ager to the desk of Zeke Robbins, sup- 
plies manager, Schultz & Anderson 
Co., Newark, N. J. 





Cowan Will Represent 
Maewhyte Co. 


James A. Cowan has been trans- 
ferred to Pittsburgh, Pa., as direct 
factory representative for Macwhyte 
Co., wire rope manufacturers. His 
headquarters will be at the Pittsburgh 
office in the Rea Building, 704 Sec- 
ond Ave. 

Mr. Cowan has been with the Mac- 
whyte Co. for 13 years in various sales 
capacities. His territory will be in 
Pennsylvania and New York. 


David E. Davidson 


Elected By Link-Belt 


David E. Davidson has been elected 
vice-president for sales of the Link-Belt 
Co., Chicago, Ill., with headquarters 
at executive offices, 307 N. Michigan 
Ave., Chicago. 

Eugene P. Berk, formerly assistant 
general manager, has been appointed 
general manager of the Pershing Road 
plant, to succeed Mr. Davidson. 





Widely used in woodworking factories, and 
for general industrial plant maintenance 
Complete with depth gauge, rip-guide, and 
miter shoe ball and roller bearings. Ab- 
rasive Cutting wheels also available for work- 
ing in concrete, tile, marble, plastic, asbestos 
and steel. A profit-builder for you 


Write jor Folder 660 


Milwaukee. 


QUALITY TOOLS 


RECENT VISITOR to Allis-Chalm- 
ers West Allis Works is A. S. Price, 
center, of the A-C Supply Co., Phila- 
delphia, shown with W. L. Manly, 
tight, manager of the dealer sales de- 
partment, and J. P. Jones, supervisor of 
the contract section 


MILWAUKEE ELECTRIC TOOL CORP. 
5340 W. State Street ° Milwaukee 8, Wisconsin 
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QUAKER CONVEYOR BELTING 


PERFORMANCE-PROVED TO GIVE LONGER SERVICE 


Day in and day out... year after year... 
for eleven years, more than a million tons of 
rock smashed down and was carried along 
by a Quaker Ironsides Conveyor Belt. This 
24” wide belt takes an impact drop of four 
feet and runs a grade that starts at four feet 
off the ground to a height of fifty-five feet... 
carries 60 to 100 yards of material per hour. 
After a million tons, it is still good and ready 
for many more. 


QUAKER PACKINGS FOR SAFER SEALS 
Scientifically pre-tested . . . ruggedly 
performance-proved Quaker Packings 
are engineered for every use in your 
plant—for pumps, compressors, water, 
air and steam lines and many other 
places where a positive, long-lasting 
seal is needed. 





Quaker Belting ...as well as the entire 
Quaker line is pre-tested and performance- 
proved to build satisfied customers for you. 
You'll find Quaker quality is tops in any 
product—conveyor belts, V-belts, transmis- 
sion belts, hose, packings and molded 
products. 

To vitalize your sales...Quakerize your line 
for '50. It’s the profit-proved line that is yours 
for more sales! 


QUAKER HOSE FOR RUGGED WEAR 


Pre-tested for flexibility and strength 

. . built to stand abrasion . . . per- 
formance-proved for rugged resistance 
to wear...every Quaker Hose has been 
scientifically developed for a specific 
application ...to provide longer service 
in your plant. There's a Quaker Hose 
to meet every industrial requirement. 


QUAKER RUBBER CORPORATION - PHILADELPHIA 24, PA. 


f H. K. Porter Company, Inc 


New York 7 ry Cleveland 15 


* Chicago 16 + Houston 1 


Western Territory 
QUAKER PACIFIC RUBBER CO. + San Francisco 10 + Los Angeles 21 + Seattle 4 






RUBBER PRODUCTS | 


custom made for every industrial use 











MAKES SHE FINEST 


CAP SET 
SCREWS SCREWS 


MILLED COUPLING 
STUDS BOLTS 


Ottemiller products ill Supply Houses. Write 
for free folder which i ribes the complete line. 


*Wm.H.O Company 


YORK, ery —_ PENNA. 
et 








SPUR GEAR ‘ 
SCREW GEAR 
DIFFERENTIAL , 

CHAIN 


HOISTS 
EVERY SALE IS PROFITABLE FOR YOU AND YOUR CUSTOMER 


capacity but they handle these loads at big savings in operating costs. 
The greater efficiency and easier handling of these Timken-Bearing 
equipped, strong Light-Weight hoists make them profitable in the hands 
of your customers. They more than pay their way. And because they 
earn money for their users they make money for the Distributors who 
handle the line 

Features which help clinch sales include: the special forged load sheave 
mounted on Timken Roller Bearings—solid steel forged driving shaft— 
steel safety hooks attached to special analysis steel die-formed elec- 
trically welded load chain chrome plated for rust resistance and increased 
lite — include clevis, close headroom, extended handwheel and 
twin hoo 











Ss 
Send for ——" 
Atlantic City 


A copy of Catalog 4-A containing valu- 
Booth #311 


able information on the complete line of 


Philadelphia Hoists not only meet industry's needs from 1% to 20 tons 








“Philadelphia Hoists”. 





7 PH] CHAIN BLOCK & MFG. CO. 
Mascher & Norris Sts., Philadelphia 22, Pa. 
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HERE'S THE NEW 


. . . LOWEST COST 


Flexible Shaft 


Machine 


. . . TOP QUALITY 
in every detail 


BENCH 
MODEL 


FLOOR 
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Available with 43 HP, 42 HP ond 
% HP motors. Econoflex uses 
any standard accessories for elec- 
tric drills, drill presses and pneu- 
matic tools . . . and the complete 
line of fine Elliott accessories. 


The HANDIEST 


TOOL FOR 


Industry 

Auto Shops 
Machine Shops 
Home Workshops 
On the Farm 


The Elliott line is a complete 
line, including other Flexible 
Shaft Machines up to 3 HP pow- 
ered, unit drives, machines for 
specialized applications, a wide 
range of accessories . . . backed 
by more than 50 years of experi- 
ence. 


Write for complete details 
of attractive, profitable 
dealership arrangement. 


Eltvott 


MANUFACTURING CO. 


212 Prospect Ave., Binghamton, N. Y. 




















It’s no stretch of the imagination, rather, robust realism to call our past half 
century a Miracle—U.S.A. 

America has set an amazing record of progress in 50 years — but a moment in 
the history of civilization. A record unequalled by any other political or economic 
system. 

Merely by broad brush strokes, we can all visualize this miracle. Remember the 
crystal set, the hand-cranked car, the biplane? A far cry from our FM radio, tele- 
vision, hydro-matic drive and supersonic planes. 

And here’s another phase of the miracle that went hand-in-hand with these and 
the myriad of intertwined technological advances — ranging from the radio telephone 
and Bakelite to the X-ray tube and teletype . .. and to atomic energy and its un- 
told potentialities. 


r 
ad 


“© Since 1900 we have increased our supply of machine power 4, times. 


“*% Since 1900 we have more than doubled the output each of us produces for 


every hour we work. 


x Since 1900 we have increased our annual income from less than $2400 per 
household to about $4000 (in dollars of the same purchasing power), yet... 


%& Since 1900 we have cut 18 hours from our average work week—equivalent to 
two present average workdays. 


How did we do it? The basic cause for this composite miracle has been the 
release of human energy through FREEDOM, COMPETITION and OPPORTU- 
NITY. And one of the most important results is the fact that more people are able 
to enjoy the products of this free energy than in any other system the world has 
ever known. 


THIS IS THE MIRACLE OF AMERICA . .. it’s only beginning to unfold. 


Published in the public interest by: 


McGraw-Hill Publications 
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THE [UFKIN RULE CO. 


March 1, 19580 


Mr. T. W. Van Winkle, District Mgr. 
Pactory Management and Maintenance 
2980 Penobscot Building 

Detroit 26, Michigan 


Dear Van: 


This year, as in many past, our thorough re-appraisement 
of media again indicates the use of Factory as a major tool 
in aiding LUFKIN induetrial distributors to make more sales. 


Strong-selling LUFKIN advertisements appearing in the 
pages of Factory will be seen, read, and acted upon by ia- 
portant large segments of industrial distributors’ customers. 
In fact, the abundant comment of industrial dietributore and 
their ealesmen is proof of the selling power of this publi- 
cation. 


LUFKIN actively promotes the industrial distributor in 
all ite Factory ads. The vast audience of readers ie urged 
to order from their nearest LUFKIN distributor. This is real 
double-barrelled advertising....it's beneficial to LUFKIN, 
and beneficial to the Industrial Distributor. 


It te our considered conviction that industrial digtri- 


butore’ sales of the entire LUFKIN line are larger, faster, 
and more profitable because of this pre-selling in the pages 


of Factory. 
We 


Very truly yours 


General Sales Mgr. 
THE LUFKIN RULE CO. 
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Distributors to make more sales” 


“It is our considered conviction,” says E. H. Meibeyer, General Sales 
Manager, The Lufkin Rule Co., “that industrial distributors’ sales 
of the entire LUFKIN line are larger, faster, and more profitable because 
of pre-selling in the pages of Factory.” 
And here’s why: more than 52,000 plant operating men pay to read Factory. 


That’s more than pay to read any other magazine exclusively serving the 


manufacturing industries. So you know that when the lines you handle are 
advertised in Factory, you're getting BIG help. And, better still . . . 
Factory's circulation is concentrated on the men in the plant... 
the men who buy and specify most industrial products. 

Get to know Factory . . . write for your complimentary copy. You'll want 
Factory's help on every product line you handle. 


making contacts . . . arousing interest ... creating preference. . . 


member, audit bureau of circulations 


member, associated business publications 


A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 18, N.Y. 
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A HEN KNOWS BETTER 


ADVERTISING, at its best, is the job done by 
a little old brown hen. Every time her masterpiece 
comes off the production line she tells the world about 
it. No one will ever take her product and services 
for granted. 

A sure way to fool yourself is to believe that your 
customers reserve a special place in their memory 
about your products or the services you gave last 
month or last week. A hen knows better—but how 
about you? 


Some of you have seen the chart put together by 
Bob Russell of J. Russell Co., Holyoke, Mass. It 
shows price inflation from 1940 to 1949 on various 
commodities, and on a number of industrial products 
sold by the distributor. 

As an example, farm products have increased 132%. 
Building materials 100% and all commodities 93%. 
Fuel and lighting is up 81%. But when you get into 
industrial supply products, such as you handle, the 
story is different. Bob shows fourteen items from 
mechanical rubber goods through precision tools, 
hoists, drills and reamers, electric tools and grinding 
wheels. Three items show an increase of more than 
50% (one is 51%), while the other eleven range from 
0.13% to 50%. If you like to average averages, it 
would be around 45%, or just about half of the 
increase shown for commodities. 

This chart is a sales tool you should have in the 
hands of every one of your salesmen. Industrial 
supplies have not increased in price out of proportion 


to increased cost, by any means. In fact, the increase 
is more than moderate. If users are looking for and 
waiting for price reductions in industrial tools and 
supplies, they have a long wait coming. If you are 
holding down your inventory because you figure prices 
are coming down—a glance at this chart will change 
your mind. 


“Nothing happens until somebody sells something” 
is a saying that a number of your suppliers should take 
to heart. 

This industry would be a lot better off if distributors 
paid more attention to those lines manufactured by 
suppliers who do their part as a manufacturer-dis- 
tributor team. Instead, we often find manufacturers 
who dump their products in your warehouse, forget 
you until they think another order is due, cuss you 
when it fails to materialize and never lift a hand to 
aid you—getting as much attention in your sales plan 
as the real distributor-minded manufacturer. 

It is very seldom that I hear a manufacturer with 
a real distributor policy—one doing his part in back- 
ing you up from the time his products leave his plant 
until they reach the hands of the user—crab about 
the distributor. On the other hand, I seldom call 
upon the other kind—the fellow that considers you 
his customer and not his partner in selling, that 
you're not the recipient of a tongue lashing. Nine 
times out of ten, I find that the manufacturer that 
delights in taking you apart has a “policy and a 
policy”. He doesn’t believe in Advertising. He can’t 
understand why he bothers with you. He knows 
little about the market for his products—and cares 
less. He has an inferior sales organization and selling 
plan of his own, but considers himself an expert on 
running your sales organization and on how you should 
conduct your business. There are more than just a 
few of them and one wonders how they got into this 
fraternity anyway—much less stay in. 

Yet I see distributors actually giving more attention, 
more selling time and effort, to the products of some 
of these phonies than they do to the lines of manu- 
facturers who really believe in them. 

A good motto is “Know the manufacturer whose 
products you handle”. Unless a supplier believes, 
and shows by performance, that he includes himself 
in; “Nothing happens until SOMEBODY sells some- 
thing”, you're kidding yourself if you think you have 
a worth while franchise. 

Think it over! 


ARCH MORRIS 
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A TRIPLE SALES ADVANTAGE 


Starrett 


SATIN CHROME 


Pioneered and Developed by STARRETT 
For Faster, More Accurate, No-Glare Measuring 


Starrett Micrometers combine both buy appeal and eye 
appeal to give you a three-way sales and profit advantage: 
(1) dependable Starrett accuracy, (2) superior Starrett 
features; plus (3) Satin Chrome Finish on all 4 types for 
faster, easier, more accurate measuring. Starrett Satin 
Chrome Finish means no squinting, no shifting to better 
light. Markings stand out sharp, clear and easy to read. 
And for lasting accuracy, there’s the added advantage 
of high resistance to stains and corrosion. Feature 
STARRETT Micrometers (all four types) with Satin 
Chrome Finish. It's worth a lot to you in more sales and 
satisfied customers. 


HAVE YOU SEEN THIS? 


Another New Starrett Tool For Better Precision Measuring 


STARRETT No. 995 
Universal Precision Gage With Fine, Adjustment 
(Patented) 
Sensitive Adiustment plus Universal Adaptability 
To Countless Gaging, Scribing, Measuring and 
Leveling Operations. 


Starrett 











VISIT STARRETT BOOTHS 
719.....721 


TRIPLE INDUSTRIAL SUPPLY 
CONVENTION 
ATLANTIC CITY, MAY 22-24 











THE L. S. STARRETT CO. © World's Greatest Toolmakers * ATHOL, MASSACHUSETTS, U.S.A. 





-- with features 


that add SALES APPEAL 


@ Simple in design, with working parts 
enclosed and lubricated for years of use—ruggedly 
constructed to take the punishment of constant use 

without repairs or replacement, yet light 

in weight—with accurately made steel load chain, 
heat-treated, proof-tested, wick-lubricated 

—the new WRIGHT Safeway has advantages 

you can talk about, demonstrate, sell. 


Sead 


PROJECTION-WELDED FOR ADDED SAFETY for your copy 
of DH-164 


Typical of the surplus quality built into this for full information 
hoist is that all weldments are of the projection 
type rather than ordinary spot welds—for added 
assurance of strength and safety. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





